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You Can Buy! 


HERE’S PROOF THAT LUMITE* SCREENING 
OUTLASTS ALL OTHER KINDS! | 


Can't be beat for durability! In actual comparison 


der the worst exposure conditions, Lt JMITE 
BIGGEST AD CAMPA ie ee 


screening! LUMITE is unharmed by salt air, 


so 
nudity, ¢ 800 
i and acid smoke 
E H i N D A N Y SC R i? 7 N C LOTH e Further tests proved Lumire has the strength to take harder 


blows without bulging or breaking than ALI, other kinds of 
screening! 


Save work 


] NO PAINTING 
e ormshing needed to 
10 


HERE’S HOW TO PUT THEM 
TO WORK FOR YOU! 


bss Suman SUREENING 1: 
deal for Eve ry Exterior LEY: eee Free sample and folder. Write: Dept. SH-24, Lumite 


Division, Chicopee Mills, Inc., 40 Worth Street, N. Y. 13, N. Y. 
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WOOSTER 


THE WOOSTER BRUSH COMPANY 


PAINTS {00-6 SMOOTHER, FASTER, EASIER WITH A WOOSTER PAINTER 


Free ... for a limited time only! Add this 
colorful salesman to your staff at zo cost to 
you. Holds an even dozen Roll-On com- 
binations, plus a dozen replacement covers 
and six complete Rol/-On Painters. Your 
choice of Dynel, Lambswool or All-Purpose 
De Luxe Mohair models. Requires only 
approximately one foot of floor space, 
gives you display and storage in one. Quick 
visual inventory at all times. It’s yours 
without cost when you order its contents 
...a merchandising opportunity you won’t 
want to miss! Limited time only. Order 
now from your Wooster distributor, or 
write for name and address of the Wooster 


distributor nearest you. 


WOOSTER, OHIO~- SINCE 1851 
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= a rasp-file that outgrew its name. It . 
was originally designed for shoemakers. And it’s 
still called a ‘‘shoe’’ rasp. But with four types 
of cutting surfaces, users find it ‘‘as handy as R. J 
a multi-blade jackknife.”” It can be used on : 
hundreds of jobs—on wood, metal, plastics, 
7 leather, etc. On flat, concave or convex surfaces. 
| It is practically— L. #. 
° e; 
Just the thing for aa FOUR FILES IN ONE. .. . One side is half Flat 
file, half Flat rasp; other side is a Half Round file 
Householders, Hobby Craftsmen, Z and Half Round rasp. And the quality is typically 
: Nicholson, to wit: Excellent. 
Farmers, Repair Shops, 
HEAVILY ADVERTISED. The Nicholson Shoe 
Auto and Boat Owners Rasp is being introduced to millions through big-cir- 
culation magazines like Popular Mechanics, Popu- 
lar Science, Mechanix Illustrated, and six leading a oe 
ES farm publications. We suggest placing your order early per year 
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product 


You Name lt... 
AMERICAN Makes It 


@ This illustration gives you some 
idea of the variety of patterns and 
sizes in the AMERICAN CHAIN Line 
. . . the complete line from which 
you can offer your customers the 
particular welded or weldless chain, 
attachment or assembly best suited 
to their needs. 

Order popular types of AMERICAN 
chain and chain specialties, such as 
dog and kennel chains, cow ties, tie 
outs and halter chains, from your 
wholesaler. 


Buy AMERICAN Chain 


American 
AMERICAN CHAIN DIVISION Ch : } 
AMERICAN CHAIN & CABLE ain | 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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Just Among Ourselves 


Informal Editorial Comments 


The Case of the 
Lazy Citizen 


The “Let George Do It” disease is an insidious 
affliction. It breeds on disinterest, laziness and 
shallow thinking. It is devastatingly contagious. 
The community awakens to find it epidemic. 

That’s exactly what is happening to our interest 
in the greatest of all American heritages . . . the 
right to vote. 

Hardware Age publisher Len Rowlands recently 
had the privilege of being one of the speakers at a 
meeting of the Kansas City Housewares Club and 
in his talk he presented some figures to show ex- 
actly how sadly the average American citizen is 
treating his franchise. 

Judging by the comments made to Len after the 
meeting, it appears that many people in the hard- 
ware trade do not fully realize the seriousness of 
this situation. 

As Len noted, in the Lincoln-Douglas election of 
1860, 84 pct of the eligible voters turned out to 
vote. In the more recent Truman-Dewey election, 
only 51 pct of the electorate bothered to cast their 
vote. 

Just think about that. Just half the population 
had enough interest in their own welfare, in their 
children’s future, to go to the small trouble of cast- 
ing a vote. 

Presumably, the other half was “too busy”; too 
busy doing what? 

Many men have died to give force to the demand 
of “no taxation without representation.” Yet, today 
half the franchised citizens of this nation let 
“George” do their voting. 

Bad government thrives on the disinterest of the 
electorate. If you want good, honest government 
you can get it, if you prove to the politicians that 
you have a live and continuing interest in their 
actions ... by voting. 

Voting in itself is but the means to the end. To 
use a vote intelligently requires that you under- 
stand and have opinions on the issues involved. 
In turn, these viewpoints must be made known to 
those who depend on your vote to help elect them. 

The power of your vote is really tremendous, if 
it is used properly. The trouble taken to learn the 
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By W. A. Phair, editor 


issues, to understand them, and express opinions 
on them to your elected representatives is a small 
price to pay for the privileges the free ballot 
grants. 

Civic responsibilities were never more important 
than this year. Do your part by voting. 

After all, it’s your future. 





New Light on 
An Old Story 


Nothing so emphasizes the importance of voting 
than consideration of the terrific tax burden that 
every citizen carries today. The real magnitude of 
this load is difficult to comprehend, for so many 
taxes today are hidden taxes. 

Most of us are fully familiar with the income 
tax, but few of us understand how much we pay 
out in hidden taxes, such as the excise imposts, 
social security taxes, etc. 

We recently ran across some authoritative data 
on this subject and the figures so shocked us that 
we thought you, too, would find them interesting 
...and frightening. 

Before we give you the figures, which are from a 
recent issue of the National Tax Journal, make an 
estimate of the amount of taxes you think a $5000 
to $7000-a-year-man pays, then compare it with 
the data following. 

% of Income Going 


Income Groups for Taxes 
$ 3,000-$3,999 31.38% 
$ 4,000- 4,999 32.9% 
$ 5,000- 7,499 35.4% 
$10,000-14,999 43.1% 
$15,000-19,999 45.6% 
$20,000 and over 77.0% 


These figures tell, more surely than any other 
words, how far we have moved toward state social- 
ism. The high tax and the progressive tax are all 
key parts of every effort to promote socialism or 
communism. 

These figures also tell the story of the plight 


~ 
‘ 

















which Socialist Britain now faces. There is no 
great, untapped source of wealth among the “rich” 
in Britain, or this nation. Any social benefits which 
a government may establish, must be paid for by 
the only large source of a nation’s wealth . . . the 
lower and medium income groups. 

This table shows how fast that is happening 
here. With taxes on large incomes already prac- 
tically confiscatory, and corporation taxes fast ap- 
proaching the point of no return, the cost of social 
benefits will have to come out of the lower and 
medium income brackets. 





Identify Your 
Price Announcement 


Manufacturers’ announcement of price changes 
or alteration of model specifications are rated by 
wholesalers as important mail. In some houses 
such mail gets priority treatment. 

But this effort to speed the handling of such 
announcements is often stymied by the manufac- 
turers’ omission of mention of what product is 
involved. 

Some price announcements contain mention only 
of a catalog number and new price. Consider the 
problem of the mail room of a large wholesaler 
when such mail arrives and must be routed. No 
mail clerk living could memorize enough catalog 
numbers to permit him to identify such products. 

The result is that valuable time is often lost in 
getting the new price list to the proper buyer. 

It would require no additional paper and prac- 
tically no additional printing cost to include in 
every price announcement specific mention of the 
product involved, in addition to the catalog number. 

Thus a price sheet mentioning “16 oz hammer, 
Catalog No. XXX XX” would get to the proper buy- 
er much quicker than one that simply referred to 
“Catalog No. XXXXX.” 

This is such a simple matter that we know every 
manufacturer will be glad to see that his announce- 
ments contain adequate information. And we know 
the wholesale trade will appreciate it. 





Uninstructive 
Instruction Manuals 


As one of the millions of home owners and 
fathers seriously considering giving their daugh- 
ters an engineering education to qualify them to 
cope with today’s mechanized kitchens, there are 
few subjects that give me such a complete sense of 
frustration as the average manufacturer’s “In- 
struction Manual.” 

A salesman glowingly tells us of the almost hu- 
man behavior of the contraption. Expensive con- 
sumer advertising entices the distaff side with 


promises of labor saving. We buy. It is installed 
and works for a few days. Then it stops. 

Out comes the “Instruction Manual.” Then 
usually comes confusion compounded. 

If the manual shipped with the device doesn’t 
apply to an entirely different model, as it often 
does, then it seems to be written as a third-grade 
grammar exercise. Some manuals are different. 
They are written by Ph.D’s who, I am certain, 
never had to crawl into the innards of an automatic 
dishwasher with a wrench in one hand and the in- 
struction manual in the other. 

Certainly, one can call a repairman. But first, 
you have to find one that will even consider listing 
you for attention. Then you have to have a pipe 
line to Fort Knox to take care of the bill. 

Often the cause of the difficulty is a simple mat- 
ter, well within the capabilities of the average 
home owner to handle . . . if he knew what to look 
for. The instruction manual is supposed to tell 
him; but it often only confuses him. 

I wonder if manufacturers realize how destruc- 
tive of good will is a poorly written owners’ manual. 
The want of a little simple operation information 
may sour an entire family on an otherwise sound 
product. And the neighbors soon hear about it, too. 

Instruction manuals can be clear and helpful. 
I have such examples, but not many. One electric 
drill manufacturer in particular deserves credit 
for an outstanding job. Its manual appears to be 
written on the basis that the tool owner is espe- 
cially thick, which I am, and it assumes nothing. 
That strikes me as a good approach to the instruc- 
tion manual problem. 





Woodworking Plans 
Need Scrutiny, Too 


The same general criticism can be directed at 
some of the woodworking plans appearing in hard- 


‘ ware stores. Some of these plans, including many 


with wide distribution, contain gross errors that 
can be discovered only when the work is half done. 
Some plans are laid out and the text written in a 
highly technical vein, which assumes the user is a 
highly skilled carpenter. Usually he is not. 

It is no doubt highly desirable to have these 
plans prepared by experts, but one should never 
forget that they are being sold to dubs and un- 
handy handymen who would like to learn some- 
thing. 

I often wonder how many of these plans are 
actually tested in some amateur’s basement before 
being distributed. Or how many instruction man- 
uals are tested on the average homeowner before 
being adopted. 

Wider use of pre-testing of the readability and 
“understandability” of these plans and manuals at 
the level where they are going to be used would 
make a very worthwhile public relations job for 
manufacturers. 
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woe, MERCHANDI Sep Were! 


$ 545 445 * ” DEMONSTRATOR 


MOUNT 


A No charge for Display Board 
; and Mounting of 


Latches 





This colorful, visual display attracts store traffic, 
invites demonstration and creates sales. Put it 
to work right away! It’s compact, pays its way 
handsomely for the small space required. Con- 
tains popular, year ‘round standard merchan- - 
dise . . . competitively priced. And the invest- 
ment is so very small. ORDER NOW! Use 
the convenient order blank below if you wish. 
Ordering additional latches for stock is optional. 


Vlnee Popular, Fast Sellers! 


TOP: No. 210B Gold bronze wrinkle finish case, with 21” backset. Five disc tumbler cylinder. 
Bolt may be held back by stop. Has Universal type strike, requiring minimum mortising. Furnished 
with 2 keys. A strong, dependable latch . . . fast-selling where price is of prime importance. 


CENTER: No. 264GY Smooth, lustrous, mottled gray finish case, with 24” backset. Five pin 
brass cylinder. “Hold-o-matic” feature holds bolt retracted when key is turned and permits com- 
plete operation with use of only one hand. Furnished with 2 keys. A DeLuxe Night Latch — with 


streamlined appeal and outstanding performance and lock security. 


BCTTOM: No. 218C Gold bronze wrinkle finish case, with 24” backset. Five pin tumbler 
cylinder. Bolt may be held back by stop. Has Universal type strike, requiring minimum mortising. 
Furnished with 2 keys. Popular priced latch of rugged construction that gives real protection. 


FILL OUT COUPON NOW 


INDEPENDENT LOCK CO. 

FITCHBURG, MASS. 

Gentlemen: Please ship as soon as possible ...... ILCO Display Mount(s) No. 86MT, com- 
plete with one (1) each 210B, 264GY and 218C Night Latches mounted, ea. $5.45* 


OPTIONAL: ; 
Please include with shipment: Please bill through jobber: 
eee doz. No. 210B tatches at $20.00 “doz nec cccvccccvccccccccvccccasccee Sidi 
...-.doz. No. 264GY latches at $26.20 * doz. conare 

a .doz. No. 218C latches at $21.40 * doz. pa Fhe “eevee eeneenee eoeeeeeveewneewnewewenewnneaee eee 





Customer’s Name Address 


*All prices quoted F.O.B, Fitchburg, Mass., U.S.A. 
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NEWS and Views 


By Washington Bureau of 
HARDWARE AGE 


House May Fix Responsibility 
For Fair Prices on Retailer 


A breach in the Administration’s defense against 
passage of fair trade legislation was revealed when 
Commerce Secretary Sawyer announced his view that 
a fixed retail price of trade market or brand name 
products protects the small retailer. 

Sec. Sawyer said there are two major sources of 
opposition to fair trade laws—large distributor groups, 
including chains and giant department stores, and 
“lawyers and economists, both in the government and 
in private practice,” who maintain that such laws con- 
flict with the operation of supply and demand forces. 

The FTC and the Department of Justice previously 
recorded their opposition to fair trade laws while 
President Truman also views them unfavorably. 

Against this divided background, two House com- 
mittees completed their discussions of bills barring 
retailers in the 45 fair trade states from making 
below-contract-price sales involving interstate com- 
merce. One bill would permit a retailer to show, when 
defending against a price cutting charge, that the 
manufacturer had made no effort to enforce his price 
against other price-cutters. 

OUTLOOK—House floor fight against Faia 
Trade probably will feature an attempt to 
work at price maintenance exclusively from 

Fs the retail end. One piece of substitute legis- 
lation which may get considerable support 
would punish “predatory” sellers instead of 
upholding manufacturers prices. 


Decontrol Talk Shows Up Errors 
Of Government Defense Planners 


Take with a grain of salt all those statements from 
government planners about how decontrol of steel prod- 
ucts is “just around the corner.” 

Fact is, bureaucracy is just as reluctant now as ever 
to admit that its carefully prepared paperwork gov- 
erning the nation’s productive might is out of balance. 

Keep in mind, however, that NPA is talking out of 
both sides of its mouth when it speaks glibly of the 
approaching “relative freedom from control” that 
metal markets will experience in the coming months. 

Here’s why: Months ago, when premium-priced 
steel became a drug on the market, Washington dis- 
missed the situation as “a collection of isolated inci- 
dents.” Today, with nearly every steel product and 


10 


many nonferrous products selling in easy supply and 
at established prices, the government is slowing com- 
ing te the embarrassing conclusion that it has erred 
in its calculations of supply and demand. 


There is today an increasing suspicion among the 


planners that the widely-advertised “civilian pinch” 
may now never come. 


OUTLOOK—Basic errors in government 
planning and their belated corrections actu- 
ally are foredoomed to reluctant execution by 
NPA. Only the clearest kind of congressional 

> mandate will bring about decontrol of steel. 
copper, or aluminum in 1952. Rank-and-file of 


NPA planners is today thoroughly saturated 


with the idea that the country will go to pieces 
if controls should suddeniy be removed. 


Aluminum Supply Tight Says NPA 
But Relief In Sight for Some 


As far as aluminum is concerned, DPA isn’t so sure 
that there will be any real loosening of supplies for 
some time to come. It predicts that issuance of CMP 
tickets for as little as 3 to 4 pet in additional aluminum 
would make the supply impossibly tight. 

Actually, some easing is in sight for housewares’ 
manufacturers. NPA, something of a quick-change 
artist these days, has decided to use its share of mili- 
tary turnbacks to try to bring most civilian allotments 
up to an across-the-board level of 30 pct of 1950 con 
sumption. This could mean that some, now getting 
more than 30 pct, might be pulled down. 

Top level officials are not agreed as to the adequacy 
of present capacity-expansion plans. But current ma- 
jority opinion seems to be that some 2,000,000 tons 
now in sight by the end of next year, counting second- 
ary aluminum, will be enough to see the nation 
through 1960. Offers are coming in from the outside 
—such as Canada, which wants to expand output by at 
least 150,000 tons a year. 


OUTLOOK—Signs of a softening market 
are in the air. While these jell and officials 
quibble over future supply, manufacturers of 
awnings, venetian blinds, metal furniture, toys, 

F) and the like, should soon benefit by an increase 
of 5 pet in aluminum allotments. More is in 
sight for the third quarter. 


(Continued on page 208) 
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or TEAKWOOD... 


DESIGNERS 


AND MANUF ACTURERS 


OF QUALITY HARDWARE 


MANUFACTURING COMPANY 





1400 Metropolitan St., Pittsburgh 33, Pa. 
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LATEST 





Kitchen Package Deal 


This Plas-Tex “Kitchen Helpers” 
kit is a colorful, self-service display 
box and display card with an as- 
sortment of seven kitchen items. It 
contains 42 measuring spoon sets, 
6 sink strainers, 18 measuring cups, 
24 biscuit and doughnut cutters, 12 
Closprays, 12 shortening measures, 
and 60 jell molds. The display 
measures 16x30 in. Retail value 
of the merchandise is $24.90, and 





dealer’s cost is $14.94. Plas-Tex 
Corp., 2525 Military Ave., Los An- 
geles 64, Calif. 





Gas Space Heater 


Here is a new vented gas space 
heater, Model X966, a 65,000 B.t.u. 
heater, with seven clay radiants de- 
signed for easy installation and re- 
moval. These are protected by a 
special heat-resistant glass, and ra- 
diant openings are designed to pro- 
vide the widest possible angle of 
radiant warmth. Cabinet is heavy- 
gage steel, welded in one piece, with 
extra large service doors for easy 
access to burners and controls. Fin- 


12 


ish is rich mahogany-blend. An- 
other new model with the same fea- 
tures is Model X946, a 45,000 B.t.u. 








heater. Perfection Stove Co., 7609 
Platt Ave., Cleveland 4, Ohio. 


Asphalt Tile Wax 


This new Bruce Asphalt Tile Wax 
is a quick-drying, easy to apply, 








self-polishing wax. It can be used 
on any clean asphalt tile floor. A 
quart retails for $1.09. E. L. Bruce 
Co., Memphis, Tenn. 


INFORMATION ON NEW PRODUCTS AND SERVICES 


New Stove Pad 

Here is “Blossom Time’, the 
newest Nu-Stove Pad, designed to 
match National Can’s “Blossom 

















Time” kitchenware ensemble. The 
19x19 in. stove pad retails for $1.00, 
and the 14x17 in. pad retails for 
79¢. Metaloid Co., 5815 Kinsman 
Rd., Cleveland 4, Ohic. 





Parallel-Action Pliers 

Two new compound-leverage, par- 
allel-action pliers, No. 402-614 with 
cutter, shown here, and No. 400-61 





without cutter, are now available. 
They are designed for jobs requir- 
ing parallel jaws and high mechan- 
ical advantage. No. 402 is listed at 
$3.26, and No. 400 is listed at $2.20. 
Utica Drop Forge & Tool Corp., 
2415 Whiteboro St., Utica 4, N. Y. 
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in hardware merchandise... 


FOR THE HARDWARE DEALER 


Rubber Softball 


Here is the new No. 354 Cham- 
pion gas inflated softball, made the 





‘CHAMPION 


SOFT BALL 


93393333335 2 






same size as a regulation softball. 
The white finish will not crack or 
peel, as it is a definite part of the 
rubber. Realistic stitching is em- 
bossed on the ball. Excellent re- 
bound is a feature of the ball. Re- 
tail is 29¢. Eagle Rubber Co., Inc., 
Ashland, Ohio. 





Hand Saw Package 


Especially prepared for  irha 
Hardware Week is this new hand 
saw package, consisting of a Diss- 





ton lightweight D-111 hand saw, 
with a No. 40 12-in. compass saw 
with reversible blade. The D-111 
is a 26-in. saw, 8 points, straight 
back, taper ground and polished. 
Both saws have attractive black 
plastic handles and are packed in 
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an orange box with a card for coun- 
ter display. Special price for the 
two saws boxed is $6.25. Henry 
Disston & Sons, Inc., Tacony, Phila- 
delphia, Pa. 


Lightweight Vise 

Here is a new lightweight car- 
penters’ vise, No. 655, that can be 
carried in an ordinary tool kit. It 
fastens to any surface from % to 
214 in. thick. Cast aluminum alloy 
jaws’ have tool steel feed screws 
and guide pin, and the jaw size is 
5x5%_ in., opening to 3 in. Top 
jaw gripping surface is 15¢x5 in. 
and side jaw surface is 134x5'% in. 





Bulletin 655 CV describes the vise. 
Columbian Vise & Mfg. Co., 9021 
Bessemer Ave., Cleveland 4, Ohio. 





New Finish Paint 


A new, all-white line of finishes 
formulated for professional and 
maintenance use is called Pro-Mix. 
There are 15 finishes in the line, in- 
cluding house paint and primer, 
exterior paste paint and tint base, 
one-coat flowing and _ self-sealing 
flat, wall primer and sealer, fast 
drying prime-seal, master enamel 

(Continued on Page 176) 





TO HELP YOU 


SELL 


NEW DISPLAYS 
AND OTHER DEALER 
SALES HERDS 


Packaged Drill Set 


Available as a Hardware Week 
special is this set of six assorted 
wood boring drills, with package 
sleeves promoting Hardware Week, 












Father’s Day, Happy Birthday, and 
Christmas. Sleeves are removable 
and can be used for each occasion. 
A set contains one each of 4, 5/16, 
32, 7/16, and 1% in. diameter drills, 
with 4-in. shanks to fit all types 
of portable electric drills. Standard 
Tool Co., 3950 Chester Ave., Cleve- 
land 14, Ohio. 


Wrench Window Streamer 
For use during irha Hardware 
Week, there is a dual-purpose win- 
dow streamer showing Billings 
Life-Time wrenches and Vitalloy 
(Continued on Page 190) 
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Trade Continues Slow 
In First Quarter; 
Hardware Sales Down 


As the first quarter draws to a 
close, there is more evidence to sub- 
stantiate the New Year’s predic- 
tions of some business economists 
who felt that 1952 would be a year 
when hard selling would be re- 
quired. 

While inventories have been 
worked down gradually at all levels 
of business, there’s still no notice- 
able hunting around for merchan- 
dise to sell. 

The goods, in almost every line of 
retail trade, are plentiful, and as 
yet there has been no sharp break 
in the sluggish trend of Main 
Street business, which has contin- 
ued for half a year, except for a 
seasonal break at Christmas. 

January hardware sales in large 
stores were 19 pct below a year ago, 
but this decline was a general one 
shown by most other lines of trade. 

Production rates on some durable 
goods has dipped quite sharply but 
it is significant to note that even 
such “non-essentials” as néw cars 
are now going to be turned out in 
greater numbers. New houses are 
being started at a faster clip than 
had been anticipated only a few 
months ago. 

While there are still many criti- 
cal metals, the shortage of which 
has a crippling effect on some con- 


14 














HARDWARE 











UO) HAaow 
Za = 








» Hardware Stocks Higher 


p» January Store Sales Slow 


p> Increase in Housing Starts 


sumer hard lines, there’s definitely 
a better supply of steel and alumi- 
num available to manufacturers. 





January's Hardware 
Sales Below 1951's 


Retail hardware sales, sea- 
sonally adjusted, in January, 
were $10 million higher than 
they were in December, but 
were $30 million under the ex- 
ceptionally high figure of $277 
million of January 1951. 

The unadjusted hardware 
sales, as estimated by the 
Dept. of Commerce, were $193 
million in January, and $299 
in December 1951. 

Retail hardware sales, sea- 
sonally adjusted, for five 
years follow: 


SEASONALLY ADJUSTED 
(add 000,000) 
1952 1951 1950 1949 1948 
Jan. 247 277 195 204 206 


Feb. 270 197 200 204 
March 256 195 193 206 
April 238 «#4198 197 211 
May 239 207 200 205 
June 233 220 196 210 
July 225 241 195 210 
Aug. 231 247 #187 214 
Sept. 239 «235 «#6193 «211 
Oct. . 239 230 194 210 
Nov. 240 224 190 203 
Dec. 237 245 193 204 


2,924 2,634 2,342 2,494 











Jobbers' Inventories Up; 
January Sales Lower 


Inventories of 127 wholesale 
hardware firms that reported to the 
Dept. of Commerce, averaged 9 pct 
higher in January than they did in 
the same month of 1951, and they 
also averaged 9 pct higher than De- 
cember inventories. 

The number of weeks’ wholesale 
supply of hardware for the whole 
country was 15, compared to 9.7 
weeks’ supply in January 1951. 

Stocks on hand ranged from 19.3 
weeks’ supply in the Mountain 
States to 10.9 weeks’ supply in the 
Middle Atlantic States. 

The January wholesale hardware 
sales of 127 firms averaged 29 pct 
less than in January a year ago but 
were 1 pct above sales in Decem- 
ber 1951. 

January sales showed a decline 
from the same month of 1951 in 
every region, ranging from 21 pct 
below in the Middle and South At- 
lantic regions to 31 pct below in the 
Pacific area. 


Dept. Store Sales Down 
From Last Year's High 


January department store sales 
in the country as a whole were down 
13 pet from January, 1951, when 
the wave of scare buying was still 
on. There was a sales drop during 

(Continued on page 234) 
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Easy way 
to get a grip 
on bigger business! 


Feature a complete department of RB&W 
bolts, nuts, rivets and screws in your store. 

They’re great hardware staples, quality 
items that make satisfied customers who 
keep coming back to your store . . . build 
traffic for everything you sell. 

RB&W fasteners are top sellers in their 
own right, as hardware sales figures prove. 
And they’re one of the few profitable, fast- 
turnover items that you can stock in quan- 
tity without worrying about style changes 
or damage. Thus, you keep time-consuming 
re-ordering to a minimum. 

You keep handling to a minimum, too... 
thanks to RB&W’s unique “upside-down” 
package that prevents spilling. This attrac- 
tive red and green package stands out on 
your shelves . . . clearly labelled to show in a 
jiffy the type and size you want. 

For fasteners that move fast, order the 
complete RB&W quality line today. 


107 Years Making Strong 
The Things That Make America Strong 













RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N.Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. Additional sales 
offices at: Philadelphia, Detroit, Chicago, Dallas, Oakland. Sales agents at: Portland, Seattle. 


Available at leading Wholesale Hardware Distributors from Coast to Coast 
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SPECIAL DISPLAY KIT 


and Watch Sales Boom! 


Here’s everything you need to make the Universal Stroke- 


Sav-r iron the hottest item in your electric housewares 
section. Give-away plastic sprinklers will get customers 
into your store! The culurful soleplate sticker on the 
special display iron will make it the first thing they see! 
Mailing pieces, literature, banners, displays . . . all the 
necessary items to start iron sales rolling in are included 
in this complete sales package which will be shipped to 
you direct from the factory. 

CALL YOUR DISTRIBUTOR TODAY! 
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WIDER, LOWER BEVEL 
SHAPED for FRILLS 








@BIGGER SOLEPLATED 


SIZED for FLATWORK 





Proved faster than any other lron! 


Cuts Ironing Time Almost im Haif! 


NEW SOLEPLATE STICKERS 
STOP Et...SELL EM/ 












PULL IN CUSTOMERS 
with these Give-Away Sprinklers! 
A gift of this handy sprinkler is a sure- 


fire way to create store traffic. They're 
in your Special Display Package! 








ha 


UNIVERSAL SteoteSun Ql ut 





FASTER ON FLATWORK 


Stroke-Sav-r's 37% larger 
soleplate makes quick work 
of large areas .. . pillow- 
cases, sheets, shirts, lingerie 
and skirts. Tests prove you 
save nearly half the time 
with a Stroke-Sav-r. 


FASTER ON FRILLS 


Lower, wider bevel does 
faster ironing on pleats and 
ruffles... under buttons and 
into pockets. It slips into 
hard-to-get-at places and 
the rounded heel lets you 
iron in any direction. 


IT’S AMAZINGLY LIGHT= ONLY 3 POUNDS 


“Saeee 


AMERICA’S FASTEST IRON! 





LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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#901—1 Qt. mixing bowl #906—6 Qt. mixing bow! 
Retail price $2.00 Retail price $4.50 

Single pack Single pack 

Shipping wt. 8 Ibs. per doz. Shipping wt. 27 Ibs. per doz. 


8 #3501—3 Qt. whistling 


#902—2 Qt. mixing bow! tea kettle 

Retail price $2.50 Retail price $5.85 

Single pack Single pack 

Shipping wt. 12 Ibs. per doz. Shipping wt. 26 Ibs. per doz. 

#2501—2'4 Qt. whistling 

3) #904—4 Qt. mixing bow! tea kettle 

Retail price $3.50 ! Retail price $4.75 
- Single pack Single pack 

Shipping wt. 20 Ibs. per doz, Shipping wt. 20 Ibs. per doz, 
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STAINLESS STEEL MIXING BOWLS in four sizes, pro- 
duced in response to insistent demand from housewives. They 
cannot crack, chip or break because they are solid stainless 
steel in the famous Revere Ware lifetime construction. Their 
mirror finishes banishes cleaning problems. Each has an easy- 
grip ring and can be hung on Revere Utensil Rack or on 
wall, or all four can be nested on the shelf. 


STAINLESS STEEL WHISTLING TEA KETTLES in 213 and 
3 quart sizes, boast the famous Revere Ware lifetime construc- 
tion and smart styling that have made the name mean quality 





everywhere. Unique whistle sounds pleasantly when water 
boils. Bakelite pistol-grip is always comfortable to the hand. 
Dent-resistant, strong, mirror-like finish stays new looking. 


STOCK AND DISPLAY THESE SIX NEW ITEMS... THEY SELL ON SIGHT 
ene f va 
Rome Manufacturing Company Division, Rome, N. Y. 
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E Univdisal Food var Meat Chopper Selling Center 


You'll want this diag hans featured in your Housewares Department! And no 
wonder — it's a real traffic stopper that shows, tells, and'sells the most famous 
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Universal Vacuum Bottle 
Sales Promoter 


Now, Universal brings you the most com- 
pact, the most complete, the most colorful 
Vacuum Bottle Merchandiser ever made! 
Fits anywhere in the store—counter, window 
or shelf. It’s a natural to increase your Vac- 
uum Bottle sales! And, remember Universal 
Vacuum Bottles are available with aluminum 
or plastic cups! ; 
Shipped complete in one carton—con- 
tains 6 VB2601 pint bottles, 6 VB2602 pint 
bottles, 2 VB3301 quart bottles, 2 VB3302 
quart bottles and Counter Display. Dealer 
Cost $20.51. Total Retail Value $30.76. 


For details on these items write today! 


Food Choppers ever made! 


Metal and wood construction with grained natural finish, the Universal Sell- 
ing Center. Ids seven choppers, yet requires only 23 inches of counter space. 
This and Meat Chopper Merchandiser is shipped complete in-four car- 

9 Swing-A-Part Choppers, 1 ‘Meat Chopper 
I ee $47.90. Total 1 Retail Value $72.30. , 
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Snack-Paks Outing Sets Motor Lunchon Set 
retail $3.50 up retail $13.95 up retail $32.95 











af 


: ‘ Vacuum Food 
Junior Lunch Kit Bottles Jars 


retail $2.69 

















Lunch Kit Lady Betty 


retail $1.59 up retail $4.50 up retail $2.79 up retail $6.95 











Food Chopper Swing-A-Part Choppers | Stove Percolator 
retail $3.40 up retail $3.95 up 


Nationally Promoted for you in 22 
leading consumer magazines! 








IR i. ERA ELENT ED AM fy 






















retail $5.95 up 




















Meat Chopper 
retail $5.95 up retail $3.75 
be POROUS: 





Juicer 











Health Scale 
: retail $7.95 
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Eliminates need 
for extra gears 
to wear or 

accumulate 
grease, dirt, grime 


. She demands DAZEY 

















ls ee, 





1 





Model 80 Series 
Dazey Deluxe Can Opener 





Model 88 Series > 
Dazey ‘Dual Electronic” Lid Lifter 


t 
i 
if 
i 
4 
i 
t 
i 
. 
‘ 
i 
t 
i 
i 
‘ i 
pte fot, ot type can a ped aos Top ’ Can Opener 
uality ...with the per: ect patented ang e cutting i The Model 88 Series is the consumer accepted 
wheel : . . Cuts out sl of jem Pang r trouble-free 80 Series with the additional feat st of 
od = cans... = PB a oe “~~ rim. Jos I the Dual Magnetic Can Lid Lifter. The 88 Series is 
the famous Dazey Wall Bracket and swings flat available in Dazey kitchen tested colors: Red, Green, 
against the wall when not in use. Features the 1 Black, White, Yellow,and Chrome; All Chrome and 
grease sealed cutting wheel—trouble free—easy t Dasite Brieht. Finish, : 
to clean. Available in Dazey kitchen tested colors: i Saag . ape 
Red, Green, Black, White, Yellow, and Chrome; H Fair Traded .. . Retail Price $4.25 to $5.95 
also All Chrome and Dazite Bright Finish. H 
i 
i 
I 
I 


Fair Traded .. . Retail Price $3.25 to $4.95 





Be sure 


Dazey Products are stocked by progressive distributors and wholesalers everywhere. 


DAZEY CORPORATION oe ST. LOUIS 7, MO, 
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so Why Rubbermaid 7 

1 x 24" -_ 

‘lesan Women need Rubbermaid . . . It’s easy to sell in All you have to do is: 
my popular matching sets for profit-building multiple sales. 


Rubbermaid is the only complete line of quality ®@ Stock this complete basic Rubbermaid assortment. 


rubber housewares for kitchen and bath . . . far and © Display it in the front part of your store where folks 


away the outstanding leader in its field! will see it and put plenty of it in your windows. 
| Women want Rubbermaid . . . And to presell more 





@ Advertise it in your local newspapers. Tie-in with 


women for you, Rubbermaid is running over 67,000,000 ‘ ; ; ‘ 
the national ads by using the free material available. 


colorful, large-space, sales-producing advertisements in 
the nation’s leading women’s magazines. © Reorder often to keep this basic stock complete. 

Rubbermaid means PLUS VOLUME sales . .. . It 
replaces no other line you carry because there’s 
nothing else like Rubbermaid. 


Get on the winner / 


Women need Rubbermaid . . . women want Rubber- 
maid . . . and they’ll come to your store to get it 
if you let them know you have it. 


wow 


You can set up acomplete 
Rubbermaid Department in your store... 
with this attractive, compact, sales-tested sy 


Rubbermaid Display Fixture. aa UL <a 
Pe a) 
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. nationally-advertised line of rubber housewares 
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MORTISE 
EXTENSION 
CYLINDER 


EXTENSION TYPE To Fill All STANDARD THREADED LOCKS 


Adjustable to Doors 15% to 3 inches. On Doors Furnished with Dumb-bell tailpiece for Keil 
1%” or less cylinder rings must be used to locks. Straight tailpiece for others fur- 
make up for lesser door thickness. nished on order. 


5 Pin Tumblers, 2 No. 2KK Keys. Key changes practically 
unlimited, keyed alike or master keyed to order. 
One in a box, with adjustable cylinder ring No. S5. 
Call your jobber or write direct to us. 
KEIL LOCK CO. ine staraxsnsanis 
ou NEW HAMPSHIRE 
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DOOR CLOSER ADVERTISING 
in the April 19 issue of The 


This year, customers will step into your store 
looking for better quality Corbin Door Closers. 
So... step up those extra-profit sales! Stock 
and display the Corbin “Mighty Midget” 

Door Closer as well as the popular-priced 

Air Type Closer. Tie.in with Corbin Door Closer 
advertising during National Hardware Week . . . 
timed to sell, when the selling’s good. 


CORBIN NATIONAL ADVERTISING 
DIRECTS CUSTOMERS TO YOUR STORE 
DURING NATIONAL HARDWARE WEEK 
AND THROUGHOUT THE ENTIRE YEAR! 


BE SURE... WITH 


P. & F. CORBIN Division 
The American Hardware Corporation 
bw. Britain. Connecticut, U.S.A. 
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... Dut it’s EASIER with 


“MIGHTY MIDGET“’ 


DOOR CLOSER! 


This season, keep screen doors 
closed with a quiet Corbin Door 
Closer. It costs so little... you get 
so much convenience! You keep 
insects out...end door slamming. 
Every time the door is opened, 
your Corbin Door Closer shuts it 
gently and surely, without a sound. 

Ask your hardware dealer to 
show you the top-value Corbin 
Door Closers shown below. They 
are easy to install . . . just follow 
the simple directions enclosed in 
each package. 


Here’s your BEST Buy! 


more, 


Here’s LOW com 


cost. 5 
yeors of sure, quiet clo 
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Division 
F. CORBIN Drv oration 
6, Oe Hardwore Comes A. 
baa on Britoin, Connecticu® 
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WHAT YOU GET WITH NO. 600 
NOTHING FINER IN THE WORLD for merchandising cabinet Each No. 600 Demonsivator pocked complete with 


the following extra hardware: 


hardware. Three operating model doors show exactly how Retail Valve 
. ' : E 1 doz. E323 Streamline Pulls.........- $ 4.20 

hardware is applied and how it operates. Covers full price a eee 4.20 
range and sells “matched” ensembles, with built-in price I doz. £9423 Streamline Catches. ..... 9.00 
P - ‘ - 1% doz. E104 Streamline Pulls......... 4.20 

card, catalog service, literature holder. Use it for selling ia iietde rr 
“on the job” or for cross merchandising in your store. 1 doz. £9710 Rubber Roller Catches.... 3.60 


. . . 1 doz. pr. - inges.. 7.20 
Readily adaptable for window or counter use, on display ninttind cuneate 


Total retail value of extra hardware..... $34.50 


panels or as wall or post display. Ask your jobber today 
Dealer pays only $34.50, so resale of extra hard- 


about Amerock’s No. 600 Demonstrator. ware returns his full investment. 


AMERICAN CABINET HARDWARE CORP. ROCKFORD, ILL. 
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NEW FREE 


TWO-TIER METAL DISPLAY RACK 
for Thumb Tacks and Upholstery Nails 


you GET TWICE THE visiBiLity 
TWICE THE CUSTOMER-IMPACT 


You stop more customers, ring up 30% to 60% more tack and 
upholstery nail sales when you feature this colorful, all-metal 
display rack in new two-tier design. Many dealers would be glad 
to buy this rack... but AMERICAN gives it to you FREE with 
Deal 30S! You get a sales-tested 30 dozen assortment of Thumb 
Tacks and Upholstery Nails... the ONLY tacks and nails that 
ate NATIONALLY ADVERTISED in leading magazines and 
approved by Good Housekeeping Magazine. 


ea 29° = 593° 


o 
¢ Ent pnt 
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your 
Qt alt a G “ pRotl yy 
R 


ALL 10¢ SELLERS 


HERE’S THE FASTEST SELLING ASSORTMENT 


(Sales-Tested Variety of Wanted Colors) 


20 dozen SAF-T-HED METAL CAPPED THUMB TACKS No. C 366/36 
(Balanced assortment of best-selling colors) 
6 dozen AMERICAN Leatheroid Upholstery Nails No. 210/35 
1 dozen AMERICAN Brass Plated Furniture Nails No. 43/50 
1 dozen AMERICAN Ornamental Upholstery Nails No. 53/30 
1 dozen AMERICAN Hammered Head Upholstery Nails No. 9H/30 
1 dozen AMERICAN Nickel Plated Furniture Nails No. 9/30 


ORDER THIS BIG VALUE DEAL NOW! 


if your jobber has not yet stocked this deal, send his name and 
your order to American Tack on coupon below. Order will be 
shipped and billed through local jobber. 


AMERICAN TACK COMPANY, INC. Dept. H 
Flatiron Building, New York 10, N. Y. 
Ship the following and bill through jobber below. 
Please ship_____deal(s) #30S—30 doz. assorted SAF-T-HED Thumb 
Tacks and American Upholstery Nails at $23.70 per deal 
and 1 FREE two-tier metal display rack for each deal ordered. 


JOBBER’S NAME 
ADDRESS 
YOUR NAME nn... 
COMPANY NAME 
ADDRESS. 
































REPUBLIC UPSON 
HEX HEAD CAP SCREWS 


Heads are square, strong, accurate ... to take a wrench 
snugly and keep their corners even on a tough pull-up. 


Shanks are tough to withstand tension and vibration. 


Threads are clean and sharp, strong and 
accurate to take heavy pull. 


All 20,000 shapes and sizes of Republic Upson 
Bolts and Nuts are made right and strong 
to meet your needs, save you time and delays. 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division 

CLEVELAND 13,OHIO © GADSDEN, ALABAMA 

Export Dept.: Chrysler Bidg., New York 17, N.Y. 
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Standard Red Shield Wood Boring Drill Set No. 
H14. 5 drills in all, 1 each 1/4", 5/16", 3/8", 
7/16" and 1/2", all with 1/4" shank for portable 
electric drills—all tempered to avoid damage if 
metal is encountered in drilling. Packed in 
colorful tray with clear, plastic cover. 


A VERY SPECIAL 


Sreial 


A special for National Hardware Week—that with a quick 
switch of wrappers becomes a special every week in the 
year. We furnish the wrappers, illustrated below. With each 
half dozen No. H14 drill sets we pack an assortment of 
these wrappers all ready to slip over the colorful, plastic 
covered tray of drills. 























Standard’s No. H14 Wood Boring Drill Set is a proven ig! ’ 4 
seller to the home workshop man, electrician, repairman. &’\ oa yee 
= a a Z 


Order from your jobber’s salesman for National Hardware 
Week. After that’s over, feature the set with appropriate 
sleeve for Father’s Day, Birthday, and looking a long way 
ahead, Christmas giving. You'll need to reorder several 
times to keep up with the giving. Newspaper mat also 
furnished free on request. 


STANDARD [OOL ((0. 2322380 ono 


THE STANDARD LINE: Drills » Reamers + Taps + Dies « Milling Cutters + End Mills - Hobs » Counterbores Special Tools 
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It's 
GREAT 
To own 
an electric 


drill | 





“EASY DOES IT! Tough jobs like driv 
ing stubborn screws, drilling holes in 
metal, stripping and refinishing wood 





dan s 
Key Chuck the tight, true cool 
holding grip that gets che most out of all 
home power tools. | wouldn't own one 


without Jacobs Chuck. 





A JACOBS CHUCK has been the iden 
tifying mark of a quality power tool for 
fifty years. That's why you see it on so 
many industrial power tools. And that’s 
also why home shop power tool man 
ufactuct’t whe stress quality also rate 
Jacobs at the top. All Jacobs Chucks bear 
the Jacobs name. Look for it. The Jacobs 
Manufacturing Company, 60 Jacobs Road, 
West Hartford 10, Connecticut 


IT’S A 


JACOBS CHUCK 


iT HOLDS 









assets, too 








-.. and you have a 
great selling-feature 


in Jacobs Chucks 


Make no mistake. The home shop customer 
knows tools! And a good part of the fun he gets out of 
his hobby is reading tool ads and literature . . . comparing 
features, sizing up advantages...and making decisions. 


Naturally, he knows a Jacobs Chuck is one of the 


finest recommendations any portable electric tool can offer. 
We’re careful to keep him reminded of that with ads 

like the one shown, which reaches The SATURDAY 
EVENING POST’s millions of readers. And tool 
manufacturers keep up the good work by advertising 
Jacobs Chucks as one of their chief selling-features. 


Which means they’re one of your most powerful sales 





IF IT’S A 


JACOBS 


IT HOLDS... Business for You 
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. . Cash in on them, by making sure 

the power tools you buy have the Jacobs Chucks your 
customers are looking for. The Jacobs Manufacturing 
Company, West Hartford 10, Connecticut. 


JACOBS RUBBER-FLEX 
HEX-KEY CHUCK ... one 
of the famous Jacobs 
Chucks your customers 
recognize as proof of top 
quality in home shop 
power tools. 





RUBBER -FLEX COLLETS 
U 























































HARDY 


You Can’t Miss! 


a Time-Saver 


for your 
Trade! 











ER -FLEX 
K ... one 
Jacobs 
istomers 
of of top They're making a hit in hardware stores 
ne shop all over the nation! .. . NO WHITTLING— 
NO SPLITTING —NO FITTING strike out sales resist- 
ance to give you easier sales and extra volume. Hartwell's 
patented Self-Fitting Handles are available in all standard 
patterns and grades. Every handle is complete with wedges 
and instructions. A goodwill builder for your store that will 
attract new customers and insure satisfaction for your 
present trade. They're easy to install—and easy to SELL... 
get the facts today! 


Write for Price List and detailis 


Hartwell Brothers 


MANUFACTURERS OF 


HARTWELL HANDLES 


MEMPHIS 8, TENN. ° ° ° CHICAGO HEIGHTS, ILL. 
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ANIMAL CHAINS 


Stock enough Hodell Cow Ties, Tie-Out 
Chains and Halter Chains for the season 
ahead—order them now through your 
jobber. Hodell Animal Chains also include 
Kennel and Exerciser Chains, Anti-Cow 
Kickers, Dog Couplers and Chain 
Choke Collars. 





Hodell Halter Chains are strong and light, 
available in either welded or weldless types, 
in most popular styles and lengths. Completely 
assembled, packed 6 or 12 to a carton accord- 
ing to size. 


Time to Stock... 


PORCH SWING CHAIN SETS 


Hodell Porch Swing Chains, in the favorite 
Bulldog pattern, are now available for 
immediate delivery. These good-looking, long- 
lasting chains are standard equipment with 
over 60% of swing manufacturers. Order them 
soon through your jobber, for spring and 
early summer selling. 





—— : eo sail 

Each set includes two complete Y-type chains and a pair of 
ceiling hooks—everything needed to hang a swing. Packaged 
one set to a carton, clearly and colorfully labeled. 





The Chain that 


=) 


Serves the Best/ 
HODELL CHAIN COMPANY 


Cleveland 3, Ohio 
Div. of The National Screw & Mfg. Co. 












| 
ational. 


iii FASTENERS HODELL CHAINS CHESTER HOISTS 
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HUNDREDS OF 
HOME, FARM _ 
and SHOP USES! 


SMALL in Size... MIGHTY in POWER... Porter's One-Hand 
HandKIiP Cutters sell fast in hardware stores. Sell 'em to home 
owners for workshop and garage work...to farmers for 
hundreds of farm uses . . . to mechanics, repair men and service 
men for cutting rods, wire, bolts, steel strapping and many other 
items. HandKIiP Cutters have plastic-covered comfort grips. There 
are adjustments to allow for wear on cutting edges. They have 
an amazing capacity and a thousand 
uses. Put ‘em on display in the attractive 
HandKIiP display cartons and watch 
“em sell! 


See your jobber NOW! Start 
catching HondKIiP profits right 
owoy 





J ee P ee Te ER ~ a, dee Ss a 
H. K. PORTER, INC. Somerville 43, Massachusetts 





THERE ARE PORTER METAL CUTTERS FOR ALL THESE MATERIALS 


f. J, eh ae A fey 


— Also manufacturers of 
PORTER-FERGUSON Auto Body ond Fender Tools and Equipment - PORTER PRUNERS 
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YY, 
¢ J ES, Warren-Teed sledges, wedges, picks and 





mattocks are packed for “right now” delivery. Four sledges 





to a carton, 6 wedges to a carton, ¥2 dozen picks to a 











carton, ¥2 dozen mattocks to a carton... and each carton 


contains that important plus ingredient. . . sales appeal. 





Warren-Teed tools, forged from open hearth steel, are 


tough .. . made to last. Striking faces, cutting edges and 








a 


| 


points are ground and polished to a sparkle .. . then 
coated with clear, durable lacquer. Painted Dutch Blue 


to attract the quality buyer’s eye... they stand out from 








the crowd. Sledges shipped with or without handles, but 
in either case, guarded with corrugated cartons. 


For fast information on “quick delivery” tools . . 





write, wire or phone today. 








TEED 


waste: 


WARREN TOOL CORPORATION 











General Offices. . . Warren, Ohio 
Export Division . . . . 30 Church St., New York 7, N. Y. 
WORLD’S LARGEST MAKER OF HEAVY HAND TOOLS... exclusively 66-7 
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YOUNGSTOWN MANUFACTURING, INC. 


66-76 S. Prospect St. 
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Youngstown 6, Ohio 


@ Here's a pioneer in the metal moulding busi- 


ness who has built up a sound reputation with 
distributors and dealers as a dependable source 
for metal mouldings. 

If you have had some sad experience with 
your source, try Youngstown Manufacturing and 
see for yourself what a stable supplier can do 
for you. We have distributors throughout the 
country and we will be glad to follow through 
promptly on your request. Write to Youngstown 
Manufacturing, Inc., 66-76 S. Prospect Street, 
Youngstown 6, Ohio. 

Now's the time to pick a dependable source 
for aluminum metal mouldings. 
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"COLOR DYNAMICS is the 
best sales aid in paint business!”’ 


—writes veteran Pittsburgh Paint dealer 
in Virginia Beach, Va. 











g - 19th and ARC 





g siPPLits ORD. esas 


~~ ApPUANCE 





paitroAD pHONE 5 








R. B. TAYLOR, Vice-President, 


Fuel, Feed & Building 
Supplies Corp. 















sincerely ’ 





FEED & } 








FUEL» 











| pease who sell Pittsburgh Paints are enjoying scientific painting system and Jlive-paint protection 
greater sales than ever before. give to home-owners and dealers alike. 


@ There's good reason for this increase in volume @ Now is the time to cash in on the ange wee. and 


and profits—the big swing to Pittsburgh Paints among merchandising which is causing the demand for 
home-owners who are being convinced that they Pittsburgh Paints to rise to new records everywhere. 


paint right with COLOR DYNAMICS and paint best © Write, wire or phone today. We'll gladly have a 
with Pittsburgh Paints! representative call to discuss the possibility of you 


; selling Pittsburgh Paints in your community. Pitts- 
@ No other paint manufacturer can match the bene- burgh Plate Glass Company, Paint Division, PO- 
fits in performance and service which Pittsburgh’s 551, Pittsburgh 22, Pa. 


PITTSBURGH PAINTS 


PAINTS e GLASS . CHEMICALS BRUSHES a PLASTICS 
Tteoeaek Ge P Lees eS ee oe oe oe ll Se ee 
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Complete the sale 
with the RIGHT 
sandpaper 





f 
in packages from these 
J 
FREE counter displays 
Here are two mighty effective ‘‘silent 
salesmen’’ ready to go to work for 
you. HOW TO SHARPEN is a help- 
ful little package stuffer covering knives, 
n 


chisels, axes, scythes, mower blades, 
etc. KEEP IT SHARP should be tagged YJ 
to every edged tool and cutter you 
sell. Both are FREE—how many shall 
we send you? Write for your supply 
today —address Dept. HA 90-54. 





ne \ ut 
1 vg ana yet 
xomners 


CARBORUNDUM 


TRADE MARK 





STONES ¢ HONES 


so stock the COMPLETE abrasives line | ena me 


“Carborundum” and “Handy-Sandy” are trademarks which indicate ROLLS 
: manufacture by The Carborundum Company, Niagara Falls, N.Y. 
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SPEEDY SPRAYER 444 
Doubles the spraying speed 
and working area! No job too 
big! Delivers 4 cu. ft. of clean, 
oil-free air at 40 Ibs. pressure 
Operated by 4 h.p. motor or 
engine. Outfit with gun, less 
motor. $59.50 


SPEEDY SPRAYER 890 
Famous diaphragm principle 
eliminates oily pistons—deliv- 
ers 2 cu. ft. of clean, oil-free 
air at 30-40 Ibs. pressure. 
Sprays anything from a toy to 
a house. Operates with any 
Ye h.p. motor. Never needs 
oiling. Outfit with gun, less 
motor. $32.50 


ADVERTISED IN 


Post 


AND OTHER MAGAZINES 


Write for Catalog and Complete Information 


W.R. BROWN CORPORATION 








STAZ ON is 


WHITE CAULK 
that COSTS YOU LESS 


than grey! pre 


wy 


STAZON Caulk 

STAYS ON — 

the best general 

purpose, WHITE caulk- 

ing compound you can 
offer your customers. 











. . and you can SELL FOR LESS, allowing the 
customary trade discounts: (SUGGESTED RETAIL 
PRICES) 

White STAZON in collapsible tube* . . . . 70 each 

White STAZON in spouted cartridge* . . . 46¢ each 

White STAZON in unspouted cartridge* . . 44¢ each 
*Standard content — approx. 1/10 gallon 
(Prices higher in the West and subject to change) 


IT SELLS ITSELF — Each STAZON case 
is a handsome counter display that 


takes the selling off your hands 
and gives you fast turn-over. 


YES, YOU’RE SAFE — STAZON cartridges fit most 
bail or convertible type guns. We can supply 
you with guns, too. 


CPS Write for samples and additional information. 


stazov| ALSO ASK YOUR JOBBER FOR STAZON 
os The General Purpose Putty. 


CTS COMPANY 


DETROIT 11, MICH 


ral Office and Laboratory 


TLT stoid Products 
Sage go; Jersey City: Plo peer 

srroit; Chica 
Factories Det 
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arke SANDING MACHINE COMPANY 


announces the purchase of the 
Porter-Cable Machine Company’s 
floor sanding and edging 


machine lines 


This progressive step places Clarke in the position 
of providing the country’s most complete line of 
floor sanding and floor maintenance machines. 


The Porter-Cable line of floor sanding machines is 
being manufactured by Clarke in Muskegon, Michi- 
gan, along with the regular Clarke line of floor sand- 
ers, edgers, floor scrubber polishers, wet and dry 
vacuums, portable hand sanders and polishers. 


Present owners of Porter-Cable floor sanders will be 
given excellent service* through Clarke’s nation wide 


sales and service organization. 


CLARKE SANDING MACHINE COMPANY 
303 Clay Street @ Muskegon, Michigan 





*Many former Porter-Cable distributors will continue to provide service 


87 
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-. and oh the things she'll teach yo, 


about the most profitable JA 







act 
oP 
4 


ALES — in the floor 





machine renta] field ! 















wo! you like to pull ’em from all over 
... even from out of town... 
a consistently growing volume of traffic and 


consistently higher profits? 


Sure, it sounds pipe dreamish. But hundreds of 
dealers just like you are increasing profits 
with the RENTA CLARKE MORE BUSINESS 


PLAN. It’s a sound money-maker for you. 


Extra Special PROFIT MAKERS... 


NOTE: when you rent either of these machines 
you are really giving your customer ee kind 


of hon onstration. That's wh many 


rentals Gre followed by a. aor 



















CLARKE 
DUO SANDER-POLISHER 


CLARKE SMOOTHIE SANDER 


. . « lightweight but rugged, for rough, me- 
dium or fine finish sanding. Overwhelming 
favorite for general maintenance work. 


- « - sands, scrubs, polishes, buffs, wire- 
brushes, drills, grinds . , , for all types of 
repair jobs. 
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HERE’S H u~*; 
W THE —_ 


Clarke Plan C W 


ORKS... y7 


You start a Floor Care Machine Rental Department . . . 
You need the famous ‘‘Clarke Threesome"’, a sander, an edger, 
a polisher. These machines are especially built to take grueling 
punishment month after month at an extremely low maintenance 
cost. They're rugged, easy to operate, they're dependable, 
they're built for the rental trade! 


You let the Clarke Plan help you get started ... 
Get off to a real start with the most complete sales 
and merchandising program of its kind. This plan is 
building startling new volume and profit for hundreds 
of dealers, it will do the same for you. 


You promote your new service strongly . . . 
Again, the Clarke Plan offers the best. You get 
a complete series of tested business builders: newspaper 
mats, radio scripts, envelope stuffers, window streamers, 
electric flashers, shelf strips, stickers for the tops of paint 
and varnish cans. All the material you need to build 
all the business you can handle! 


THEN YOU REAP THE PROFITS . 

The customers who come to you for floor care machines 
will buy related items, too. You'll be selling extra-high volume 
of sandpaper, steel wool, Clarke sealers, waxes, polishes. 
You'll find these same customers returning for other needs 

. they'll refer their friends to you . . . you'll have the 

same satisfying business growth and profit that other 
Clarke Plan dealers have been enjoying for years. 


You should get. vtorted now! figs oe , C] ly 
... ask for full details on (. ar e 


this new easy way fo build 


more business today. 


SANDIN { ACHINE 
COMPANY. 


303 Clay Street © 4 = Mich. 
Authorized Sales Repre enfatives and Service 
cian Cities” 


Branches in P& 





Write, wire or telephone: 
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NEW 


SPRING 


ASSORTME NT 

















A POWERFUL PUNCH 


Display Robinson’s newest dealer merchandis- 

ing aid on YOUR counter. Aftractive in design, 

it will catch your customers’ eyes immediately 
and actually sell for you while you’re busy 
elsewhere. 

Each unit contains twelve quick-moving Robin- 
son TIPPED NYLON brushes incorporating all 
the distinguishing characteristics of bristle 
brushes . . . yet it’s priced for profit! | 
For FAST brush sales during spring paint-up, 
clean-up time, order a supply of Robinson’s new 
“Spring Assortment” packages for counter dis- 
play today! 








on Robin- 


‘ FIT Angle i 
Here's ee spring Assortment 


Brush Package 









$ 5.96 
i Brushes - List Price — - ee 
ye i ' Brushes - List Price $1. : ee 
ae Brushes - List Price $2.4 , = 
4—" 7 
Total Resale Valve - 
Cost to You : 





YOUR Net Profit 














in CORPORATED 


P.O. Box 47 = 


iE. » NUTLEY 10, NEW J 


Telephone NUtley 2-4510 












NATIONALLY ADVERTISED 


BROWN WALL BREATHERS 


PAINT 


BLISTERING, 


PEELING 
~) oye PREVENT WOOD ROT 













ee Recommended by 
= my, <n 


Paint Manufacturers 
ee and Contractors i. 


p* 















GIVES PAINT A CHANCE! 
Betwerayrallecondcuention causeacxterir pint 





THE ORIGINAL AND 
BEST WALL BREATHER 
MAXIMUM VENTILATION 
ALUMINUM TUBE 


are the anewer to ventilate side walls, flat roofs, 
unexcava ted enclosed porches, hidden areas, gable 
ends, attics, etc. 

Order from your Jobber or write 
Certain territorics available to Jobbers or Distri- 


Broun INDUSTRIES 


14222 LAKE SHORE BLVD. * CLEVELAND 10, OHIO 


























A BIG SELLER because 


It has a Hundred Uses 
Shetiieid 


WATER | | 
PUTTY 


ee CRACK FILLER 
[ ffi) © Sticks to Anything 
sa 9 @ Mixes Easily with water 
.-- Will Not Shrink 


r ‘ 
Cie adie @ Becomes Hard as Stone 
f 







































Every household . . . in fact 
every craftsman has use for this ; 
~ ~ miracle putty that does every- 


Shettiel AZ range ng and mocthing jb Footer 


stone, tile, wood or metal sur- 
PAINT CORPORATION sales grow . . . because your 





















faces and does a perfect patch- 

ing and smoothing job! Feature 
CLEVELAND 19, OHIO customers are looking for some- 
thing like this every day! 













1932 
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YELL 


SPAI 
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and 
CREAM GREEN 


BLUE 
GRAY 
ROSE 
SPANISH BUFF BRICK RED 


COLORS 


BUFF 


YELLOW 











ror Water Seepage 
In Porovs 
¥ Ais? A MASONRY 


’KAY-TITE 
COMPANY 


WEST ORANGE...NEW JERSEY 


1717 WESTLAKE AVE. NORTH 


11 FAR WESTERN STATES CONTACT AAY-7/TE COMPANY ofits >, wasuincron 
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Paint Sales Jumped 38°, in 195] 


fae) j 
ere’s how KIMM PAINT CO. did it 











Mr. Kenton H. Kimm dem- 
onstrates use of the Style 
Guide at Kim 

m Paint a 


Company. 





TER FROM KENTON H. KIMM 





READ THIS LET 





THE SHERWIN-WILLIAMS co., 
KOKOMO, INDIANA 








t like to know what an extra- 


ur Style Guides, Style Guide 
r books are doing for 





“1 thought you migh 
ordinary selling job o 
Companions and Home Decorato 
us here at Kimm Paint. 

“As you know, We feature these outstanding selling 
aids exclusively in all of our advertising, store displays 
and customer contacts. They very definitely help mini- 
mize what Mrs. Housewife feels is a difficult task, that 
of co-ordinating her colors. 

“Several of the 35 books we loan out 

‘retire’ them as soon OS ship- 


used so much that we will 
eceived of the 25 now on order. 














have been 















ment is r 
“Enthusiastic demand for borrowing Style Guides was 
so great that our local library asked if they could pur- 
es but we gladly gove 







nding purpos 
th our compl 
€ our local furniture 
that increased use 
ys a gain of more 
Williams Products Guid 
uide Companions and H 
ome Decorator 


brought about 
ger books i 
are doing for us here at Kimm Pai 
aint,” 


iments. We also have 
stores. 


chase a COpy for le 
them a new one wi 
them placed in each © 

“More important fo us is the fact 
of these Style Guides has brought 


than 38% in our sales of Sherwin- 
period in 1950, 


for 1951 over the same 
by the fact that Style Guides help create o lar 
unit sale. 

“Results such as these 


| 
to be your distributor fo 
eater a 


to take even gF 
sales power of the Style Gui 
Yours very truly, customers happy 






“ce 


$2 6 y 










ord i i j y y 2 
> 

















writes Mr. Kenton H. Kimm of Muncie, Ind 
e, Ind. 







explain why we are so proud 
nd we fully sane Read the rest of his letter. It tell 
, “these , tells wh 
outstanding selling aids” have m “ 

eant to 







r this area G 







de in 19 a h £ 








's 
yew" 






Hat WH Flom | bom ; 
you can cash in on these sure-fire sales 


Kimm Paint Company —— or write The Sherwin-Williams C 
Ss 

rospect Ave., N. W., Cleveland ry 

’ 10. 













ONE PIECE ALL 
INUM TRA 
ITH RESER 
VOIR AND LEG 
TO HOOK OD 
LADDER. 












—_.,. 


SHERWIN, Wii Liane 


- ENAMEL 


—_—_—_——___.. 
_—_—_—. 
__———_____ 


pa 
7, «et. SHERWIN-WILLIAMS 
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Kimm dem- 
f the Style 


mm Paint 


4 \ \ 
WITH THE JUASTER \ 


s. 
yews 


ONE PIECE ALU- 
INUM TRAY 
ITH RESER- 

VOIR AND LEGS 

TO HOOK ON 


LADDER. 


ROLLER PAINTER \ 


Made by JACOBUS 


Makers of Fine Painter Tools 
Since 1835 


LIGHTWEIGHT — ALL ALUMINUM 
roller head — won’t rust. 


OVAL HAND FITTING two color 
finished handle. 


ONE COVER! Our Dynel cover works 
perfectly in all paints. 


4. 


BRONZE BEARINGS — mean easier 
rolling. ° 


PLASTIC impregnated core for long 
life. 


CONVENIENT SLIP-ON COVER — 
interchangeable. 


INQUIRE TODAY ABOUT OUR PROFITABLE 
SELLING SET-UP! OUR OUTSTANDING 
PRODUCT AT POPULAR PRICES MEANS 
MORE MONEY TO THE DEALER. 


Stuce 1835 











B. F. Goodrich announces 


Biggest 
Advertising Campaign 
ever put behind 











| 





| 








4h 
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1952 


—already the best-known, easiest-to-sell garden hose 
in America, will be even more profitable for you in 
1952! Millions more of those colorful ads that people 
tead, like, act on—full color ads in Life, Saturday 
Evening Post, Better Homes and Gardens! Merchan- 
dising kit to tie those big ads right in to your store— 
window streamers, counter cards, newspaper mats, 
mailing cards. Koroseal advertising 7s selling men and 
women who come in to dealers’ stores and buy by name. 

And the Koroseal hose itself is the best display ad 
there is—bright red or green, coiled and taped to a dis- 
play card, each length makes a selling display in itself. 


BIGGER PROFITS! 


Average dealer profit on 50 ft. of Koroseal is $3.05. 
Koroseal made in 25,50, 75 ft.—the popular 75 ft. takes 
care of most city lots, weighs less than 50 ft. of 
ordinary hose, costs user about $1.70 less than one 
50 and one 25 ft. length. 


SEE THESE 
SALES-MAKING FEATURES 


Koroseal weighs % less than old-style 
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Trade Mark—Reg. U.S. Pat. Off. 





hose—a 25 ft. length weighs less than a telephone. 
Women like this important quality. 

Koroseal never gets sticky in hot weather, never 
needs to be drained. Can be left out in the sun all 
summer for years. Its brilliant colors may fade a little 
in time, but neither sun nor air will weaken it. Full 
flow. Re-attachable couplings if hose should ever be 
damaged by accident. Attractive red or green. Both 
are fire polished. 


COMPLETE HOSE LINE 


In addition to Koroseal, B. F. Goodrich offers you 
Garden Club, Maxecon and Signal for customers who 
wish rubber hose or prefer (Signal) a lower priced 
product. MAXECON is the finest rubber garden hose 
made—stands 12 times normal city water pressure. 
GARDEN CLUB is a famous BFG brand—soft attractive 
green, best lightweight rubber hose made, guaranteed 
10 years. SIGNAL—an attractive black, low-cost hose 
to complete the line. 

Let your B. F. Goodrich distributor show you 
this complete garden hose profit picture. Why 
don’t you, too, take advantage of the sales 
power of this great name— 








B.F Goodrich 


Akron, Ohio 








Sell Sherman 


TULIP ° Sprinklers 






Hendsome \ | or" SPRINKLER 
One-Piece ON THE MARKET 


| TO CUSTOMERS 
| WHO ASK FOR 
| “RING” SPRINKLERS 


—__ 5 REASONS WHY — 


YOU SHOULD 
RECOMMEND “TULIP” 


1 CMP has drastically curtailed the quantity of 
* brass for manufacture of “ring-type” sprinklers. 
3 


THE SHERMAN “TULIP” is similar to “ring” 
sprinklers in many respects. It is a stationary 
sprinkler, providing a large full-volume fountain- 
shaped water pattern which gently and evenly 
saturates the ground over a wide area. 


THE SHERMAN “TULIP” as made today is a 
very durable sprinkler. The base is metal, extra 
heavy and richly enameled. The brass spray 
cap can be removed for cleaning if necessary. 
There is nothing to rust—no moving parts to 
wear out. 


THE SHERMAN “TULIP” is better looking and 
more colorful than the old-fashioned “ring’’. It 
has a lustrous red and yellow flower-shaped 
head, closely resembling one of America’s most 
popular flowers. 


THE SHERMAN “TULIP” is in the same price 
range as “ring” sprinklers. 


5. 














It Will Pay You Big Dividends To Order Now! 





BATTLE CREEK, MICH. 





That's one of my steady customer's = 
lawns — grown with WHITNEY’'S 
Super-Refined LAWN SEED 

































WHITNEY jc; LAWN SEED a” 
GROWS LAWNS CUSTOMERS Fe" 
ARE PROUD OF...MAKES SALES 
4 
You'll be Proud of! 
@ High germination @ Blended from the world’s of 
finest grasses 
@ Low weed content @ Varieties for all soil 
conditions 
@ cl d and re-cl d @ Backed by big national 
advertising campaign covered s: 
Write for FREE dealer aids and price lists — today ! ate bg 
equipme: 





WHITNEY SEED CO., INC., Buffalo 5, N. Y. 


GOOD NEWS: 








MILLION 
see Coope 
advertising 
April 
sure to ¢ 














of the | 
LONGHORN BRAND om _ 
will c 
CATTLE MANURE m mom 
EAREST 
e R - BUT 
Available nam 
* 
Immediately 
Pure — unadulterated — weed- 
free—dehydrated—pulverized. 
Packages: 114 lb., 5 lb., 25 Ib. { Fully enclo 
and 50 Ib. iaweciinve, printed Guin drive 
bags. Oversize e: 
, | bearings w: 
Representatives East of the Unbreakabl 


| Mississippi for Natural Plant Food Co. 


FAESY & BESTHOFF, INC. 


| 
325 Spring St., New York 13, N. Y. 
| 


Tel. ALgonquin 5-7300 SS 
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No one knows how many 
Cooper Mowers will b 
available in ‘52 - so it i: 
important that you ge 
your order in to you 


a aS C. nearest distributor as ear 
oy” GZ, y bi e ly as possible. If you dc 


not have his name - write 
Roller Type Mower 


for complete information 
covered steel roller and caster wheels. New positive 
adjustment and new all-steel welded deck. Powered with 
HP Briggs & Stratton motor. Rubber tired Riding Sulky 
equipment). 


MILLION readers 
ill see Cooper Nation- 
advertising during 
h, April and May. 
sure to get your 
of the profitable 


wles this national pub- 
licity will create. 


RDER FROM YOUR 
EAREST DISTRIB- 


| ge 
(as oF ae 
}\. 


l,. 


OR - BUT ORDER 


_— 
r/ 


KUIPER ‘1: ie | 


18” and 20” Cutting Widths 


\ 
GET THE EXTRA OF COOPER EXCLUSIVE FEATURES 


Fully enclosed oversize Diamond Patented, positive action, non-wearing Patented “Quickset” height adjustment 
chain drive clutch. Simple, powerful, self-locking with a range of 1/2” to 2°/s” 


Oversize enclosed Timken Reel Extra strong, zinc die cast alloy frame Power driven weed cutter (optional) 


bearin ith automatic tak 
ee ee Zinc die cast alloy drive pinions with Plus the always dependable Briggs & 


Unbreakable tubular steel handle hardened steel inserts Stratton motors 


COOPER MANUFACTURING CO. vivimiiows, tows, USA. 
Sere: NL Pare ARES ig 
re iE : x 3 re j iy TER _ My ef 
aid Cab ~ ra 7 un | gerry, A 


EFFECTIVE NATIONAL ADVERTISING FOR 








FTC CUE || THE BEST FOR YOU 


AND YOUR CUSTOMER! 
Mi, GARDEX SotFin 


Americas Modern Garden 





| QUALITY APPEAL WITH A PRICE THAT SELLS 





ALL-HARDWOOD FOLDING CHAIR 

Durable and appealing extra seating; 
won't tilt, pinch or snag. Folds absolute- 
ly flat, stores easily. Smooth finished in 
No. 001-002. 4-tine natural or stained varnish or colors, and 
Spading Forks of one piece in three sizes—regular, intermediate and 


high carbon steel with 11” 4 eae ; ? 
oaaied, triangular- vg junior. Priced right 
shaped tines. No. 001 
D-Grip 30” handle. No 
002 4’ long handle. 3 

List, each, $2.55. FOLDING LAWN FURNITURE 





























Colorful, attractive, comfortable—with 
No. 403. Lawn Sweep— \ or without arms—varnished or colored W 
oll 22 flat, flexible spring frames. Also in junior sizes. Available , 
teeth touch ground without in various combinations of colored 
pressure or forcing. Gives ‘ frames and covers. § are 
clean, 18 inch sweep. 3 2’ 
handle. . 
List, each, $1.65. lin 
NO. 35 “DECK” CHAIR be 
“The kind movie directors use’’—and 
many of these are in Hollywood. They k 
are popular everywhere, though, and ; n 
will sell for you. Excellent hardwood j 
frames varnished, colored or white; 3 
covers solid color 18.62 oz. double- : 
filled duck. 3 Je 
h 
é e 
| PEERLESS CAMP COTS 4 
Over 100,000 satisfied customers year- Hi 
| ly have proved the worth of Tucker's 
line of strong, well-built, hardwood- j 
frame canvas cots. Quick sellers, profit 5 pr 
makers. { 





een 
Oe 


RECLINING FOLDING CHAIR 


Substantial, comfortable, eye-appeal- N | 

ing; adjustable to three positions; 
| reinforced for heavy-weights; folds Sub 

Ss compactly. Varnished or colored frames 
with striped cover; white frame with galv 





solid cover. A good item. 
No. 400 Turf Edger. No. 401 Wheel Edger. 
Does straight edg- Tough, thin soring | 
ing and curves—any steel cutting | w oe 














No. 1523. Cultivator with i harpens self 

Weeder that does both desired depth—un- Trima ae eosily. 

eosier, faster, better! believably fast. 80- Reniaceable cuttin Write for Catalog and Prices 
Forged, hardened steel 100 ft. in 5 min. wheel. Hardwoo 

prongs 4” wide. Weeder 4/,' handle. roller. 6"' blade, 42" 

blade with sharp cutting List, each, $2.50. handle. 

edge 4” wide. List, each, $2.65. 

List, each, $2.05. All prices slightly higher 


far West and South 





UCKER. 


DUCK AND RUBBER CO. 
FT. SMITH, ARK. 


OTHER LINES INCLUDE: Tents, Tarps, Covers, Hammocks, Junior 
Furniture, Specialties. 
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Whenever, wherever you display products used in clean-up jobs 
‘ around the home, be sure’to include galvanized ware from the J&L 
line. It’s good business to stock and display J&L Galvanized Ware 





because people want it . . . they buy it in preference to less well- 
known brands ... you obtain good turnover. 





J&L Ware is priced to cover the big volume market and yield a 
healthy profit. It is distributed through 
Hardware Jobbers. See your jobber for 
prices and delivery schedules. 





Jal STEEL BARREL COMPANY 
NEW YORK 17, NEW YORK 


Subsidiary of: JONES & LAUGHLIN STEEL CORPORATION 
galvanized ware plants: TOLEDO, OHIO and ATLANTA. GEORGIA 


a 
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Li'l Abner helps you sell lamps 


during new G-E Spring promotion 


THIS YEAR’S General Electric Spring Lamp 
Bulb Promotion woos customers Dogpatch 
style with Li’] Abner, a top comic favorite of 
most of your customers. All of the tremendous 
appeal and popularity of cartoonist Al Capp’s 
famous characters go to work selling G-E lamp 
bulbs for you. G-E national ads featuring Li’l 
Abner and other Dogpatchers will spearhead 
the promotion. And General Electric lamp 
displays for your store will use Li’l Abner 
characters to catch customers’ eyes. 
































LIFE AND LOOK will carry the colorful G-E lamp bulb 
advertisement at right in March and April. 























 oewenan ge ELECTRIC | 


eee 


THIS FULL-PAGE AD combines the attention-getting appeal of Li’l 


Abner with plenty of hard sell on General Electric lamps. 





BIGGER SALES are yours when you use the 
special Li’] Abner display material in 
your store. The display card, above, is 
handy... takes little space... yet draws 
attention to your display. 


You can put your confidence in— 


DON’T LOSE OUT on extra sales! ential 
your customers of their lamp bulb needs 
while they’re in your store. Put up this 
eye-catching streamer on window, wall 
or over your lamp display. 








YOU'LL BOOST UNIT SALES by adding plenty 
of G-E 4-lamp packages to your display 
of bare bulbs. Get your share of G-E 
lamp sales. Be sure you have a full stock 
of G-E lamp bulbs on hand. 


GENERAL @@ ELECTRIC 
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Light-Reflecting 


House Numbers 


Ss y )The only reflecting 

a house numbers made of the 
same “MIRACLE MATERIAL” 
that marks the nation’s 








super highways 


Here’s a brand new tested item that sells the home owner on 
sight! Dealers, and wholesalers, don’t miss it. 


Millions of motorists have marveled at the excellent light re- 
flective power of the REFLEXITE signs that guide them so 
surely and safely along the nation’s super highways. They have 
also seen this same magic material used for attractive emblems 
on automobiles. 


Now hear this! REFLEXITE house numbers are the ONLY 
reflecting house numbers that bring this same “miracle ma- 
terial” from the highways to the home for perfect address 
marking. No one else can make it or match it. REFLEXITE 
is fully patent-protected. 


Each square inch of REFLEXITE has molded into it 2900 
optically perfect tiny lenses. When struck by light from any 
source, night or day, these lenses merge.into a clear image of 
great intensity. 


REFLEXITE house numbers are durable. Unlike other ma- 
terials, they never fade or rust. They are highly resistant to 
damage and will last for years, exposed to any extremes of 
weather. They are self-cleaning in rain, or may be washed as 
easily as china ware. 



























DEALER 


Let us send you a trial order right away. You'll sell 


REFLEXITE reflecting house numbers outclass every other 


e@ them like hot cakes. 


One dozen units of each numeral from 
1 through O (120 numerals)..................... $1g° 


At 25¢ each, this order retails for:........... $39 ( PROFIT 





YOUR ] 9” 


type of house identification, as any comparison will quickly 
prove. Every home in your community is a bright prospect. 
The price and the profit are right. 
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SHIRLEY CORPORATION 


Guilt for sales... priced for protits / 


HERE’S WHY— 

You carry a quality line with a quan- 
tity demand when you stock Kimble 
Glass Bars. 

Made by one of the world’s foremost 
makers of precision glassware. 18" and 


24" Kimble Glass Bars are a full %4" 
A GLASS BAR FOR 


Kimble Bent-End Glass Bars—!/)" crystal 
or opal glass with strong, modernistic metal 
fittings. 18" and 24" lengths. 








~ 





thick . . . are velvet smooth right out to 
their chrome spun-on fittings. Indi- 
vidually packaged with matching chrome 
screws. 

Priced for fast sales . . . priced for 
extra profits. Order from your whole- 
saler or write direct. 


EVERY PURPOSE= AVAILABLE NOW! 


Kimble Double-Purpose Glass Bars —crys- 
tal glass with adjustable fittings for partial 
or full-length use. 24" long. 


Kimble Button-End Glass Bars—crystal or 
opal ~— with adjustable metal fittings. 


KIMBLE GLASS TOLEDO 1, OHIO 


Division of Owens-Illinois Glass Company 











@ Top-quality, outstanding beauty, distinctive fea- 
tures, complete line, nationally advertised, compet- 
itively priced. Leads in value. See your distributor 
or write us for full information. 





FAST SELLING — BIG PROFITS 


UTILITY STOOLS 


] Here are the utility stools with 
a “million and one” uses in 
every home. Smart looking and 





sturdy ... with colorful seats 
and brilliantly polished chrome 
plated legs and frame. No. 201 
is the “All Around Stool,” ideal 
for kitchen, den, workroom, 
playroom. 
No. 201 

No. 200 


No. 200 is just perfect for the 
bathroom, a comfortable 17 
inches high. Both stools are 
fashioned of long-lasting, chrome —— 

plated tubular steel. Washable Duran plastic seats in a 
choice of 5 decorator colors. Capped feet prevent ugly 
floor mars. 

SEND IN YOUR TRIAL ORDER TODAY! 
Write for prices and information on other Logan products. 











. INDIANAPOLIS 2. INDIANA 





LOGAN MANUFACTURING CO. 


NORTH TONAWANDA, NEW YORK 
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There’s a ready market for deluxe 


‘Cane WASTE-TAINERS 
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ALL-purpose WASTE BASKET 8-301 
One piece, rounded corner design meets the 
woman's ideas for all ‘round utility and 
beauty. It can’t rust, chip, peel, dent or leak 
. . cleaned in a jiffy tool Popular square 
design with convenient handles; sparkling 
kitchen colors; size 9¥x11"x11” deep. 


FOR BEDROOM and 
BATH B-3] Decorative 
oval design with handles; 
pastel colors to harmon- 
ize with any decorative 
feeling. Impervious to 
cosmetics, alcohol, etc. 
Size 7¥2x11"x9'2" deep. 























Qe 2 Be sure to include these new Lustro-Ware Waste-tainers as a 
NG — y part of your Spring Housewares merchandising. Many women 
| will buy on sight to complete their matched Lustro-Ware kitchen - 
— ensemble. These customers and thousands of others are shopping 
and for over 100 other Nationally advertised Lustro-Ware items to make their kitchens 
seats sing. So feature a Lustro-Ware counter and enjoy the fast turnover and top dollar 4 gallon 
01 volume of America’s most popular plastics line. Free banners, newspaper adsand GARBAGE CONTAINER 8-30LC 
‘deal other promotional aids are yours for the asking to help direct women to your Unoffected by refuse of all kinds . . . and its 
om, store for the Lustro-Ware she sees regularly in her favorite magazines. You'll Nag eyes. ~~ Sir Biuacnee, 
7 profit most by spotlighting Lustro-Ware every month of the year. can’t rust out either! Design and colors to 
‘ match popular Lustro-Ware canisters, etc. Size 
y COLUMBUS PLASTIC PRODUCTS, INC., Columbus, Ohio 9¥4''x11"x1214" overall. 
f 
y 
i 
f L Ccmint OF BStTUND Of 
he ' a Fcnanetioed by * 
sty Good Housekeeping 
$F 45 apveanistD wit 
aT 
Housewives, brides and career 
girls are presold on Lustro-Ware by regular 





NATIONAL ADVERTISING in Good House- 
keeping, Ladies’ Home Journal, Woman’s 
Day, Household, Better Homes and Gardens, 
living, House Beautiful’s Guide for the Bride. 
and Ebony magozines. 


cal 
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billing on the spot! You make 
more profit with Expello. 
* 





Newspaper, Magazine and 
Television Advertising 


Millions of women will hear 
—read—and see demonstrated 
over television—why Expello 
is the most effective 

moth killer they can buy! 
Expello acceptance is 
nationwide! 





- Counter and Window Displays 


Eye-catching displays in 
natural colors feature 
gorgeous Expello Girl. 
Identifies your store with 
Expello advertising. Also, 
new consumer booklet 
contains useful moth 
preventive information. 








a SPECIAL DISCOUNT 

o Yes, you get a special 10% 

bonus discount on all 

am purchases of famous Expello 
Lg moth killer made through your 
eo 4 wholesaler. It’s taken off your 


Consumer-Survey Proved 


A recent survey in a number 
of large markets shows more 
women prefer the Expello 

type moth killer than any 

other because: 1. It’s more 

o effective, 2. It’s easier to use! 









Ex-Ray Vapor Feature 


Expello Ex-RAY VAPOR 
kills moths, eggs and 
worms where ordinary 
spraying doesn’t reach. 
Ex-RAY VAPOR penetrates 
through every seam and 
fold of a garment. No work. 
No worry. No moths. 























Give your profits a boost! 
Display fair-traded, high-quality, 
nationally advertised Expello in 
your store. It’s fast-moving. 

It means more business! 


| JUDSON DUNAWAY 
| CORPORATION 


Dover, New Hampshire 
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Since 1827— 
five years a 
of New Eng 
making fine 
Tool Works, 
Woodchuck i 
from the he 


Wei 





WN WITHERBY 


Ne- Woodchuck 


QiTHER, 
> 
Since 1827—one hundred and twenty- To anyone who knows good tools, this chisel will make 
five years ago—successive generations an immediate strong appeal. A cabinet maker will admire WOODCHUCK 
j of New England craftsmen have been it for its balance, a carpenter will like its ruggedness and w500 


making fine chisels at the Winsted Edge factory-honed cutting edge. Its blade, made of special 

Tool Works, Winsted, Connecticut. The analysis crucible steel, carefully heat-treated for uniform 

Woodchuck is the newest development hardness, is formed by repeated blows of the trip hammer. 

fom the hands of these craftsmen. The red, transparent handle is made of Tenite II. It's tough 
and will stand up under the roughest blows. 





Weights and Packaging 














ed ig Ww 500 One of the best things about the Woodchuck is its price. 
v Size Approx. Wt. Doz. It's priced so that every home-owner, home handy-man 
aber ; et bec and mechanic will want to own a set. This means quick 
10re V2 2 Ibs. 12 ox. turn-over and profits to you. 
bello I 7 oz. a ‘ 

S 20% u varanteed. 
omy 4 Ibs. 10 oz. ¥9 
10re Ty,” 5 Ibs. 2 oz. 
use! ‘ 





Packed 1/, doz. to a box. 








" and 1” 


Set of 3 in a box. W 500—3 
j ; Popular sizes—'/,", 3/4 
Set up in a brightly colored yellow and 
red display box. 
Approx. weight 1 Ib. 
The taper makes the Woodchuck better. 





Notice the Woodchuck's Concave taper. 
This Concave taper is a definite advan- 
tage as it maintains the thinness further 
up the blade. 





20st! 
lity, ( Handy roll. W 500—3R 

° Sizes—.", ¥," and 1” are available 
lo in packaged in a sturdy yellow and red 
‘in plastic roll. Equipped with grommets 
a ; for hanging over work bench. 
ess! Approx. weight 1 Ib. 


These displays will stand out on your counter! 


nN B Y WINSTED EDGE TOOL WORKS 


hire Winsted, Conn. 


0, 1952 ; , Exclusive Sales Representatives 


JOHN H. GRAHAM & CO., INC. 


105 Duane St New York 










Chalk Line—Made from a strong fine cotton Braided Cord — A strong cord which will 
yarn but softly twisted to hold chalk. not kink or unravel. Used as Mason's Line, 
Awning Cord, etc. 





Twisted Mason's Line — Simi!ar to Chalk Venetian Blind Cord—Made of the highest Sash Cord—A remarkably strong, long last- 
Line but put up in connected hanks. Used quality fine plied yarn. This is the best blind ing cord, A tough cord for tough jobs. 
os Chalk Line, Layout Line, etc. cord made. Available in a wide assortment 

of colors. 


A 


= 





Cable Cord — A best seller. An excellent 
grade of medium laid 8's yarn seine twine. 
Put up in Yq Ib. and '4 Ib. balls and 
packaged in a transparent Snop-Sock which 
disploys, protects and makes each ball im- 
mediately available. 
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JOHN H. GRAHAM & CO., INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 
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os I, 


your customers wear clothes 
| ee 


bs. them neat and orderly on this attractive, space-saving chrome rack. 


Quickly attaches to wall or door. 
B, Four-arm Swinging Tie Rack #773, keeps up to 100 ties in top n- VE N i E N CES 


wearing condition and in easy reach, Finger-tip touch swings the 











tie collection into view. 
; , It’s easy to sell your customers 
€, Combination Hat Rack #782, holds six hats, plus a number of ties, 
scarves aa belts. Brim-fitting rests keep hats secure and in shape. K-Veniences, the original, the best-known 
Makes efficient use of often-wasted space on closet door. 


na 


clothes closet fixtures on the market. 


os 


D, Clothing Carrier #1, converts dead storage space into useful con- 
venient closets. A slight pull on the handle slides an entire ward- 


, ver 40 space-saving, chrome-plated 
robe out into the room for easy selection. Ove po 8» P 


—, Hat Rack #1125, holds two hats securely against wall or closet K-Veniences provide the right combination 


door. Ideal where space is at a premium. 
for every closet need. 


F, Hol-Mor Tie Rack #771, holds 36 ties in separate spaces. This 
revolutionary type of tie rack pulls out from door or wall for quick, 





K-Veniences are stocked by lead- 
ing jobbers. Write for catalog. 





easy selection of an entire tie wardrobe. 


G. Swinging Trouser and Skirt Hanger #550, holds four skirts or four 


' pairs of trousers. Can be fastened to any woodwork, door or closet SAA IN 
wall, and used in pairs if desired, 
| HH, Shoe Rack #4, holds up to five pairs of women’s shoes or four RWWA W. 


pairs of men’s shoes, neatly and securely by an improved toe guard. 
Easily fastened to baseboard or door. GRAND RAPIDS 4, MICHIGAM 
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GOLD SEAL CONGOWAILL 


While George (and his better half) feather their little 
nest, you feather yours with clear “package-sale” profits 
from your over-the-counter volume on Gold Seal Congo- 
wall and Gold Seal Vinyl Tile, Linoleum Tile and Asphalt 
Tile floors. The do-it-yourself trend is a wonderful idea 
for the growing army of customers who have learned 
that they can improve their homes and save money by 
doing their own work. It’s wonderful for you, too, be- 
cause it’s a final sale with no added problems of service, 
manpower or workroom to cloud the picture. 


If your smooth-surface sales have been slipping, here’s 
a real tonic that will make it a profitable, volume opera- 
tion once more. If you’re doing a capacity business in 
custom installed floors and walls, here’s a way to add to 
your profits without adding to your overhead. If your 
volume has been mostly felt base, here’s a sure way to 
get some trade-up business without getting involved with 
installation demands. 


58 
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(Good old George! 
George, your 
customer who does 
all the work... 
while you count 
your profits) 






GOLD SEAL LINOLEUM TILE 
GOLD SEAL VINYL TILE 
GOLD SEAL ASPHALT TILE 


BACKED BY NATIONAL ADVERTISING! 

We think the do-it-yourself trend is the most important 
development that’s hit the smooth surface industry in many 
a year. And we're backing that notion with powerful adver- 
tising in magazines like Life, Look, Saturday Evening Post, 
Better Homes & Gardens, American Home, Farm Journal 
and Popular Mechanics, Popular Science and Mechanix 
Illustrated. 


SALES HELPS FOR LOCAL PROMOTION! 

We're backing the “U-DO-IT” idea also with point of sale 
displays, direct mail pieces, ad-mats and the new “U-DO-IT” 
Kit for home mechanics. (Tools of real professional type in 
a convenient home installation kit.) 


Tie in with this great extra-profit promotion right now! 
Your Congoleum-Nairn representative has full information 
on the entire “U-DO-IT” campaign. 


CONGOLEUM-NAIRN INC. 


Kearny, N.J. Makers of guaranteed floor and wall coverings: Gold Seal Nair® 
intaid Linoleum Gold Seal Vinyl! tntaids Gold Seal Congoleum 
Gold Seal Congowall Gold Seal Asphalt Tile 


“Gold Seal” and “Congowall” are registered trade-marks. © 1952, Congoleum- Nairn Inc. 
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BRUSH 


Here’s the perfect brush to sell your customers whenever 
they buy the popular new rubber-base paints. The 

Empire Light Rubber Base Paint Brush (No. 5063 illustrated) 
has extra-fine gauge bristles, especially designed 
and tapered for the lighter, free flowing rubber base 
paints most people prefer*. It can also be 

used for standard water paints. 

Plastic bristles are firmly stapled and cemented 

to honey-maple block and are easy to clean 
—won’t clog, mat or stick. What’s more, Empire 
production skill cuts costs far below competition. You 
can sell the No. 5063 for approximately 

$1.49 retail! It’s a great buy for your customers, 

a great money-maker for you. Order from 





your wholesaler today—and ask him 
about the complete line of fast-selling Empire 
household brushes. 











*For those customers who use texture type paints, 

sell the No. 5062—the Empire Texture Type Paint Brush. 
Plastic bristles in mahogany lacquered block are 

heavier gauge and specifically designed for texture paints, 
stucco and other masonry type finishes. 








TWO-COLOR COUNTER DISPLAY 
HELPS YOU BOOST SALES! 


Both the No. 5063 (in orange 
and black carton) and the /{~ 
No. 5062 (in yellow and 
black carton) are 
individually cellophane 
wrapped with instruction 
folders. One dozen to a 
carton, shipping weight 5 lbs. 







THIS IS AN EL VVPIRE BRUSH 


EMPIRE BRUSHES INC. « PORT CHESTER, NEW YORK 
IN MONTREAL: EMPCO BRUSHES OF CANADA LTD, 
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HOW TO MAKE PROFITS 


IN SPITE OF EVERYTHING \~ 
By W. “BILL” MODGLIN . 














If all you want to do is swap dollars, this is a 
wonderful time to be running a store . . . overhead 
going up, margins coming down, biggest tax bite 
in history, products that either turn over fast but 
carry no margin, or products that would pay a 
profit if only somebody would buy them! 


There isn’t much that our folks at the MODGLIN 
COMPANY can do about your overhead, shrinking 
average margins or taxes. But we have done 
something about your profits. We've developed a 
family of revolutionary new plastic household 
necessities that give you BOTH fast turnover AND 
big mark-up. About all you have to do is stock 
them and display them. They sell themselves. 


For example, our PERMA-SCRUB. 
Introduced three years ago . . 

we've already sold about 6,000, 000 
of them. There never was a kitchen 
gadget that could clean pots and 





And, our famous 


PERMA-BROOM! 

Greatest advance in brooms in 100 
years. Light weight; very durable; 
“Magnetic Pick-Up’ of Electrene 
Bristles picks up dirt as you sweep! 
Sudses clean as new after every 
use so the customer always sweeps 
withaclean broom. Over 9,000,000 
sold in four years. Comes in many 
attractive colors. 


is a child size version of the 


Perma-Broom, ‘‘just like 7 
Mother’s’’. Kids go for it on 





sight. And we have a 
DUST-ETTE, 

a toy plastic dust- 

pan, as a compan- 








. . . Our PERMA-BROOMETTE 





And our SOAP BOX 


for any standard bar of toilet soap. 
Useful for every home and a neces- 
sity for every traveler. These three 
products, like all the Modglin line, 
come in various gay colors. 


And our new PICK-ETTE, 
new, fine toothpick of smooth, 
flexible plastic in assorted colors. 
You'd be amazed at the way 

= they seil. We've been swamped 

with orders. 






ase 


rye Cone ont: CRUSHES, 
known 


no around 
for caiine. are [aoe mn 
fully designed and made 
of finest materials, come "i 
in all popular colors in- 
one cluding new pastel shades 
2 } 
— which we introduced. 
eveesert ie 
And finally our brand new PERMA-KLEEN 


mop with durable, thirsty synthetic 
sponge fibres which soak up water 
and clean floors in a flash. | pre- 
dict that this will be the largest 
selling mop in the country. 












pans so quick andeasy. Polystyrene 
bristles slide under grease or burned 
food and flick ‘em off in a jiffy. 
Comes in gay colors. Keeps a 
woman's hands out of dishwater, 4 





==) 


too. 


Then there’s our WHISK-OFF. 
It’s no exaggeration to say that 
it’s made ordinary whiskbrooms 
\ obsolete. Electrene Bristles gen- 
erate a sort of ‘magnetic ac- 
tion’ that picks up lint and dust. 
Made in many beautiful colors 
and three handy sizes. 





ion piece... 
in assorted colors. 


Then there’s our 


a handsome, inexpen 
sive plastic case that 


sells like hot cakes 
ro _ 


TOOTHBRUSH. CASE Colorful, 


durable, lightweight. Ventilated to keep brush dry. 


everywhere. Designed 
for either standard or 
cigarettes. 


both All of these MODGLIN products ore populorly 


priced, sell on sight, and carry extra high margins. 
They combine the turnover of a staple with the 
profit of a specialty. | don’t know of anything 
that'll make you as much money from such a sma!! 
investment and so little floor or shelf space. 





CIGARETTE CASE, 


If you're not already carrying these Modglin items, 
write me today for details, and maybe we can 
both make some money in your store! 


MODGLIN CO., INC. 


NEW YORK 1 CHICAGO 9 
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FLAT WIRE BROOM RAKE with 
one - piece, interlocking construction 


Customers take one look at the construction of this new 
broom rake and BUY IT. 







The tines, made of high carbon, tempered 
cold rolled flat wire with rounded edges, 
interlock into the 18-gauge steel neck. 
As the picture shows, the horizontal 
and vertical tabs positively lock the 
cover plate to the frame. The cover 
plate also extends into the body of 
the ferrule adding great strength 
where needed. The semi-circular de- 
pression in the plate prevents tines 
ever becoming loosened. This plus the one-piece 
frame guarantees that the rake will never lose shape. 


Handle is Ne. 1 hardwood, clear lacquer finish 42” long 
packed 6 to bundle. Heads packed 6 to re-shipping carton. 
Combined shipping weight, 23 ths. per dozen. 


“Serving the Jobber for 15 Years" 








UGGED 
OBEI 


Member, American Hardware Manufacturers Association 


Wire Products 


2713 Nerth 24th St. 


Company 


Birmingham, Ala. 











it will pay you to stock and display 


CADIE 


AMERICA’S MOST WIDELY 
; ADVERTISED POLISHING CLOTH 


SILICONE ADDED 










* cahing 
palish 






More and more housewives are 
discovering this new, easier way 
to simplify their household chores. 
AND more and more retailers 
are realizing new profits with 
CADIE Furniture Polishing Cloths. 









Two Convenient Sizes 
F-25Retails for 29¢ F-50 Retails for 50¢ 


Ask your jobber or write today to: 


CADIE CHEMICAL PRODUCTS, Inc. 
549 W. 132nd St., New York 27, N. Y. 





CADIE NATIONAL 
ADVERTISING 
NOW REACHES 

OVER 50 MILLION 
te al 








There's a Cadie Cloth for every 
cleaning and polishing purpose 
SILVERWARE - ANTI FOG-GLASS » METAL-BRASS 

AUTO-BODIES + SHOES - PRESSING CLOTHS © 
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All through the month of May, we're going 
all out to bring ’em all in to your store . . . with our 
great Cosco “Pay Days” promotion! We'll have a full 
page in four colors in the May 5 issue of Life, plus 
colorful, big-space Cosco selling messages in four 
other publications most read by your customers. May 
is a month of big Cosco sales opportunities for you 
... with shoppers seeking gifts for Mother’s Day and 
bridal showers . . . and refurbishing their homes for 
Cash in on this great Cosco promotion. 


m9 nee 
5 eR 


spring! 








orn Watch for the "BUY COSCO” Boom Set Off 

ome, a by a Full-Page Ad in the May 5 Issue Life 

ase. Magazine! Supporting this great “Pay 

Days” promotion will be a full-page, four- 

\ ‘ color Life ad, telling your customers to 

ws ie “take the Cosco way to happier home- 

t making!” Also colorful, half-page Cosco 

selling messages in April issues of Better 

Homes and Gardens and House Beautiful, 

; and May issues of Ladies’ Home Journal 

and House & Garden. Your cue to “take 
the Cosco way to record profits!” 


Make Hay During COSCO “Pay-Days"— Use 

All This Free Promotion Material! Colorful, 

die-cut “spotties” for your displays fea- 

turing Cosco as gifts for mothers and 

brides . . . easel-mounted reprints of four- 
| color Life ad . . . hard-hitting radio com- 
| mercials ... complete ad mats... product 
i mats and helpful suggestions for your 
local advertising . . . all yours for the 
asking! Get ’em! Use ‘em! Make Cosco 
“Pay Days” your profit heydays! Send for 
all this material now! 


HAMILTON MANUFACTURING CORPORATION 
COLUMBUS, INDIANA 


LO5CO 





Household Stools, Chairs and Utility Tables 
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Feature these COSCO favorites 
for Mother’s Day and the 
gift-giving marriage season ahead! 











Model 4-D De Luxe Step Stool. Seat, 24” 
high. Rubber-treaded “swing-away” steps. A 
restful seat, a safer ladder, all in one! Chro- 
mium finish, Duran upholstery in six colors. 


Model &8-T Drop Leaf Utility Carf. 
Top, 31” high. Leaves up, 24” x 41” 
surface provides eating space for 
two! Chromium legs and trim. Top, 
leaves, and shelf finished in limed oak 
pattern: three colors. 











Model 7-D Folding Utility Table. 
29” high, 24” x 34”. Folds flat for 
easy storage. Light, sturdy... grand 
for parties, hobbies, studies. Chro- 
mium legs, with top finished in limed 
oak pattern: three colors. 


Model 9-F De Luxe Posture Back 
Kitchen Chair. Sloping seat, 25” 
high. Tilt-action back also adjusts up 
and down, to give support wherever 
needed. Chromium finish, Duran up- 
holstery in six colors. 
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prior styling and molding 
eon and color. ., chip ang 


*++ Variety of 
break resistant -** 


TAGS: 


MOLDED OF MELMAC® Ga) , 


These new TEXAS WARE designs created 
a sensation at the National Housewares 
Show in Chicago. 


In TEXAS WARE, and TEXAS WARE only, will 


you fads SEE HE 


* 4 Startling New Designs 
%* New Decorator Colors plus White and 4 Pastels 
* Superior Finish plus a Guarantee Against Breakage 


A National Campaign will begin in March with 

a full page, 4-color ad in Saturday Evening Post, 
and continue through June in Life, Better Homes 
and Gardens, Good Housekeeping, Newsweek and 
other magazines with 4-color ads all featuring 
dinnerware molded of Melmac. 


The aggressive merchant will plan now to 

cash in on the vast market that will be created 

by this tremendous national advertising campaign. 
TEXAS WARE is available in starter sets and 

open stock. Get all the information on TEXAS WARE, 
America’s greatest line of dinnerware molded of Melmac. 


PLASTICS MANUFACTURING COMPANY 
825 Trunk Avenue Dallas, Texas 


“YOU CAN'T TALK QUALITY INTO A PRODUCT 
«+. 17 MUST BE BUNT INI” 
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2 CET SS aes, 


See for yourself! Ask your Wheeling 
Representative for the terrific details 
about Wheeling’s Tell-’Em-Sell-’Em Plan 
for ’52—telling your customers...selling 
your customers famous WHEELING WARE! 





WHEELING CORRUGATING COMPANY e WHEELING, WEST VIRGINIA 
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On every floor in your own neighborhood, there 
are profit dollars waiting to be picked up... 
profit dollars you can pick up by selling better- 
cleaning Oxco floor sweeps. 


Every retail store; every factory, school and in- 
stitution—almost every home in your locality has 
a daily need for the easier, more thorough floor- 
cleaning job it’s sure to get with Oxco floor sweeps. 


Sell this big market with just a small investment 
in the sure-to-sell Oxco assortment shown below 

. three fine, long-lasting sweeps to clean every 
type of floor surface; to fit every buyer’s pocket- 
book. Order Oxco floor sweeps from your nearest 
hardware jobber. 


FAVORITE Filled with stiff tampico fibres to move 
bulky, heavy dirt. Side flares cover more surface. In 
7 sizes. 


CHOCTAW an all-purpose sweep with a combination of 
filling materials. Inside rows of stiff tampico to move 
heavy dirt; outside rows a blend of horsehair and long- 
wearing SARAN bristles to move light dirt and dust. In 
9 sizes. 


JUSTRITE Made for smooth floor cleaning with a 
blended filling of selected horsehair and SARAN bristles. 
In 7 sizes. 


—£ 





FAVORITE 





CHOCTAW 






JUSTRITE 





















AVAILABLE IN 4 SIZES 
TO FIT ANY SIZE CLOSET 


i 
MADE OF COLD ROLLED STEEL 
OUTSIDE TUBE 1” DIAMETER 


BRIGHT NICKEL FINISH 
PACKED WITH SCREWS 














SIZES AVAILABLE 
No. 10-18°’--Extends 18"° to 30”’ 
No. 10-30°’--Extends 30”’ to 48”’ 
No. 10-48’’--Extends 48”' to 78”’ 
No. 10-72’’--Extends 72"’ to 108’ 





























' 


ROCKWOOD 


MANUFACTURING CO. 
ROCKWOOD, PENNA. 




















MEDITERRANEAN SPONGES 


Tough! Absorbent! Economical! 
Always in demand because of their 
long-wearing durability on the most 
rugged cleaning jobs! High quality — 
low price! Expertly assorted and 
packed for shipment. Complete stocks 
of Cuba and Florida sponges available. 


DUET double-action CLEANING CLOTH 
Ideal for washing walls, for cleaning 
and polishing! Won't tear or unravel! 
Many Hardware Supply Dealers claim 
DUET to be the best all-around cloth on 
the market! 


For the finest imported chamois skins... 
Be sure to demand the nationally known 
AMSCO brands: British Lion, Britannic, 
Joan of Arc and DuBarry. Prepared by 
the oldest and best-known tanneries 
in England and France. 

ORDERS FILLED PROMPTLY FOR SPONGES, CHAMOIS. DUETS! 


Ask Your Dealer for These Famous Brands. If He Can't Supply You Write Direct 


 AMERIDIN SPONGE & CHAMOIS 60 fc 





v=: 
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Clear line. 
to New fiofits i 


Shuford’s “Tiger Lily” Clothesline 
Made of 


pias 








| Tiger Lily Plastic Clothesline by Shuford Mills, Hickory, N. C. 


perience — superior technical re- 


end use. That is why both defense 


VINYLITE Brand Plastics 


Here’s the line your customers fall for! 
Shuford’s “Tiger Lily” clothesline is so easy to 
keep shining clean, so weather-worthy, so 
long-wearing—because it’s made with famous 
dependable Vinylite Brand Plastics. Feature 
“Tiger Lily” to hang up record sales. And 
feature the ‘Made of Vinylite Brand Plastics” 
signature. Your customers know it from broad 
continuous national advertising — identify it 
with a host of superior products from 
Bakelite Company, “the foremost maker 


of the foremost plastics.” Nationally advertised in Good Housekeeping 


Easy to clean . . . won't soil clothes @ Lastingly flexible—ties 


easily @ Weather-resistant . . . can be left outside @ Amazingly 


long-wearing @ Fits all clothes pins @ Easy to cut to any length 
Plastics are produced by many 9 9 P y 


complex processes. It takes vast ex- 





sources to insure uniform quality 
and exact formulation for intended 





and basic industry have found they 
depend on the products of Bake- 
lite Company. 41 years of leader- 
ship in plastics assure you of 
lasting satisfaction . . . sterling per- 
formance. 


if it’s 














BAKELITE COMPANY, A Division of Union Carbide and Carbon Corporation [qq 30 E. 42nd Street, New York 17, N. Y. 
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Screening made of Alcoa Alclad 
Aluminum is in greater demand 
than ever before. Your jobber and 
these manufacturers are doing their 
best to supply you. Place your or- 
ders as early as possible. 


"SEE IT NOW,” with Edward R. Murrow, 
brings the world to your armchair... 
CBS-TV every Sunday--3:30 P.M. EST 


ALCLAD ALUMINUM 











Made by these leading 
screen weavers 


American Wire Fabrics 
Corporation 

Chase Brass & Copper 
Company 

Clinton Wire Cloth Co. 
Cyclone Fence Division 
(American Steel & Wire 
Company) 

Dixie Screen & Wire 
Products, Incorporated 
Hanover Wire Cloth Co. 
Heilig Bros. Co., Inc. 


| The C. O. Jelliff Mfg. 
Corporation 


Keystone Wire Cloth Co. 
New York Wire Cloth 
Company 

Pacific Wire Products 
Company, inc. 
Pennwoven, Inc. 

Spargo Wire Company, 
Incorporated 

Standard Wire Cloth & 
Screen Company 
Reynolds Wire Company 
Wickwire Brothers, Inc. 
Woven Wire Fabrics Di- 
vision (John A. Roebling’s 
Sons, Co.) 


ALUMINUM COMPANY OF AMERICA 


824C Gulf Building 
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Pittsburgh 19, Pa. 

















Do you supply 


=> The Hardware Field 
> The Industrial Field? 


#fc.y.5. 04! 


is TOPS in BOTH! 






K5-24B 
Wood frame, square 
front tray, pneu- 
matic tire, general 
purpose barrow. 


The JACKMANCO line offers you the best 
single source of supply for both your Hard- 
ware and Industrial accounts because: 

1. The line is extensive. It includes every 

tg of barrow you will need. 

2. The line is a leader. It has enjoyed a 
fine reputation for 75 years and the 
name cuts down sales resistance. 

3. Every item is quality made. This elimi- 
nates customer complaints and helps you 
get repeat orders. 

4. Every item is competitively priced—and 
your customer gets more value for his 
dollars. 


You can help yourself to greater business 
success when you capitalize on JACK- 


MANCO products. 





Jax 275 
All steel, square 
front tray. For home 
and garden. 


THE OLDEST AND LARGEST WHEELBARROW 
MAKER IN AMERICA 





JACKSON MANUFACTURING CO. 


HARRISBURG @ PENNSYLVANIA 





HARDWARE AGE, MARCH 20, 1952 








x 


i aD cic Ds 


q 





Rid. 
and 
alwa 
15 m 
on F 


from 
and 
ope! 
tabk 
for n 


- Mle 


HARDWA 












A 
| FAMOUS 
a NAME 

IN AMERICAN 


HOUSEWARES 


















2522523322332 


$5 ibiiiiiii: 3225 si: . 
HHH 











BETTER. soning tables from 
Rid-Jid...all-steel, adjustable 

and wooden models. Rid-Jid has 
BETTER stepladders of all 


always been the leader and ‘ é 
15 million women who have ironed types for home and industrial 
use. Each step reinforced with 


on Rid-Jid’s can’t be wrong 

patented rod construction 
Sturdy construction and unusual 
eye-appeal build sales. 





BETTER extension and single 
Ladders from Rid-Jid! Exclusive 
patented safety steel-truss con- 
struction is a real volume builder 


22 ee, Per 





JR. Clank, 


BETTER pad and cover sets “T 6 y 
from Rid-Jid Specially designed UY 
BETTER clothes racks from \ 


and tailored models for Rid-Jid 
; open-mesh steel or wood-top Rid-Jid! Designed for maximum SPRING PARK, MINNESOTA 
drying in minimum space 


tables. A matched combination 
for matchless ironing. Strongly built for long life. 
| 


Ridfid mixed car Shipments help keep inventory balance... SAVE You MONEY 
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SPRINKLERS 



























ORDERS OF SIX OR MORE; 





334% ON LESS THAN SIX. 


‘oe MODEL “J” 
mii I 
It's just as easy . 
to sell a better | LIST PRICE $10.95 
sprinkler, make 1 YOUR PROFIT : 
a bigger sale | 
with MORE sf $ 4.3 8 
PROFITS 
FOR YOU. DEALER'S DISCOUNTS: 40% ON 
| 





AND METCO WAVE SPRINKLERS 
ARE BETTER SPRINKLERS—Here’s s + why: 


1 Waters large rectan- 
gle, fewer moves 





2 Gets the corners with- 
“ia 

out overlapping nage o 

3 Can be moved with anit 


water on 





4 Finger adjustment 
controls spray area 





FIG. 3 





Typical Dealers say: 


“We took on METCO Wave Sprinklers in 1949 and our sales 
that first season brought the realization that here is the fastest 
selling lawn sprinkler we've ever handled . . Since 1949 our 
sprinkler sales have jumped 342%. 

County Hardware Co., Mt. Vernon, New York 





“Simplicity of design, ease of adjustment, and wide even cover- 
age features have made it easy to increase our volume of sales 
over 300% in one year of handling this new METCO Wave 


Sprinkler.” 
: Great Notch Nursery Mart, Clifton, N. J. 





— 


\’ METCO SPRINKLERS ARE NATIONALLY ADVERTISED. 32 million 
people will read about METCO Wave Sprinklers during the season in 
Saturday Evening Post, House & Garden and Flower Grower. 


SELL METCO— America’s sensational new sprinkler for bigger sales— 
more profit. 


Guarantee tag on every sprinkler. See your jobber or write 
METALLIZING ENGINEERING CO., INC. 
3813 30th Street, Long Island City 1, N. Y. 
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All-Purpose YS 


Tractor 





GARDENAID | “€asy Sales” Features 
"Best-Seller" 


SPIKE-TAMP] © ie 


$6.95 
retail 


f * easy handling, greater traction, 
> a. economical operation, and full 
ae, line of practical attachments will 
tap the ow calwint | appeal to your customers. 


Here’s your opportunity to make 


per. 
Bie, demand, Eve substantial profits—both on the 








oa oP original tractor sale and on sub- 
sequent sales of attachments. 
Contact us at once for full de- 
USED F tails of a GARDENAID dealer. 
AS TAMPER 


ship. 


USED AS SPIKER 
ENAID 80x H, KINGSTON, N.Y. 
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NEW 
WHIZ 20” (\\ 
POWER SAW 


ONLY || BETTER SAW” rernpnree™ 
\s1 69°) offer your customers these features at a 


Highly Portable for one man liaiaai cal types 
of cutting blades for weeds, brush or timber to 


h.p. Briggs-Stratton engine—2 section V-belt drive 
with clutch for easy starting. 


The WHIZ SAW is competitive priced and built 
to make satisfied customers. 


Established Distributors wanted 
ROOT MANUFACTURING CO., INC. 















and mower 
Makes more profit 
More Sales and 
Satisfied Customers 


ee 


You can’t sella 


price he can afford . 


2 inches—Blade has 4 Operating Positions—2Y4 


If your jobber does not carry ROOT Saws and 
Mowers, write for Catalogs and Discount Sheets 





ELEVENTH ST., BAXTER SPRINGS, KANSAS 
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NE W TRUE TEMPER 


DYNAMIC 
GRASS SHEAR 


j 


a «i f 


* A, 





HE new True Temper Dynamic 

cuts faster, works smoother, fits 
the hand better and gives longer serv- 
ice than any previous grass shear. 


One minute’s use—and you'll know 
that here’s the finest grass shear ever 
made! Blades are tempered cutlery 
steel, correctly shaped and beveled 
for efficient cutting action. All fittings 
are plated to prevent corrosion. Han- 
dies are fully streamlined and fit the 
hand comfortably as an old glove. 
Sparkling goldenrod yellow finish has 
proven customer acceptance. Like 


TRUE TEMPER Corproration 


FOR OVER 100 YEARS MAKERS OF FINE TOOLS, FISHING RODS, GOLF SHAFTS 
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j y/ America’s finest grass shear — 
ae, latest addition to True Temper’s 
line of top quality garden tools 


other True Temper products, it’s 
backed by our 100-year reputation for 

uality, for precision manufacture, and 
the use of highest quality material 
throughout. 

You can stock and display the True 
Temper Dynamic Shear No. 88 with 
complete confidence that every sale will 
create more sales because of the out- 
standing quality, value and usefulness. 


Packed % doz. in handsome counter 
display carton. Order from your True 
Temper Distributor. TRUE TEMPER 
CORPORATION, Cleveland 15, Ohio. 











INSIDE COIL 
SPRING ON 
PIVOT BOLT, 
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PUTS 


BOSTWICK ‘ne PROF 


back into insecticide upstees 


 BOSTWICK—on) eed. bis 
line that gives you... > 


* FULL PROFIT on every sale! 
* PROTECTED PROFITS — 


not sold to grocery trade! 


* CONSISTENT LOCAL 
ADVERTISING — 


to bring you steady business! 


* SIMPLIFIED SELLING 
and lower inventory. 
A complete aerosol insecticide 
department with just 2 products! 
























SAFE-LEX—America’s finest No-DDT 
Aerosol—with FREE Premium Offer 


The aerosol for customers who won't buy DDT 
products . .. sales you'd ordinarily lose! SAFE-LEX 
appeals to customers who want “quality” —kills 
insects fast with DuPont Methoxychlor. It's SAFER 
than DDT insecticides! Harmless, non-flammable, 
non-staining when used as directed. With Feather 
Touch spray. Retail Price, 12 ozs.............$1.89 


AMAZING INTRODUCTORY OFFER — FREE, 7 
Plastic Food Bags worth 49c, to SAFE-LEX cus- 
tomers. Coupons sent to us. Nothing for you to do. 


1 FREE with Il 














Cost Selling Price 
YOU BUY 11/12 $14.74 DOZ. $13.53 $20.79 
YOU GET 1/12 FREE 1.89 
YOU MAKE $9.15 $13.53 $22.68 








(40% PROFIT) 





Sensational new SUPER Aerosol Killer 
gives Top Quality at Lower Cost! 


An amazing BIG value—SUPER Aerosol kills bugs 
SUPER-fast with triple-barreled formula containing 
3% DDT, plus Lethane, plus Allethrins! Yet it sells 
for far less than ordinary aerosol insecticides! Kills 
flies, mosquitoes, wasps, ants, roaches, flying moths, 
bedbugs, etc. Non-injurious, non-flammable, non- 
staining when used as directed. New jumbo push- 
button container has SUPER eye and buy appeal. 





wars 











Amazing low retail price. 12 ozs......... $1.39 : 
a 
a 
x 
1 FREE with II : 
Cost Selling Price 
YOU BUY 11/12 $10.84 DOZ. $9.94 $15.29 
YOU GET 1/12 FREE 1.39 
YOU MAKE $6.74 $9.94 $16.68 





(40% PROFIT) 


ee ee ee ee ee ee ee ee ee ee ee ee ee 
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omnes" BOSTWICK LABORATORIES, Inc., Bridgeport 5, Conn, yssiuuri.unwere: il MASSE 


WHOLESALER, or write 
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[t's SO EASY to sell 
DU PONT SPONGES 


BIGGEST 


DU PONT SPONGE 
) ADVERTISING 


PROGRAM... ever/ 


Ads appearing All THROUGH 52 
in every major market! 





THE AMERICAN WEEKLY 
... all 22 editions! 


FIRST 3 MARKETS GROUP 


. . . added coverage in America’s largest cities! 


INDEPENDENT SUNDAY NEWSPAPER SECTIONS 
. . - 20 additional markets! 


GOOD HOUSEKEEPING 





Du Pont Sponge ads are appearing 549 
times this year. These are not “single 
impression” ads . . . they’ll be seen time 
and again—all through ’52! This BIG- 
GEST-EVER campaign will prepare you 
for your BIGGEST Du Pont Sponge 
sales! And remember . . . the more you 
display . . . the more you'll sell! Stock 


AE6.u.5. pat.oFrf 
now and cash in! 


Eo : 130% AANDIVGa?3aF75 
1 
im cov eth BETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY 
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WITH CHASE INSECT WIRE 


Customers like the way Chase Insect Wire 
Screening stands up under years of use and 
resists corrosion. 


Chase Insect Wire Screening comes in 
the non-roll hexagonal package in full 
widths and in rolls of 100 linear feet. 


We know that you, too, prefer both 
Chase Bronze and Chase Alclad Aluminum 
screening for its easy handling, quick cut- 
ting, convenient storing qualities. 


SCREENING 


a wos 
This Seal of Approval, issued by the Insect Wire Screen- ost yo!’ 
ing Bureau, means that Chase Screening meets all 
requirements of commercial standards of the U.S. 
Department of Commerce. Look for it... imsist on tt. 


Cleveland Kansas City, Mo. San Francisco 


(Chase P: BRASS & COPPER tien Nation's Headquarters for Brass & Copper 


Atlanta 
WATERBURY 20. CONNECTICUT © SUBSIDIARY OF KENNECOTT COPPER CORPORATION Baltimore 
Boston 
Chicago 
Cincinnati 


Dallas Los Angeles Ph Seattle 
Denvert Milwaukee i Waterbury 
Detroit Minneapolis 

Houstont Newark Rochestort ‘(sales 
Indianapolis New Orleans - Loui office only 
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GOODFYEAR 


presents the fastest-selling hose 
line you can handle! 


BACKED BY NATIONAL ADVERTISING — more 
than 19 million messages in national magazines, 
plus Sunda i : 


son, carried the Goodyear Garden _ 
Hose story into your customers’ homes. And the - my 
yeor-‘round advertising by “The Greatest Nam } \° 


in Rubber” on TV, radio, and in publicati wy / a 


fi 


adds up to powerfu! support for the | yt ? ‘an 

name on the hose you sell — support u Gi 

in the industry. tf ye 
bie) 


soe 


mit 
“TELL-ALL” GUARANTEE CARDS with every length of hose 


let your customers see what theyre buying in terms of hose 
quality and hose service. 


CS 8 WP 


A 





Sb AT EAA 
"emma 


4350 , 
— : FULL LINE OF SALES HELPS to build your profits — window banners; 


counter booklets; hard-hitting newspaper mats; handy booklet 
“Three Ways to Sell More Garden Hose”; folder “Suggestions for 
Hose Displays”; user booklet "Do’s and Don’ts for Watering Your 
Garden and Lawn” — everything you need to boost your hose sales! 


Pee ae — 
The Saturday Evening MR. SINGER’S 





» | dé MONEY MACHINE 
The Fascinating Story of a 
Tight-Lipped Corporation 
7 
New hose mers oS ee : my 6«CTHE CASE HISTORY OF 
iit ee AGIRLON PAROLE ¢ 
ast y 4 I've been telling f 
S ot - ‘ ” ‘ 
ou for years — 4 o 
already! - ! < 
Waterbury 
‘Tsales 
office only 


, 1952 








Garden Hose Line 


FOR 


FIESTA “the different hose, hit of the 19S %season 
Backed by Goodyear’s Standard Ten-Year Hese Guarantee 
Here’s\c completely different kind of/ hese — 
quality-built to combine attractive dppearance with 
rugged strength. Has a satin-smooth all-viny! cover 
in sunproof, wear-resistant yellow, red, or green. 
Light in weight, competitively priced — the finest hose 
on the market. 


ALL-RUBBER — a style for every buyer 
Backed by Goodyear’s Standard Hose Guarantee 
Pathfinder — High quality hose — at a moderate price. 
Features lightweight, durable construction, yet 


sells at a money-saving price. Available in either 
green or black cover. Five-year guarantee. 


Glide — High-value, low-priced hose. Resists 6 times 
average U. S. city water pressure. Black cover. 


ALL-VINY1L — long life, style appeal, lightest weight 
Backed by Goodyear’s Standard Ten-Year Hose Guarantee 
ideal for the style-conscious buyer, because of its 


attractive light-green color. Appeals to women for its 
light weight and ease of handling. 


All coupled with “free-flow” type couplings for 
maximum water flow efficiency. 








The Goodyear Tire & Rubber Company, Inc. 
Dept. 742-C 
Akron 16, Ohio 


Please send me “Do’s and Don'ts for Watering Your Garden and Lawn” plus 
full details on your 1952 Garden Hose program. 


__Title 





Name___ = ee ne 





Firm Name______ ; ; am —_—— 


Street Address = _— City and Zone 





State 





Again-for 52- Goodal/ 
CLEARS THE WAY 


TO BIGGER SALES 


With Powerful Nation-Wide Advertising 
in Leading Magazines and Newspapers 


Your Goodall sales are about to go higher—much higher! And 

so are your profits! Because Goodall has prepared a powerful 
new advertising campaign that will attract thousands of new 

customers to your store. These ads will appear regularly in 

carefully selected national magazines and newspapers where 
more than 10,000,000 potential customers will read about the 
advantages of Goodall Power Mowers 


Tie In With This Big Campaign 
With Free Newspaper Mats for Your Local Newspapers 


Tell the thousands of potential buyers in your area 
that you are the dealer for famous Goodall Power 
Mowers. Goodall furnishes you the newspaper 
mats—at no cost. They are colorful, appealing 
ads. Don’t delay! This new campaign starts in 
February. Order your mats today. 


Makers of world famous power mowers 


i Gooda// , 


MANUFACTURING CORP. ties 
Dept. HA Warrensburg, Missouri 


< BP 
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“The Next Big Advance in Gardening” 
Gardeners long have been fascinated by the thought of merely spraying 
ge fertilizer while they sprinkle, instead of laboriously spreading and then 


watering in. For ease of application, and thorough, even coverage, com- 
bining the two operations always made sense. 
Even with sprinkling can application methods, 
the fine liquid fertilizers and soluble plant foods on 
the market have made substantial progress. Now the 
ideal —actually fertilizing while watering the plants 
or lawn—has been made practical. 


RAY Fertilize, J 


NEW Corrosion-proof SPRAYER HEAD 


Not affected by chemical action of fertilizers and plant foods! 












New sraoson Bradson now has over- 
SUCTION HOLE. ss 

Five times os large COMe the last remaining 

crs on exchesice problem, clogging. In 

f 
flog heesperction, €atly hose-end sprayers 
Top view shown __ even Bradson’s—the 
actual size. dj 
suction holes were nec- 
essarily tiny. Now Bradson’s latest design 


provides a suction hole five times as large! 


The new Bradson Gro-Gun sprays any fer- 
tilizer or plant food that you mix with water 
to apply, both liquids and powders. Yet it is 
practically impossible to clog. 


ATTACH TO GARDEN HOSE. 
Water pressure does the work. 










SAFETY AIR GAP com- 

plies with public health “ 

laws. ae 
Stream of water across hole 
creates suction, which draws 
spray solution from jar. 





NEW FLEXIBLE SUCTION 

TUBE. Removable for quick, 
easy cleaning. Not subject to 
attack by chemicals in spray 
materials. 


With a Gro-Gun, your customers can fertilize 
many plants, or even an entire lawn, in a few 
minutes. They will welcome this modern, easier 
way to do the job, so be the one to offer it. Stock 
a good (and profitable) liquid fertilizer or 


HOME REPLACEABLE JAR. Stand- === 
ord pint jar, holds enough solu- 
tion to make 15 gal. proper spray. 
Consumer can replace with stand- 
ard quart jar to increase capacity 





to 30 gol. 
0 30 go sak soluble plant food. And order your Bradson 
ONE-FINGER 4 
NE-FINGE Gro-Guns from your jobber, —_— 
™ To spray fertilizer, or write direct. 


J cover vent hole 


- 
—, 

















Henze | 
wit 





j > ‘ with - 
prays plain water . 7 
wh hol - 

JI] “bento bot Sales-making Display 
Gro-Guns are attractively enameled in 
red, with the new plastic sprayer head 
in bright yellow. Each is packed in a 

FOR SPRAYING INSECTICIDES colorful, informative carton for an 

Bradson hose-end sprayers, with oversize suction attention-getting display that speeds 

holes, spray both liquids and powders and are prac- your sales. List.......... $29 5 


tically zmpossible to clog. Easier to use: water pres- 
sure does the work, even holding the water control 
valve on and off! Fully guaranteed. 


Ss, INSECT-.O - GUN - Pia jar holds 

4 enough to make 3 gal. proper spray. Handy 
pistol grip, rugged, lifetime construc- ¢ 595 
da a eee 


GARD - N - GUN 


Inexpensive, light weight yet sturdy model. 


No pistol grip, 14 gal. capacity. Ideal 
for small gardens. List............ $295 
















The Bradson Company 


10903 Chandler Blvd 


NORTH HOLLYWOOD, CALIFORNIA 
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WOVEN OF | 


Firestone ‘/2Z7 


Yd COULDN’T ASK FOR A SNAPPIER SALES LEADER THAN THIS 
EYE-PLEASING, YEAR-’ROUND SCREENING. IT HAS - 
























te LS cp ECTONE Velon 


New and old home-owners alike want this weather-resistant Screening 
SALES APPEAL: that won't rust, stain or bulge and never needs painting. 


Screening woven of FIRESTONE Velon costs a little more than galvanized, 

ici sme 41¢¢tam less than most other types of Screening. And there's a sweet mark-up 

for you. 

NATIONAL ADVERTISING: Our colorful advs. in leading Home magazines will direct customers to 
your store. 





e 
r 2 - “THE TEAM 
e : SALES TRICK 


takes 50 fittle 
whole messsage 
busy else- 
tores and 


The Velon Display 

room, yet gets your 

across even while you 

i tore. s 

here in the . 
dispenses the 6 most popular scree 


ing widths. 


With your purchase © 
the Velon 








f) 


t 6 rolls of 
Display Rack 





Screening, only $9.95—less thon is the time to 
costs. you e order Screening woven of FIRESTONE 
he oF creen to convince Velon. Available in all standard 
Use the — customers that widths in forest green, bronze brown 
the most skept! of FIRESTONE Velon and aluminum gray. Mesh 18 x 14, 
saber > ing se its shape under Filament diameter .015”. Call your 
won't break or !0 Wholesaler right away. If he doesn't 
heavy pressure handle Velon, write or wire us. 





Plastic loven Products [MB Ine. = canoe one 


PATERSON 3, N. J. 
MAKERS OF SCREENING WOVEN OF LY 
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For Rods to sell 


with confidence 
it's WALTCO’S 


% oz of + Cork Brip, 
boo the best fly fish. 


"++ etails a S10 . _ low 


r eh Be re PO me. 
PR ght FO PO BOP a | 


tS pe 


i } . A ; a 4 i 
WALTCO PRODUCTS © 2300 WEST 49TH STREET, CHICAGO 9, ILLINOIS 
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Yes, that is a 
Genuine RED HEAD* ©) 


Ph Be se 
a 


a 


4 
§ 


4 
, 
; 
5 


Nothing sells gun covers better than RED HEAD 
brand recognition. The obvious quality of our line 
of gun covers adds the final clincher you must have 
to build sporting goods customers. It’s RED HEAD 
leadership in design, construction and customer 
satisfaction that you can use as your most effective 
sales tool in selling hunting and fishing clothing and 
equipment. Feature the complete RED HEAD line, to 
build store traffic...it’s a sure way to get sportsmen 
to prefer to buy in your store. 


RED HEAD BRAND COMPANY 
4300 W. Belmont Ave., Chicago 41, Ill. 





BP Bs ee PO me, 
DP GOL PO BOP a gt | 


mevery detail 
F 
¢ RED HEAD / 





KIDS Go FOR 








BASEBALL EQUIP 


Approved by Carl E. Stotz, President of ‘‘Little League” 





* TOPS in Quality, Design! 2, \. * COMPLETE Line 
* BIG in Repeat Sales! * Sells ‘‘Team’’ Market! 









460 and #65 for DEEP-SEA 








































66, 67, 68 for GAME FIS 
IDSM “tittle League” ' ad , — 
OFFICIAL BASEBALLS ihe te oe ome. 
“Little League” baseballs sell fast. PENN FISHING TACKLE — S 
A sure-fire profit builder ‘o Dept. D, Phila. 32, Pa. 
DseMIi “Little League” OR, SILI hs ELE ON, 
nt qin-anv 10 pat |, DOUBLE YOUR MONEY 
Priced right—styled right . . . means WI, TH THIS DOG Fi URNISHINGS 





quick turnover, steady volume. MERCHA NDISING RA G K! 


]DBSIMI “Little League” | . ; _ 
cate IT S FREE! Just imagine 
BASE BALL 4 HO ES re —a complete assortment of dog 


collars, harnesses and leads on a 













Professional styling. Many special 


7. ‘ revolving chrome-lacquered metal 
features. Wide range of sizes. Ws ” 


display that occupies only 18” of 
floor space! 

Order the complete DRAPER-MAYNARD line | 
from your Wholesale Distributor right | 
away. 


Makes selling a cinch — because 
the “Tell-All” size chart on top of 
each rack tells at a glance, correct 
sizes to fit all popular breed dogs. 
Takes the guess-work out of selling 
— insures correct fit — eliminates 
heavy inventories and back-up 


stock. You order refills as needed. 





HERE'S WHAT YOU GET 


5 DOZ. (Ass't sizes) DOG COLLARS 
3 DOZ. (Ass't sizes) HARNESSES 
4 DOZ. (Ass't) LEADS 


FREE DISPLAY RACK AND CHART 
YOUR TOTAL COST........$50.65 


AMERICAN LEATHER 
Order thru your job- SPECIALTIES CORP. 


ber or send order with 
your jobber's name. 148 Lafayette St. @ New York 13, N. Y. 





THE DRAPER-MAYNARD CO., 4861 Spring Grove Avenue, Cincinnati 32, Ohio * WINCH 
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WHAT MAKES A 
WINCHESTER BEST? 


TRADE-MA 


Just one example is the extra-fine walnut you see 

in Winchester firearms, even the most inexpensive 

3 22 rifle, for Winchester quality never permits infe- 
Se rior or “substitute” materials. 

Only selected cuts of selected walnut trees are good enough for 
Winchester stocks and forearms. Then, round-the-clock for 
months, fine temperature -and-humidity instruments in the 

great Winchester kilns control the slow-drying to exacting 
specifications . . . for Winchester firearms are built to withstand 
all weather extremes. Every step of the way, from forest to 
kiln to lathes to finish, each stock and forearm is inspected 
again and again and again. 
Such high standards of quality...in materials, craftsman- 
ship, tools, care, testing, inspection ... that’s why a 
WINCHESTER is best — in beauty, shooting excellence, 
durability, and pride of ownership. It has been that 
way with Winchesters since 1866. 





ee 


MODEL 61 


move 62 | 


nove 67 


— 


moe 72 


movet 74 


WHEN YOU SELL 


wes WINCHESTER 


TRADE-MARK 


busting ne 22 RIFLES 
YOU SELL COMPLETE SATISFACTION 


..ethe kind that builds life-long customers for your store 


P 





WINCHESTER REPEATING ARMS CO., DIVISION OF OLIN INDUSTRIES, INC., NEW HAVEN 4, CONN. 
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Below: RC-38 33” high. 19%” 
x 42” top. A deluxe grill at a price 
that moves it fast. Polished tubular 
legs. Royaltex finish. Also RC-37 
same as RC-38 but with left firebox 
removed and sauce pans added. 


Extra Accessories can be added at 
extra cost such as motor driven spit 
and upright firebox shown in insert. 
Accessories packaged separately. 














To retail profitably from 147, +4495 


with accessories to +79? 


Here is the new Royal Chef line 
of Barbecue Grills, now in volume 
production. Better order now to get 
yours in time for Spring Selling. 


Also NEW ! 


SPACE 1119-A 
MERCHANDISE MART 


Chicago, Illinois 


Permanent display of Royal Chef Grills, 
Gas Space Heaters, vented and unvented, 
Vented Wall Heaters, Gas Logs, Range 
Conversion Burners, Fireplace Furnishings. 


Made by the manufacturers of the 
famous Royal Gas Heaters, Royal 
Fireplace Furnishings, famous for 
QUALITY and VALUE since 1891. 







ew line of Barbecue 
tures that knock 
d priced (with 

| volume 


Here is © 4: 
eqaies with fea 


your eye out on 


AND Att 
SEE THESE M 


ARKET VALUES! 





RC-27 31” high. 19” x 34” top. A 
roll away model with exceptional 
styling and features—plus the right 
price for volume selling. 




















RC-26 31” high. 19” x 34” top. 
Collapsible tubular legs. 











RC-22 30” high. 16” x 30” top. 
Collapsible tubular legs. 














RC-14 14” x 16” fire box. Collaps- 
ible tubular legs. For picnics, camping. 
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DISPLAY PACKAGE 
Complete with $7.56 Farm Tarpaulin 











Here at last is the ideal sales getting display 
ideal because it takes a minimum of 
space . ideal because it shows the actual 
Eagle Farm Tarp with a full color illustra- 
tion to your customers at the point of sale 
Yes, this new Eagle Display is a real silent 
salesman selling for you. And there’s no 
HAULS Imr- Fete MMM ofolae(-s mm oleaatel-Mmnet oMmacttMmottyo)t-hy 
Simply place the box in the lid as illustrated 
. that’s all there is todo... and you have 


a permanent display 


BOX CONTAINS 
REGULAR NO. 1 SIZE 
4 x 8 EAGLE FARM TARP 
. READY TO DISPLAY 
... READY TO SELL 


4 OUT OF 5 
AS ILLUSTRATED Cs fae Vig ee EAGLE FARM TARPS .. 
FULL COLOR SALES e : THE ONLY NATIONALLY 
MESSAGE INSIDE LID IS fa y, ADVERTISED TARPAULIN 
A CONSTANT Z WITH THE EXTRA 
SALESMAN inh STRENGTH FEATURES 


SIMPLY SET UP cio WHOLESALERS an 





HERE'S ALL YOU DO TO GET YOUR FREE EAGLE FARM TARP AND DISPLAY PACKAGE 


Get in touch with your wholesale salesman. He Don’t wait... order your Eagle Tarpaulins now 
will arrange to have your Eagle Tarp Display and get your colorful display . . . the display 
box complete with an Eagle Farm Tarp sent to that’s designed to sell Eagle Farm Tarps. Re- 
you direct from the factory free of extra cost with 
your order for 6 or more Eagle Farm or Truck 
Tarpaulins. Or if your stock of Eagle Tarps is 
adequate you can buy from your wholesaler one 
6 x 8 Farm Tarp in the display package at your 


regular cost of $5.04 for this size. sible condition. 
% “Farm Tarp” is the registered trade mark of H. Wenzel Tent & Duck Co. This Special offer expires April 30, 1952 


H. WENZEL TENT & DUCK CO. 
FARM TARPS & TRUCK TARPS ct: uys 1. missouat 
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member, you simply order fromm your wholesaler 
as usual... . and your display package and free 
Eagle Farm Tarp will be shipped directly from 
the factory to insure its arrival in the best pos- 





On 


WEAVE CIICRUCURC MW: 1, @e ge) 4 


CRESCENT TOOLS at your 
HARDWARE DEALER" 


WHY DO IT THE HARD WAY?.... 4y BUSTER 








...and fo see the 


CRESCENT 
DISPLAY 


n 
YOUR STORE 


This advertisement 
runs in 


oe TN Re aa POPULAR 
" MECHANICS 


and 
leading consumer 
trade papers 

















There’s a CRESTOLOY 
PLIER for EVERY JOB 


Here’s Buster again . . . busting his thumb. The pliers he’s using 
are good pliers but they’re ‘not made for heavy cutting. Perhaps 
he has learned a lesson and will send for a copy of “How to Use 
Hand Tools.” His best bet however, is to look at the Crescent 
display board at his Hardware Dealer’s. There he will quickly } 









discover that the right tool for this job is a CRESTOLOY 
No. 2150 Lineman’s Plier. It’s light-weight but stronger, stream- 
lined with hand-honed cutting edges. Ask for CRESTOLOY 
TOOLS at your hardware dealer. 


‘HOW: USE \-4FReE BOOK! 


Has all the answers. It tells what 
tools to use and how to use them. 
Fully illustrated. A postcard will 
bring it to you. Send today. 









Sign of lhe Cd rlisan 
Syntt of Crccllence 


Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and mode only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 
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Blast furnaces are today operating at capacity. 


The product of a blast furnace is pig iron. 


The only substitute for pig iron is scrap. The only way to main- 
tain present steel production, or to increase steel production, is to 
find more scrap. 


A industry has it within its power to provide extra scrap by 
abandoning and “scrapping” obsolete units. Extra scrap has been pro- 
vided through this means in scores of plants throughout the nation. 


Have you done so in your plant or shop? Every ton of scrap you 
provide at this time will mean an extra ton of steel which you may 
need. 








Action now, however, is important. Don’t leave it to the other 
fellow. Will you inaugurate a search for obsolete equipment and 
scrap in your shop? 


The entire steel industry will appreciate your cooperation. 


EVERY TON OF SCRAP 


RECEIVED BY SHEFFIELD 
S H E FFI E LO WILL MEAN MORE OF 
THE FOLLOWING PRODUCTS 





S T e 'Z a Plates, Sheets, Merchant Bars, Structural Shapes, 
Steel Joists, Reinforcing Bars, Welded Wire Mesh, 
C O R P Oo R A T l ©) wy Wire Rods, Fence, Barbed Wire, Spring Wire, 
HOUSTON KANSAS CITY Nails, and other Wire Products, Rivets, Grinding 
TULSA Media, Forgings, Track Spikes, Bolt and Nut 

Products. 





$7 1h 
Plary Or ARMCO STEEL corpors 


Ra eR ASE NSS 
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Exclusive New Quick-Opening 


Quadritype Die Heads 


ON THE NEW 


ae 





PIPE & BOLT 
THREADING 
MACHINE 





Unequalled 
speed in 
pipe threading 


New '500” Quadritype Die Head can be instantly | 

adjusted from 1” to 2” regardless of position of 

quick-opening lever—and without removing dies 
or die head from machine. 


* Also improved Dualtype Die Heads, one for 4” and 
%’’, one for 4%” and %”’, same instant size change 
right in the machine. 

%* Also separate Monotype Die Heads available, 4%” 
to 2”, bolt die heads, 4”’ to 2”. 

%* All tools in the ‘500” thread, cut, ream independent- 
ly, and right up to chuck, swing out of way when 
not in use. 

% With a score of other sensational new features, new 

**500”’ is a money-maker you can’t afford to miss. 

Write for the facts. 

THE RIDGE TOOL COMPANY « ELYRIA, OHI 


, 
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XCELITE 
Screwdriver 














Hitch Your Prorits 
To THESE STARS! 


Here are the screwdrivers the experts de- 
pend on to earn their living! Why? Because 
the handles are BIG enough to fit a man’s 
hand, not a child’s—because the blades are 
SAE 6150 Chrome Vanadium Electric Fur- 
nace Steel, the finest you can buy—because 
the tips are accurately ground and gaged 
to fit the screw slots in their respective 
size ranges. Hitch your profits to these 
stars — write for your XCELITE catalog 
today. 






Right, XCELITE Com- 
bination-Detachable 
Screwdriver 


XCELITE INCORPORATED 


(formerly Park Metalware Co., Inc.) 
Dept. 6 
Orchard Park, W. Y. 

















TROJAN SAW BLADES 


ALL TYPES 
Jig, Coping, Jewelers’, Fret, Scroll, Hack, Machine 



























World-famous Trojan 
Saw Blades. Over 130 
different types for 
every hand and power 
sawing operation. Un- 
equalled in quality. 
Teeth are individually 
filed and precision set. 
Blades are hardened 
and oil tempered for 
a long, sharp life. 


Ackermann - Steffan Div. 
PARKER MFG. CO. ; 


Worcester, Mass. 


























| 


Insist on 
TROJAN by name 
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Use the Rod the Chomp Uses 


SHAKESPEARE shows fishing fans the finest in rods, reels, lines, and Aadespeare 
baits by consistently running a eampaign in MECHANIX ILLUSTRATED. mm. #998 
for as little as 


(A Ful Length 32 foe! 


Why? Because MI’s millions of readers are true outdoorsmen ... the kind ve 

that really keep up with the latest in fishing equipment. They want to see Sitgera tata 
the best available because they have the cash and they know what the 
best means. That’s why high quality Shakespeare products, displayed in 
your windows are sure to land many MI readers in your neighborhood 


right into your store. 


NOW SMauin GIVES YOU... 


aan MARTIN MOTORS steers sales your way by regu- 


e * 
Twist-Shift larly advertising in top national magazines like 
ls soeeeiatiegtntiiaedaiaaan 


ONE HAND CONTROL OF MECHANIX ILLUSTRATED. Eye-catching ads like 
SHIFT © SPEED + STEERING 


- 
. 









these will be sending many MI sportsmen to stores 
that carry Martin Outboard Motors, They'll want to 


know more about the exclusive Martin features. So 





let MI readers in your vicinity know you stock Martin. 








FREE! Compete catertey theatemd Utereturs on nll oe 
eat, saw MARTI MOTORS tor 1952 Write Dept $25) 


They’re among your best prospects, because they’re 







De mtorr Mathes Peete me ‘Co, Baw Chastey, ts 
bey MARTI OTN 


S Nemes acer omnes OUTBOARD MOTORS Martin Motors conscious. 








B you're on the fergat with thes 
new t5-shet, 22 caliber 


i AUTOMATIC 

with OPEN SIGHTS 
} Aak for Mowberg Model 151K 
at your deolers 





MOSSBERG’S hard-hitting sales messages are 


continuously aimed at your town. This series of attractive, 









informative advertisements are helping to arouse sure-fire 







interest among MI’s countless number of gun enthusiasts... all 
& . 


men who spend loads of money on their shooting pastime. 






Why not cash-in on this great gun buying market... put 






your Mossberg display up front where it will 
really stop these customers because they all want to 


handle fine rifles. One way that really sells. 


on 


MECHANIX ILLUSTRATED 


A FAWCETT PUBLICATION 
























67 West 44th Street « New York 36, N.Y. 
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lar for over SO years. 


Top quality in this famous 
WALDEN -WORCESTER oane a, of wrenches. 
7 Popul 

“nt 

















4 OPEN END 


BOXTITE 


FORCE-FORMED SOCKET WRENCHES AND ATTACHMENTS = Sisoser ‘when manuiae 


tured b our exclusive 


FORCE FORMED process. 

















| The COMPLETE line of 
| super quality SPINTITES 
. and screwdrivers. 
| 
| 





in the lowest price § 
bela is this fine line of 
socket wrenches and 
forged wrenches. 


SET NO. 15 ” : ' 2m —————— , BBB Co 


ARROW ser 2.22 


A quality line of socket 
wrench sets and o 
end wrenches in bi sm 
chrome plate. colorful 
ickages. 


anaes 
-~HAHABAB chain 


AAabBAnAAOOA 


MANUFACTURED BY WALDEN 
STEVENS WALDEN, INC. - WORCESTER, MASS. womens 
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stE= STOCK ece 


DISPLAY... 








AND SELL 


= CAMPBELL CHAI 





more easily and 


profitably with 


“CAM-PAK” 











CampBELL CHAIN comes to you in tough 
fibre-board containers—made to withstand 


the roughest handling. 


No wood fo splinter . . . no nails to 
snag hands or clothing . . . takes less 
storage room... in many cases, saves you 


cost of re-packing for re-shipment. 


Size, Grade and Working Load Limit is 
printed on label for quick, easy identification, 









Campbell Campbell 
"Cam-Pak” "Lever-Pak” 
standard for all grades 
package unit of Campbell 
for Proof Coil Chain 
Chain and 
BBB Coil Chain 
AVAILABLE IN 
These sizes and quantities, in self- These Fibre Drums—capacity 600 Ibs. 
colored and hot galvanized finishes —can be re-used. Lever action metal 
3/16”—250 ft. 5/16”— 100 ft. head is easily replaced after opening. 
1/4” —150 ft. 3/8” — 75 ft. 
Chain for everyneed...INDUSTRIAL.,..MARINE... FARM... AUTOMOTIVE We 


: CAMPBELL CHAIN Company < 


MAIN OFFICE~—YORK, PA. « Factories —York, Pa., and West Burlington, lowa 





MAKERS OF FAMOUS CAMPBELL LUG-REINFORCED TIRE CHAINS 
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Altho “dobbin” is getting a 
well-deserved rest on most of 
America’s farms .. . his replace- 
ment, the gasoline engine, 

must still be chosen with as much 
care as was formerly used in 
buying a horse. Passing every test 
for dependability, long life and 
thoroughbred construction ... is the 
LAUSON engine .. . universally used on BETTER 

power equipment! LAUSON engineering has put cooler 
running into each engine . . . special cylinders . . 

finer materials .. . extra precision, all built into the motor 
for the most power for the longest time . . . and to insure 
trouble-free operation! Dealers find it easy to sell equipment 
powered by LAUSON ...a widely advertised 

name for over 50 years. 









A 
FAVORITE 


BETTER 


L7* ~ POWER FOR 
ON THE XY Po) GARDEN 


TRACTORS 


FARM! 


FOR CONSTRUCTION WORK 


4 CYCLE ENGINES 


For Details, Write: 


THE LAUSON COMPANY 


NEW HOLSTEIN, WIS. 


Division of Hart-Carter Company 
In Conede: Hert-Emerson Co. itd., Winnipeg 


Sauson 





PORTABLE —.. OUTBOARD 
ENGINES ae MOTORS 
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with Flame-proof 
Ironing Board Covers of 


ASBESTON 


Women want nationally-advertised Asbeston 
@ it lies flat to speed work and give it a better 
finish—never wrinkles or bunches. 


@ Woven from rock asbestos—Asbeston is fire- 
resistant—safe for the home. 


@ it's really durable— made of super-twist, two- 
ply Asbeston yarns that dry quickly and 
smoothly. 


That’s why top makers of top-quality 
ironing board covers use ASBESTON 
to make the best covers. They’re now 
in use in over 4 million homes. Asbes- 
ton quality sells. 


Always display and feature 
this label—it gets 
business and profits. 






Made by the Textile Division 


UNITED STATES RUBBER COMPANY 


1230 Avenue of the Americas, Rockefeller Center, New York 20, N. Y. 
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@ You already know how much sales 
appeal the Quick Clamp idea has. So 
simple is this wiring principle, a 


host of new customers have been drawn 


to your electrical counter . . . people 


who never before bought wiring devices. 


Now, to make a good thing even 
better . . . to draw even more new 
customers to your electric counter, 


Monowatt again promotes Quick Clamp 


Plugs and Taps with this big, colorful 


advertisement in the pages of the POST. 


Order your display box assortment 
of Quick Clamp Plugs and Taps. 
It’s a natural tie-in with this big 
Promotion. Cat. No. 1709— List 
Price $24.00. 129 items. 
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) Frucwee. GENERAL ‘Ss! FILTERS 


FOR ALL YOUR INSTALLATIONS 


7 ere re@ oo easons 
ly . A Good R 






yw 


There’s a GENERAL FILTER for every fuel oil filtering 


job — large, medium, or small. 
DELUXE MODEL 2A-300 


FOR THE BS 08S 2 GENERALS are easy to install. All that’s needed is one 
wrench and a few minutes’ work. 









It takes just two minutes to insert a GENERAL Replace- 
3 ment Cartridge —and every GENERAL installed means 
cartridge sales for years to come. 





MASTER MODEL 2A-700 
JOR HEBER NRESS Customers WANT GENERAL FILTERS because they elimi- 
4 nate shut-downs due to clogged nozzles. Costly service 


“call-backs” are minimized, too. 


STANDARD MODEL 1A-25 
eS a _— GENERAL FILTERS now distributes CLEAN | 
—— RIGHT SOOT REMOVER—Certain-safe for all | 


heating plants. Tell your customers about it. rd 


GENERAL FILTERS 12896 WESTWOOD AVE. — 
INCORPORATED DETROIT 23, MICHIGAN 


CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVE., TORONTO 13, ONTARIO 





Salt rHan EVER * Geme/ tuan EVER 


og Gi 


mm :18-) Mea) ta) 


wm You get added safety and added’ tom. The Wall blow-proof pump 
performance in Wall Blow Torches means added safety. Available in 
with the revolutionary new Pisto-Grip brass or steel. No extra cost for this 
handle. Drawn steel tank has brazed _new handle. It will sell on sight! Write 
inserts and electrically seamed bot- today for complete catalog. 

















COMPOUND KETTLES @ FIREPOTS © OILERS © SAFETY SHIELDS © SOLDERING IRONS 
e SOLDERS e Oil CARRIERS © PAINT POTS © ACCESSORIES 


ea oe WAL MANUFACTURING CO. a WAL 


Grove City, Pa. defies 


Qe” 
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At last! A Floor Wax in 


GIANT ECONOMY SIZE! 






ering | (And only SIMONIZ brings it to you!) 





lace- 
leans 





limi- 
rvice 





WATCH YOUR CUSTOMERS RUSH to buy this 
thrifty bargain size of Simoniz Self-Polishing Floor Wax! 


















The Giant Economy Size has proved itself in so many PERCASEOF6 PER UNIT 
other fields—now Simoniz Company is first with it among 
ump ; , 
apd the floor waxes. The money-saving new 100 oz. can will You sell 
this really pull ’em in... especially volume users. It says to wm por $14.34 $2.39 
Vrite your customers, “You save!” And what a wonderful neal steed 
profit you get—a full 37%! 
Cash in—as you streamline your inventory with this y 
_ one large size. Order, stock, mass display Simoniz Self- ew $10.45 $1.74 
Polishing Floor Wax in the GIANT ECONOMY SIZE! 
Every Thursday Kate Smith sells for 37% PROFIT $ 3.89 $ .65 
you on Simoniz Television Show—NBC FOR YOu! ; : 
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es — nationally known 
x ~ for quality 
- nationally advertised 


to boost your sales 


There are two good reusuus for stocking Accurate Tapes. 
One —they’re nationally known for quality and have 
been for over a quarter century. Two — national adver- 
tising reaches tape users everywhere, keeps them out 
in front in tape sales year after year. Added up, they 
mean more tape sales, bigger tape profits for dealers who 
display Accurate Friction and Rubber Tapes. Start 
cashing in on the big demand, now. 





PROMINENTLY — 
DISPLAY THEM 
ACCURATE TAPES 
SELL THEMSELVES! 
Warehouse stocks and agents strategically located throughout 
the nation. For name of representative nearest you and a copy 
of the new illustrated Accurate’ catalog, write ACCURATE 
MANUFACTURING COMPANY, GARFIELD, NEW JERSEY. 


You make more 
money selling 
DEMPSTER because 
it’s America’s 

quality water system! 


No wonder the farmer won’t have anything else! Dempster 
offers him a tried-and-tested water-supply system—backed 
hy the 73-year-old Dempster reputation for unquestioned 
quality. It’s just plain sense that you can sell more Dempster 
‘Water Systems. In a day of increasing shortages, with 
replacement materials harder to get, your customer is more 
quality-conscious than ever before. You sell quality when 
you sell the Dempster Water System—it’s America’s finest! 





These Dempster Pumps are star 
members of America’s finest line... 
























ay 


SHALLOW-WELL JET- 
MASTER — Only one movin 
part. No special pressure tan 
needed. Easily installed and 
exceptionally efficient. 


ai ed * ae) 
z 
4 a 


DEEP-WELL WATER SYS- 
TEM — Positive lubrication. 
Modern design. Available for 
electric motor or gasoline engine 
operation. Can be supplied with 
windmill attachment. 


& 
DEEP-WELL JETMASTER 
— Ideal for offset installation or 
to be set directly over the well. 
Unusually simple in operation— 
only one moving part. 


£ ’ 


t 





i | 
CENTRIFUGAL PUMPS — 
Impellers are semi-enclosed 
for greater efficiency. Balanced 
drive shafts ride on double Tim- 
ken Bearings. There are no bet- 
ter irrigation pumps made than 
Dempster Centrifugal Pumps. 


America’s Quality Line of Farm 
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Water Systems 


Irrigation Equipment 


DEMPSTER 
MILL MFG. CO. 


Beatrice, Nebraska 


Sera 

















Pumps @ Tanks @ Windmills ¢ 


LIA LE REI ROE 


‘ 
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Are Easier to Sell. 
Easier to Handle.. 
Easier to Store 


RABLER Package-Protected Pipe Fittings are 
G easier to sell because packaging protects 
fittings and nipples from rust, dirt and damage. 
With Grabler Square “Gee’”’ Fittings you can 
get more pipe fitting business because each fit- 
ting is clean, usable, saleable and profitable. 
They reduce handling cost to a new low; one 
size and type of fitting and nipple packaged in 
a small carton; label plainly indicates type, size 
and number of pieces. Grabler’s 35 years of 
packaging experience has determined the correct 
quantity of fittings and nipples for each size of 
carton. Cartons are shipped in sturdy master 
containers convenient for easy handling and 
storing. Order Grabler Package-Protected Pipe 
Fittings and Nipples from your wholesaler. 








THE GRABLER MANUFACTURING COMPANY e¢ 6565 Broadway, Cleveland 5, Ohio 


THE SQUARE “GEE” LINE INCLUDES: Malleable Fittings + o A cs 
AAR Fittings * Unions « Rail Fittings « Cast Iron Steam and . eo 
Drainage Fittings » Patented Drainage Fittings * Copper " 
Tube Solder-Joint Fittings * Steel Pipe Nipples * Hangers 





Vw DE 


3 USE FREE PROMOTIONAL HELPS! These 


Cash in on the home- 
improvement market with 


TEL-0-POST 








TEL-O-POST national advertising now 
appearing in Better Homes & Gardens, 
Popular Mechanics, Popular Science, and 
others! Judge for yourself the impact of 
this big ad in Better Homes! 
1 STOCK TEL-O-POST! It’s the original 
adjustable steel post with a built-in jack. 
Designed so average man can easily in- 
stall it himself under sagging beams and 
save big repair bills. TEL-O-POST is 
known as the most practical post—yet is 
competitively priced—is a profitable line 
for you! 


2 DISPLAY TEL-O-POST! Display a few of 
the attractive TEL-O-POST cartons so 
your customers will know you're in the 
business. Then install a TEL-O-POST 
under a beam or under an angle iron 
fastened easily to the wall. Let customers 
see the ease of installation! 







store sales helps are free when you 
stock and display TEL-O-POST. 











Attractive counter 
card featuring big TEL-, 
O-POST ad in Better 
Homes. A real stopper for 
homeowners with sag-; 
ging floors! 

‘+ ing step-by-step 
installation. 


Ask your representative or rush coupon 
Sor complete information. 


STEEL DIVISION 





Brainard Steel Division, Dept. E-3 


Griswold Street, Warren, Ohio WARREN, OHIO 


Send me the free TEL-O-POST promotion kit and have your 
wholesaler or representative contact me. 





Company. 





Address 








The Fastest-Moving | 
RESALE LINE 
on the Market! 


@ Tapered design and balanced ‘| 
weight distribution for easier grip- 
ping and handling without fatigue. 


@ WRENCHES with thin, strong head 
walls reach narrow openings. 
Tapered necks angled and scien- 
tifically reinforced at points of 
stress. Accurate broaching for per- 
fect fit and rigid, non-slip grip. 


@ PLIER teeth accurately milled for 
powerful gripping. Scientific 
angling and non-slip joints. 

@ SOCKETS and ATTACHMENTS hot 
forged! Thinner walls, lighter 
weight, deeper broach, stronger. 


Exclusive features 
make METCOID 
America’s Most 
Popular Tools! 


¢ NO DUPLICATION 
OF SIZES 





Sold only through 
authorized jobbers 


METAL ENGINEERING CO. 


PLANO, ILLINOIS 





| 

| 

| 

| 

| 
Name. | 
| 

| 

| 

| 
: 
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Outside 
skeleton 
protects scre 
on inside. 





Hot-dip galva- 

nized inside and 

out; carefully 

threaded with 

A standard pipe 

Ae, threads for per- 
eo fect alignment. 


THIS PROFITABLE 


(WELL SUPPLY 


BUSINESS EAN 
NT EXTENSIONS [SORE 
gauze, in all 
mesh sizes. 


Gauze protected 
by perforated 


PROTECTO -SCREEN WELL POINT +t ap ty 


Rigidly in- 
























Py N Jha 









WEL 


AND WELL PO! 





ee 








ouside «= for rocky, gravel soil apected. 
skeleton NG 


protects screen ANd Filtering unit is fully protected. One piece, forged steel 


os tnchdo. ee drive point. Larger inlets, 30% more holes, produces 2 
\\ to 3 times more water. 


\ CAPITOL WELL COUPLINGS 
Drive-Well, Drive Pipe, Reamed and Drifted, Well 
Drillers, Water Well Casing and Standard Merchant 
are some of the different types of Capitol Cou- 








plings available. Made to exacting specifications 
for perfect performance. 


DRIVE SHOES 





Machined from forged steel with deep recesses One-piece 
in shoulder; tapered threads. Cutting edge forged steel 
heat-treated for additional hardness without drive point is on 
5% integral port of 
brittleness. Made for superior service under the well point. 
the most severe driving conditions. Eliminates sand 
or mud leaks. 
a DRIVE CAPS Assures straight 
Made of the finest forged steel which imparts driving. 
a tensile strength far in excess of requirements. 
Machined and vented in accordance with stand- 
ard specifications. 









ALL RED-I-WELL POINTS 
ARE INDIVIDUALLY CARTONED 


eliminate screen damage, 
increase profit 


—— c Pn de 
rc — a= tim 
— 2 p MFG. & SUPPLY CO. 
{is 
, COLUMBUS, OHIO 
COUPLINGS — NIPPLES — UNIONS — RADIANT HEAT FITTINGS 





FURNACE COILS —_ WELL SUPPLIES — STEEL PIPE FITTINGS 








XA oH 





He used his head 
instead of his back! 


Steel pipe snow melting systems 
enhance property values, too! 


The most envied man in any block, a few years ago, might have been 
the one with a new post-war car in his garage . . . or a television antennae 
on his chimney. But during the last “big snow’’, thousands of weary 
shovel wielders would have voted the foresighted owner of a snow melting 
system just about the luckiest ‘‘man of the year.”’ 

The complete passing of the snow shovel may still be years away but, 
more and more, home owners are installing hot water snow melting 
systems to keep sidewalks, driveways, steps and service areas free of snow 
and ice all winter long. For these systems steel pipe is naturally first choice! 

The durability, adaptability and relative economy of steel pipe helps to 
put this ‘‘automatic snow remover’ within the reach of thousands of 
home owners—less than the cost of an aching back and stiff muscles, or 
the continued inconvenience of a snow-bound car. 

Yes, snow melting is definitely ‘‘coming into its own’’, and remember, 
the property with it always will be a preferred value. 









With a driveway snow melting system the fam- 
ily car is always instantly available for pleas- 
ure, business, or emergency use. Steel pipe 
snow melting keeps Americans mobile! 


Write for a copy. A free 48-page color booklet “Radiant Panel Heating with Stee! Pipe" 


Sree Pige COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


is ¥ \LR 
SS ANENIY 350 Fifth Avenue, New York 1, N.Y. 
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\ 
sahiais Authentically styled 
» for plea so Stanley Bla : 
— pipe Ornamental Hardware Ornamental. For com 
has the hand-wrought “Jook” of original plete details and a . 
Early American pieces: And it’s far easier “houseful of ideas, send 4 
and quicker to install. for free pooklet. ; 
The Stanley Works, New Britain, Conn. 
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SOUTHERN 


WOOD 


SCREWS 


(Slotted or Phillips Heads) 


undergo rigid inspection 


Before being okayed for shipment to you, every 
Southern wood screw is subjected to our unique and 
highly accurate inspection routine. No blanks, chips, 
burrs or otherwise imperfect screws are permitted to 
leave our plant. As a result, you can always be sure 
of receiving a full measure of uniform and perfect 
fasteners. 

Southern screws are precision-made from the very 
finest materials . . . high grade extruded brass wire or 
top quality selected sulphur steel wire. Their single- 
thread construction gives them extra ruggedness—no 
twisting or breaking. 

Wide range of sizes from 14” No. 2 to 4” No. 20 in 
steel and 4” No. 16 in brass. Slotted or Phillips heads. 
Write today for the Southern catalogue. 


FACTORY WAREHOUSES 
4100 Dell Ave. 325 W. Ohio St. 
North Bergen, N. J. Chicago 10, III. 
280 Decatur S. E. 
Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 
104 RICKERT ST. 
STATESVILLE, NORTH CAROLINA 


® © © © @ @ 


100 
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CONGRESS SHEAVES and V-BELTS 





@ Precision built. Soundly engi- 
neered. Widely used as original equip- 
ment by hundreds of the largest 
manufacturers of such appliances as 
washing machines, dryers, laundry 
equipment and air conditioning in- 
stallations. 
@ Congress FHP pulleys are available 
in attractive 3-color individual boxes, 
with pulley outside diameter and 
bore size plainly marked. Simplifies 
storing—selling. 
immediate Delivery — From Stock Ask Your Jobber and 
WRITE for CATALOG 


CONGRESS °::::0° DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH. 








siMPLICITY! 


Low Upkeep Cost 
Trouble-Free 


BEAVER NO. 26-R 
1 TO 2-INCH PIPE THREADER 







UJ 
5 OUTSTANDING Right or lefe 
ADVANTAGES hand models 















@ The new Beaver 26-R is a greatly im- 
proved and simplified successor to the “old 
Beaver 26,” popular for 40 years. Drive 
fing is on top—in line with dies for easy Radio Dial Setting 














cutting. Oversize, undersize or standard Cheage te 2 Seconds 


threads can be cut of uniform length. Has 
“radio dial” setting. Change size in 2 sec- 
onds without tools. Standard taper or 
electric conduit threads. One set dies. No 
bushings. 


BEAVER PIPE TOOLS, INC. 
234-300 DANA AVENUE * WARREN, OHIO, U. S. A. a 


“Over 50 Years of Friendly Service” from Outside 















































CA Lop 

4, 

Straight Line Pull Universal Chuck ~ Accurate Cuts Taper or 
Easier Cutting Centering - No Bushings Straight Threads 
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SAFGARD SG-16 COMBINATION 

6 volt or 110 volt A.C.—combines low-cost 
high line performance with battery portabil- 
ity, Exclusive Selenium Rectifier Power Pack 


assures top performance Suggested list: 


$28.60 





SAFGARD SG-12 
SPECIAL 


Top value in the 
low-price field. 6 volt 
battery-operated. 
Has no battery com- 
partment. Handles 
up to 15 miles of 
fence. Suggested list: 
$11.95 








COMPARE! 


Only SAFGARD Has These Important 
SALES FEATURES 


Competitively Priced— 
Now you will have a 
quality fence controller 
that cannot be undersold 
by the mail order and 
chain store operations. 


Top Performance— 
SAFGARD Controllers 
handle over 15 miles of 
fence and will deliver a 
real wallop—enough to 
stop any livestock. These 
controllers operate at 55 
impulses per minute. Dry 
batteries last 4 to 6 
months. 


Fully Guaranteed— Best 


ever offered—protects for two full years—eight 
times as long as the Standard R.M.A. radio 
guarantee. Our experience as a pioneer leader 
in the electric fence controller field is your 


assurance of quality! 


Engineered for Safety 
—Construction and cur- 
rent output conform to 
posed es 2 of Wisconsin 
Industrial Commission 
—nationally recognized 
authority on electric 
fence safety regulations. 


No Fire Hazard— These 
controllers absolutely 
do not burn weeds or 
other inflammable ma- 
terials. So-called “‘weed 
burner” controllers may 
create a fire hazard in 
dry conditions. 


consumer guarantee 











The FREE Safgard Controller given with this introduc- 
tory offer would make a handy ‘‘loaner” for servicing 
present fence controller customers if you prefer to use 
tt this way rather than sell i 
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MASTER 


SAFGARD SG-14 


6 volt—for inside or outside 
use. Enclosed battery com- 
partment. Mechanism also 
enclosed in exclusive 











SAFETY SEAL container. 


Suggested list: $18.25 


FGAR. O Present: 


the New 52 Line 


(Expires Midnight, April 30, 1952) 


























you MODEL your SUGGESTED YOuR 
GET NUMBER cost RETAIL PROFIT 
1 | SG-12 Special $ 8.40 | $11.95 | $ 3.55 
2 | SG-14 Master 25.40 36.50 11.10 
1 |SG-16 Combination| 20.00 28.60 8.60 
Plus FREE $53.80 | $77.05 | $23.25 
1 SG-12 Special NO COST] 11.95 11.95 














YOU MAKE ...... . $35.20 





Your Profit 65% 








Plus FREIGHT PREPAID 
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Thumbs down 


on 
dilly-dallying! 



































No lost motion, no delays ...AJAX grabs 
Time by the tail. AJAX hardware 

items right from the production line 

are boxed in “color-coded”, convenient 
size cartons in one simple operation 

... ready for shipment in a jiffy. 


Now, AJAX production capacity is keeping 
pace with the sudden demand for the 
better quality, price and packaging of the 
AJAX line. New, improved production 
facilities and the latest assembling, 
plating, polishing equipment assure no 
delays on your order for AJAX hardware. 


AJAX HARDWARE MFG. CORP. 
4351 Valley Boulevard, 
Los Angeles 32, California 


O0PE1S a EO 





CAMPBELL-HAUSFELD 
SPRAY PAINTING OUTFITS 


AND 


PORTABLE AIR COMPRESSORS 


Y 


NATIONALLY 
ADVERTISED 


Hardware dealers 
from coast to coast are 
cashing in on the na- 
tional advertising of 
Campbell-Hausfeld 
Spray painting outfits. 


Order them 
from your jobber. 
Show them in your 
aint department. 
Fane customers 
will buy them for 
—s houses and 
arns, automobiles 
and tractors, lubri- 
cating automobiles 
and farm imple- 
ments, inflating 
tires, killing weeds, 
spraying poultry 
pens and live stock. 





Pressure princess 
model no. 1-C 





Four models attractively 
pow Precision built for trou- 
le-free, lifetime service. Stock 
and display them all. Complete 
inventory means steady turn- 


wens aa over and good profits. 


model no. 50 












Write for catalog and 
price list, giving your 
jobber's name. 


tankmobile model no. 5-W 


THE CAMPBELL-HAUSFELD CO. 
EEL it ie]. Mme). le) 


215 RAILROAD AVENUE 
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@ You’re ready for every hardware cloth and insect 
wire screening customer when you carry these 
Cyclone “Red Tag” products. Cyclone Hardware 
Cloth and Cyclone Insect Wire Screening are made 
in every common mesh and width. Both are easy 
to handle and install . . . both are produced for 











». 43 long-lasting performance. 
Cyclone Hardware Cloth is woven with a flat 
h welded selvage that makes it easy to install. Wires 
| jobber. are straight; the cloth is heavily galvanized after 
in your weaving. . 
rtment. Cyclone Insect Wire Screening features good 
tomers looks, durability, and a firm, even mesh. It’s easy 
rem for to stretch square. 
uses and Check these complete Cyclone lines with your 
mobiles : ; ? 
- ital, jobber, and fill in your stock so there will be no 
suites gaps. Both these products are year-around items, 
imple- but you'll find extra-heavy demand at this season 
flating of the year. Due to N.P.A. regulations, some of 
weeds, these items may be in temporarily short supply; 
oultry your jobber will do his best to take care of your 
e stock, 
needs. 
vel CYCLONE CYCLONE INSECT 
eaptiacd HARDWARE CLOTH WIRE SCREENING 
yr trou- 
. Stock Manufactured in 2 x 2,3 3,44, Galvanized, bronze and aluminum .. . 
m | t and 8 x 8 mesh sizes as well as *4” standard mesh 18 x 14 and 18 x 18 
prete and 54” heavy grades... in 24, 30,36 .. . in 24, 26, 28, 30, 32, 36, 42 and 48 
Y turn- and 48 inch widths. Every roll is guar- inch widths. Every roll is guaranteed 
anteed to comply with all requirements to comply with all requirements of 
of Commercial Standard CS132-46, as Commercial Standard CS138-49, as 
issued by the National Bureau of Stand- issued by the National Bureau of Stand- 
ards, U. S. Department of Commerce. ards, U. S. Department of Commerce. 
CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL COMPANY 
WAUKEGAN, ILLINOIS SALES OFFICES COAST-T0-COAST 
and UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
your 











U-S°S CYCLONE 
“Red Jaq 
HARDWARE PRODUCTS 
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HARDWARE cLorn 


weneey WIRE SCREENING 


“You'll have what they want 
when you sell 


Cyclone Hardware Cloth 
and Insect Wire Screening “’ 





CATCH-ALL BASKETS 




















So you want to split hairs? 


Well, here’s a man who can do it for you. His educated touch, on the controls of this 
appliance 


; d 
fied thickness, down to tenths of thousandths of an inch. And this working combination of “og ead 


massive new 4-high rolling mill, holds Bristol Brass sheet and strip to precisely the speci- 


mill-wise men and modern machinery is what makes every foot of Bristol sheet, rod and volume of 


wire uniformly “Brass at its Best.” The Bristol Brass Corporation, since 1850 in Bristol, Conn. Systems 

Gates follo 
kee, New York, Philadelphia, Pittsburgh, Providence, Rochester. oer 

“ . ° “ rather tha 
Bristol-Fashion’ means Brass at its Best selling a 


HARDWAR 


Offices or warehouses in Boston, Chicago, Cleveland, Dayton, Detroit, Los Angeles, Milwau- 








Notes From a 
Sales Manager's Notebook 


f Sales Program for 


Sales Staff Training 


Profitable Appliance Selling 


1. Planning 

2. Introduction & 
Approach 

3. Presentation or 
Demonstration 

- 4.Close 
5. Follow Up 
6. Records & Repor: 


Sales and training and professional selling 
are the keystones for the record volume built 
up by the relatively new appliance department 
of this one-stop shopping center for home owners 
and builders. 

When five years ago the Calcasieu Lumber Co., 
Austin, Tex., in business since 1883, opened its 
appliance center, William S. Drake, Jr., presi- 
dent, put it under the direction of W. W. Gates, 
who built a program for sales and achieved a 
volume of almost a million dollars. 

Systems produce results and the system Mr. 
Gates follows is based on a comprehensive training 
program. 

One—A man must work according to a plan 
rather than haphazardly. He must plan to make 
selling a career, work as a professional. He 
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Sales personnel training must 
be the foundation of every 
effective appliance selling 

program. Here is a successful 

plan used by a Texas dealer 


must plan his monthly, weekly, and daily work. 

Two—tThe second step is introduction and 
approach. A man must present a good appear- 
ance; have a pleasant smile; have an air of 
self-confidence. Mr. Gates develops this in his 
salesmen by selecting different ones to give a 
five-minute talk to the entire appliance staff, 
and occasionally to the entire Calcasieu staff. 

Three—To make an effective presentation or 
demonstration, a salesman must have not only 
selling technique, but also must have thorough 
product knowledge. This is achieved by daily, 
morning meetings during which the men are 
drilled on selling methods and specific product 
sales points. 

Four—If a man is well-grounded on the first 
three factors, Mr. Gates believes, the fourth— 

















W. W. GATES 


Appliance Sales Manager, 
Calcasieu Lumber Co. 


the close of the sale—will follow 
naturally and directly. 


Five—Follow-ups are the fac- 
tors that produce leads and more 
sales. As an example of the im- 
portance of follow-ups, Mr. Gates 
illustrates what not to do. He 
points to one of the country’s top 
salesmen who bought 31 autos in 
his lifetime from 31 different 
salesmen, and not one of those 
men took enough interest to follow 
up with a post-sale call. 


Six—This step, records and re- 
ports, insures the successful op- 
eration of the previous five steps 
and hence Calcasieu appliance 
salesmen are required to keep 
their records accurately and up- 













to-date. This can be done in either 
free time during the day, or at 
evenings in their homes. Regard- 
less of where or when, it is im- 
portant that a definite time be set 
aside for records and reports. 

By drilling his sales staff in his 
basic six points, Mr. Gates’ de- 
partment has achieved these con- 
crete results. A branch outlet 
alone sold 1000 refrigerators of a 
single brand in one year. The firm 
sold 3 to 4 carloads of home freez- 
ers and they move 400 to 500 gas 
ranges a year. Fan and heater 
sales are at “super-market” pace. 

Next, in Mr. Gates’ manual, 
there follow his methods for 


‘reaching out to greatest potential 


in the trading area. His notes offer 
these guides: 


Securing prospects. This re- 
quires organization and aggres- 
siveness; analysis of the market, 
with the purpose of classifying 
and recording the information ob- 
tained, for future calls. 


Who is a prospect? Anyone who 
has need of your product or ser- 
vice, whether they know it or not, 
and who is able to pay for it, com- 
ments Mr. Gates. Salesmen must 
seek these people out and develop 
them. 


Sources for prospects. People 
who are already users can pro- 
vide names of friends, neighbors, 
relatives. The stores’ regular cus- 
tomers are a mine of information 
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and the credit department has the 
names and records. 

Swap information with local 
tradesmen such as the grocer, 
baker, milkman, utility meter 
reader. 

Organizations such as fraternal, 
civic, religious, and _ business 
groups are an excellent opportu- 
nity for meeting with people of 
varied interests from whom sales 
prospect information can flow. 

Attendance at cooking school or 
home economic meetings and 
classes are an important prospect 
source. The salesman can attend 


Records and re- 
ports reveal at a 
glance a sales- 
man's progress. 
One of the forms 
used by the Cal- 
casieu company 
is illustrated at 
the left. 
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Obtain leads from home owners 

who are modernizing their homes. 

One such job leads to similar 
modernization projects. 





Keep salesmen informed of their daily standing 
with respect to stated sales goals. 


, has the 
th local 

grocer, these himself or get names from 

meter friends attending them. 

Trading prospect lists with non- 

raternal, competitive salesmen such as in- 
business surance men is particularly valu- 
opportu- able for they can also provide 
sople of “pre-approach” information. Obtei 
ym sales A store’s service men, because tain leads from non- 
ow. they get into the home, should be competitive salesmen. 
chool or able to provide exact information 
gs and about a homeowner’s needs. They 
prospect can also pick up prospects from 


n attend other non-competitive service men. 


Cultivate Moving Firms 


Cultivate moving companies for 
information on who is moving, and 
when and where. 

Municipal departments and pub- 
lie utilities will have knowledge 
about new homes and moderniza- 
tion and can provide names. A 
new home, or a modernization job 


Obtain leads from 
newspapers and all 
local __ publications. 


od at 


' building reports for names of like- 


ly prospects. Don’t neglect such “eee 
sources as marriage announce- Obtain leads by exchanging 
ments, births, news of new resi- tips with other merchants. 
dents, businesses, of homes, and 
classified ads. 
Leave imprinted literature in 
public places. 


fe in a neighborhood, will often re- 
eules- sult in a wave of others following 
gress. suit. Get names on new meter in- 
| ae stallations. : 
> Cal- Spend time each day reading sa 
npany local publications such as news- “ ' 
papers, club news, church papers, 
i A 


Classify prospect information. 
In planning to approach a pros- 
(Continued on page 166) 
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Store Advertising 








Sam Viny with his Viny's Corner signs 
that call attention to his big parking lot. 


Unusual Advertising Helps 
Build Store Volume 


Sam Viny calls his store's parking lot, Viny's 
Corner and himself its mayor. These promo- 
tions helped push his volume up to nearly $200,- 
000 after five years in Shaker Heights, Ohio 


ne 
WE 17 


" "UT Wbehs) Mine 





Sam Viny, right and Alex Ferency with samples 
of the firm's colurful car cards. 
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Ever hear of Viny’s Corners and 
its self appointed mayor, Sam 
Viny? Viny’s Corners is the desig- 
nation given to the parking lot 
owned and operated by Sam Viny, 
Shaker Heights, Ohio, hardware 
dealer. These bits of showmanship 
have helped put the store in the 
spotlight to the tune of $125,000 
volume in the year ended Septem- 
ber, 1950, and nearly $200,000 a 
year later. 

Volume is still soaring. 

In effect the modern visual front 
store of Viny Hardware is a one- 
store shopping center with ample 
parking space. It is located at 
3753 Lee Rd. in Shaker Heights, 
Ohio. 

When he had his corner lot 
blacktopped for parking, Sam Viny 
installed a corner lamp post on 
which are shown two street signs 
identifying the spot as Viny’s Cor- 
ner. This bit of showmanship cre- 
ated much comment from custom- 
ers and so he carried the idea a 
bit further by designating himself 
as Mayor of Viny’s Corner in some 
of his newspaper ads. 

Mr. Viny not only uses colorful 
ideas to advertise his store but his 
very methods result in much free 
mention in Cleveland newspaper 
columnist’s comments. 

His car cards with bright orange 
and red backgrounds show his pic- 
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ture and carry the statement, “If 
Viny doesn’t have it it ain’t worth 
having.” 

The very fact that the state- 
ment is ungrammatical—and in- 
tentionally so—intrigues commut- 
ers on the Cleveland area rapid 
transit lines. More than one per- 
son wrote to Sam Viny and to 
columnists in city newspapers 
suggesting more grammatical 
phrasing of the slogan. All of this 
brought Sam Viny considerable 
publicity and at no cost. 

Viny’s Hardware has been in 
operation for five years and has 
used car card advertising for the 
past two years. Sam Viny figures 
that it took a full year for the car 
cards to make an impression on 
the public and that this media was 
instrumental in boosting volume 
by about 50 pct. 

The car card advertising is 
placed under a five year contract, 
at a cost of $55 per month. 

Since Viny’s Corner was estab- 
lished he store has been enlarged 
twice. Late in 1950 20 ft. was 
added to the main building. The 
store now has a 45 ft. frontage 
and runs back 60 ft. for selling 
space. A balcony 15 by 45 ft. and 
a new basement toy department, 
20 by 60 ft. are other additions. 
The toy department has been re- 
sponsible for $15,000 in additional 
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pliance sales. 


Alex Ferency, head salesman and a junior partner, in the new 
30 by 60 ft. outdoor display added last May at a cost of $1200. 


eras 


Visual front of the store which has 52 ft. of display 
windows on the front and side of the display room. 


View of the 57 by 140 ft. 
parking area during a TV 
show used to promote ap- 
































Part of the basement toy department—20 by 60 ft.—which has been 


the means of $15,000 in non-holiday sales since September, 1950. 


non-holiday volume. A large sign 
on the parking side of the build- 


ing also helps promote toy sales 


the year ’round. 


The enlarged store has 42 ft. 
of floor-to-ceiling glass fronting 
on busy Lee Rd. and another 10 
ft. facing the other corner. 

Most recent addition to Viny’s 
expanding enterprise is a 30 by 
60 ft. outdoor store. Mr. Viny 
added it last May at a cost of 
$1,200 for blacktopping and alumi- 
num awning. As soon as the out- 
door store area was stocked the 
firm sold a 5 ft. slide that had been 
in stock for many months. Here 
the firm displays lawn chairs, gym 
sets, hammocks, barbecue sets, 
trellises, lawnmowers, wheelbar- 
rows, rollers, sand boxes, hose and 
other garden items and _ wheel 
goods. 

The outdoor store is enclosed 
with a 6-ft. link chain fence. 

Speaking of colorful merchan- 
dising, Sam Viny’s store received 
page 1 publicity (with picture) in 
the Cleveland Press last winter. 
When bus schedules were cut dur- 
ing the heavy snows, Sam Viny 
pressed an eight-passenger station 
wagon into service and offered 
free rides, during the emergency, 
from his store to a nearby rapid 
transit station. 


Toys—a 12-Month Traffic Puller 


The Alabama Hardware Co., Mo- 
bile, Ala., maintains a year-round 
Toyland and capitalizes on that fact 
to increase business in all tne 
store’s departments. 

Toys are advertised extensively. 
All newspaper ads, no matter what 
kind of merchandise is featured, 
carry the message “Our toy depart- 
ment is open all the year around.” 
And a large sign, in gayly colored 
letters, calling attention to that fact 
has a permanent spot at the side. 

E. M. Zivitz, manager of the Ala- 
bama Hardware, reports that news- 
paper advertising is the most ef- 
fective publicity medium for the 
department but that during the 
Christmas buying season the toy 
promotion is fortified with radio 
spot announcements calling atten- 
tion to some of the toys, dolls and 
games. 

The firm’s entire second floor 
is given over to all types of toys. 
But to reach the second floor, toy 
customers must first pass through 
the entire main floor sales area. In 
that way traffic can be pulled into 
the different hardware depart- 
ments. 
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Departmentalization keynotes the 
second floor toy layout. At one end, 
in low, open cabinets, indoor games 
are grouped, and on tables are dis- 
plays of an extensive line of pull 
toys. A large section of step-up 
platforms is devoted to wheel goods 
with the exception of bicycles. 

Special displayy are an important 
feature. One, in the form of a red 
brick chimney, is of special interest 





to parents and youngsters, being 
topped with a juvenile phonograph 
and a big cabinet filled with chil- 
dren’s records. Another special dis- 
play is a Roy Rogers Corral, where 
cowboy suits and accessories may 
be purchased. Youngsters’ play- 
suits are a big sales item and in ap- 
priate seasons juvenile baseball and 
football suits are given the spot- 
light. 


UNUSUAL 


The store never lets people forget its Toyland is open all the year. This 


colorful sign on the side of the store building is a permanent reminder. 
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Roger Danaher, store department head, assists customer in making purchases 
from unit devoted entirely to rubber goods. 





Housewares Line Built 
To Major Proportions 


Kansas City store, specializing in building materials, 
experienced growth on line that was introduced to in- 
duce more women’s trade. Store meetings play impor- 


tant part in determining new lines to be added to stocks 


Five years ago, Burke Miller 
opened up a hardware store in a 
Kansas City, Mo., suburban area 
where it was fairly certain heavy 
residential building was assured. 
Mr. Miller therefore decided to 
specialize in building supplies—still 
the main department of the busi- 
ness. But shortly after the store 
opened, he also opened a housewares 
department to determine whether it 
could attract more feminine traffic. 

Here’s what Mr. Miller says 
today: 

“If we can get the housewife in Plenty of merchandise close to full windows promotes window shopping. 
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our store, the husband usually visits 
us Witnin YU days. Housewares, 
therefore, are a real asset for stim- 
ulating store traffic. Let me give 
you an example. We have a wide 
variety of a single line of nationally 
advertised rubber houseware, and 
we display it prominently. Last 
year, using our supplier’s trade- 
mark, to the fullest advantage in 
store and window displays, we sold 
rubber housewares with a retail 
value of approximately $6,000. 

“For a building supply store, 
that’s not bad,” Mr. Miller con- 
cludes. 


Five Major Factors 


The Kansas City retailer is just 
as specific about major factors that 
have made him one of Missouri’s 
biggest suburban hardware dealers 
They are: (1) excellent location, 
(2) consistent pattern of sales 
meetings, (3) steady advertising, 
(4) store merchandising policies, 
and (5) a genuine civic interest in 
the community. 

In search of a desirable store 
location, Burke Miller decided to 
secure a spot with retail sales pos- 
sibilities in an area where he could 
look for suburban realty develop- 
ment. He also looked for a trading 
area which would offer adequate 
parking, and nearby railroad track- 
age for convenient, economical 
handling of lumber, building sup- 
plies and millwork. He found these 
at 7421 Broadway in Kansas City, 
Mo., on an arterial trafficway that 
gave him steady flow of potential 
store customers. 

From a progressive management 
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standpoint, Broadway Supply’s Sat- 
urday morning sales meetings, at- 
tended by 12 store employees and 
two outside salesmen are signili- 
cant. The meeting is held during 
the hour prior to the store’s regular 
opening, and factory representa- 
tives and wholesalers’ salesmen are 
invited to discuss various methods 
of boosting sales. 

Mr. Miller and his two principal 
department heads, Warren Shryock 
and Roger Danaher, are also active 
in pointing out any seasonal promo- 
tional items that will be pushed in 
the weeks ahead, and direct round- 
robin discussions on general store 
business policy and procedure. 

One of the other interesting fea- 
tures of the Saturday morning 
meetings is the period allotted as 
testing time for any new item or 
line which is being considered for a 
substantial purchase. No depart- 
ment head orders a new line of 
products without first submitting 
details on it to the sales personnel 
attending the meeting. 


An Aid in Selling 


Then, if a majority of those pres- 
ent approve the purchase, the order 
is placed for a complete assortment 
of sizes and colors to insure maxi- 
mum retail sales. Obviously, such a 
procedure makes possible aggres- 
sive and intelligent selling to the 
consumer after the order arrives 
and is placed on the open shelves. 

An example of Broadway’s com- 
plete stock theory is afforded in its 
rubber houseware line, mentioned 
earlier for the sales record the line 
has chalked up for the store. Forty 


Daylight from 
large windows 
suffuses displays 
in shallow L- 
shaped store. 


items in fast selling colors are kept 
in stock. 

Sales personnel report that red is 
still the big favorite for kitchen 
items — drainboard mats, dish 
drainers, steel wool holders, cup 
and saucer racks, and the like. 
Black and yellow are second and 
third choices, while in bathroom 
items—toilet top trays, bathtub and 
shower mats—peach does best, with 
light blue a close second. 

Approximately 2 pct of gross 
sales each month is devoted to ad- 
vertising. Both classified and dis- 
play newspaper advertisements are 
used. 


Classified Ads Successful 


Classified advertisements have 
been notably successful, and it is 
planned in future months to expand 
this particular type of promotion. 
For example, in a recent eight 
month period, 300 underground gar- 
bage cans were sold via classified 
newspaper advertisements. 

Display ads are used also period- 
ically in local daily newspapers. 
Normally builders’ hardware, rub- 
ber housewares or a line of promo- 
tional home furnishings are spot- 
lighted in newspaper illustrations 
and copy. 

Personal hospitality letters pat- 
terned after a prepared form are 
individually typed and mailed by 
Broadway Supply Co. to new resi- 
dents who move into the immediate 
trading area. This friendly, per- 
sonal letter compliments the new 
resident on his choice of home loca- 
tion and offers him a free yardstick 
and a book on lawn care if he will 
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visit the store. The hospitality let- 
ter and offer of free souvenirs have 
proved very effective to stimulate 
visits from newcomers to the neigh- 
borhood. 

This hardware dealer also makes 
complete use of folders and state- 
ment enclosures which are available 
from manufacturers. This adver- 
tising material is always included 
with the hospitality letter. 

In addition to the 12 employees 
working inside the store, Broad- 
way’s two outside salesmen devote 


all their time to contacting area 
builders in an effort to obtain or- 
ders for builders’ hardware, lumber 
and mill work. 

Probably no retail hardware store 
in south Kansas City carries any 
more complete line of bolts and 
screws. All merchandise of this 
nature is neatly and prominently 
displayed so that householders and 
builders can quickly examine them. 

In developing the popular home 
owner’s service store, Miller has 


‘ought purchases from residents 
who are making their own repairs 
due to high labor costs and labor 
shortages. Mr. Miller says that at 
his store “people can get anything 
to repair or replace anything 
about the house with the exception 
of major appliances.” Salespeople 
at Broadway Supply Co. are trained 
to know what is necessary to per- 
form various kinds of repairs so 
they serve as expert consultants to 
the consumer. 


Improved Gift Department Increases 


“The main requirements for a 
successful gift department are 
variety, quality merchandise and 
cleanliness,” says Kathryn Hilliker, 
buyer and manager of the gift de- 
partment of the Renton Hardware 
& Furniture Co., located in Renton, 
Wash. 

The department of the Renton 
store qualifies on these three points, 
and especially so since the depart- 
ment was shifted to a new location 
in the store, nearly two years ago. 

It was moved away from a dis- 


Women Store Traffic 


play window but despite the loss of 
attention from the street the mer- 
chandise gained display space when 
it was shifted from two island units 
to new wall cases, which give more 
effective display space, particularly 
for large pieces. 

This department, located next to 
the appliance department, carries 
large stocks of crystal and dinner- 
ware, plus a wide line of novelty 
giftware and housewares. 

The new department has de- 
veloped more feminine traffic. 


A popular service with the Ren- 
ton store is special packaging and 
wrapping. A purchase is placed in 
a white cardboard box and is gift- 
wrapped. A charge of 10 or 15 
cents is made for the box, which 
most of the firm’s customers re- 
quest when they are buying an item 
as a gift. 

The store makes no profit on this 
service as the charge is only suf- 
ficient to cover the cost of mate- 
rials, but customers appreciate the 
convenience. 





More interest was created in housewares 
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when the department was shifted to this location. 
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After 35 years as a machinist, 
George Stratton sold his machine 
shop to enter the retail hardware 
business in Topeka, Kan. He 
blended three ingredients to create 
what has become a steadily grow- 
ing business. 

His recipe for success is a com- 
bination of an attractive store, cus- 
tomer convenience and advertising. 
In his first year he grossed $40,000 
and each month since he has ex- 
perienced an increase over the 
previous month. 


3 Ingredients That Build 
Volume for New Store 


Attractive store, customer convenience and advertising 
are helping this new dealer to increase volume month- 


by-month in outlying district store. 


Stratton Hardware is at 2307 
W. 10th St., in an outlying section 
of Topeka. 


Ample Parking Space 


Stratton Hardware has its own 
75 by 25 ft. visual front building 
with ample off-street parking, plus 
location on a through highway. 
Says George Stratton of his store, 
“I wanted a thoroughly attractive 
display room which would be its 
own best advertisement. I see no 


reason why a hardware store should 
not be just as inviting and as 
glamorous as any other type of 
store. I wanted to give the store 
eye appeal, for I consider that a 
decidedly essential part of buy 
appeal.” 

Fluorescent tubes recessed in the 
ceiling behind frosted glass pro- 
vide bright no-glare light for every 
nook and corner of the store. Dis- 
play fixtures are natural finished 
wood. Walls and floor covering are 
in light shades of tan and brown, 


STRATTON HARD WAR: 





Visual front makes this entire store one big show window. 
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making an ensemble that is light, 
bright and cheery. 

“I don’t carry dime store type 
merchandise,” Mr. Stratton points 
out, “but I have copied their suc- 
cessful merchandising methods. 
They create demand for their mer- 
chandise by putting it out where 
people can see it, which is what | 
am doing. 


Two Necessary Steps 


“As I see it, there are two neces- 
sary steps to selling. The first is 
to select the type of merchandise 
that your customers want, or can 
be made to want; the second is to 
display it so attractively that you 
practically make an impulse buyer 
of every one who enters the store. 
The merchandising pace is too fast 
today for any one to make a suc- 
cess by merely having and selling 
what the customer comes in and 
asks for. You have to get the extra 
dime or dollar that comes from open 
display and suggestion selling.” 

The Stratton store is arranged 
with open space at the front, where 
seasonal items are displayed. Back 
of this, half a dozen islands occupy 
the center floor space, with open 
shelving around the sides. 

The store’s entrance is at one 
end of the structure, and the island 
immediately facing it is regularly 
given over to seasonal goods, with 


ye 
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u resultant high percentage of im- 
pulse sales. 

One of the Stratton Hardware’s 
best business builders is the Strat- 
ton Hardware News, a 16-page 
booklet with store imprint which 
is sent to 2000 customers each 
month. It contains advertisements 
of various products handled by the 
store, along with household helps 
and hints of many kinds. 

The mailing list for the News 
got its start when a big grand 
opening was held for the store. 
Hundreds of visitors filled in regis- 
tration cards. 

“T never price any of the items 
I advertise in the News,” Mr. 
Stratton comments. “When read- 























ers see something that interests 
them they come in the store to in- 
quire the price, and that is my sole 
objective in advertising. The more 
people I can get into the store, the 
greater my sales volume, for the 
displays will do the selling. Even 
though customers don’t buy on 
their first visit the chances are bet- 
ter than even that they will see 
something which they will later 
come back to buy.” 


Large Paint Volume 


The sales volume in some of 
Stratton Hardware’s department 
has surprised not only Mr. Strat- 
ton but also his friends. A leading 


» 
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Tools and fishing 
gear get atten- 
tion on this side 
of the store. 
Plumbing goods 
are the center of 
" attraction in the 


middle island. 


< 


One of the store's 
three wide and 
clean aisles on 
either side of 
which are neatly 
arranged goods 
of interest to 
homeowners. 
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Set up to appeal to the outdoor man, this neat display 
shows considerable merchandise in a limited space. 





The man of the house and the professional mechanic find 
this section of interest. Note the prominence of price tickets. 
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Electrical supplies and other household necessities get ample 
attention in this section which attracts both men and women. 
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nationally known line of paint is 
stocked, and in the short time the 
store has been in operation it has 
become one of the largest indi- 
vidual outlets for that line in the 
city. Paint volume is spread well 
over the entire year and can be de- 
pended upon to produce steady rev- 
enue. 

Mr. Stratton feels that his 
steadily increasing volume is the 
result of a favorable location, 
friendly service, willingness to be 
of help to customers and the main- 
tenance of a complete stock of 
paints and accessories at all times. 
The store remains open evenings 
until 8:30 as an accommodation to 
many shoppers who cannot get in 
during the day and this has been 
a large factor in building sales. 
Assisting the proprietor is his son- 
in-law, Dale Appenfeller. 

Little signs of thoughtfulness 
make a hit with store patrons, such 
as the bus schedule posted near the 
front of the door and the invita- 
tion to do their waiting inside. On 
the face of it this is merely an ac- 
commodation for the public, but 
helps to get plenty of people inside 
the store. 


Helps Increase Sales 


Wideawake merchandising ideas 
of this kind not only keep people 
coming to the store, but helps to 
increase sales of its openly dis- 
played goods and make new friends 
and customers. They serve well to 
point up the fact that it’s not where 
you are but how well you sell that 
brings in customers and makes a 
store a success. 

Actually none of the three in- 
gredients leading to success at the 
Stratton store are by any stretch 
of the imagination unique ideas. 
Instead they are a good blending 
of ingredients long known to suc- 
cessful merchants in many differ- 
ent types of retail operations 
throughout the country. 

From its neat store, which is so 
completely of the visual front type 
as to make the entire showroom one 
good-sized show window, to the 
policies practiced by the proprietor 
and his associate, customer satis- 
faction is the big aim of al] mem- 
bers of the organization at al! 
times. It is a policy that has paid 
dividends at all times. 

Traffic is stopped by the attrac- 
tiveness of the store and sales are 
made by the friendly service and 
neat and eye-catching arrange- 
ments of merchandise in the show- 
room itself. 
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Show-All Fixtures Add 
Power to Visual Front 


The value of a visual front store 
is widely accepted in the retail 
hardware trade. With this article 
HARDWARE AGE presents sugges- 
tions for types of store and window 
display fixtures well adapted for 
such display rooms. 

In Fig. A is shown a visual front 
store with tempered plate glass 
doors and low platforms set flush 
to the glass. Two types of port- 
able display units for visual front 
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window use are shown as well as 
four interior display fixture hints. 
All should be made in sizes best 
suited to your own store. 

Fixture No. 1 in Fig. A can be 
made of a sheet of plate glass 
drilled to take the lengths of metal 
key hole strip used to hold the 
brackets as shown. End supports 
can be made of hard wood grooved 
out to take the plate glass center 
panel or metal brackets with bases 











which can be screwed to the low 
platform. 

Fixture No. 2 shows an end dis- 
play unit which may be cut of %, 
in. plywood with pine board shelv- 
ing. The units, which are particu- 
larly useful for displaying small 
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impulse items, should be painted 
in a color to blend with the balance 
of the store fixtures. 

The sliding door tables (Fixture 
No. 3) are equipped with a plywood 
center panel so that additional sell- 
ing space may be obtained by the 
addition of two adjustable shelves. 
The shelves are held on metal 
brackets set in lengths of key hold 
strip. Shelves and table tops may 
be binned off as shown with stand- 
ard metal corners and bin glass. 
Each bin should be priced with 
metal bin price clips. 

In Fixture No. 4 the end of the 
bank of tables facing the main 
aisle, in line with the store en- 
trance, has two feature end bins. 
These should be set up with 8 or 
10 in. high bin glass so that a mass 
display of impulse items may be 
shown in them. 

Fixture No. 5 is another bank of 
tables with a two step riser for dis- 
playing items not suited to bin dis- 
play. Here again we suggest fea- 
ture bins facing on the main center 
aisle. 

On Fixture No. 6 we show where 
a fluorescent light strip may be lo- 
cated above the wall fixtures. Cut 
out wooden letters may be used 
along the edge of this strip to 
identify various departments. 

Adequate light is one of the im- 
portant sales tools in any hardware 
store. Your local utility company 
can give you advice on the proper 
level of illumination for your win- 
dows and interior. The visual front 
store shown in Fig. A has a large 
sign identifying it as a hardware 
store with the letters being large 
metal units. Inside, lighted plas- 
tic letters might also be used on 
such a store. 

The corner store (Fig. B) shows 
two different sizes of a window 
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display unit which can be con- 
structed in dimensions best suited 
to your store windows. The back 
panel of each of the window dis- 
play units should be made of a 
sheet of plate glass drilled to sup- 
port key hold strip to hole brackets 
to support the shelving. Bases may 


be fastened to the surface of the 
window ledge, or made in large 
enough size to support the glass 
panel. Like the units in Fig. A 
these units should be painted in a 
finish which will properly blend or 
harmonize with the interior fix- 
tures. 


Small Fixtures Solve Space Problem 


When O. C. Venneman purchased 
a hardware store in Nebraska City, 
Neb., about a year ago, he inherited 
a problem. More aisle space was 
needed. 

The solution proved to be simple. 
Large, old-fashioned islands and 
counters were removed, and in their 
place, smaller, specially constructed 
units were installed. 

These units, 3 by 6 ft. in length, 


were built of inch lumber and ply- 
wood, stained in an attractive fin- 
ish. Rising 3 ft. off the floor, they 
offer two display levels, but are so 
constructed that the top divider can 
be removed enabling each case to 
serve as flat display area. In addi- 
tion to displaying a great deal of 
merchandise, each of the cases has 
built-in storage space for extra 
stock. 





These 3 by 6 ft units proved to be the answer to O. C. Venneman’s 
space problem. Built locally, they are adaptable to flat surface or 
stepped-up display. 
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Lighting Gives Store 
Instant Recognition 


When A. H. Benson took over a 
long established Los Angeles hard- 
ware store, he wanted to attract 
greater attention to the store and 
at the same time capitalize on the 
old firm’s goodwill to keep the 
store’s old customers coming back. 

Members of the store staff lost 
no opportunity to mention the con- 
tinuing permanency of the store 
when talking to customers. 

But, to attract greater attention 
to its middle-of-the-block location, 
particularly at night, Mr. Benson 
decided to bathe the front of the 
building with light. 
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Flooding front with red light at night draws greater 
attention to store in middle of business block 


It isn’t just ordinary white light 
that is used but red light which 
shines both upwards and down- 
wards from a light trough which 
silhouettes the large block letters 
in the sign, which nearly covers 
the front of the store. 

Mr. Benson got the idea for the 
novel lighting at the time when 
workmen were installing the 30-ft. 
sign. He noted that there was con- 
siderable space between the letters 
and the front of the building so he 
had the electricians install a double 
line of fluorescent tubes. 





“In a perception test,” explained 
Mr. Benson, “after the illumination 
was turned on, we found that the 
store could be plainly recognized 
for more than two blocks in either 
direction on the street. 

“How big an advantage this is 
can be gauged by the immediate 
reaction we had from people in the 
neighborhood. In the first few 
nights I don’t believe any of them 
failed to make a point to drive 
around to see the store front.” 

The Benson Hardware Co. is at 
219 S. Western Ave. 
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This store can be recognized two blocks away at night by its red flood lighting. 
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Trained Personnel 
Is Sales Insurance 





HERMAN L. CARLISLE 


President 
Carlisle Hardware Co. 
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Because more customer casualties result from 


poor sales treatment than from any other cause, 


Carlisle’s in Springfield, Mass., makes sales 


training the basis of its merchandising efforts 


“Business was good in 19651, 
about 17 pct better than last year, 
and I see no reason why it shouldn’t 
continue good right up through 
1952,” reports Herman L. Carlisle, 
president, Carlisle Hardware Co., 
Springfield, Mass. 

But there is an “if” and that is 
getting trained personnel in the 
company’s stores. 

“The problem is not with our 
older employees who have been 
with us for some time,” says Mr. 
Carlisle. “They seem to think that 
we treat them fairly and that work- 


J Tin 


Carlisle’ 











Carlisle's headquarters in Springfield, Mass. The firm also operates 
five branch stores in Springfield and five others in nearby towns. 
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ing conditions in our stores are as 
good, or better, than they can find 
elsewhere. 

“The problem is chiefly with 
younger men. They are being 
drafted into the service, and in ad- 
dition, we are losing potentially 
good men to defense jobs in the 
Springfield area. That is a serious 
matter even in an organization of 
some 250 employees.” 

Here is how the problem is being 
attacked—through employee educa- 
tion and through an in-the-store 
employee benefit program. 

Mr. Carlisle believes that in these 
times it is the job of all hardware 
stores throughout the country, to 
educate young men to the “long 
range potentials of our business.” 


Must Prove Value of Job 


“We've got to show them that it 
can be a more interesting life than 
a routine defense job. That it is 
not likely to fold overnight if the 
war scare ends, and that with 
bonuses and commissions, it is 
likely to pay a man better in his 
later years than he can ever earn 
in a defense factory.” 

Carlisle Hardware tries to treat 
its employees well. They are on a 
five-day. week and get two weeks 
vacation after a year’s employment. 
They are entitled to six days sick 
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leave a year and after 10 years, 
they rate an extra week’s vacation 
in the winter. 

Carlisle stores are closed on six 
holidays a year, and on two others 
are open only half a day. 

A group plan provides a life in- 
surance policy and payment for hos- 
pital, surgical and doctor’s fees up 
to a certain amount plus a weekly 
benefit for 13 weeks depending on 
the amount of salary. ; 

Employees are allowed to buy in 
the store at a discount and share in 
the Carlisle Hardware Profit Shar- 
ing Trust, payable in full on re- 
tirement at age 65. 

“But the company expects cer- 
tain things in return for these 
benefits. Neatness of dress, prompt- 
ness of hours, and unfailing cour- 
tesy to every customer is continu- 
ously stressed, and each man and 
woman is told to remember these 
figures: 


How Customers Are Lost 


“Nine per cent of your custom- 
ers are lost by high prices—78 pct 
of your customers are lost because 
of bad sales treatment or bad judg- 
ment—13 pct for all other reasons. 
So... treat John Q. Public ‘right 
and he will pay your salary, your 
raise and your bonus regularly.” 

In training new men, Carlisle 
likes to get them young and put 
them to work in a department un- 
der the supervision and instruction 
of an older, experienced employee. 
From then on, their future depends 
on their own initiative and de- 
termination to get ahead. They can 
progress to department manager, 
store manager, buyer, outside con- 
tact man or company executive. 

When Carlisle Hardware opened 
its first branch store the firm 
brought in some experienced men 
from outside to help run it. But 
since the early 30’s, they have tried 
to get all their branch managers 
from inside the organization. 

As Mr. Carlisle says: “We found 
that out definitely during the de- 
pression years when we were sell- 
ing everything up to and including 
canary birds. Some of these old 
timers had undoubtedly never sold 
canary birds in their own stores, 
thought they did not belong in a 
hardware store and were not in- 
terested in selling them. 
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Note how Carlisle's emphasizes the brand names in sporting goods 
and silverware departments by playing up the national advertising. 
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“New men trained by us, may 
have thought it silly to sell canary 
birds, but said to themselves, ‘if 
the management says they’re good 
for business, we’ll do our best to 
push them’.” 

The problem of getting good 
young men and women to train for 
leadership in the company is defi- 
nitely related to the problem of 
opening new Carlisle branch stores. 

New stores do not just mean an 
investment of money in property, 
fixtures and merchandise, accord- 
ing to Mr. Carlisle. The company 





feels that the money would be 
poorly spent if it had not trained 
the personnel to man these units 
properly. And training personnel 
takes time—10 years in many cases 
to learn a hardware job thoroughly. 

Carlisle Hardware thinks that it 
is better policy to improve present 
properties than to expand. Besides 
the five-story main store and five 
branches in Springfield, there are 
five stores in the nearby communi- 
ties of Holyoke, Thompsonville, 
Chicopee Falls, Indian Orchard and 
Windsor Locks. The most recent 
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of these stores is the Holyoke unit, 
opened in Dec., 1946. 

The others are going through an 
extensive job of modernization that 
includes not only new fronts, new 
interiors, better lighting and more 
attractive displays, but also an all- 
round, more efficient operating set- 
up. Several of the stores are being 
enlarged and air conditioning is 
now the order of the day. 

This program of modernization 
does not mean however, that Carl- 
isle Hardware has shelved all plans 
for future expansion. As President 
Carlisle observes, “if we can find 
the right locations, with good traf- 
fic flow by the door and the right 
rent, we will probably open up other 
branches, but until then, we are 
ready to sit tight.” 


Promotes Brand Names 


In its advertising, Carlisle Hard- 
ware definitely believes in the pro- 
motion of specials and brand names. 
“A bargain is what induces many 
shoppers to come to a store,” is the 
way that Mr. Carlisle puts it. “Once 
they have crossed the threshold, 
however we expect to sell them 
other merchandise through the eye 
appeal of suggested merchandise 
and attractive displays.” 

Carlisle Hardware also sends out 
an average of 12,000 mailing pieces 
each month to charge customers. 
They do not use names from out- 
side sources such as telephone list- 
ings and directories. 

It is the feeling of the company 
that the average family gets so 
much advertising through the mails 
each month that most mailing 
pieces, unless the family is familiar 
with their source and has traded 
there, go right into the waste 
basket. 

A charge customer is not a cold 
prospect, however, and mailings to 
this regular list have the additional 
advantage of economy. Bills go out 
each month to charge customers 
and it does not cost any more in 
postage to enclose a good mailing 
piece. 

Most of these mailing pieces 
stress brand names. The promo- 
tion of brand names has been a fac- 
tor of considerable importance in 
the growth of Carlisle’s business. 

Mr. Carlisle believes that the cus- 
tomer comes into a store today, not 
just to buy any product but to pur. 
chase a nationally advertised name 
They want the brand products and 
they will buy it in Carlisle’s be- 
cause Carlisle’s means service. 


Brand names also make selling 
easier, according to Mr. Carlisle, be- 
cause the customer has been pre- 
sold by national advertising and is 
95 pet convinced about the item be- 
fore he enters the store. 

Hence the firm finds it good 
policy to stock several of the lead- 
ing brands in each line of mer- 
chandise rather than to concentrate 
on just one. The reasoning is this. 

“Suppose a customer comes in 
and wants X brand of electric 
range. We do not have X brand, 
but we do have Y brand, which is 
just as good, and perhaps in many 
ways better. But selling is going 
to be easier if we can give the cus- 
tomer just the brand of electric 
range he wants. 

“In addition if we have unsold 
the customer on the one and sold 
him on the other, should he have 
trouble with the item, there is not 
only going to be resentment against 
the brand but also against the sales 
tactics of Carlisle’s.” 

The story of Carlisle Hardware 
goes back to 1893 when Fred E. 
Carlisle, age 18, started in as a 
clerk in the old Homer Foot Hard- 
ware Store at the corner of Main 
and State Streets, in Springfield. 
In 1898 he went into business for 
himself, opening a store in North 
Adams, Mass., and in 1908, a sec- 
ond store in Amsterdam, N. Y. 


Then in 1912, Mr. Carlisle re- 
turned to Springfield and purchased 
the hardware business of George A. 
Graves & Sons who had founded 
their business in 1846 on the site 


“now occupied by Carlisle’s main 


store. 

In 1917, Mr. Carlisle purchased 
the property on which the store 
was located and built a new five- 
story building, enlarging the store 
at the same time. In 1925 the com- 
pany embarked on a program of 
branch stores, opening three in th:t 
year, and in 1927 bought out the 
old Homer Foot Co., where Mr. 
Carlisle had started his career. This 
is now Carlisle’s Main and State 
Street branch. 


Still Active in Business 


Fred E. Carlisle is still active in 
the business, now serving as trea- 
surer, while his oldest son, Herman 
L. Carlisle, is president and gen- 
eral manager. Hollis M. Carlisle, 
younger son of the founder is as- 
sistant treasurer and merchandise 
manager. Other officers are: Spen- 
cer F. Smith, vice-president and 
manager of the branch stores; 
Jacob Tribelhorn, vice-president 
and manager of the mill supply de- 
partment, and William H. Stucker, 
vice-president and manager of the 
contract hardware and lighting fix- 
ture department. 





Signs Are Constant Reminders 





The McKinley Paint & Hardware, Burlington, lowa, makes effective use 


OOD nthe 


of sign language by using the side of its store building as a constant 

reminder that the firm is not only in the paint and hardware business 

but also sells toys and wallpaper among other items. The sign is large 
enough to be seen blocks away from the store. 
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Advertising Ideas 


A Spring Ad Tonic 


Many dealers tell us that they are constantly seeking ideas for a little change of 
pace in their regular advertising program. 
The material below offers a suggestion for a temporary change of pace in store 
advertising this spring. Leaving plenty of white space around the copy will add 
greatly to the visibility of the ad. 
The cartoon and verses published on this page may be used without charge by 
any reader of HARDWARE AGE only for his retail hardware store advertising. We’ll 
be glad to send readers a photostat of Hardware Hans suitable for reproduction, 


free of charge. 


Single-column ad. . . 








Says Hardware Hans: 
Nature demands 
That a man do something 
With his hands; 
White-collar worries 
Are sure to stop 
Treated in our 
Wood-working shop. 


Store Name 














Says Hardware Hans: 
Do you live, folks, 
In the Valley of 
Ten Thousand Smokes? 
Don’t serve smoked beef 
To guests at hand— 
But use our charcoal 
Barbecue stand. 
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Two-column ad... 





Says Hardware Hans: 

Ye Compleat Angler 
Was not a modern 

Fishing trip wrangler — 
He only had 

A pond to go ter — 
You need our powerful 

Outboard motor. 


Store Name 





Or, you can use these verses 


Says Hardware Hans: 
Is your grass misled? 
Does it wander into 
Your flower bed? 
Don’t blow your top— 
Keep calm and cool— 
Control it with 
Our edging tool. 


Says Hardware Hans: 
I’ve heard it said 
That pine boughs make 
A fragrant bed. 
But as for me, 
The night hours drag 
Unless I’m in 
A sleeping bag. 
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Modern in all 
respects is this 
glass and brick 
front store pro- 
viding a maxi- 
mum view of the 
interior from al- 
most any angle. 


In sharp contrast 
is the former 
location of the 
firm, just across 
the street. 
















CENTRAL 
HARDWARE 





Modern Store Design 
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Visibility is exceptionally good in this finely arranged store. 


Brings Better Volume 


Business was good in the old 
double store of Central Hardware 
Co. in Muskegon, Mich., but the 
firm felt that a new home built to 
its specifications across the street 
would be the source of even better 
volume. 

Peter Klemp, manager, and his 
partners, C. J. and M. A. Kooi, built 
that new home and more than 
doubled their display space. As a 
result business took a sharp up- 
ward turn. 

Only after visits to many other 
hardware stores did the owners 
outline to the architect just what 
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That’s the story of what happened 
when Central Hardware moved into 
a new building across the street. 
Look at these pictures and you 


will see why sales are bigger 


they wanted. The new quarters at 
Terrace and Catawba Sts. were 
opened last May with more than 
4400 sq. ft. of display space on the 
main floor as contrasted with but 
1900 sq. ft. for merchandising in 
the former quarters. Air condition- 
ing, a freight elevator connecting 
the main and basement floors, a 
special freight entrance, an inter- 
communicating phone system and 
a builders’ hardware sample room 
are among features of the new 
$75,000 building. 


HARDWARE AGE, MARCH 20, 1952 


The store has a large visual front 
window angled toward its single 
front entrance. On the opposite 
corner of the 35 ft. front store is 
a three face window of two story 
height. Exceptionally fine illumi- 
nation is provided by the visual 
front, two story corner window. 
spotlights and both hanging and re- 
cessed fluorescent fixtures. 

Fixtures and floor layout were 
provided by the Michigan Retail 
Hardware Association. Red blend- 
ed asphalt tile floor and wide aisles 


Bright and spa- 
cious in appear- 
ance is this wide 
aisled display 
room. A modern 
style staircase 
provides access 
to office and 
sample room on 
the balcony. 


Paint and related 

lines get the spot- 

light in this neat 
department. 


running the length and width of 
the store add to the attractiveness 
and comfort of the showroom. 

All merchandise is shown in open 
display units with all prices plainly 
indicated. 

Although occupying but a small 
portion of the showroom the paint 
department carries complete sup- 
plies for both the homeowner and 
the master painter. Painters’ sup- 
plies include drop cloths. The paint 
brush display shows a wide variety 
of brushes for all types of painting 
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A good turnover is made in this compact but neatly stocked 


sporting goods department. Most merchandise is arranged to 
encourage self service. 


One of the paint industry’s most 
active “salesmen” is Miss Lonore 
Kent, director of promotion and 
development for the National Paint, 
Varnish & Lacquer Association, de- 
clared at a recent meeting of 240 


Cleveland retail and _ wholesale 
paint salesmen: 
“Selling isn’t work—it’s fun! 


It’s a challenge to your wits. Suc- 
cessful selling today gives you a 
gratifying sense of accomplishment 
that keeps you right on top of the 
world. 

“Not so long ago, selling wasn’t 
fun. It was a high-pressure busi- 
ness that left your customer feel- 
ing as if a steam roller had just 
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Says Selling Paint Is Fun 


gone over him. Today, though, it’s 
quite different. The main idea is 
to serve your prospect’s needs so 
well that he buys because he wants 
what you are selling. Does it work? 
Painless purchasing is the order of 
the day.” 

Miss Kent was the commence- 
ment speaker at the final session of 
an eight weeks’ course on training 
for advancement sponsored by the 
Cleveland, Paint, Varnish & Lac- 
quer Association. G. Gilbert Thorne 
special promotion manager of The 
Sherwin-Williams Co. and presi- 
dent of the Cleveland association, 
presided. 

“It’s perfectly true,” said Miss 


in a wide assortment of prices, 
qualities and sizes. 

Sporting goods displays are in a 
specially designed niche under the 
balcony. Equipment includes items 
wanted by hunters, anglers, camp- 
ers or those participating in ali 
types of competitive sports. Trailer 
hitches and other trailer goods are 
shown on one island in this sec- 
tion. 

Customers visiting the builders’ 
hardware department find a well 
equipped sample room on the bal- 
cony, in back of the firm’s office. 
Says Mr. Klemp, “Builders’ hard- 
ware has long been one of our spe- 
cial departments. It provides op- 
portunity for additional sales for 
home and farm supplies. Our three 
sales clerks are given special train- 
ing in the use and sale of all 
builders’ hardware items we stock. 
Demonstration technique has been 
drilled into them on various items 
used in the building trades as well 
as those used and installed by the 
homeowner.” 

A special four-page section of 
the Muskegon Chronicle carried 
news stories about the firm and its 
new store, illustrations of its ex- 
terior and interior and an invita- 
tion to visit the store on its two 
grand opening days. Numerous 
gifts were distributed and a fea- 
ture of the event was the presence 
of several factory representatives, 
who demonstrated the use of an 
electric coffee maker and showed 
the jobs that can be done with a 
variety of electric power tools. Free 
coffee was given out to all who 
wished it. A large rose was given 
each of the first 200 women to visit 
the store on its opening day. It is 
estimated that more than 7,000 peo- 
ple visited the store on the two days 
of the grand opening of the Cen- 
tral Hardware Co. 


Kent, “that inflation has moved 
right in on us. But so has some- 
thing else. If our dollars have 


shrunk, our ideas have expanded. 
We look upon the marvels of our 
age as necessities. In other words, 
we part with our money cheerfully 
because we want the things our 
money will buy more than we want 
the dollars themselves. 

“There’s a lesson in that for 
paint merchandisers. It’s this. 
We’ve got to get across to the pub- 
lic the idea that it’s more important 
to have the beauty and cleanliness 
that paint provides than it is to 
have the money it costs.” 
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as been Bay, Brunswick, Maine. He knows where the game 
is items is and he knows the best ways to knock it down. 
as well Here’s what Bob has been telling hunters about 
by the Peters ammunition—through the pages of the na- 
— tion’s leading outdoor magazines: 
carried “Whether it’s shells for duck shooting on Merry- 
and its meeting Bay or 22’s for hunting small game, Peters 
its ex- is my choice. Right now I’m using Peters ‘High 
invita- Velocity’ 22’s. They deliver a smashing blow that 
its two knocks down small game and pests for keeps.” 
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panded. to-stop game. Uniform bullet expansion, fast-flying game. “Rustless” non-corro- ““Micro-Perfect”’ bullets + newest smoke- 
of our minimum disintegration on impact, max- sive priming for split-second ignition « less powder « special lubrication to pro- 
imum killing energy. ‘“Rustless” non- “Water-Tite” bodies « progressive-burn- tect rifling « “flat” trajectory « ““Rustless”’ 
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$20,000 in Power Tools 
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Bob Smith, one of the 
owners of the store. 


The know-how of Joe Rendo helps Victoria 


Hardware do an outstanding job in power 


tools. motors and accessories 


Up front display and employment 
of a specialist in power tools are the 
two big factors that lead to a $20,- 
000 volume in these and related 
goods at Victoria Hardware in Vic- 
toria, Tex. 

Says R. F. Smith, one of the store 
owners, “Five years ago, when we 
really got into the power tool busi- 
ness, one of our regular employees, 
Joe Rendo, was assigned to learn all 
he could about power tools from the 
factory representative. On his own 
he also began studying how to use 
this equipment.” 

Even a prospect with a very cas- 
ual interest in power tools wants to 
know the capacity and functional 
use of various sizes and types of 
power tools. Then he will want to 
know what motor to buy, says Joe 
Rendo. 

Before he suggests the right mo- 





tor Mr. Rendo has to inquire about 
the set-up of the area to be used for 
a shop. Can one large motor be util- 
ized? Or will the equipment be used 
where it is impractical to use indi- 
vidual power units for each power 
tool? 

It is not unusual for the store to 
make an initial sale of $250 to a 
new homeworkshop fan. Such a be- 
ginner, says Joe, “will want a saw, 
a joiner and a drill press. We call 
these the basic units. The next sale 
will usually be a band saw and a 
scroll or jig saw. Then comes a de- 
mand for a mortising attachment, 
sanding attachment, molding head 
cutter, dado head and_ various 
blades.” 

In some instances the beginner 
wants to read guide and instruction 
books before making any purchase 
of power equipment. Victoria Hard- 


Two customers 
talk power tool 
equipment with 
Joe Rendo, cen- 
ter, in the store's 
front-of-the-store 
display. 
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one of the many extra-benefit features 














1 Push in Lock Assembly 


Among the extraordinary engineering features of 
popular, new NATIONAL LOCKset is the firm yet 
instant slot-engagement of latch body to lock body 
during installation on the door. e This one step 


alone saves valuable minutes, which become valuable 


America’s 
Outstanding 
Lockset 
Values... 

Key Locks 

Key Control 
Locks 

Turnbutton Locks 
Pushbutton Locks 
Privacy Locks 
Knob Latches 
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2 Push in Latch Assembly 


"Slot-Engage’”’ Installation...a Profitable Time Saver 





ford, IMinois 


gy 
¢ 
oe: 


Patent Applied 















3 instantly Engage by firm 
“Tongue-In-Groove" Contact 





hours, when projected against almost any job. e 





Here is just one of many solid reasons why NATIONAL 





LOCKset is the best unit for you to buy, sell, specify 






and use. Write us for illustrated lockset catalog. 






It is reproduced in color and gives complete details. 
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JUST IN TIME FOR SPRING 
GARDEN DISPLAYS 


Model No. 120 
2 gal. cap. 
36” Discharge 


Equipment ~—- i 


A 


LIGHTWEIGHT 
Suitable for Women 


IDEAL FOR 

Concentrate spraying 
FUNNEL TOP 

design... always popular 
PRICED TO SELL 

with full mark up 
ARMCO ZINC GRIP 


rust-resistant 
galvanized steel 


CHAPIN QUALITY 
65 years devoted 
exclusively to 
making fine sprayers 


OTHER POPULAR CHAPIN MODELS 





No. 555 CONTINUOUS 
HAND SPRAYER 

19 oz. cap. unit with tin- 
plate tank. Pump size 
13” x 1%”. Tank opening 
43 mm. Gives fine, mist-like spray 





No. 595 DUSTER 
Well made for easy, efficiert opera- 
tion. Glass tank with 2%” opening. 
Gives large cloud of dust with each 
stroke. Has 18” extension tube. 


R. E. CHAPIN MFG. WKS., Inc. 


200 Chapin St. Batavia, N. Y. 
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Joe Rendo explains the features of a portable 
unit in front of a manufacturer's display stand. 


ware sees that such customers can 
get a wide variety of books and 
manuals at the store. 

Joe Rendo finds that the average 
customer will not buy unless you 
can answer his questions. This he 
says is true even though an experi- 
enced power tool user is the cus- 
tomer. 

Although Mr. Rendo is the firm’s 
power tool specialist he sells mer- 
chandise in all departments of the 
store. If a power tool customer 
comes in while he is busy in another 
department, another sales clerk will 
try to get the visitor to stay until 
Joe Rendo is free. Whoever con- 
tacts the customer first will remain 
with him until the firm’s power tool 
specialist can be introduced. 





Bob Smith says of this sales pol- 
icy, “a salesman who does not know 
the line cannot sell it, but because 
this is so he has no license to ignore 
a power tool prospect. A man must 
have some natural aptitude for this 
line of merchandise before he can 
become interested enough in it to 
discuss it intelligently. For this 
reason we do not try to train every 
store employee to sell power tools.” 

That the factory representative 
is the most reliable source of infor- 
mation is the firm belief of Joe 
Rendo. He points out that, “as you 
go along, local users will pass on in- 
valuable tips. In time, one becomes 
a clearing house for the kind of in- 
formation that will often close a 
sale.” 





Manuals and plans are displayed next to a panel of accessories 
and a table display of drills and other equipment. 
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Summer screens go up in 
a hurry-this easy way! 


Your trade will appreciate the many 
advantages of installing these sturdy 
hangers on storm and screen sash. Save 
hours on each seasonal change-over in 
the spring and fall.. 


because 

o ignore 

an must g 
for this NO. 79 

_he can SCREEN and SASH HANGER 


SCREEN AND STORM SASH HANGERS 


The bottom of screen or sash is pushed 
out until frame slides over hook on casing 
and latches automatically. 


The hangers are so constructed that they 
hold the screen or sash firmly in position 
and prevent rattling. Each set wrapped 
in a separate package with Sherardized 


close a 


screws. 


NATIOWAL 
NO. 80 
SCREEN and SASH HANGER A symbol of quality \ FG. CO, for over fifty years 


Sterling, 
(National, MANUFACTURING COMPANY 47;,,:° 
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Adjoining Competitors 


Build Traffic for Each Other 


People shopping for hardware 
and related goods in one of the 
blocks on Broadway in Rockford, 
Ill., a city of 90,000, are some- 
times puzzled to see two indepen- 
dent hardware stores side by side. 
They expect such locations for 
chain grocers, but not among in- 
dependent hardware dealers. 

The L. H. Gibbs Hardware & 
Gifts firm is at 1120 Broadway 
and Tobinson Paints & Hardware 
is at 1122 Broadway. Actually the 
two firms are in the same building 
and jointly use the same storage 
basement. They have done so for 
the past nine years and find that 
their proximity is a _ business 
builder for both. 

L. H. Gibbs operates a store 


View of the ad- 
joining Gibbs 

and Tobinson 

stores, competing 
Pog yee ane 
An inside door- poy 
way, not visible > 
from the street, 
big passage » 
rom one to the 

other. 


i. # 6188S 


warowart 


te 3 


How two independent hardware dealers, operating 
next door to each other, cooperate to build 
traffic for both stores. Each sends customers 


about 25 ft. wide by 72 ft. long, 
which is also the approximate size 
of the Tobinson showroom con- 
ducted by R. W. Tobinson and his 
sister, Miss Esther Tobinson. 

Before locating at the present 
site L. H. Gibbs visited the To- 
binsons and told them of his in- 
tention to open business next door. 
The Tobinsons encouraged Mr. 
Gibbs to carry out his plans. He 
reasoned that two hardware 
stores, each specializing in certain 
lines, would pull more traffic into 
the building than would one hard- 
ware store. The friendly competi- 
tors have found that this unique 
setup has operated well. 

Each hardware store uses the 
same stairway for access to the 
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to his friendly neighbor 


R. W. Tobinson, left, and L. H. Gibbs 
in the connecting doorway between , 
the two competing stores shake hands 
to symbolize their good relationship. 
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fit for a King yet priced for every 





man’s castle. They re yours for profit! 





Get the Lion’s share 
of the paint profits 










in your community! 


MADE WITH O/4 


You can't miss making more money...can't 
a=ii ot olUiKollate Molamtahalelol(-Ma-) ol-tohertel (om oltte 
ness when you feature BPS Flatlux, the 
made-with-oil wall paint that tops them 
all for- profit and performance. Now 
oN Zell fo] oli Maem ZelUMNolilc MB Zel Mmati iol Mme) 
complete made-with-oil color range, BPS 
Flatlux does everything claimed for other 
paints and more...more dependably. Sign 
up today for a starring role in this money- 
making BPS Paint picture. 
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The Patterson-Sargent Company, 
1325 East 38th Street, 
Cleveland 14, Ohio 


I'd like to know more about the BPS Line and its profit advantage 


ee a 


ADDRESS. alana Seeatagiapialaniaiialialea 





Here's WHY 


Youll sell more 


PARKS 


quick aying 


shellac 





@ Dries hard 

@ Powders smoothly when sanded 

@ Gives long wear and lasting beauty 
@ Always uniform in quality 


@ Code-controlled freshness 


THERE IS A BIG DIFFERENCE 
IN SHELLAC! 


When you stock and recommend 
Parks quick-drying Shellac you offer 
your customers a superior product at 
no extra cost . . . build good will and 
profitable repeat sales! 

Feature the easily-identified Parks 
cans and jars in 5-gallon, 1-gallon, 
quart, pint, and '/2-pint sizes. Clear 
White and lustrous 9 ethos for every 
surface. 












purity of 








lity, 

full- bodied qua 

psa complete pesmi 

satisfaction! Meets oF tt $ 

Federal Specification TI-V-91a. A 
Poonnnannnnnna|enannn 


NATIONALLY ADVERTISED 
FREE SALES AIDS! 


FREE SAMPLE! Examine and compare Parks 
wick-drying Shellac at our expense. Write 
ODAY on company letterhead for your free 

sample! 


tHE PARKS company 


FALL RIVER, MASSACHUSETTS 
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| basement storage room. It is not 
| unusual for L. H. Gibbs to pass 
| R. W. Tobinson on the stairway 
| with one going to get stock and 
| the other bringing up some. Often 
| they’ll greet each other, “Hi, com- 
| petitor, how’s business?” 

The other may reply, something 
like this, “Oh, fair. Thanks for 
sending over that gift customer. 
We sold her a nice bill of goods.” 

And the response to that friend- 
ly comment is likely to be, “And 
thank you for sending us that pic- 
ture framing customer. She not 
only left her picture here for re- 
pair, but she is bringing in more 
pictures.” 

While the two hardware firms 
compete on many lines, they do 
not hesitate to tell a customer, 
“Why don’t you try Gibbs?” or 








L. H. Gibbs, left, visits R. W. Tobinson in the latter's paint department. 
| One entire wall of the store is devoted to paint and related items. 


“Try Tobinson’s.” Further, the 
store owner or his employee will 
add, “Take this door. It connects 
the two stores.” 

Should the customer say, “Does 
one management own the two 
stores?” the reply will be, “No, 
we are just friendly competitors.” 

The Gibbs store specializes in 
gift items. Although the Tobin- 
son’s carry a smaller gift stock, 
they do not hesitate to refer gift 
patrons to Gibbs if a wider selec- 
tion seems to be the customer’s 
desire. Tobinson’s operate a much 
larger paint department and in- 
clude in it a ‘picture framing de- 
partment. Thus they refer cus- 
tomers wanting greater variety or 
a different line to Gibbs’. 

Both the Gibbs and the Tobin- 
sons freely admit that they some- 
times lose staple line sales to each 





R. W. Tobinson, left, visits L. H. Gibbs, who shows him a teapot from 
the extensive gift stocks at the Gibbs store. 
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YOU WILL RECEIVE by mail a PLASTER-STIK Demonstration 

Kit that quickly shows PLASTER-STIK’S 
many advantages. Use this kit for quick demonstrations to your sales 
people and customers—and watch your PLASTER-STIK 
profits go up. (NOTE —If your Free Kit isn’t 
received by March 15, write for it.) 








HARDWARE AGE, MARCH 20, 1952 





you KNOW IT as the hest way to 


fill hairline cracks. 


Here’s the original stick-type crack- 
filler that brought new convenience to 
millions of home-owners. It’s easier to 
use — makes perfect repairs the first 
time. May be painted over immediately. 
Use with any type paint. Cardboard 
label-tube keeps stick usable to very 
end, protects stick when in your pocket. 


IT where customers 
can pick it up. 


Compact package, holding one dozen 
sticks, fully displays the product, yet 
takes minimum counter space. Each 
stick is visible-wrapped. Customers can 
see stick through the plastic cap, can 
examine stick without breaking any 
seal. PLASTER-STIK is nationally 
adverised, nationally known. So keep 
the carton on display wherever paint is 
sold in your store—and let the package 
sell for you. 


TRATE IT + 


every paint customer. 


Seeing is believing—a 10-second dem- 
onstration with PLASTER-STIK will 
bring you hundreds of extra-profit sales. 
Every sale means a full 40% profit. 
PLASTER-STIK is a BIG VALUE, at 
25c. Dealer-cost per dozen — $1.80. 


Sold ONLY through qualified wholesalers 


Made by THE LEONARD COMPANY 


506 Third Street 


Dept. B-2 







— PLASTER - FI 


— PIPE-SEAL 












“each of these means 
extra profit for you’, 


—TRIM-GUARD— 


Makes painting quicker, simpler. 
Protects wall or glass when wash- 
ing or painting woodwork or 
moldings. Large aluminum han- 
dle. Feather-light. Packed two 
dozen in carton. $1.80 per dozen. 
Retails 25c — 40% profit. 


—PASTE-BAK—, 


It's a money-saver for your cus 
tomers—a money-maker for you 
PASTE-BAK saves loose wall 
paper—keeps the home looking 
ship-shape. Thin, flexible plastic 
tip on tube slips under loosened 
edge without tearing paper. Spe- 
cial-formula paste sets firm—does 
not spot. Packed one dozen in 
sales-making carton. Retails 39c, 
with 40% profit. 


— PAINTER’S - PAL 


For painting hard-to-reach check 
rails, around door and window 
frames, other narrow surfaces 
Brushing surface riveted to alumi- 
num handle. One dozen packed 
in display carton—dealer cost 
$1.80. Full 40% profit at 25« 
retail. 





















































Fills gaps around. tubs and 
sinks, or large cracks in 
walls. % lb. cah retails 35c. 
Dozen in display carton, 6 07994} 
$2.52. 40% profit. N. 8ATy rygs € SIMO Hl 








A favorite of plumbers. Quickly 
applied—simply draw stick across 
threads three or four times 
PIPE-SEAL insures a leak-proof 
joint that can be reopened with- 
out galling. Display-packed one 
dozen to box. Retails at 15c, 
with 40% dealer-profit. 
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HIT. 
THE TARGET WITH 
Bulls-Eye 
Sellers 


Cash in on the extra profit- 
earnings made possible by the 
revolutionary modern zinc alloy 
hardware specialties of Hall-Wessel 
Co. . . . fast-selling non-rusting 
items to set new standards in im- 
pact, tensile strength and func- 
tional beauty. Superb finish in 
brass, chrome, bright zinc or ebony 
that cannot rust. See for yourself 
why contractors and architects as 
well as Mr. and Mrs. Fixit prefer 
them. Here you have enduring 
beauty in exclusive, balanced de- 
sign. Here you have the value that 
stems from experience, modern 
equipment — plus modern packag- 
ing. Ask your jobber for Hall-Wes- 
sel Specialties by name. Meantime, 
write for our catalog — sent free in 
return for name of your jobber! 


sa, te W. NICHOLAS ST. 
PHILADELPHIA 21, PA. 
Canadian Sales Agents: 


Geo. S. Hall & Co., 9 Wellington St. E., Toronto 1 
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Attractive gift display points u 


some of 


the variety offered in the Gibbs store. 


other. However, they feel that 
such losses are more than com- 
pensated for by sales made to cus- 
tomers referred by one to the 
other. And the friendly competi- 
tors feel that they gain consider- 
ably by the traffic pulled to that 
block by reason of the fact that 


there are two hardware stores 
there. 
“You have often heard that 


some hardware dealers like to be 
located next to Sears and other 
chain stores just to benefit from 
the traffic those stores attract,” 
states Mr. Gibbs. “Tobinson and 
I also benefit from the greater 
traffic our two stores and the 


street in general can _ attract. 
There are very few sales that we 
miss between the two stores. Very 
few customers need to look else- 
where.” 

And Mr. Tobinson says, “Both 
our customers and Gibbs’ custom- 
ers know that when they come to 
this location to shop they can find 
many items in stock in both stores 
to satisfy their needs. To my mind 
that brings many customers here 
first, before they go downtown. 
The combined stocks of these two 
independent stores is sizable and 
perhaps equals or even exceeds 
that of some larger downtown 
stores.” 


Mass Displays of Dinnerware Catch the Eye 





When installing some new island units the 10th St. Hardware in Wau- 


kegan, Ill., placed two of them end-to-end for showin 


dinnerware, 


glassware and figurines in a main aisle location. The display is 5 by 20 
ft. A like idea is used, nearby, for showing aluminumware. 
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BOOST YOUR SIMONIZ SALES AND PROFITS! 





attract. 
that we 
es. Very 
ok else- 
5, “Both 
custom- 
come to 
can find 
h stores 
ny mind 
rs here 
vntown. 
ese two 
ble and 
exceeds 
wntown 
Nationally Advertised in Big Weeklies. 
e Tie-In Your Store—Now! 
@ Selling Simoniz is easier, more profitable 
than ever—with this new, red-hot merchandis- 
ing idea! It’s Simoniz’ new Shine Up Kit con- 
taining SIMONIZ, SIMONIZ PASTE KLEENER and 
a valuable booklet on complete Car Care. Here’s 
a real bargain for car owners...everything a 
man needs to give his car long-lasting Simoniz 
Protection—plus complete illustrated instruc- 
tions for keeping his entire car in tip-top shape. 
This Shine Up Kit will be advertised in big 
national magazines like Saturday Evening Post 
and Collier’s. Simoniz is creating the demand! 
Get your share. Order out ample stocks. Display 
and feature this red hot combination during 
your peak selling season just ahead. Get behind 
this new selling idea! You make 2 full profits on 
every sale. See your supplier—right away! 
@Trade Mark Reg. U. S. Pat. Off. 
ju- 
e, 
20 
TODAY MORE THAN EVER MOTORISTS WISE SIMONIZ! 
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How a Southern Dealer 





Lowered Overhead and Boosted Sales 


At the Meynier & Dillman hard- 
ware store at 7727 Maple St. in New 
Orleans, .the problem of increased 
overhead has been squarely faced 
and solved. With the trimming of 
those costs that could be reduced 
and concerted effort to sell more 
merchandise to more people the firm 
has also increased its sales volume 
over 300 pct in goods sold in bulk to 
contractors. 

Says J. C. Meynier, Jr., who with 
his father operates the store, “We 
have given much thought to the im- 
portant question of controlling and, 
where possible, reducing, store 
costs. Several positive steps were 
taken and they have worked well 
for us. 

“There are many overhead costs 
about which we can do nothing. 
Rent goes on regardless. We can’t 
change it unless we move to another 
location. Under rent, I mean occu- 
pancy costs, whether a building is 
owned or leased. 

“The utility bills go on, good 
times and bad. You can’t do any- 
thing about them unless you want 
to turn the lights off. Then custom- 
ers won’t be able to see to buy. And 
so it is with many other items of 
overhead. We had to really dig to 
find spots in which costs could be re- 
duced without reduction of our vol- 
ume or—better still—for ways to 
increase volume without upping our 
costs. The latter course is the 
soundest way to cut costs. It re- 


duces the cost percentage, and re- 
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Meynier & Dillman studied ways of reducing its overhead 


and increasing volume for their neighborhood 
store. Low cost advertising pulls traffic; special 
service makes profits for the firm 


sults in higher volume and higher 
net profits both dollar-wise and per- 
centage-wise.” 

A study of who bought what and 
how much it cost the store to sell 
these items uncovered cost-cutting 
Avenue Number One for the firm. 


Meynier & Dillman operate a 
neighborhood store. It is not set up 
to sell profitably over a wide area 
such as is represented by the whole 
of a metropolis like New Orleans. 
Yet, the study showed that the 
store’s delivery truck was traveling 





Cutting table-top glass to measure is a good sales puller. 
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Orleans. 

that the 

traveling 
No. M-1 Cuts circles and most intri- 
cate designs in sheet metal fo the left. 
























©. Me-Z Cuts circles and most intri- : = 1 eee 
cate designs in sheet metal to the right. y SS 
No. M-3 Cuts straight and curves. cS , ES ; 
, @& BEST By TEST-—EstT. 1848 
b AEE pe wx : = me, | 
No. M-5 Bulldog pattern for notch- eee ' 
ing. Also cuts shallow arcs. Increase your snips sales by displaying these four types of 
compound leverage Metal-Master Snips. The handsome, durable 
all-metal rack has easel for counter or shelf use, or may be 
hung on the wall. Each pair may be easily removed for testing. 
MM-35 ASSORTMENT Prices and packing list pasted on back. 
STOCK RETAIL 
Genes ten. dni cont Gane The whole story about the usefulness of these compound 
action Metal-Master Snips is shown on the panel. 
2 Pairs M-1 Cuts left $4.25 Wiss Metal-Master Snips require only half the force necessary 
2 Pairs M-2 Cuts right © 4.25 with conventional snips up to 13 inches in size. 
1 Pair M-3 Cuts Straight Wiss Metal-Master Snips will cut in a straight line or the 
and combination 4.25 6d P 
bins ms Pas ene most intricate patterns in sheet metal up to 18 gauge. 
sai ; ‘ae ee The new No. M-5 Bulldog-type will 
Retail Value $25.50 easily notch 16 gauge metal. 
Dealer's Cost $17.00 
WEIGHT 6 LBS. SIZE 12%” x 16” 
DISPLAY FREE J. WISS & SONS COMPANY 
Prices slightly higher, Denver and West. 
sia. cesa aieclicaaaiate NEWARK 7, NEW JERSEY 
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daily to every section of the city. 
Many of these trips were to deliver 
small purchases almost in the nickel 
and dime classification. 

“Our first step, therefore, was to 
decide upon a radius within which 
we could profitably sell,” explains 
Mr. Meynier. “It was pretty ap- 
parent that the cost of getting these 
long range sales was eating up any 
profit from them. We still do not 
refuse anybody’s orders. We’re 


To Step-Up Your 
Roaster Sales! 


tomer carries his purchase away 


with him, we are glad to sell him 
R & ¥ = fe? 7 E ROAS ? ER something costing only two cents. 
But we won’t usually deliver it out- 


side our set radius unless the order 
is a pretty large one.” 

A problem that cropped up not 
long after the setting up of its de- 
livery policy was that of serving 
long-time and good customers of 
the firm with homes beyond the new 
delivery area. Were their orders to 
be refused? “Like any rule, this | 
one has to be broken on occasion,” 
says J. C. Meynier, Jr. 












Here's a Solution 

’ s, “Take for example a certain city 
som @® | official, who formerly lived about 
‘reowore Ca four blocks from our store. He and 

his wife had become good custom- 
3] ers of ours. Although they moved 
to a section outside our delivery 
area they like our store and our ser- 
vice. We put the situation up to 
this couple and they agreed that 


Designed for modern large-breasted turkey; they could order their purchases in 


such groupings as we could afford 





* ° ° & ° to deliver. Now they usually wait 
easier roasting, handling, basting, gravy-making ak Ge saa ee aoe 
worth of merchandise from us at 

* Completely new design—accurate sizing for new modern large- one time.” 
, breasted turkeys. Most other customers beyond the 


regular delivery zone now expect 


* Eye-appealing white flecked royal blue with bright red trim. ; 
delivery only when there are enough 





. — os Fae aac ih agen orders to make the delivery pay. 
popenare mb ee a . i not The firm has set up a definite deliv- 
diel sanlagsics sine mlaeabonieny ery schedule—one each morning 
* Improved ROST-RITE Rack, accessory for and two in the afternoon. Now the 
Nos. 3 and 4 roasters—centers in roaster, leaves truck goes out with a full load each 
ends open for basting; roast slides easily from time and goes in one general direc- 
lifted-out rack to platter. tion. This saves gasoline, incident 
* Roaster top and rack nest into bottom for to criss-crossing travel, and permits 
storing. the driver to make shorter hauls 





with bigger loads. 
The Meyniers are now inten- 





* 4 sizes for 6 to 18 lb. fowls; also No. 39 round kitchenette roaster. 


* Belmont scientific packing delivers ROST-RITEs without damage. sively cultivating sales within the 
neighborhood. This has not only 

All this new quality still at popular prices that assure you cut down on delivery costs but has 
volume sales. Write today for the profit facts! made it possible for the firm to 


lower its advertising costs. With 


“ ‘ its own selected trading area the 
; Top Quality, Popular Priced firm is relying more on its window 
& ® A A e LWA Rg £ displavs and direct mail material to 

advertise its wares and services. 


Made by Belmont Stamping & Enameling Co., 100 Belmont Street, New Philadelphia, Ohie Advertising in the city’s three 





i 
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YOU HAVE MORE 


FEATURES 





TO TALK ABOUT 


MANUFACTURED BY 


HEMP & COMPANY 


3131 E. MURRAY STREET 


MACOMB, 


ILLINOIS 


m 





See your jobber Today / 
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daily newspapers has been ruled 
out as these papers reach many 
homes not within the firm’s delivery 
area. At the same time the two 
partners decided to make more ef- 
fective use of window displays as a 
traffic puller. 

The form of advertising the 
Meyniers use most intensively is 
direct mail. Postcards are the fa- 
vorite medium. “Direct mailings 
enable us to reach only people 
within our profit radius,” explains 
the senior manager of the store. 
They beat throwaways for effective- 
ness, in our experience. We believe 
that people are much more likely to 
read what they find in their mail 
boxes than what they find thrown 
helter-skelter on their front porch 
floors. 

“For another, you can count on 
Uncle Sam’s postal service to de- 
liver everything you put in its 
hands. You cannot always count 
upon a crew of hastily-recruited 
door-to-door boys to do the same. 
There are often one or two of these 
boys who will cram circulars into 
gutters instead of putting them 
where they should be. 

Even though postal card rates 
jumped from 1¢ to 2¢ each, the 
Meyniers still employ and find them 
economical. “It’s possible we may 
make a change to mailing under a 
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Interior of the neat and departmentalized store. 


permit to keep the costs down, how- 
ever,” they point out. 

Each card features a single spe- 
cial. “We like the leader technique,” 
says Mr. Meynier, Jr. “It doesn’t 
have to be a low-priced item or a 
loss leader. Just something people 
need and want at the moment. 

“For example, a very popular 
postal card advertising leader with 
us is table-top glass, the kind that 
goes on coffee tables, desks and buf- 
fets to protect the surface. There 
aren’t many places a person can 
buy these. The big glass houses 





usually don’t want to fool around 
with such small items. Many hard- 
ware stores don’t handle plate glass, 
or if they do they do not set up cut 
round corners, etc. We offer a good 
price. A good leader with worth- 
while profit, and one that pulls 
traffic.” 

The Meyniers feel strongly that 
window display is a much-neglected 
pulling force in hardware store 
merchandising. Some retailing ex- 
perts rate the value of a window 
on a well-traveled business street— 
like the 7700 block of Maple St. in 








DRESS UP YOUR -—~ 
Table Top - Dresser Top - Coffee Table Top 
With attractive “CRYSTAL SHEET” or “PLATE” 
Glass - - Any Pattern - - Any Size - - Cut te fit 
ALL GLASS EDGES SMOOTHED FOR SAFETY 
MEYNIER & DILLMANN HARDWARE CO., INC. 
7724-30 Maple Street -:- WAlent 2545 








One of the store's post card advertisements 





sent within its neighborhood shopping area. 
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Tempered Steel 
STOVE PIPE 


Now’s the time to stock up for Fall! 


Now while supplies are still available — and prices 
are right —is your big opportunity to prepare for 


an extra-profitable 1952 stove pipe selling season. 


Your customers ask for famous “ST. LOUIS B 
because they know it is stronger, longs 
better-looking. You can s¢ 


confidence, bece 


64 








Buis Blue’ win more 
or You in 1952 ! 


holesalers Only — 
jaler today. 















FG. CO. - St. Louis 15, Missouri 


Bcturers of the famous 











A 


7” Gas Room Heaters and 


hath He Gas Circulators 
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SUPPLIED IN THREE TYPES: 
1. Regular, square shank, polished tapers, 











than a molded handle. 


1. Clear amber extruded plastic handle—tougher and more attractive 
2. Rounded ends fit palm of hand. 

































bright plated. 
2. Cross-point, round shank, bright plated. 


3. Regular, round shank, polished tapers, 





3. Flutes beveled to afford secure yet comfortable grip. 


bright plated, 


| 


4. High-carbon steel bit heat-treated accurately in automatic furnaces. 
THE VLCHEK TOOL COMPANY - 3001 East 87th Street « Cleveland 4, Ohio 








“To Show ’em _is to Sell ’em 











| New Orleans—as worth 25 pet of 


the occupancy cost. Tne Meyniers 


are inclined to agree. 

“Window selling is particularly 
important in implementing a sell 
your neighbor system such as ours,” 
says Mr. Meynier, Jr. “We rely 


| heavily on the windows to produce 


| worthwhile traffic in 








our limited 
sales area, to get more sales without 
additional selling cost and so de- 
crease cost percentage.” 


Five Rules for Windows 


There are several points in the 
system for effective windows that 
Mr. Meynier employs. These are: 

1. Don’t clutter the sidewalk. 
The Meyniers feel that this detracts 
from well-planned window punch- 
ing power. And in addition, it can 
arouse resentment on the part of 
people who have to sidestep cumber- 
some articles in order to pass down 
the public sidewalk. 

2. Don’t just slap ’em in. Use 
care and strive for good design. Mr. 
Meynier’s rule, one line, one idea 
to each window. He has proven 


| that single-idea windows have many 





times the stopping and pulling 
power of those that make no point 
because they try to make too many 
points at one time. 

3. Where it is appropriate, use 
mannikins. These cost a bit, but 
over the years of life they have, the 
cost per month is small. The inter- 
est potential is great. 

4. Price the products. “People 
want to know what it is, what it 
does—and how much it costs,” Mr. 
Meynier points out. 

5. Change the windows fre- 
quently. Freatent changes and 
shifts in this important sales me- 
dium mean the ability to put the 
elements of timeliness and news in- 
terest constantly into their window 
disnlavs. 

Another sales policy that is sav- 
ing money is that of giving snecial 
auantitv discounts to all tvpes of 
renvtable buyers for either cash 
nurchases or on 30 dav arcount. 
This avplies to the home owner or 
to the contractor for a large order 
of naint or for builders’ hardware. 

To serve those home owners who 
are not able to do their own paint- 


| ine or other maintenance work the 


| store 


offers the names and ad- 
Cresses of mechanics. contractors, 
handy men and painters known to 
be reliable. The firm’s list of rec- 
ommended people for other services 
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even includes ice haulers, scissors 
sharpeners, Saw ssarpeners as weil 
as arcnitects and contractors. 

Although not large enough for 
operators to be affiliated witn a re- 
tail merchants’ credit bureau the 
firm has its own method of checking 
credit risks. 

Mr. Meynier, Jr., explains their 
system, thus: “The first thing we 
ask is whether the person is a home 
owner. Our experience shows that 
the fellow who owns his own home 
is in most instances a reliable per- 
son who pays his bills when they 
are due. We also inquire as to what 
charge accounts the customer has 
in other New Orleans stores. 

“Out of ordinary business cour- 
tesy, and because they occasionally 
need the same sort of service from 
us, these stores—both large and 
small—give us the facts that their 
books show. A man who owns 
his home and pays other stores 
promptly will pay ours. Good ad- 
vance checking keeps our credit 
losses at a very low figure.” 


Sells Postage Stamps 


For the convenience of its pa- 
trons and to attract traffic the store 
sells postage stamps. This little ser- 
vice saves many customers from 
long walks and helps them get mail 
out of the way promptly. Most cus- 
tomers coming in specifically for 
stamps will buy some other mer- 
chandise on impulse, thus building 
extra profit as the result of no profit 
service. 
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"That's a two-bit axe? 
My! | had no idea axes 
were so inexpensive." 
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her mer- more of Plymouth’s hard-selling rope displays. 


building 
no profit Plymouth’s 3 sales-getters—HandyPak, SalesRak 


and SalesMaker—comprise a convenient and 
complete system of handling many sizes of rope 
in any lengths . . . by package, off the spool or 
from the coil. 


Ele 


sad, ih 


Set up one, two—or all three of these merchan- 
dising units in your store and get 

a good look at real merchandising 

in action. 


lf You Sell Binder or Baler Twine 


Plymouth “Red Top” and “Green Top” Binder Twines 
ore designed for fast, economical, trouble-free opera- 
tion in the field—pioneered 65 years ago, when the | 
grain binder was introduced, and constantly improved 
fo keep pace with modern farming requirements. 
Plymouth Baler Twine is also engineered to do its 
specific job. The first baler twine made, it was designed 

in cooperation with the originator of the automatic 
twine-using, pick-up hay baler 


PLYMOUTH CORDAGE COMPANY 
Plymouth, Massachusetts 











This “salesman” is ready 


to go to work! 


... And a most effective business-getter this colorful easel poster 
will prove to be this spring. 

Displayed in your windows, or on your counters, it will re- 
mind folks about that broken window which needs replacing. It 
will remind them. too, that you sell Pennvernon—a name they 
recognize as meaning “window glass at its best.” 

What’s more, when you sell customers Pennvernon Window 
Glass, you have the opportunity of making sales of collateral 
supplies, such as putty. glazing points and even paint. 

It will pay you to put this display piece to work for you this 
spring. If you haven’t already received yours, you can get one 
through your local Pittsburgh branch or jobber. Ask about the 
other sales aids that are available to help you 
make more sales and more profit on Pennver- 
non Window Glass. Pittsburgh Plate Glass Com- 
pany, 2088-2 Grant Building, Pittsburgh 19. Pa. 








I 


eee glass at its best! 
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Ties-in Special Events 
With Special Displays 


Imperial Hardware Co., which 
operates stores in El Centro and 
Brawley, Calif., ties in with the 
garden section activities of the 
Woman’s Clubs in both communi- 
ties. Just before last Easter when 
both clubs held their spring flower 
shows the firm seized on the oppor- 
tunity for creating two buy-appeal 
gift window displays that attracted 
customers. 


Of the two special displays, the 
window in the Brawley store tied-in 
directly with the flower show, while 
the El Centro display promoted 
Easter as an opportune gift buying 
occasion. 


In the former, the window back- 
ground was formed with billows of 
pink and white silk caught up by 
sprays of artificial flowers. Mer- 
chandise in the display consisted of 
various types of china, pottery and 
flatware. 


The El Centro window display 
used net gauze for the background, 
in which artificial flowers were 
caught. The foreground showed 
china and pottery displayed on 
glass shelves set on display props. 
A large sign, at the top of the dis- 
play, set forth the theme—“In My 
Easter Bonnet.” 


The gift departments inside both 





The Imperial Hardware Co. in its 
El Centro, Calif., store, arranged 
this special window display to tie-in 
with both a local flower show and 
Easter as a gift-giving occasion. 
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But — 


there's no substitute 


For Opal! 












Only the real thing—OPAL—gives you perfection 
in insect steel screening. It’s made by the origi- 
nators of dull finish electro-galvanizing. And every 
production step, from the drawing of the wire to the 
final packaging, is supervised by craftsmen recog- 
nized throughout the industry. No wonder OPAL 
delivers all the selling features, all the extra advan- 
tages you and your customers want. Count tpem i 













Multi-Strand Edge 
... the exclusive feature that gives extra strength, 
perfect wire alignment, better tacking surface. 


No Roll-Back 
... lies flat when unrolled ...can’t snap back. 













Measure Edge 


No fumbling with rulers ... Opal Screening is plainly 
marked in six-inch and one-foot measurements. 


















Uniform 





Here’s what ... precision-drawn wire, expert weaving . . . these 
make Opal the most uniformly perfect screen you 
Dealers say: can buy. 
Even 
...no stretching or pulling during installation... 
“...1f you can’t send Opal, fits frame perfectly on all sides. 
notify us.” Appearance ’ 


Full-gauge, hard-drawn steel wire with weather- 
proof white satin finish. 


“... Ship only Opal.” 
“35 rolls—and please be Opal is the screening for building volume, 


sure it’s Opal.” repeat sales, profits. Order yours now! 





Fitting Companions... 
“... You spoiled me for other ...to Opal are Aldura, the new Alclad aluminum 
screening,” alloy that doesn’t stain, and Liberty Bronze, a 
superior full-gauge wire that defies weather. 





“.. Same as the last time... 









































































































































' . PT COO ot 1@ 
Ht Opal, with the ruler marks SESSSEEEEES AESUOEGUROSHESUESOSHCEOERURESESEEOSEREOE: 4 
. ” | Titi a5 BRRESRER: Litt 4 Li 4 
Ht on the side. q 
b+ } 
Tr NEW YORK WIRE CLOTH = } 
sae + } 
a COMPANY 4 
} + 
+4 | + 
' New Canaan, Connecticut TTTITTThM 
‘ 4 
1.8 biti perp iyyy LL Jui py » 
ace : Ht rift ttt at + ts Seneee! | tii tits >| 
ive | T phate te ttt tp tet tt tpt tte tet eed +4 
HL HHH HT 




























































































































































































_ 
— 
~] 


HARDWARE AGE, MARCH 20, 1952 





ASBESTOS 


PAPER 

Wt Wl’ EASY - 
TO-HANDLE 
tm EASY- 
TO-SELL 
12-FT. 
ROLLS 


Here is the first 




























in asbestos paper 
packaging—and 
it’s ringing up 
quick and easy 
sales in hardware 
stores from coast 
to coast. 


The paper is 18 
inches wide, rolls 
are 12 feet long 
and 18 rolls are 
packed in a smart 
display carton. No 
measuring, no 
cutting, no | 
| 





wrapping. The 
package is ready for 
your Customer 

to pick up and 

take home. 

ORDER A 

SUPPLY FROM 
YOUR JOBBER 
TODAY 


St 










Just specify “___ 
cartons Sal-Mo 
Asbestos Paper, 
Catalogue 

No. 101." 


SALL MOUNTH. 
COMPAN ROCKDALE LANE 


HAMILTON, OHIO 
OTHER SAL-MO ASBESTOS PRODUCTS: Paper | 
® Millboard ® Roliboard @ Ductboard ®@ Corru- 
gated Air-Cell Paper © Pipe Joint Tape @ Cloth @ 
Gaskets ®@ Air-Cell Pipe Coverings and Sheets 
Range Boiler Jackets © Furnace Cement ® Rope 
and Wick Packings ® Wool and Sponge Felts. | 


148 


basic improvement | 


| 


| 





At the company's Brawley store, the tie-in with the local flower show 
was more direct. Interior displays were also decorated to carry out the 
window theme. 


stores followed out the displays. 
30wls of flowers were placed on all 
tables and cabinets, and display 
cards mentioned the flower shows 
and suggested buying artistic 
flower containers for flower ar- 
rangements at the shows. 

Another promotion that gained 
good will was the presentation of 


a miniature hope chest to all senior 


girls in the El Centro, Brawley, and 
Imperial high schools. The Imperial 
Hardware Co. ran ads in local news- 
papers calling attention to these 
chests as graduation gifts, and 
also arranged a display of them in 
their display windows which were 
decorated with high school pen- 
nants bunting in the colors of the 
class. 
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City HARDWARE 




















"Take my word for it Madam—the hose is fifty feet long." 
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VOLUME AND PROFITS! Actual sales records of SUPER- 

MO FLAME Dealers prove that SUPERFLAME consistently 
gives MAXIMUM sales and profits. SUPERFLAME 
dealers are volume home heater dealers! 


COMPLETE LINE! Never a lost sale with SUPERFLAME! 
MO 17 oil heater models. 8 gas heater models. A popular 
priced model for every heating need! 
SALES-MAKING PROMOTIONS! On/y SUPERFLAME has 
MO SUPERFAN, the basis for the most profitable promotion 
in home heater history! The most powerful heater sales 
tool ever developed for the dealer! 
POWERFUL SALES FEATURES! Only SUPERFLAME has 
M the exclusive “FUEL-SAVER,” the ‘‘ TRIPLE-COMBUS- 


TION BURNER,” unsurpassed beauty and the world’s 
greatest combination of fuel saving features! 





TO: QUEEN STOVE WORKS, Inc. Dept. HA 32 
ALBERT LEA, MINNESOTA : 


TRH 


Please send me without obligation: 

("29 Ways’ Book. 

[_] Complete Catalog and Prices. 

[_] Complete Information on 1952 SUPERFLAME 
Promotions. 


Firm Name 





Address 
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90% of Volume in Paint 


College Hardware devotes 51 ft. of wall space to paints 
and does more than half of its volume in these and related 
lines. Telephone book ads and product knowledge help 

round out firm’s paint merchandising program | 


A CC 
tus 








College Hardware Co. at 6107 El 
Cajon Blvd. in San Diego, Calif., 
makes 1 pct of its total volume for 
each floor foot of paint shelf space 
in its store. 

Mr. and Mrs. Al. Alford, owners 
of this neighborhood store, devote 
51 ft. of wall display to paints and 
do more than 50 pct of their total 
volume in that department. Volume 
currently exceeds $50,000 annually 
and more than one half of it is in 
the paint department. 


Advertising, continuing study of 
paint lines and painting problems 
and the passing on of this knowl- 
edge all combine to help the Alfords 
do a good paint and related lines 
business. They use 27 ft. of wall 
shelving on the right wall and next 
to the entrance. A major portion 


of the store’s rear wall is also given 
over to paints. 

When the Alfords took over the 
store three and a half years ago, 
they bought a 24 ft. paint merchan- 


diser from a paint company, whose 
line they then handled. Equipped 
to show a large display of paints it 
also has easily accessible color 
charts, photographic illustrations of 
rooms in a variety of colors and 
estimates of the cost of painting 
average size living room, dining 
room, kitchen and bath. 

Good display is supplemented by 
first hand and complete knowledge 
of the use of the paint products sold 
by the store. The proprietors make 





Part of the 51 ft. of wall shelving used for paints and for displaying 
color cards and other merchandising aids. 
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LOK srove Pipe 


The “hottest” stove pipe seller in 
the field today! Thé original stove 
pipe with patented locking feature that 
snaps closed quickly, easily ...the only stove 
pipe made of famous Parkersburg Blue Steel. 


Complete 
HARDWARE 


A COMPLETE PAINT DEPT. 
Fraturing FULLER Prints 





Shipped nested, 25 to carton. A wide range of sizes available. 





GLIDDENS & 

SPRED PAINTS MASTR-LOK ELBOWS 
HOUSEWARES Shipped nested, 12 to a special octago- 
WINDOW GLASS nal carton that takes Jess room to stock 
GLAZING ...gives you cleaner, dent-free elbows. 
PLUMBING 


ELECTRICAL 


SUPPLIES » FAST-SELLING LINES THAT 


Talbot 5565 HELP YOU “PAY THE RENT” 


Open SUNDAYS-9 AM to 5 PM 
Floor Polishers & Floor Sanders 





ehNEERS Bu pe 


blu pride 


ny, whose 
Equipped 


COLLEGE 
trations of HARDWARE CO. 


America’s Largest Selling Blue Steel 
KITCHENWARE 


siiChwaohe 





The only trade-marked, nationally promoted line in its price bracket 
































olor: j ’ , ; : ; 
. sie ee , ee 6107 El Cajon Bl —the favorite with economy-minded women for generations! 
m, dinin 

, Phone book ad which features NEW 4 PIECE PORT-O-OVEN 
nented by paints, floor polishers and sanders i 
ennialies end other Eines of interest to of now packed with separate inside single loaf pan 
| oven © top of stove potato baker 
ducts sold householders. the : © food an ae crisper 
tors make @ in-oven roaster and baker 


@ all-purpose outdoor grill oven 
and baker 

A best-seller when it was 

packed with three pieces — 

a “must stock” now that 

it’s packed with four! 

Shipped nested. 

Retails at about 

$1.59. 


it their business to study paints 
and other finishes, their application 
and the results. They do so by us- 
ing paint on actual jobs. ’ 

When they first stocked one of 
their present types of finishes they 
did not do well with it until they 
tried it out. Says Mr. Alford, “We 
really began to sell it only after 
Mrs. Alford and I painted one of 
our apartments with this finish. 
Then we could tell customers with 
conviction that this paint was easily 
applied and that a person could 
sleep in the freshly painted room 
the same night.” 

College Hardware sells its paints 
and related lines chiefly to house- 
holders. The store, in fact, is keyed 
to the needs of residents in their 
own homes on the edge of San 
Diego. 

The firm gives paints feature 
billing in its yellow page advertise- 
ment in the classified telephone 
book. The heading in the 214 by 5 


“HEAT INDICATOR” 


DRIPPING PANS 
8x10x2% 12x 17x 2% BISCUIT PANS 


10x 14x 2% 16x 17x 2% 9x14x1% 
Packed 1 doz. to carton Packed 1 doz. to carton 


SINGLE LOAF PANS 


















i / in. ad reads, A Complete Paint 
af A = DOUBLE Y% x 2% rton 
/ Department. It is followed by the 5 ROASTERS 5% x 9% x 2% Packed 1 doz. to carto 
listing of the two brands of paint PL No.208x12x6) No.6 (11x16%x8) | Send for 
featured in the store. BS No.4(10x15x7) No.7 (13x 18x 8) Price List 
Mr. and Mrs. Alford tried vari- Cached 86 een, to caree 


ous means of advertising but finally 
learned that for their purposes the 
telephone directory ad was the best 


THE PARKERSBURG STEEL COMPANY 


PARKERSBURG, WEST VIRGINIA 
The home of “‘biu pride’ Steelware 
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The Alfords talk paint in their well stocked department. 


business producer. Pamphlets were 
mailed in their trading area and 
they also tried local weekly and 
daily newspapers. From inquiries 
among their customers they learned 
that many of them had noted their 
phone book advertising more than 
other types of media previously 
used. 

College Hardware invests $25 a 
month for the display ad in the 
hardware listing plus two listings 
—one for each manufacturers’ line 
of paints—in the paint section of 
the directory. 

That their ideas and methods are 


profit pullers is proven by the fact 
that the Alfords have nearly tripled 
sales of paints since they acquired 
their store. Prior to being a hard- 
ware dealer Mr. Alford was in the 
U.S. Navy, his duties involving the 
handling of varied materials and 
supplies which he now sells home- 
owners in San Diego. 

The stocking of a well rounded 
line of other hardware store mer- 
chandising, including bolts running 
up to 24 in. lengths, provides many 
other good sales possibilities among 
San Diego’s homeowners to whom 
the store caters. 


Displays Bulk Seeds in Window 
Of Store 





Use of seven large enameled dishpans in a window helped Wenger & 

Kramer Hardware in Monroe, Wis. show field seed in bulk. Bags of 

other seed and spraying equipment in the background helped make a 

strong bid for sales of related goods. Numerous packets of garden seed 
were also shown in the display. 


DAMS RITE 


MANUFACTURING COMPANY 


40 W hewy Chase Or. Glendate 4 Calif 


SPECIALIZED LOCKS AND BUILDERS’ HARDWARE 
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The None Better Tool Stage com- 
plete with 3 Sets...No. 600 — 
%” Drive; No. 0611 —%” Drive; 

No. 6023 — 4” Drive. { 


These NONE BETTER sales aids call for 
top billing with you. Put them to work and 
you'll appreciate the dramatic sales tempo 
they develop. Each of the Tool Boards is a 
star performer and now, for your counter, 
there’s the new NONE BETTER 3-in-1 
Tool Set Display that forms a big feature 
presentation. 

Stage your Tools . . . show them off right 
out in front and they'll tap out real music 
on your cash register. 


THE NEW BRITAIN MACHINE CO. 


New Britain, Conn, 
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INDIVIDUAL 
TOOL BOARDS 
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This modern showmanship costs you noth- 
ing ... you only lose if you don’t use it. 
The Boards are FREE of extra cost ... you 
only pay for the Tools, The 3-in-1 Set 
Display is FREE of extra cost also! ... 
you only pay for the Sets. 

Now’s the time to start a long and suc- 
cessful engagement in YOUR store with 
NONE BETTER TOOLS. Ask for the 
details. 



















Watch for This New Counterfeit ‘Money! 


Here is the latest information on new counterfeit bills, as reported by the U. S. Secret Service. 
Train yourself and your salespeople to study all bills so they know where to look for the identi- 
fication listed below. After a little practice you will be able to check bills quickly and unob- 
trusively, without offending the customer. Keep this page where you can quickly refer to it. 





SERIES ' 1950 


NEW COUNTERFEIT $20 FEDERAL RESERVE NOTE 
FEDERAL RESERVE BANK OF CHICAGO, ILL. 


CHECK LETTER AND 
OV cace PLATE NUMBER: E 20 








VARIATIONS 


BACK PLATE NUMBER: 676 


VARIATIONS 











This note of same workmanship as $10 FR (SS #1336, card 


#264) and reflects same general discrepancies in repro- Appeared: 11-26-51 
duction process. Tiny white spot in oval background right SS # 1337 
of portrait. Back of note printed in dark green ink lack- (Card No. 265) 





ing in lustre. 











SERIES 


NEW COUNTERFEIT $10 FEDERAL RESERVE NOTE 


FEDERAL RESERVE BANK OF CHICAGO, ILL. CHECK LETTER AND 
FACE PLATE NUMBER: 


VARIATIONS 


J 12 
L § 
L | 


BACK PLATE NUMBER: 


VARIATIONS 

















1934C 


K 57 


1293 














129 
29 
Printed on fair quality bond paper. Has a dull gray ap- 
pearance. Points of the green Treasury seal generally blunt 
and irregular and the lettering and shield design inside 
the seal lacking in detail and reproduced with smudgy effect. Appeared: 12-18-51 
The serial number synchronizes with the check letter. Fac- SS # 1339 
simile signatures of Georgia Neese Clark and John W. Snyder. (Card Wo. 266) 
SERIES 1934C 
NEW COUNTERFEIT $10 FEDERAL RESERVE NOTE 
FEDERAL RESERVE BANK OF ST. LOUIS, M0. ee Cae vene Seine 
> FACE PLATE NUMBER: Cc 168 
DSTATES OF VARIATIONS 
[THE UNITE AMERIc, VIIA 
00000000 
BACK PLATE NUMBER: 1337 
va) VARIATIONS 
Vn 
“ 133 











Note of fair workmanship and printed on two sheets of paper 
which have been pasted together, thus giving the note a feei- 
ing of undue thickness. Portrait is smutty in appearance. 


Serial number and check letter do not synchronize. Facsimile Appeared: 12-18-51 
signatures of W. A. Julian and John W. Snyder. On the back, $3 # 1344 
the Treasury building is poorly etched and lacks line de- (Card No. 268) 





finition in the sky effects and foreground. 
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For more than a quarter century, Waterloo 


has specialized in the production of the finest 
metal boxes money can buy. These precision 





made. . 


. precision assembled . . . precision 


inspected boxes assure customers of MORE 
VALUE PER DOLLAR. 

Competitively priced, Waterloo boxes out- 
look, outlast, outsell competition. Write your 
jobber today for complete information. Free 


catalog. 


WATERLOO VALVE SPRING COMPRESSOR CO. 


WATERLOO, IOWA 





ALL—PURPOSE 
STEEL CHEST 


























Gift Promotion 
‘. For Brides 


Brides-to-be, brides of today, and 
brides of yesterday, all become the 
promotional targets of the Schlitt 
Hardware Co., Springfield, IIl., each 
spring when they receive special 
attention in the store’s advertising 
campaign. 

Early last May, reports John 
Chalmers, advertising manager, the 
store started off its program with 
a series of three windows, a differ- 
ent one each week, featuring table- 
ware, housewares, and silver, re- 
spectively. These windows had for 
their display theme, a bar of music 
painted on a background on which 
“Here Comes the Bride,” was also 
lettered. Another prominent dis- 
play prop was a large cut-out of a 
bride. 

Concurrently with the displays, 
newspaper ads were run featuring 
the same items as shown in the 
windows. And in a 15-minute ra- 
dio program, broadcast each Sun- 
day, the store used three spot an- 
nouncements. During the month 
of May, these spots, 12 in number, 
were devoted entirely to suggesting 
bridal gifts. 

The same promotional emphasis 
was given Mother’s Day and 
Father’s Day to build up gift vol- 
ume. But in its promotions, the 
store seeks to avoid stereotyped an- 
nouncements and to give some rea- 
son other than price, for buying. 
Consequently brand name merchan- 
dise is prominently featured. 


For the June Bride of ’S1-’50-'26 
: pt a 














DIAL S416 azz apames | 


a BHARDWARE, 


One of Schlitt's advertisements 
devoted to gifts for brides. 
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sell it to the girls 





Feminine purchasing power is staggering — Mrs. 
America far outranks her breadwinning spouse as a 
buyer of goods... HOW BIG A CUT OF THIS 
FABULOUS MARKET ARE YOU GETTING? 


























Here is a power packed, triple threat display to ») 
help you “sell it to the girls.” Strikingly eye-catch- j 

ing on wall, counter or window. But there's more to this big profit story: There 
There's more profit and sales, in less time and less are proven sale clinchers that we will be glad to 
show your personnel, and many other profit-boost- 


space in selling scissors — and with this display, sell- 
ing ideas — fill out and send this coupon TODAY 


ing will be easier than ever! 
and hear them all. 


CLAUSS PRODUCTS ARE 
HOT HAMMER-FORGED 


Alert dealers are already reporting spectacular re- 
sults with this display . 


e! 







.  coiney: each item is cmasil 
on display panel. Customer may 
by stock “number wiles you ore — 
rily sold out, 








The HENKEL-CLAUSS Company Fremont, Ohio 
Gentlemen: I'd like to know more about the profit possibilities 
of the Clauss line. 


NAME 





COMPANY 





ADDRESS 





STATE 
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Big Stocks Built Sporting 
Goods Volume 


Mass merchandise displays create interest— 

build traffic — produce business — says this 

hardware dealer. His sporting goods depart- 

ment has been developed so that it produces 
60 pct of his volume 


Six years ago John Campbeli 
started a hardware store, and dur- 
ing the first year developed hard- 
ware, housewares, paint, garden 
and outdoor equipment and related 
lines. From there it was a natural 
move to turn his attention to mer- 
chandising sporting goods. 

Now Campbell’s is known far 
beyond the reaches of Norwich, 
Conn., for both its hardware and 
sporting goods lines which are mer- 
chandised so_ successfully that 
though the entire business occupies 
about 10,000 sq. ft. of space the 
sporting goods department takes up 
2,500 sq. ft. (which was once the 
area of the entire enterprise) turn- 
ing in 60 pct of the store’s total 
volume. 

Basically the success is due to 
the fact that Campbell’s plunged 
into the sporting goods business in 
a big way. The technique was to 
offer such complete stocks in all 
sports that the store would at once 
become known as headquarters for 
sporting goods. 

John Campbell knew from experi- 
ence that sportsmen and hobbyists 
go to the store that has the largest 
assortment of merchandise. He 
knew that these men are equipment. 
conscious. 

They talk about equipment. They 
discuss its performance, and they 
discuss the stores that sell equip- 
ment. Thus the one that has the 
largest displays of merchandise gets 
the most publicity, and the hearti- 
est endorsement. ? 

Campbell’s rates itself as having 
one of the largest and most com- 
plete gun stocks, including acces- 
sories and supplies. The store has 
about 250 guns alone, and to this, 
the firm attributes the business it 
pulls from cities and towns which 
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are completely out of its normal 
trading area. 

Guns, accessories and supplies 
are located in a separate section 
apart from other sporting goods. 
Guns are displayed vertically 
against the wall extending the en- 
tire length of the section with a 
small plus collection on an island 
display out on the floor. 

An overhead section runs the en- 
tire length of this display, featur- 
ing belt and shoulder holsters sus- 
pended along the wall side, a few 
guns placed horizontally on the 
floor side, and some stuffed animals 
along the top. 

“We feature the top gun names 
of this country and Europe,” ex- 
plains Lester Campbell, brother of 
John Campbell. “In addition to the 
larger guns, we usually keep two 
large glass-enclosed cases full of 
hand guns, which we sell to local 
police, to target shooters and coon 
hunters, and to persons requiring 
them for their protection. 

“We feature artique guns, in- 





GOING BOWLING! 


IMPROVE YOUR SCORE — 
WEAR BOWLING SHOES! 








SPECIAL! 
Men’s and Ledies’ Black or 
Smoke Color— 


Only $4.95 pr. 
CAMPBELL'S 


Sporting Goods — Hardware 
Cor. Main, Market & Water Sts. 














WE SPECIALIZE IN BOTH 
FRESH AND SALT WATER 
FISHING TACKLE 


CAMPBELL'S 


SPORTING GOODS—HARDWARE 
Cor. Main, Market and Water Sts.’ 











* GUN 









RUNTERS HEADQUARTERS 


8 RIFLES * TRAPE * CLOTHING *SHELLS-DECOVS: EQUIPMENT* 


USED FIREARMS BOUGHT AND SOLD 


CAMPBELLS 


SPORTING GOODS — HARDWARE 








cnieesdamemiieaiin 


From top to bottom are seen some of the ads used by Campbell's. 
The upper ones are of one-column width, the lower two columns. 


HARDWARE AGE, MARCH 20, 1952 

















HARDWA 





List Price Weight 


Model No. Watts Each per doz. 


375 80 $3.65 12 Ibs. 
400 4.35 18 Ibs. 


| POPULARLY PRICED to sell to 


Tip 
Size 


aa 
o 
at 


> a 


swith FREE spool of 
acid core solder 


Most in Demand, All Purpose 
Pistol Grip Soldering tron 


* COOL, convenient pistol grip 

* RUGGED construction — two popular sizes 

* ENGINEERED for top performance 

* LONG LIFE heating element 

* HEAVY CHROME plate — modern design 

* APPROVED by Underwriters’ Laboratories and CSA 


Every Home Owner, Hobbyist 


and Mechanic 
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New Gusiness Builder 


for your 








Here's the new smproved GREEN- 
tee Calculator for carpenters and 

other wood workers. It gives bit sizes 
for screws, nail specifications, concrete 
and mortar mixes . . . compares charac- 
teristics of various woods, converts linear 
to board feet . . . provides instant answers 
to many other building problems. All 
this for only 25c. 


But it does another job that’s even more 
important! It builds extra Grrenier 
hand tool business for you! 


As Greenvee Calculators go out to the 
thousands upon thousands who write in 
for them in answer to GREENLEE national 
advertising, they are accompanied by 
literature telling all about the famous 
Greenezz line. Thus, every month more 
and more people everywhere become even 
better acquainted with Greentree Chisels, 


fele) Rie) Ba 7 las). 14, | 


EE 


Improved Greenlee Woodworking 


hand tool 
department 





Calculator makes more and 
more customers for Greenlee 


high quality tools... 


Gouges, Auger Bits, Spiral Screw Drivers, 
Automatic Push Drills and the other high 
quality Greencee tools you stock. 


Here's another example of the sales- 
making ‘‘plus’’ that brings extra cust- 
omers to you when you handle the 
GREENLEE line. 





NOW, YOU TOO CAN USE THE 
GREENLEE CALCULATOR TO 
BUILD EXTRA STORE TRAFFIC 


Stock and display these Handy Calculators for 
extra business. They sell on sight to those who 
work with wood, cither as a hobby or as a 
trade. If you prefer, they can be furnished 
imprinted with your store mame to serve as an 
ideal advertising reminder, cither when sold 
at the regular 25c price or given to your special 
customers. Write today for free sample, dis- 


count, and cost of imprinting. 














GREENLEE 





GREENLEE TOOL CO., 1803 HERBERT AVENUE, ROCKFORD, ILLINOIS 


140, ' 








cluding percussion cap rifles, and 
pistols, derringers, squirrel guns 
of Daniel Boone days, feuding 


rifles, six-barrel revolvers and 
double-barreled pistols. It’s a line 
that appeals to collectors and is an 
active one throughout the entire 
year.” 


A large part of the gun volume 
is in used guns, which are acquired 
by outright purchase or trade-ins 
This has proved to be an excep- 
tionally good traffic builder because 
hunters like to trade-in for better 
guns or for different types which 
they want to try out. By talking 
guns and performance, hunters and 
marksmen develop an interest to 
the point of buying more guns even 
if they sell or trade them in after 
they have tried them out. That 
makes good business for the Camp- 
bells who encourage this type of 
trades. 


Log Cabin Display 


Fishing equipment is shown in « 
display that simulates a 15 by 3 ft 
log cabin. In it, more than 100 fish- 
ing rods are hung from the roof 
and arranged against the cabin 
wall. Fishing tackle is displayed on 
shelves at either end of the cab- 
inet, with the small, expensive 
gear shown in two glass enclosed 
counters. 

If hunting, fishing and baseball 
equipment are the Campbell’s three 
best selling lines, they do not dis- 
parage the business they do in the 
boating, golf, basketball, football. 
tennis, and winter sports lines, plus 
the athletic clothing*‘and sportswear 
of all kinds that are sold. In addi- 
tion, there are binoculars, and 
campers’ and trappers’ gear which 
help swell the total sporting goods 
volume. 

But the store doesn’t rely solely 
on the momentum gained from the 
size of its stocks to maintain its 
sales at high level. Always reach- 
ing out for a larger buying audi- 
ence, the Campbells keep their 
sporting goods before the eyes of 
newspaper readers by _ constant 
advertising. 

Newspaper ads are generally 
either of one column, five inches 
high or two columns, four inches 
high, but every one carries some 
type of illustration, designed to 
make it an attention-getter. 

Copy has two appeals. One fea- 
tures specific products, special 
product promotions, new items and 
seasonable goods. 

The second copy appeal used is 
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primarily institutional in nature, 
playing on people’s natura! interest 
in hunting and fishing, and other 
sports. 

Not all sales, however, are made 
in the store for the Campbell’s em- 
ploy an outside salesman to contact 
institutions, schools, clubs and 
groups of all kinds. The firm also 
maintains a truck that operates on 
a regular delivery schedule on a 
regular route. 


Omaha Hotpoint House 
One of Many Planned 


The Omaha “Hotpoint House of 
the 50s” is the latest in a series of 
electrified houses erected in stra- 
tegic cities throughout the country 
as a strong selling activity that 
dealers, builders and suppliers of 
home equipment can take part in. 
The continuing promotion is being 
sponsored by Hotpoint, Inc., and ac- 
tivated locally by distributors, 
builders and suppliers. 

About 12 houses have been com- 
pleted or are in the final planning 
stage in various cities, as part of a 
projected program to build 100 all- 
electric demonstration houses na- 
tionally, reports Edward R. Taylor, 
Hotpoint vice-president. 

The Omaha house centers around 
a matched Hotpoint kitchen that in- 
cludes an automatic dishwasher 
sink with disposal, push-button elec- 
tric range, combination refrigera- 
tor-freezer, and steel base and wall 
cabinets. It also has the latest elec- 
tric equipment in other areas of the 
house. Approximately 50 Omaha 
supply outlets. many of them han- 
dling nationally advertised equip- 
ment, were tied in with the promo- 
tion. 


Advertising Program 


The distributor worked out an 
advertising program in the Omaha 
area to give the house maximum 
exposure, and received excellent co- 
operation from the newspaper, ra- 
dio and television stations, and civic 
interests. Telecasts were made di- 
rectly from the house to a potential 
audience of nearly 300,000 viewers. 
The Junior League handled traffic 
at the onen house showing for the 
public. Visitors were charged 25 
cents per person, with the proceeds 
going to the Children’s Memorial 
Fund. 

The Hotpoint House of the 50s 
theme was carried out in taxicab 
and bus cards. and in regular news- 
paper advertising in which dealers 
participated. 
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This 3-WAY deal 
helps you 


sell the best bolts 


—w 
































save time in ordering 





reduce 





Only Buffalo Bolt gives you this combination of quality bolts, 
a concise and complete catalog, and clearly labeled sturdy cor- 
rugated board Handy-Pack containers. What’s more, prices are 
no higher than for ordinary bolts in ordinary cartons. That's 
why it makes sense to order, stock and sell Circle bolts. 


BUFFALO 


BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 


Sales Offices in Principal Cities 








| 






- PRODUCERS OF CIRCLE © PRODUCTS— BOLTS ¢ NUTS @ RIVETS AND SPECIAL FASTENERS 
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Meet 
a Year ’round 


Money Maker! 
NON-INFLAMMABLE 


Renofab 


Custom Dry Cleaner 


IN THE SENSATIONAL 
"Whisk-Top” Bottle ! 





complete! 


A terrific success in drug and depart- 
ment stores, non-inflammable 
Renofeb is now being introduced to 
the hardware and housewares outlets. 
A quality product, Renofab cleaning 
fluid is safe, sure and fast and the 
self-moistening “‘whisk-top” removes 
toughest spots from clothing, uphol- 
stery, lampshades, etc. Wonderful for 
home, office, store or car! 


RENOFAB BUILDS REPEAT BUSINESS! 


After trying out the ‘‘Whisk-Top”’ 
bottles, consumers invariably re-order 
Renofab in the economy-size pint, quart 
and half-gallon cans. 









TAKE ADVANTAGE OF THE 
RENOFAB INTRODUCTORY DEAL! 


Two free bottles with each 24-bottle 
order! Colorful counter card and atten- 
tion-getting window streamers included 
with introductory offer. 


SEND THIS COUPON RIGHT AWAY 
FOR STEADY PROFITS EVERY DAY!"- 


RENOFAB PRODUCTS CO. 
507 E. 120th St., New York 35, N.Y. 
Send me your introductory carton of twenty- 
four 4-oz. bottles of Renofab Spot Remover of 
which two bottles are free of charge. I under- 
stand the regular dealer price is $3.92 per dozen. 
This order to cost me only $3.59 per dozen. 
NAME dine 
Cw .. STATE. 

MY JOBBER’S NAME AND ADDRESS 
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New NRHA Headquarters 


The National Retail Hardware ment, and provides approximately 
Association recently occupied its 15,000 sq. ft. of space, designed to 
own new headquarters building at fit the needs of the organization. 
964 N. Pennsylvania St., Indianap- Parking space beside and behind the 
olis, Ind. building is also owned by the asso- 


The building, measuring 42x142 ciation. 





RE RRR, 
* 





The NRHA offices are on the sec- 


ft., contains two floors and _ base- 









# Mie in eee 


The new head-uarters of the NRHA, 964 N. Pennsylvania 
St., Indianapolis, Ind., is this new two-story building. NRHA 
offices are on the second floor. The Indiana Association 
is located on the first floor in the front. Printing, shipping 
and mailing departments are also on the first floor. Park- 
ing facilities are located beside and to the rear. 





| Private offices of the various department heads are lo- 
cated on the north wall of the second floor. Steel and 
glass partitions divide the offices. 


The clerical staff of the NRHA is located in this office, 

unobstructed by columns and lighted with continuous 

fluorescent fixtures. There is an acoustical ceiling. Pictures 

of past presidents of the Association are mounted on the 
wall section over the filing cabinets. 
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- HERE ARE JUST A FEW ITEMS IN THE CREAM CITY LINE 


© att Ce 


oS 


- ~ wa . F 
WEE 





WwW + 7 . “ a ii ines 
HLLTTITE ' — Ce, os tll 
Ht doy £ 5 
‘= | 7° » \ca 
Milt _s *,. 











G.P.&F. Guay DAIRY UTENSILS —— 


| | | 


ictures 


on the Manufactured by GEUDER, PAESCHKE & FREY CO., Milwaukee 1, Wisconsin 
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| pyTDOOR COOKING 
oUTEQUIPMENT 
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Set No. 423 


Contents: Turner © Fork © Spoon 


Gift Appeal 


® Three basic man-sized tools 
for outdoor cooking 

© Satin smooth Stainless Steel 

® Handsome branded wood 
handles with rawhide thongs 


Sales Appeal 


© The three fastest selling tools 
in the Outdoor Cooking line 

© Attractive yellow box, hinged 
top for counter display 






complet’ line of 
ANDROCK . 
Outdoor Cooking Equipment 


THE 
WASHBURN 
COMPANY 


WORCESTER, MASS. 









EE 





ROCKFORD, ILL. 
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ond floor, and printing, shipping, 
mailing departments and storage 


are on the first floor. Front office 
space on the first floor is used by 
the Indiana Association. The base- 
ment provides more storage space. 


The building is red brick, 
trimmed with limestone, and a pro- 
jecting canopy of limestone on the 
east face forms a recessed front, 
protecting the entrance doorway 
and windows. 





Displays for the First Signs of Spring 





Spring comes early in the south and the Baird Hardware Co., Gainesville, Fla. 
takes advantage of it by starting early to promote spring and summer lines 
with interesting displays such as these—for baseball fans and the man-about- 


leve 


the-yard. The baseball window accents the brand name and has a low, two- 
table which displays balls, gloves, and everything the sandlot player may 


need. In the gardening window, shown below, power and hand mowers are 

featured, along with other gardening supplies. The green background, grass 

mat floor, and white picket fence set the atmosphere for spring and summer 
work on lawns and gardens. 








Steel Kitchen Group Denies Need for Order 


Members of the Steel Kitchen 
Cabinet Industry Advisory Com- 
mittee in a recent meeting, their 
first, with OPS expressed the opin- 
ion that a tailored regulation was 
not now required for the industry. 
Some members spoke of a possible 


increase in ceilings which might be 
sought if there is an increase in 
steel. Industry representatives also 
said that an increase in ceilings 
would not be currently helpful since 
the market is soft due to the slow- 
down in home building. 
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CASH IN BY STOCKING THE COMPLETE ENTERPRISE LINE! 


ENT PrRistm4]* 
{ 


—— 


ALL-PURPOSE PRESS—Stuffs 
sausage, presses lord, fruits, 
vegetables, with maximum 
pressure and minimum effort. 


NOS. 12, 22, 32—Designed, 
with Enterprise quality, for per- 
manent attachment and years 
of satisfied use. 


NOS. 422, 432—Furnished 
with gears for easier operation 
on tough cutting jobs. 


NOS. 5, 10—Offer exclusive 
Enterprise cutting principle in 
home ond commercial sizes. 


= 5 THE ENTERPRISE MFG. CO. o: PA. 


PHILADELPHIA 33, PENNA. 


slow- 
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Complete Assortment of 


Small, Balanced Stock 
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“400” DEAL 





A Sales Program for 
Appliance Selling 


(Continued from page 107) 


pect, certain information is nec- 
essary. Make a list of the name 
and address, occupation, approxi- 
mate income, number of persons 
in the family; whether a home 
owner, home renter, or apartment 
renter; present appliances; appli- 
ances interested in; source of in- 
formation; record of calls, and 
final disposition. 

Organize this prospect informa- 
tion on a 3 by 5 record card, one 
for each name. Group them with 
























HERE'S WHAT YOU GET YOU PAY RETAIL 
on sea on $11.82 | $2.95 | 417.70 
AGIK MIST : ‘ 
HIGH PRESSURE INSECTICIDE @ $1.97 
% DOZEN No. 33] 
“KM_ REPEL-A-MIST $7.86 $1.95 | $11.70 
ONLY PROVEN REPELLENT BOMB @ $1.31 
ON THE MARKET 
%, DOZEN No. 328 
$ $ 
‘inn: tana eee 6.78 1.69 | $10.14 
DOG SPRAY—KENNEL APPROVED| @ $1.13 
10 ONLY No. 322 
KWIK-MIST $7.50 $1.19 $11.90 
WwW ‘a 
sane RenECTIC IDE . | | 
TWO CANS | 
PLUS xwik-mist FREE $1.19 $2.38 | 














YOU PAY............. $33.96 "** 


YOUR PROFIT. #1925 


ING YOUR TOTAL 
RETAIL SALE $53.82 


ORDER DIRECT— SHIPMENT AND BILLING THRU YOUR LOCAL JOBBER 






BETTER PRODUCTS FOR BETTER LIVING 
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MONARCH 
SAINT LOUIS 16, MISSOURI 
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reference to the appliance, cross- 
reference if necessary, and ar- 
range alphabetically under each 
appliance group. 

Keep the cards up-to-date and 
check them frequently for follow- 
up. When the prospect becomes 
a customer, transfer him to the 
regular customer file. 

Support salesmen’s efforts. Keep 
a file of sales and product train- 
ing materials, sales and _litera- 
ture, and current contests by 
which they can be spurred on. 

Furnish them with information 
on customers who are almost paid 
up so that these can be put back 
in their prospect file. 

Try to arrange for films to show 
to women’s clubs, and other organ- 
izations. 


Set Up a Plan 


Set up a weekly or monthly plan, 
which will reveal the month’s sales 
objective. Keep a sales record for 
each salesman and file on equip- 
ment (for sale) for new men. 

Set up reminders of selling tech- 
niques or product features and 
competitive advantages for sales- 
men. Establish a lending library 
on selling for salesmen’s use. 

Report to salesmen on all appli- 
ances being repaired by service 
department as a tip to salesmen 
that perhaps the owner can be in- 
terested in a new model. 

Checking a new salesman. Mr. 
Gates’ sales manual notes these 
points on which to check new 
salesmen to determine whether 
they measure up to the selling job. 

Is he pleasant, and interested in 
his job? Does he criticize others? 
Is he truthful, systematic, enthusi- 
astic, fair, forceful, courteous, 
ambitious, persistent? Does he 
have self control? Does he try to 
learn? Is he loyal? 
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Does he attend meetings on time, | 
follow-up leads? 

Does he have a long-range plan? | 
Does he have an immediate sales 
plan’? Does he know how, when, | 
and why to plan? | 

Does he make night calls, fol- | 
low-up on sales, keep accurate rec- | 
ords? Does he do some canvassing | 
daily? Does he know how to can- | 
vass, or understand why he 
should ? 

How is his sales approach? Does 
he talk up to the housewife? Get 
inside the home? 

Does he know how to demon- 
strate, bring people in for store 
demonstrations, or try for home | 
demonstration on available appli- | 
ance? Does he demonstrate en- 
thusiastically, talk features and 
uses? Does he answer questions? 
Get the prospect’s point-of-view? 

Does he have an up-to-date price 
book? Attempt to close the sale; 
get the order signed, and does he 
explain terms? 


Sees Living Costs 
Stabilized 


That the cost of living appears 
to have gone about as high as it 
will go, for a couple of months at 
least, is the prediction of the N. Y. 
Journal of Commerce. There may 
even be a decline in the immediate 
future. 

Although the price trend is still 
upward in some living cost items, 
food prices are sliding and apparel 
prices continue to come down. Put- 
ting the spotlight on meat, the 
business newspaper sees a slight 
rise in supplies and a chance that 
beef prices will drop somewhat. 





HARDWARE HUMOR 
By Hardware Age 











"Do you have the hedge trimmers 
in small size?" 
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long with flas 
up a tantalizing 


Make fools out of 
Nip-I-Diddee®. P 
medium action Ca: 
ning rods. Sem 
2-3/8". Weight 5 
No. 912— $1.35. 


LIMES 





SPIN-I-DIDDEE® 
A 1/4 oz. size of the famous Nip-I- 
Diddee*—for spin casting. Phenom- 
enal fish-taking ability. Only 2-1/4’ 
4 spinners that kick 
uss. Floats high. 
Ideal light action casting rod lure, 
too. 6 finishes. No. 916— $1.25. 


WEE-NIPPEE® 
This Advertisement, appeerns 
in Outdoor Publications, w! 

Influence More Than yMelelemelele 
Anglers. Ask Your Jobber Now! 
















FIN-DINGO® 

w-sinking lure 
ones. Realistic 
ion. Casts easily 
B nedium action 
2ll, too. Length 
Molded plastic 
I65 — $1.25. 


FOR CAW FRAST 








BLACK-ORENO* LINE Fin- 
est casting line made. 
Nylon — 10 to 40 Ibs. 
tests $1.20 up, silk—9 to 
24 Ib. tests $2 up, per 50 
yard spool. 


EXCEL-ORENO® FLY LINE 
New finish won’t crack, 
chip or peel. Double and 
bug tapers, silk — $11, 
Nylon — $9.50. Level 
sizes, silk—$2.20 up, Ny- 
lon — $1.95 up, per 25 
yard coil. 


Y Z P72 





SOUTH BEND 


fa PlOC¢« 


DEPENDABLE” LINE Nylon 
for squidding and other salt 
water fishing, 24 to 108 lb. 
tests $1.40 up per 50 yards. 


DECEIVER® LINE. Camouflaged 
Nylon casting line in 10 to 
40 Ib. tests $1.20 up per 50 
yard spool. 


DECEIVER® SPINNING LINE 
Soft, pliable, camouflaged mon- 
ofilament Nylon. 2 to 8 lb. 
tests $1.10 up per 100 yards. 


v7 LOFEC8LG 
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Ne 


the 
Walworth 
Stillson Wrench 
with the new 
rust-resistant finish 





DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 
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Genuine Sitillson 
— Standard of Quality Since 1869 


For 80 years the Walworth GENUINE Stillson 
has always stood for the best of its type in pipe 
wrenches. Today, while the design remains 
basically unchanged, metallurgical improvements 
give the Walworth GENUINE Stillson even greater 
strength, hardness and toughness... and all parts 
have a special electroplated zinc coating to resist rust 
and corrosion. You can tell a Walworth GENUINE 
Stillson by its world-famous diamond trademark and its 
red handle. It comes in sizes from 6 to 48 inches... 


and is sold through recognized wholesalers — order now. 


WALWORTH 


valves e fittings e pipe wrenches 
60 EAST 42nd STREET, NEW YORK 17, N. Y. 



















Letters to the Editor 
ATI UUONS, 


RAMs 


Purchasing Control 


Editor’s Note: The following cor- 
respondence concerns the article, 
“Simple Departmental Control,” 
that appeared in HA Jan. 24, 1952, 
p. 120. Because the discussion cov- 
ers a point that is probably of in- 
terest to many other readers of 
the article, we are publishing it 
herewith, with the kind permission 
of both dealers involved. 

Mr. Loren D. Pedrick, 
Farmers Hardware, 
Phoenix, Ariz. 


Dear Mr. Pedrick: 

I read with interest your article 
in HARDWARE AGE about your 
simple departmental control for 
purchasing. The article states “It 
takes just a few minutes to enter 
the three figures from the genera! 
ledger.” 

I can see where it would be easy 
to distribute the purchases by de- 
partments in a purchase journal, 
but I would like to know just how 
you get the cost of the month’s 
sales. 

In our business, at least, there 
are numerous mark-ups for differ- 
ent kinds of paint, therefore it 
would be impossible to apply an 
average sales percentage. The al- 
ternative is costing each sale from 
an itemized sales slip. 

Would you please tell me how you 
obtain this information and how 
much time it takes? If you have a 
short cut to finding the cost of sales 
I would appreciate very much know- 
ing what it is. 

Yours truly, 
William C. Snow. 


W. H. Snow & Son 
Orleans, Mass. 





Dear Mr. Snow: 

In answer to you inquiry, we 
have used this method for several 
years and during that time have 
arrived at a percentage that will 
average out on the total cost of 
sales. 

We have had to change this on 
various lines from time to time, but 
now we come out pretty close to 
our estimates when we take physi- 
cal inventory twice a year. 

For example, take paint, which 
you referred to in your letter. We 
use 72 pct of sales for average cost 
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Peer MeeVee eewMeVye 
Letters to the Editor 

RATT 
of paint and we came out within 
$15 on a $5,000 stock over a period 


of six months. 
I hope this answers your ques- 





tion. 
Yours very truly, 
Loren D. Pedrick, 
Manager. 
Farmers Lumber & Supply Co., 
1402 South Central Ave., 
Phoenix, Ariz. 





A Woman's Touch 


Dear Sir: 

For more than a year I have been 
planning to write you about your 
wonderful magazine, HARDWARE 
AGE. Even chisels, bolts and ham- 
mers look glamorous . . . and you 
really are humorous. 

I have saved all the cartoons that 
you publish and am making my 
husband a scrap book of them. 
Sometimes he gets just as exasper- 
ated as the man in the cartoon 
looks. 

We have a large hardware store 
and I just try to add a feminine 
touch, which is not so difficult. I 
really like to work with hardware. 
It is such a useful occupation for 








a rural area. When a man needs 
a bolt, he needs it, and when I can 
hand it to him quickly I feel I have 
helped with the mighty hum of me- 
chanical farming. 

Thanks again for the humor in 
HARDWARE AGE... it is very good. 
Yours truly, 

Mrs. W. B. Warthen 
Davisboro, Ga. 


Wants Norvell's Book 


Dear Sir: 

I am anxious to obtain a copy of 
Saunders Norvell’s book, “Forty 
Years of Hardware.” If you know 
where I may obtain a copy, I’ll ap- 
preciate hearing from you. 

W. A. Cortes, 

President 
Bering-Cortes Hardware Co., 
Houston, Texas. 

Editor’s Note: The book, “Forty 
Years of Hardware” has been out 
of print for some time. Perhaps 
some reader having a copy would 
be willing to sell it to Mr. Cortes. 
If 80, we suggest writing directly 
to Mr. Cortes, at Bering-Cortes 
Hardware Co., Prairie Ave., at 
Milan St., Houston 1, Texas. 
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WILLIAM J. McELROY 
President 
and General Manager 










GERALD T. KNOTT 
Asst. General Manager 


BYRON M. GLAD 
Portland Manager 


SEATTLE CHAIN & MFG. CO. 


For nearly forty years, Seattle Chain has been growing with the 
great Pacific Northwest. This important plant not only manufac- 
tures and distributes heavy chain for the lumber, fishing and 
marine industries, but all types of welded and weldless chain, 
chain hoists, electric hoists, trolleys, winches, etc. 


ONE OF THE COMPANIES THAT MAKE 


Round aan 


The coast-to-coast Round organization is justly proud of 
Seattle Chain and of the men who manage it. In all parts 
of the United States, other Round Chain Companies are 
equally well qualified to supply 4 complete line of chain 
in their respective territories. Wherever you are, there’s 
a Round Chain Company nearby ¢o serve you better. 


Welded and Weldless Chain Jor Every Need! 


FARM CHAINS e LOG CHAINS « BUILDING CHAINS e TIRE CHAINS 
CHAIN HOISTS e TROLLEYS © CRANES @ WINCHES e FITTINGS 


ORDER FROM YOUR WHOLESALER, OR CONTACT ONE OF THE 


Ronit eri COMPANIES 7 
Png 
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ene the Law Says—— 


| Sale of Explosives 
- F || No Breach of Peace 
HARDWARE PRODUCTS || The sale of dynamite caps may Qui 


disturb the public peace but it 
is not a menace to public peace 









and order. 








By ALBERT WOODRUFF GRAY 


They sell well... 
because they serve well 






A 15-year-old boy of Hardwick, 
Vt., bought a bag of dynamite caps 
from a local hardware dealer. He 
stored this bag of caps in a tin box 
and cached it behind a shed. A few 
weeks later another boy found the 
caps and distributed them among 
other small boys. Some of the caps 
were lost, others thrown away, but 
two of the boys who exploded their COM 






Customer good-will and money-making 
repeat business are dependent on the 




































reliability and durability of the products capa, were injured. 
you sell. | Consternation reigned among the 
. , | town’s people. The children were 

Wickwire’s popular and famous brands | assembled and _ inculcated with With | 
of hardware products — including Gold | warnings against the danger of 
fl = | using dynamite caps as playthings. 
Strand Insect Screening and Clinton Hard- | This was followed by the apprehen- 
ware Cloth and Netting —have earned | sion of the hardware dealer and 
: | his conviction after trial, of a 
outstanding customer preference because of | breach of the peace. From this con- 
, F | viction he appealed to the Supreme 

top quality and long-wearing, trouble-free Cisant off that olathe. Put 
service. They’re your assurance of lasting The only issue, said the prosecut- 

‘ - Y ing attorney, is, “If a hardware 4 
customer satisfaction that pays off in better dealer sells dynamite caps in a or 
and more profitable business for you. paper bag to a 15-year-old juvenile, Small ; 

aa $ ‘ , is he guilty of a breach of the thei bh 

For additional information write our peace? A reasonable person could bases tl 
nearest sales office or consult your not help but know or anticipate tiful, £ 
: that violence and a disturbance of people 
classified telephone directory. the public peace might result from easy fa 
the placing of 15 very dangerous — 


dynamite caps in such hands.” 














Clinton Hardware Cloth and Hex Clinton Hex Mesh 
Mesh Netting are sold under brand Netting ; The court held there had been no , 
name of CALWICO in the West. breach of the peace and set the con- HERE’S 
viction aside. ‘The act must be 
THE COLORADO FUEL & IRON CORPORATION — Denver, Colorado such as to raise a clear and present 24 No. 1! 
THE CALIFORNIA WIRE CLOTH CORPORATION — Oakland, California menace to public peace and order. ’ 24 No. 2! 
WICKWIRE SPENCER STEEL DIVISION — Atlanta, Boston, Buffalo, Chicago, The case at bar does not come with- 24 No. 3: 
Detroit, New York, Philadelphia nb in this rule because it cannot be a a - 
yess J said that when this dealer sold the hig 
Boe suit 1 dynamite caps he knew or ought 1 SALE 
- to have known that his act would Shipped 
We } Cc 4 Ay i f likely, that is probably, provoke or — 
| produce violence and disturbance of ORD! 
| good order or that there was a clear 
H A 4 D WA 4 E P 4 @] D U C T Ss |} and present danger or immediate 
(F | threat to public safety, peace or SIGN OF THE BE 
" ¢ order. 
| “Here the danger to public 
| safety, peace or order was not pres- HUDSC 


wi 
ance 
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NEW HUDSON PROHT- MAKER 


NO. 5 POULTRY 






COMPACT, COLORFUL 








Put the goods at buy level... 
for fast turnover and profit! 


QUICK WAY TO MULTIPLY 


With Every No. 5 Assortment 


EQUIPMENT ASSORTMENT 





POULTRY EQUIPMENT ee 
SALES AND PROFITS 1 gg 


IT’S HUDSON 
Tested and Proved 


EQUIPMENT 


Typical Hudson quality 
best value in the field 


Counter or Window 


DISPLAY FREE 


isanamnemee 


4 


Small raisers need two or three of each—larger raisers buy 
them by the dozen—those Hudson starting feeders and fount 


bases 
tiful, 


that make up the Hudson No. 5 Assortment. This beau- 
free display rack puts merchandise right up where 


people can see it from all parts of your store...makes it so 
easy for them to buy...saves you so much time. Sell more 
feeders and founts this season—get at least one No. 5 Assort- 


ment 


24 No. 
24 No. 
24 No. 
36 No. 
72 No. 








at once. 


S WHAT YOU GET IN HUDSON NO. 5 ASSORTMENT 


Usual Retail 


Price Each 
ee ee G6 S GRUNER, . oo cep ccnteecesosendeetaedau 39¢ 
ee ES GO © GUD)... «0c cc ccwvcuseuetseneneneeen 59¢ 
336 Feeders (36-inch) in 1 cartom.............cccccccccccccces 97¢ 
B35 Glass Fount Bases with steel clip in 1 carton.............. 22¢ 
E25 Enamelled steel Fount Bases in 1 carton................... 15¢ 


1 SALES-MAKER DISPLAY in 1 Carton . . . . FREE 
Shipped in 6 cartons, as described, shipping weight 138 Ibs. 


ORDER FROM YOUR JOBBER TODAY 


SIGN OF THE BEST BUY 


st 
wi 


H. D. HUDSON 
ld 


SALES AND SERVICE BRANCHES 


' 





Beagpo-Tatee Somme Home Totes 


BASES FOR 
BRUIT JAR FOUNTS 


WUDSOR aevier 
FEED ano WATER 
TROUGHS 










































POULTRY 
EQUIPMENT 
ASSORTMENT 


RETAIL VALUE. . $65.52 ° 


DEALER COST.. 39.86" 
DEALER PROFIT. . 25.66 


38% 


* Slightly higher in Western Territory 









MANUFACTURING COMPANY 


General Offices: 589 East Iliinois Street, Chicago 11, Illinois, U. S. A. 













Johnny Weil asks... 


ee 


are you 
among 

the | 
missing 
Bh?” 











77% of America's hardware jobbers carry FULLER's 
standard, nationally advertised screw drivers. If you 
are one of the "missing 23%", you are missing 


plenty! 


FULLER's famous branded tools are always in 
demand. Hardware dealers expect their jobber 
salesmen to carry this unique* line. If you are one 
of the 23% who do not carry FULLER brand-marked 
screw drivers and chisels, you are depriving your 
salesmen (and yourself) of the sales opportunities 
waiting for them. 

















Johnny Weill, Fuller's 
Popular Sales Manager. 


Johnny Well has the 
complete ‘story. Why 
not drop him a line? 
He'll be glad to visit 
with you. 

Ask your jobber friends about this famous brand— 


then join the successful 77% who are’ profiting from 
FULLER's popularly priced standard tools. Retailers 
are already sold on FULLER. Ali you have to do is 
deliver the goods! 


=< *What do we mean by "unique"? The Fuller line has 


7 J . - - 
EE created a market in itself. In price and quality it 

4. does not compete with any line you now stock. 
7 | NAMES y 


n 





VDA 


FULLER'S SELF-SERVICE SCREW DRIVER 
AND WOOD CHISEL DEPARTMENT wont 
$2160 a 
Retail List $24.40 







i 


FULLER TOOL €0., INC. 905 FAILE ST., NEW YORK ag 


World’s Largest Producers of Unbreakable Amber Handle Tools 
Export Sales Department: John H. Graham Co., 105 Duane St., New York, U.S. A. 
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ent, direct or immediate, but was 
remote. It is not enough that the 
dealer’s act could produce violence, 
Otherwise any and every sale of 
explosives for whatever purpose 
would be a breach of the peace. 
“In order to convict the dealer 
it was incumbent upon the state 
to prove more than the mere pos- 
sibility that the dealer’s acts might 
produce violence or a disturbance 
of the public peace,” said the court. 





Indonesian Aid Rouses 


Congressional Ire 


Angry congressmen are demand- 
ing explanations from the State 
Dept. as to why financial aid still 
is being extended to countries in 
sound financial condition. 

State Dept. replies to date 
(“We're building good will”) are 
not considered satisfactory by many 
members of both political parties. 

Indonesia, for example, has thus 
far received about $10 million in 
military and economic assistance 
from the United States. Informed 
sources report that the Indonesian 
Government neither needs nor is 
very anxious to receive U. S. hand- 
outs. 

Actually, Indonesia is one of the 
wealthiest nations in the Far East. 
It is rich in rubber, tin, and oil, 
and is rapidly expanding. 





Build This Display 
Yourself 





Here's a special display rack which 
is compact—it can dudes eight 
toilet seats. It also has mobility— 
wheels at the base make it easy to 
move to any desired spot in the 
store. Used by Urich's, 844 N. Third 
St., Milwaukee, the rack is 15 in. sq 
and tapers slightly to the top. 
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Books for the 


! Hardwareman’s Library 





Home Workshop Manuals—New 
additions to the Home Workshop 
Series are these two 132-page, hard 
cover manuals—“The Wood-Turn- 
ing Lathe,” and “The Circular 
Saw.” Both volumes are exception- 
ally well illustrated with photo- 
graphs and sketches, and feature 
easy-to-read text. In addition to 
use and maintenance of the equip- 
ment, each book contains complete 
plans for an assortment of simple 
projects. Each volume, $2.95. D. 
Van Nostrand Co., Inc., 250 Fourth 
Ave., New York 8, N. Y. 





TV Transmission Ban 
To Be Eased by FTC 


The construction freeze which 
has been holding up the building 
of television stations is shortly to 
be lifted through a pending action 
by the Federal Communications 
Commission. This will not mean a 
flood of new transmitters, however. 

Slowness in handing out licenses 
will be caused partly by still tight 
materials supply for both equip- 
ment and building. But an equally 
governing factor is the fact that 
the bugs have not yet been worked 
out of the plan for allocating chan- 
nels in the two television bands— 
VHF (very high frequency) and 
UHF (ultra high frequency). 

Broadcasters are awaiting the 
go ahead signal to bring television 
to-about 1500 communities not now 
served by this relatively new med- 
lum. But probably no more than 
20 new stations will go on the air 
by the end of this year. But dur- 
ing 1953, it is forecast that the new 
transmitters should go on the air 
at a rate of 250 to 275, depending 
on how fast applications can be 
handled and cleared as well as the 
availability of materials. 





20 Million Bikes in U. S. 


At the start of this year there 
Were more than 20 million bicycles 
Muse in this country. With more 
youngsters and adults using the 
bike for transportation and exer- 
tise than ever before, according to 
the Bicycle Institute of America, 
interest in cycling is shown to be 
even keener than it was in 1948 
when 2,700,000 bicycles were sold. 





HARDWARE AGE, MARCH 20, 1952 


12 Proved Profit-Makers 
for Every Dealer! 










Mesre 


KESTER 


KESTER 
SOLDER 


RADIO 


SOLDER 


KESTER 455 
SOLDER A Soven 


© Te © Kester prastic ° 


















- ER KESTER KESTER 
ACID-CORE SOLDER METAL MENDER RADIO SOLDER ROSIN-CORE SOLDER 
General Work; Acid-Core; Rosin-Core for Radio-TV, etc. 


1 and 5 tb. spools 25c package everything electrical 1 and 5 Ib. spools 








estes 


/ KESTER 
|. SOLDER 


eidert*# 



































° 
° ” Bi KESTER © KESTER 
‘ RESIN FIVE” SouDenine PASTE SOLDERING PASTE SOLDERING FLUX 
SOLDER Handy 2 oz. tin 1 Ib. economy size een 
More active flux; , “4 a 





1 and 5 Ib. spools 





x 
7 


(KESTER | 
| | Soldering 


SALTS’ 








° KESTER . e KESTER ; 
SOLID-WIRE SOLDER SOLDERING SALTS “SOLDERING 
True alloys; 1 Ib. cans; SIMPLIFIED” 







1 and 5 Ib. spools **Just Add Water’ Free: 16-page booklet 
for your customers. 
‘Tells ‘em 


how to do it."’ 








Your Customers know KESTER ... 
Makes it Easier to Sell! 
Nationally advertised . .. nationally known 
... Kester Solder enjoys real customer acceptance. 
Confidence in any product means greater sales; 
stock Kester and you'll really profit! 





Cash in on the Home Repair Market! 
More and more, the “man of the house” is turning to 

repair and hobbycraft work for economy and relaxation. 

He needs solder .. . and Kester’s “Soldering 

Simplified” booklet tells him how to use it. 
Get your free copies right away! 
ER 
KESTER SOLDER COMPANY KEST 

4207 Wrightwood Avenue, Chicago 39 
Newark 5, New Jersey @ Brantford, Canada 


Sell KESTER and you sell the BEST! 


SOLDER 








% GALVANIZED STEEL 


Keystone Galvanized Steel Wire 
Screening, made of specially selected 
analysis copper bearing steel, gives 
Strength and rust resistant qualities. 


% QUALITY BRONZE 


Keystone Bronze Screening, both 
Bright and Antique finish, woven 
from highest quality commercial 
bronze wire of 90/10 analysis (90 % 
Copper, 10% Zinc Alloy) combines 
beauty, hardness, strength and resist- 
ance to atmospheric conditions. 


*%* CLAD ALUMINUM 


Keystone Clad Aluminum Screen 
Cloth can be sold by you with con- 
fidence. Will not stain or discolor 
woodwork or masonry. Red rust is 


eliminated, appearance improved. 
Light, strong, durable, and pleasing 
to the eye. 





Write for 
free catalog today. 


KEYSTONE WIRE CLOTH CO. 


Hanover, Pa., Fostoria, Ohio 
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Hardware and allied 
trade events up-fo- 
date in each issue 
of Hardware Age 





National Events 


American Gas Association annual con- 
vention and exhibit by the Gas Ap- 
pliance Manufacturers Agssn., Oct. 
27-30, at Atlantic City, N. J. Ameri- 
can Gas Association, 420 Lexington 
Ave., New York City 17. 

American Hardware Manufacturers 
Assn., semi-annual convention meet- 
ing jointly with the Southern Whole- 
sale Hardware Assn., April 6-10, 
at the Palm Beach Biltmore Hotel, 
Palm Beach, Fla. Arthur A. Faubel, 
842 Madison Ave., New York City 
17, secretary-treasurer of the man- 
ufacturers association; T. W. Mc- 
Allister, 814 Metcalf Bldg., Orlando, 
Fla., managing director, wholesal- 
ers’ association. 

Builders’ Hardware Show and Con- 
vention, Sept. 28-30, Oct. 1, at the 
Palmer House, Chicago. Sponsored 
by the National Contract Hardware 
Association and the American So- 

‘ciety of Architectural Consultants. 
John R. Schoemer, managing direc- 
tor, 420 Madison Ave., New York 
City. ' 

Hardware Week (irha), April 17-29, 
sponsored by the National Retail 
Hardware Association, 333 No. 
Pennsylvania St., Indianapolis 4, 
Ind. 

Housewares and Home Appliance 
Manufacturers’ Exhibit, July 7-11, 
at Atlantic‘City, N. J., Auditorium. 
Sponsored by National Housewares 
Manufacturers’ Assn., 1140 Mer- 
chandise Mart, Chicago 54. A. W. 
Buddenberg, secretary. 

Industrial Supply Convention, May 
19-21, at Atlantic City, N. J. Spon- 
sored jointly by the American Sup- 
ply & Machinery Manufacturers’ 
Association. R. Kennedy Hanson, 
general manager, 1346 Connecticut 
Ave., N. W., Washington, D. C.; 
the National Industrial Distributors’ 
Association, H. H. Rinehart, execu- 
tive secretary, 1900 Arch St., Phila- 
delphia 3, Pa.; Southern Industrial 
Distributors’ Association, E. L. 


Pugh, secretary-treasurer, 712 Vol- 
unteer Bldg., Atlanta, Ga. 

International Trade Fair, March 22- 
April 6 at the Navy Pier, Chicago, 
Ill. Executive vice-president John 
N. Gage, Col. U.S.A. (Ret.). Head- 
quarters, Marchandise Mart, Chi- 
cago 54. 

Locksmith’s Convention and Trade 
Show, May 3-4, at the Hotel Park 
Cheraton, New York, sponsored by 
regional and locksmith’s associa- 
tions throughout the U.S.A. Con- 
vention headquarters, 110 E. 59th 
St., New York City; Robert Rog- 
non, chairman. 

National Cutlery Week, May 4-10. 
Sponsored by the American Cutlery 
Manufacturers Association. Lewis 
D. Bement, Deerfield, Mass., execu- 
tive secretary. 

National Hardware Show, Oct. 6-10, 
at Grand Central Palace, New York 
City. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York City, Frank M. Yeager, 
managing director. 

National Retail Hardware Association 
Congress, July 14-17, at Statler 
Hotel, Washington, D. C. Rivers 
Peterson, 333 No. Pennsylvania St., 
Indianapolis 4, managing director. 

National Association of Sheet Metal 
Distributors, Annual Spring Meet- 
ing, May 8-9 at the William Penn 
Hotel, Pittsburgh, Pa. Thomas A. 
Fernley, Jr., 1900 Arch St., Phila- 
delphia 3, executive secretary. 

National Sporting Goods Show and 
Convention, Jan. 25-28, 1953, at the 
Hotel New Yorker, New York City. 
Sponsored by the National Sporting 
Goods Association, 1 No. LaSalle 
St., Chicago 2. G. Marvin Shutt, 
secretary. 

Paint and Wallpaper exhibit and con- 
vention, Nov. 12-15, at Chicago. 
Sponsored by the Retail Paint and 
Wallpaper Distributors of America, 
Inc., 4908 Delmar Blvd., St. Louis 
8, Mo. 
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Southern Wholesale Hardware Assn., 
annual convention meeting jointly 
with the semi-annual convention of 
the American Hardware Manufac- 
turers Assn., April 6-10, at the Palm 
Beach Biltmore Hotel, Palm Beach, 
Fla. T. W. McAllister, 814 Metcalf 
Bidg., Orlando, Fla., managing di- 
restor, wholesalers’ association; 





Arthur L. Faubel, 342 Madison Ave., 
New York City, secretary-treaserer, 
manufacturers’ Association. 

Trade Fair, Chicago International, 
March 22-April 6, Navy Pier, Chi- 
cago, Ill. Headquarters, Merchan- 
dise Mart, Chicago 54; executive 
vice-president, John N. Gage, Col- 
onel, U.S.A. (Ret.) 


Regional Events 


Cotter & Co. Fall Dealer Show, Aug. 
11-12. Spring show and annual 
stockholders meeting, Feb. 2-3, 
1958. Both to be held at company 
headquarters, 365 E. Illinois St., 
Chicago 11. 


Pritzlaff Merchandise Fair, Aug. 18- 
20 at the Sports Arena, Milwaukee, 
Wis. Sponsored by the John Pritz- 
laff Hardware Co., Milwaukee. 


Sportsmen’s Show: Detroit Congress 
Sportsmen’s and Boat Show (in- 
cludes annual Detroit News Travel 


Show), March 15-23, at the State 
Fair grounds, Detroit, Mich. 

Texas Wholesale Hardware Associa- 
tion convention, June 19-21, at the 
Plaza Hotel, San Antonio. Secre- 
tary, Nat Johnson, P. O. Box 386, 
La Feria, Tex. 

Wisco Annual Merchandising School 
and Sales Show, March 25-27, spon- 
sored by the Wisco Hardware Co., 
Madison, Wis., at company head- 
quarters, 15 S. Brearly St. J. A. 
Fitschen is president and general 
manager. 


State Events 


Alabama Retail Hardware Assn. Con- 
vention and exhibit, March 30- 
April 1, at Whitley Hotel, Mont- 
gomery, Ala. Mrs. Euna G. Ramsey, 
1926 Fourth Ave., North Clark 
Bldg., Birmingham, secretary. 

Carolinas Hardware Association of, 
convention and exhibit, June 10-11, 
at Charlotte, N. C. Mrs. Sally 
Couch Masten, 118% East 4th St., 
Charlotte, secretary. 

Florida Retail Hardware Assn. and 
Georgia Retail Hardware Assn. con- 
vention and exhibit, May 19-21, 
at George Washington Hotel, Jack- 
sonville, Fla. W. W. Howell, P. O. 
Box 183, Waycross, Ga., executive 
manager. 

Mississippi Retail Hardware Associa- 
tion convention, June 15-17 at 


Buena Vista Hotel, Biloxi. David O. 
Mansfield, P. O. Box 1696, Jackson, 
secretary. 

North Dakota Retail Hardware Assn. 
convention and exhibit, March 25- 
27, at Fargo. Exhibit, and meetings, 
Crystal and Avalong Ballroom; 
headquarters, Graver Hotel. Miss 
E. J. McGrann, 54% Broadway, 
Fargo, secretary. 

South Dakota Retail Hardware Asso 
ciation convention and exhibit, April 
1-3, at Cataract Hotel, Sioux Falls. 
O. R. Baily, 1300 So. Jefferson Ave., 
Sioux Falls, secretary. 

Virginia Retail Hardware Assn. con- 
vention and exhibit, March 25-27, 
at Hotel John Marshall, Richmond. 
George T. Omohundro, Jr., Scotts- 
ville, secretary. 
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Early Garden Displays Pull Trade 


Outdoor garden goods 
displays, like this, help 
Small's Hardware at 
1609 Lincoln  Blvd., 
Venice, Calif., do a 
good volume in such 
merchandise. Frank E. 
Small had this display 
out before last Christ- 
mas. While attracting 
attention to his Christ- 
mas windows he was 
making good garden 
supply sales. In fact 
he sold a load of fer- 
tilizer in the two weeks 
prior to Christmas. 
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WHAT'S NEW 








Latest Information on New Hardware Merchandise 


(Continued from page 13) 
and undercoat, one-coat enamel, 
interior semi-gloss, floor and trim 
varnish and spar varnish. Both var- 
nishes are natural color. Eagle- 
Picher Co., 900 American Bldg., 
Cincinnati 1, Ohio. 





Steel Measuring Tape 


Here is a new steel measuring 
tape, the “Boss Wyteface,” with 
black markings on a white back- 
ground and the foot markings in 
red. New features on this tape in- 
clude a wide sweeping reel-like 
winding handle and notched finger 
grips around the edge of the all- 





metal case. Approximate retail 
price for the 50-ft. length is $4.90, 
and for the 100-ft. length, $7.95. 
Keuffel & Esser Co., Hoboken, N. J. 





Steak Knife Set 


This “Kitchen Pride” steak knife 
set features chromium-plated steel 





blades set firmly in handles of gray 
Tenite plastic. The knives fit com- 
fortably in the grip, and provide a 


176 


keen cutting edge, serrated toward 
the blade point for increased effi- 
ciency. Each six-piece set comes in 
a hinged-cover gift box. Camillus 
Cutlery Co., Camillus, N. Y. 





Sliding Door Hardware 


The new Rocket 1000 line of slid- 
ing door hardware is available for 
multiple sliding door application, 





shown here, or for single applica- 
tion. Only 1-in. headroom is re- 
quired for this line, which has 
nylon ball bearing rollers for quiet 
operation, and heavy gage cold 
rolled steel track, electro zinc 
plated. Front face of the track is 
primed for paint, and the track is 
mounted flush with the opening. 
Available packaged for 4, 5, 6 and 
8 in. single and multiple sliding 
door units, or in a special packaged 
set for three-door, 8 in. wardrobe 
installations. Grant Pulley & Hard- 
ware Co., 31-85 Whitestone Pkwy., 
Flushing, N. Y. 





Picnic Cooler 


A new Vinyl picnic cooler, called 
Thermo-Pal, holds 12 bottles of 
beverage or 18 cans of beer packed 
in cracked ice. All seams are 
sealed, and a new superfine Fiber- 
glas insulation keeps beverages 
cold from 8 to 24 hours. The unit 
is collapsible for easy storage, and 
packs into a Vinyl case that can 
also be used as a sandwich bag. 
Domestic Film Products Corp., 
Millersburg, Ohio. 


Packaged Mouldings 


New Trimedge aluminum mould- 
ings come neatly coiled, complete 
with necessary fasteners and in- 
structions, in strong packs for easy 
carrying and installation. This 
Koil-Pak unit offers 11 popular 
designs in 12-ft. lengths. There 
are nine nosings in sizes from % 
to 14%, in. wide, a binding seam 
3, in. wide, and a cove mould- 
ing, %4 in. wide. Three of the 
nosings are available with colored 
plastic inserts. A folder, the cover 
of which is shown here, describes 


Pring 


&, 


f 


N 


TRUMOGE, IC, 4081 RAMONE AVE. YOUNSSTONN 1, 


oof 





and illustrates the Koil-Paks. Trim- 
edge, Inc., 4021 Mahoning Ave., 
Youngstown 1, Ohio. 





Duck Decoy 


Victor Majestic is the name of 
this new duck decoy, which is mold- 
ed of Tenite plastic. The decoy is 
oversize with realistic body colors 
permanently molded in, rides nat- 
urally in calm or rough water, and 
built-in ballast makes it self-right- 
ing. Head is detachable and can 
be adjusted by the hunter. Decoy 
is available in mallard, black duck 





Retail is $4.00 


and pintail species. 
each or $40.00 a dozen. Animal 
Trap Co. of America, Lititz, Pa. 


Mail Box Line 


Here is a new line of electro zinc 
plated, Bonderized steel mail boxes 
with brass or old iron finishes. Two 
styles are available; No. 25160, 
with a staple for a padlock, and No. 
25161, with an interior lock and two 
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Sensational New 











“Mrs. Damar” 
PROFIT-TESTED PRODUCTS 


The only Company that gives you SALES TESTED, PROFIT-TESTED Products 
—BACKED BY ADVERTISING IN 38 LEADING MAGAZINES! 





"MARS. DAMAR’S new 
| POTATO CUTTER 


| CUTS 25 FRENCH FRIES or 
49 SHOESTRING POTATOES 





_— 





-— —_, 








Here it is! — a brand-new Mrs. Damar Consumer-Tested Kitchen Aid 
that is practically GUARANTEED TO BECOME THE FASTEST-SELL- 
ING ITEM IN THE HOUSEWARES FIELD. And here’s why we can 
make this sweeping guarantee with complete confidence: 

BEFORE we offer any Mrs. Damar Product to you—we have it pre-tested 
in thousands of homes throughout America—pre-tested for efficiency, dura- 
bility, dependability—pre-tested, not by engineers or scientists, but by 
average American housewives, by your customers! And we also pre-test 
its SALES APPEAL by advertising it in ALL the leading magazines—House 
Beautiful, House & Garden, American Home, Esquire, Today's Woman, 
Better Homes & Gardens, etc. etc. If the response to our advertising indi- 
cates that the American housewife really wants any product—then, and only 
then, do we offer it to you! 

And the thousands of requests we’ve already received for this amazing 
new Potato Cutter definitely PROVE that it is destined to be a terrific 
seller! And no wonder! . . . for here’s an item that really saves time and 
work! Simply put a whole potato into this Cutter, press the handle, presto! 
—25 perfect French Fries OR 49 Shoestring Potatoes! You can see for your- 
self the sales appeal this product has—but you don’t have to rely on your 
good judgment alone—we've already proved that it will sell and SELL! The 
price is right, too—only $3.98, complete with 2 interchangeable cutters. 

We have a heavy advertising budget scheduled on this item—so we'll 
create thousands of additional customers for you! It’s a sure bet you'll 
ring up big profits by displaying Mrs. Damar’s Potato Cutter—so rush us 
your name and address for further information today! 





3 MORE CONSUMER-TESTED “Mrs. Damar” PRODUCTS . . . 


MRS. DAMAR’S * 


SPICE PRESS 


Remember the ter- 
tific sales rung up — 
last year by Mrs. 
Damar’s Garlic @* 
Press? Well, here’s a “7%, it! An immediate 
new improved Spice %/''\, © Mrs. Damar success in a limited 3 
Press that makes »),"’-' number of test stores = 
even the garlic press old-fashioned! It not 
only converts garlic cloves into a creamy 
paste—but crushes lemons, limes, herbs, pep- 
percorns, onions—extracts the goodness from 
all spices! Made of lightweight aluminum 
in a handsome modern design. Another big 
seller for you! Retails for only $1.98. 





SOFTI-BAG 


i a This wonderful item 
“Lr j ye always brings in 
¢ hundreds of requests 
when we advertise 


for 2 or more at one time! 





— @ guaranteed success for you! Enables 
housewives to wash delicate lingerie, nylons, 
etc. — in their washing machines — without 
tearing, ripping, tangling! Made of fine cot- 
ton mesh, rustproof snaps. Retails for $1.69 
— but most of the requests we receive are 





NOW MASS PRODUCED IN AMERICA 
ON HIGH-SPEED PRECISION 
MACHINES—WE CAN FILL 

ANY ORDER PROMPTLY! 

This new Cutter is made of 
long-lasting enameled steel. 
Choice of 3 popular kitchen 
colors — Red, Yellow, White. 
Individually boxed in attrac- 
tive 4-color package that sells 
them right from the counter! 





MRS. DAMAR’S 


BLENDA-MIX 


And still another red-hot 
Mrs, Damar Product—and 
right now it looks like it 
might be the biggest seller 
of all! And for good rea- 
son! With a Blenda-Mix 
a housewife can actually 
use her electric mixer as 
a FOOD CHOPPER and 
BLENDER too! Think +t 
of it! For only $1.98—she gets practically 
the advantages of a $40 blender! That’ 





haven't yet, as our pre-testing proves! 


RUSH US YOUR NAME AND ADDRESS FOR COMPLETE INFORMATION, PRICE LISTS, ETC. 


DAMAR PRODUCTS, 20-4 TREAT PLACE, NEWARK 2, N. J. 
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bargain no housewife can resist—and they 
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Wills 


THESE ITEMS 
SELL ON SIGHT! 


LFEEDER 


Ma NIPPLE PAIL 


ee 


















CALVES 







DRINK 

IN Farmers are buy- 
ing CALFEEDER 

NATURAL NIPPLE PAILS 


now. It saves 
valuable calves 
during the haz- 
ardous first 8 weeks of 
life, reduces scours and 
helps calf add weight and 
strength faster. Strong steel 
bracket spot welded on to sturdy 
hand-dipped galvanized pail. 
Equipped with pure rubber nipple 
and life-time brass nipple fittings. 
Nationally Advertised! Display This 
Popular Item Now! 


THE “MULTI-FIT” 


LOCK OW 


TRACTOR FUNNEL 


POSITION! 














THE "MULTI-FIT’: 


GRO) 







LOCKS TIGHT 
TO FUEL TANK 


FILLER NECK Ww 


The safest tractor funnel on the 
market—fast, non-tip. It saves 
work, time, money. One of our 
best sellers because farmers want 
the patented LOCK-ON feature— 
it’s the only LOCK-ON Tractor 
Funnel made. A profitable item to 
show your farm trade. Nationally 
advertised! Write today for prices 








—please include name of jobber. 


GENERAL METALWARE CO. 


Minneapolis 13, Minnesota 
Portland 10. Oregon 
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WHAT'S NEW 





keys. Both are equipped with a 
name card holder and self-closing 
letter drop, and have roomy in- 











teriors and a large door for easy re- 
moval. Trine Mfg. Corp., 1430 
Ferris Pl., New York 61, N. Y. 





Electric Fence Controllers 


This line of SafGard electric 
fence controllers includes three new 
models. The SG-12 Special, shown 
here, operates by a six-volt battery, 
and retails at $11.95. The SG-14 
Master is a six-volt battery unit 
with enclosed battery compartment, 
with a suggested list of $18.25. The 





SG-16 Combination operates from 
a six-volt battery or 110 volt AC, 
with a suggested list of $28.60. All 
models deliver a strong jolt over 15 
miles of fence at 55 impulses a min- 
ute and will not burn weeds or other 
inflammable materials. With an 
order for one SG-12, two SG-14 and 
one SG-16, a free SG-12 is offered. 
SafGard Div., Grand Sheet Metal 
Products Co., 2510 W. 24th St., Chi- 
cago 8, Il. 


New Oil Burner 


Here is a new and efficient oil] 
burner, Anchor Model SA65, featur- 
ing an adaptation of the “Shell 
Combustion Head” for fuel oil sav- 
ings. Capacity ranges from 5-10 
gal. of No. 2 fuel oil per hour. The 
heavy cast frame construction mini- 
mizes vibration and safeguards all 





working parts. There is a Sund- 
strand fuel unit, quick, positive 
cutoff provided by a delayed-action 
magnetic solenoid valve and con- 
trols that respond instantly to flame 
failure. The unit measures 28% 
x351% in., and height is adjustable 
from 24-26% in. Anchor Div., 


Stratton & Terstegge Co., New 
Albany, Ind. 
Oil Base Flat Paint 

A new formula for Kyanize 


Clingeote Flat will be labeled and 
sold as Kyanize Clingcote Scrub- 





able-Flat, an oil base paint made 
with an alkyd resin. It can be used 
over new plaster, wallboard, enam- 
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Model -1409 R-W-Y : 
ulors,, Red, White or Yellow. 


Sng AWAY 
AUTOMATIC 


CAN OPENER 


NEW CONVENIENCE! Just turn the handle and the new Swing-A-Way 
automatically locks the can in position and removes the lid in one 
easy motion! Due to simple direct drive the operation is practically cgcongen 

effortless and assures many long years of trouble-free service. NEW CONVENIENCE! 















e SHOCK-PROOF 
ASSEMBLY 


YES! The NEW Automatic Can Opener has all the proven features that 
have made Swing-A-Way America’s Favorite Can Opener . . . PLUS! 
... The NEW Single-Action Handle. 





No Levers 
Single-Action Handle. 








e SYNCRO-GEAR DRIVE (powerful, positive, smoother cutting). 

e SHOCK-PROOF ASSEMBLY (floating action prevents damage to working parts from dented 
or mis-shapen cans). 

e 5-POSITION OPERATING BRACKET (only Swing-A-Way operates in 5 locked positions, making avail- 
able kitchen spots that won't take any other can opener). 

e AND NOW! The new convenience of Single-Action Handle. Just turn the handle and the NEW Swing-A- 
Way automatically pierces, locks the can in position, and removes the lid. ALL IN ONE EASY OPERATION. 


SWING-A-WAY MFG. CO., 4100 BECK AVE., ST. LOUIS 16, MO. 
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NEW MAGIC CLEANER— 


Cleans Copper 
Brass and 
Stainless Steel 
Cookware— 


SPARKLING 
BRIGHT 


IN J] seconp: 


WIPE ON AND 
RINSE OFF! 


Seal of Approval— 
U. S. Testing Co. 


MONEY-BACK GUARANTEE 
ON EVERY BOTTLE 


Sold through hardware, 





variety 


RETAIL and department stores exclusively 
' 8 oz. 
89". COPPER BRITE, INC. 
a 1109 N. Poinsettia Place 
pe TraveD Los Angeles 46, Calif. 











AN ARTMOORE PRODUCT 


ORIGINAL TRIPOD DRYER 
STILL THE SALES LEADER 





Your customers want 
the Artmoore Collapsible 
Tripod Clothes Dryer. 
24 Feet of Drying Rods 
—Selected, smoothly fia- 
ished hardwoods—Snag 
proof — Metal parts 
rust-proof plated. Lift 
the Rod Holder and 
Tripod Legs open auto- 
matically. Collapses 
compactly for quick storage in small 
space. Ideal for in-between washings, 
lingerie, diapers, etc. A step saver 
alongside ironing board. Suggested retail 
only $3.75 
Slightly higher West of the Rockies 
See your jobber or write 


ARTMOORE CoO. 


Dept. A-32, 1913 North 3rd Street 
Milwaukee 12, Wisconsin 
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WHAT’S NEW 








els, wallpaper, spackle, etc., and is 
completely scrubable. It leaves a 
uniform color and sheen, is self- 
priming, quick-drying and odorless. 
All standard Clingcote pastel shades 
are available in the new Scrub- 
able-Flat formula, and dealers can 
intermix stocks. Boston Varnish 
Co., Everett Sta., Boston 49, Mass. 





Compression Sprayer 


The new No. 256 Gard-N-Gro, a 
1% gal. sprayer with a powerful 
pump and handy thumb latch spray 
control, enables the user to adjust 





from a fine fog to a tree-top high 
spray. The counter display card 
and a window spot are available in 
a special merchandising offer with 
an order for three of these spray- 
ers. Root-Lowell Corp., 445 N. Lake 
Shore Dr., Chicago, III. 


‘ 





New Fishing Leads 


A \%-oz. keel-type lead, specially 
designed for spinning, and a simi- 
lar 114-0z. keel-type lead for lake 
trolling and salt water fishing are 
new additions to the Bead Chain 
line of swiveling tackle. This tackle 
is completeiy rustproof, and does 
not need to be cleaned after use. Re- 
tail price for the 1%-oz. lead is 25¢, 
and for the 114-o0z. lead, 35¢. Bead 
Chain Mfg. Co., Bridgeport, Conn. 





All-Angle Spotlight 


This new all-angle spotlight, the 
Amplex Focalite, can be used in 
window displays, shadow boxes, 
show cases, and for many other 


highlighting applications. Made on 
one-piece aluminum with a per- 
manent deluxe satin finish, the 
Focalite rests on a flocked tripod 
base that will not mar finishes. 
Accommodates a PAR 30 spot, flood 
or Solorbeam reflector lamp, and is 





equipped with a 6 ft. cord and plug. 
Amplex Corp., Dept. FP, 111 Water 
St., Brooklyn 1, N. Y. 


Calf Feeding Pail 


A heavy steel bracket holds this 
sturdy galvanized Calfeeder Nipple 
Pail at the right height for a calf 
to feed. The pail is equipped with a 
pure rubber nipple and lifetime 
brass nipple fittings. General Metal- 





ware Co., 1401 Central Ave., Minne- 
apolis 13, Minn. 


Locking Plug 


A positive locking device is 4 
feature of this new heavy-duty elec- 
tric plug, the Hopax Lock-Plug, 
that fits any standard twin recep- 
tacle. A heavy metal adaptor plate 
with locking slots fits directly over 
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see) New ARISTO-MAT 
Display Merchandiser 


WILL TRIPLE 
YOUR PROFITS 


| FREE F//) 
Da Lh i ; 


Now...get more ARISTO-MAT sales with 
the new PD-1 display merchandiser. Stur- 
11 Water dily constructed of steel, takes up only a 
few inches of counter space, and packs a 
“Giant Wallop” in “EYE CATCHING 
BUY APPEAL.” ARISTO-MATS are 
used by miilions of housewives from 


olds this 

r Nipple coast to coast, on STOVE TOPS, 

a ia table tops and under electrical 
lifetime appliances; to protect fine sur- 

ul Metal- faces from heat, scratches, spilled foods, 





knicks, chips and stains. ARISTO- 
MATS are available in a wide selection 
of patterns and sizes, in a price range 
to fit every pocketbook. 





FREE TRIPLE PROFIT © 
PD-1 MERCHANDISER 


With the No. 1951 Assortment which contains 
Pre-sold through NATIONAL ADVERTISING the (7 inch by 19 inch size only 


. YOUR FAIR TRADE your 
on a full 12 month schedule in... COST RETAILPRICE PROFIT 


o Better Homes & Gardens 1/3 Doz. 401 Floral Queen $5.28 $7.92 $2.64 
pena 1/3 Doz. 1010 Candy Stripe 3.17 4.76 1.59 


e House Beautiful 
@ American Home 1/3 Doz. 1030 Chrome Queen 7.17 10.76 3.59 
e Good Housekeeping 
@ Ladies’ Home Journal $15.62 $23.44 $7.82 
e Woman's Home Companion Fair trade prices, Chrome Queen $2.69, 

e McCall's —@ Parents’ Floral Queen $1.98, aT 


Candy Stripe $1.19. > 
Slightly higher in states west of the Rockies. Guaranteed by 
Good Housekeeping , 























SEE YOUR JOBBER or write for your nearest distributor 


PHOENIX TABLE MAT COMPANY 


1315 West Congress Street ¢ Chicago 7, Illinois 
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Family Fun 


with 


South BEND Croquet! 
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LIFE, 
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magazines 
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SALES REPRESENTATIVES 


East—Julius Levenson, 7 East 17th St., N. Y. 


South —Louis Williams & Co., 3rd National 
Bank Bldg., Nashville, Tenn. - 


Midwest—South Bend Toy Mfg.,So. Bend, Ind. 


Calif. & S. W.— Anderson Sales Company, 
730 W. 10th Place, Los Angeles 15, Calif, 


Denver & Pac. N. W.—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 


Export — Affiliated Exporters, Inc., 10 East 
34th Street, New York City 


SOUTH BEND TOY MFG. CO. 


SOUTH BEND 23, INDIANA 
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WHAT’S NEW 


the receptacle plate and is held 
tightly in place with a center screw, 
and a sliding collar on the plug has 
lugs that fit into two locking slots 








locks the plug firmly in place. 


St., New York 13, N. Y. 





Plant Feeder, Aerator 


This new plastic device for aerat- 
ing, fertilizing and watering potted 
plants, called Aero-feeder, supplies 
the proper combination of moisture, 
air and fertilizer to the roots of the 
plants. Fertilizer is mixed with 
water in the mixing bowl, and ducts 
bring water and air directly to the 
plant roots. A three-color counter 
display box holds 72 Aero-feeders, 
which retail for 10¢ each. Aero- 
feeder Co., 3809 Nicollet Ave., Min- 
neapolis 9, Minn. 





improved RevolverHammer 


Colt Officers Model Special target 
revolver is now available standard 
with an improved target hammer 
designed to facilitate speedy cock- 
ing in rapid and timed firing. The 
hammer has a broad, deeply check- 
ered thumbing surface to reduce 





thumb slipping. This new hammer 
will also fit the pre-war Officers 
Model and sell as a spare part for 
$6.75. Colt’s Mfg. Co., Hartford, 
Conn. 








on the adaptor plate. A slight twist | 


Hopazx Electric, Inc., 547 Greenwich | 











| Mee Dealar 


HERE'S WHAT YOUR CUSTOMERS 
ARE SAYING ABOUT AMERICA’S 
TOP OSCILLATING SPRINKLER¥ 
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Six nea - of same. 


HLA. Lasswell 


Marquette Ave., 
3320 Dallas 5, Texas 
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SUGGESTED RETAIL 
11.95 


Are you taking full advan- 
tage of the profits and good 
will that go with America’s 
No. 1 oscillating sprinkler? 


Melo’ | 


*Ranks FIRST in nation for brand 
acceptance among ‘‘all oscillating 
sprinklers'' according to the latest 
annual Store and Market Study 
conducted by Hardware Retailer. 
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Metal Cleaner 


Copper, brass, and stainless steel 
cookware, and other metal items 
can be cleaned by this new Copper 





Brite metal cleaner. Scrubbing is 
not necessary and the cleaning is 
accomplished by wiping the liquid 
on and rinsing it off Available in 
an 8-oz. bottle or a full pint only. 
Copper Brite, Inc., 1109 N. Poin- 
settia Pl., Los Angeles 46, Calif. 


Thumb Tack Deal 


This new two-tier metal display 
rack for thumb tacks and uphol- 
stery nails is offered free with the 
purchase of 30 dozen assorted tacks 
and nails. The assortment includes 
20 dozen Saf-T-Hed metal capped 
thumb tacks, and 10 dozen assorted 
upholstery and furniture nails. The 
all-steel permanent rack measures 





103%4x14% in. Each compartment 
has the item number and color 
printed on it for easy refilling. 
American Tack Co., Inc., 175 Fifth 
Ave., New York 10, N. Y. 





Tape Dispenser 


At the touch of a hand lever 
this new “Scotch” pressure-sensi- 
tive tape dispenser, Model 92, por- 
tions out pre-determined lengths 
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MBE -HOFFMANN 


Home Accessor 


and warming grill surface. 


(with Chef Shelf) 


x 72” x 50” high. 


, |—— ) 


Ne P| 
a y A r 
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(44-1/2” with shelf extended). 


BARBEQUE GRILL 


A handsome, complete “kitchen on wheels” for outdoor cooking and 
serving ...designed for real convenience and efficiency. Features air- 
insulated, self-leveling, heavy-gauge firebox which is adjustable to five 
positions within a 6” travel range for positive heat selection and control. 
Handy pull-out ash catcher; heat-proof Bakelite knobs; 17-1/2” x 11-1/4” 
heavy wire lift-out grid; 21” hand operated spit, adjustable to three heights. 
Specially designed warming table panel is heated from fire box on chimney 
flue principle ...includes two 1-quart hot dishes plus 4-1/2” x 7” bun- 
warming area. Work table measures 15” x 18”; has color-sealed Masonite 
top which serves as permanently built-in cutting board; also a convenient 
Chef Shelf (on deluxe model only), complete with salt and pepper shakers, 
basting jar, napkin holder. Hinged shelf at firebox end stands upright 
for use as a windbreak; lies flat to provide extra table space. Strong steel 
girder construction; dimensions: 31” high x 18” wide x 34-1/2” long 
Beautiful, durable hand-sprayed baked- 
enamel finish in Green with hammered aluminum finish on windbreak shelf 
Ships knocked-down...easy to assemble. 





No. 150 Deluxe Model 


TOTE-TABLES 


Excellent companion-pieces for Mell-Hoffmann’s 
new Barbeque Grill — and all-year family favor- 
ites for every home use. Carry like luggage; fold, 
or unfold easily; store compactly. Strong steel 
“girder” construction, tubular aluminum legs. 
Genuine Masonite Presdwood top with “Lin- 
Like” sealed finish color-toned to harmonize 
with Dubonnet, Yellow, or Green trim. 

Sizes: (No. 524) 24” x 60” x 30” high; 
(No. 530) 30” x 60” x 30” high; (No. 630) 30” 


aa = 


SEE YOUR JOBBER 


No. 140 Standard Model 
(without Chef Shelf) 











-HOFFMANN MFG. CO. 


1827-53 W. WEBSTER AVE. 


CH 


ICAGO 14, ILLINOIS 
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SELL 
COPROX 
IN 52 and 
WATCH YOUR 
PAINT PROFITS 





COPROX is the 


copperized cement coating 


UFE wrote about 





COPROX PROTECTS MASONRY SURFACES 
AGAINST WATER SEEPAGE, DAMPNESS 
AND EROSION 


ASA YOUR COPROX DISTRIBUTOR TODAY 
ABOST HOW COPROX CAN BOOST YOUR 
‘S2 PROFITS OR WIRE, TELEPHONE OR WRITE US 


COPROX, inc., 1270 Ave. of Americas 


NEW YORE 20. % Y. 
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of cellophane or acetate fibre tape. 
Strips of paper from 1 to 4 in. long 
and 1 in. wide can be dispensed, or 
longer lengths may be obtained by 
depressing the lever repeatedly. It 
is portable and easily reloaded. Re- 





tail price is $14.75 per dispenser. 
Minnesota Mining & Mfg. Co., 900 
Fauquier St., St. Paul 6, Minn. 





Paint Roller Cleaner 


This new roller cleaner, called 
Imperial Roller Cleaner, comes in 
a specially designed shaker can, 
into which the entire roller cover 
fits for thorough cleaning. The 
cleaner can be used many times 
without losing its cleaning proper- 
ties. Regular paint brushes can 





also be cleaned in Imperial Roller 
Cleaner. A quart refill can is avail- 
able. Wilson-Imperial Co., 115 
Chestnut St., Newark 5, N. J. 





Portable Head Lamp 

This sealed beam portable electric 
hand lamp, Big Beam Model No. 
166, features an hermetically sealed 


team bulb that seals out dirt and 
moisture from the mirrored surface 
of the reflector. It is powered by a 
six-volt lantern battery. The 4-in, 
jamphead and comfort-built handle 
are chrome finished, and the weath- 
erproof, rustproof battery case is 
20-gage steel, finished in red baked 
enamel. The switch is mounted on 
the lamphead. List price is $7.50 





less battery. U-C Light Mfg. Co., 
1050 W. Hubbard St., Chicago 22, 
Ill. 


Portable Radio 


Designed to play anywhere, this 
new three-way Arvin portable 
radio, Model 650P, is called the 
Vacationer. The case is of poly- 
styrene plastic with leatherette cov- 
ering in the center section, a plas- 
tic and metal handle folds flat into 
the top of the set when not in use, 





Ps br ” 


and a shatterproof mirror is set in 
the center of the dial ring. Set 
operates on batteries or on AC/DC, 
and features the Arvin “Magne- 
tenna,” a built-in ferrite ceramic 
core rod antenna for better recep- 
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ORDER NOW! 


.-: AND EARN A BIG 


Sd RO F t T | I Regular Cost Per Dozen $12.80 UY I : pe 
Z Extra Profit Plan Cost $11.73 MANY orHeRr 
$1.59 Retail Price ou eas vais i 


ONE FREE WITH 11 








with 
Bridgeport’s YOUR PROFIT — 57.35 
profit plan Lene eee eee 


LIMITED TIME OFFER ~ EXPIRES MARCH 3ist 









12 oz. Moth Proofer 
=f Regular Cost Per Dozen $15.20 

= Extra Profit Plan Cost $13.93 
$1.89 Retail Price 


YOUR PROFIT—$8.75 





ONE FREE WITH 11 
Extra Profit Plan Cost $11.73 


12 oz. Roach & Ant Killer 
$1.59 Retail Price 


Regular Cost Per Dozen $12.80 
ce YOUR PROFIT—$7.35 















ONE FREE WITH 23 

12 oz. Bug Bomb 
Regular Cost For 2 Dozen $19.20 
Extra Profit Plan Cost’ $17.60 
$1.19 Retail Price 


YOUR PROFIT—$10.96 
ON 2 DOZEN 


Pe 2... 1.4 










‘ONE FREE WITH 11 


15 oz. High Pressure Aersaxsol 
Insecticide 
Regular Cost Per Dozen $24.00 
Extra Profit Plan Cost $22.00 
$2.95 Retail Price 


YOUR PROFIT—$13.40 















| | 
’ a 
vA 






BRIDGEPORT BRASS COMPANY 
Bridgeport 2, Conn. 
Manufacturers of the complete line 
of Aereassol Insecticides 

| No.300 No. 100 No. 401 
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"SKI-FLYING FURTHER 


than anyone before, Tauno Luiro, a 
Finn, set @ new world’s record in 
March, 1951, at Oberstdorf, Germany, 
with @ breathtaking jump of 456 feet. 





GOES FURTHER.TOO.. 


NO WASTE— Gold Seal Friction Tape tears 
evenly, does not ravel, conforms closely to un- 
even surfaces. 


HIGH DIELECTRIC STRENGTH— less footage 
is needed per job. No pinholes; one thickness 
insulates. 

LASTING “TACK"’— Gold Seal sticks to the job 
under toughest conditions of cold and moisture. 
STOCK AND SELL GOLD SEAL for fast turn- 
over—for steady profit. 









FRICTION and RUBBER TAPES 
In either 10-roll cartons or single 
rolls. Every roll sealed in cello- 
phone, stays fresh. Jenkins Bros., 
(Rubber Division), 100 Park 
Ave., New York 17. 


_ i 





Serr rey 


Jenkins Bros. also make Diamond Seal 
Friction and Rubber Tapes which meet 
ASTM and Federal Specifications, 


A PRODUCT OF JENKINS BROS. 
MAKERS OF FAMOUS JENKINS VALVES 
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WHAT'S NEW 


tion. Available in three colors. Re- 
tail is $44.95, without batteries. 
Arvin Industries, Columbus, Ind. 








Hose Connection 


Hose On, a hose connection that 
permits a garden hose to be at- 
tached to any water outlet with a 
quick half turn, is now available 
on merchandise cards, printed in 
two colors and giving full instruc- 
tions. Hose On can also be supplied 
in a carton display, packed with 12 
sets and 12 extra faucet ends in 
each box. The list price of the 
items has been lowered; the com- 
plete unit is now available for 69¢, 





and the faucet attachment is now 
30¢. Hose On Products, 32 S. 
Stoneman Ave., Alhambra, Calif. 





Spinning Lure 

This new, specially weighted Tiny 
Trouter lure for spinning is proc- 
essed in tough, pliable plastic, 
which allows for natural fish action. 
It may be rigged with a plastic 
bubble that holds the lure at the 
required depth. Size is about 2 to 
2% in. Individually packed in 
transparent plastic tubes with in- 





terchangeable hook and nylon lead- 
er, retailing for $1.15. Actual Lure 
Co., Inc., 392 Fifth Ave., New York, 





mh 














PAINTIN’ THE TOWN 
ae by Doggatt 


























“That’s my last date with him! All he wants 
is a Rubberset brush!” 


... but is it fair to blame a painter 
for wanting Rubberset Brushes? 
After all, Rubberset is the nation’s 
most wanted brand, Popular Me- 
chanics Magazine survey of dealers 
proves. So for quality brushes, al- 
ways choose Rubberset. 
FREE! New 20-Page Merchandising Book- 


let: “‘How to Up Paint Brush Profits”. 
Send postal to Dept. H-32, address below. 


Russerset Co. 


Haynes Ave. & Lincoln H way 
Newark 5, N. J 





Protecting America’s Handpower! 


ASK YOUR WHOLESALER 
THE BOSS MFG. CO., KEWANEE, ILL., U.S.A. 
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Fire Kindler 


Here is a new fire kindler, called 
Kindle-Kwik. When a match is 
touched to the cellophane bag, it 
will burn for 50-40 minutes, start- 
ing the logs almost immediately. 
There is no danger of explosion or 
spontaneous combustion. It can also 
be used as a safety flare on the 
highway, etc. The retail list is 
$1.50 per display carton containing 





12 cellophane packaged units. Earl 
Witt, Inc., Daily News Bldg., Chi- 
cago 6, Ill. 





Glass Cannister Set 


This Vue - Tility canister set, 
made of glass blocks with plastic 
covers, consists of two 6x6-%4 in. 
units and one 8x8-%4 in. unit, in- 
dividually packed. The canisters, 
being transparent, have no letter- 
ing and can be used for a variety 
of ingredients. Available in a num- 
ber of colors, and three pieces retail] 





for about $4.00. National Potteries, 
Inc., 2302 Center St., Cleveland 13, 
Ohio. 


Flat-Dial Scales 


Here is the new Model 239 Coun- 
selor flat-dial scale, with automatic 
electric dial light that is shock- 
proof even when feet are damp. The 
new Line-O-Site lens features dual 
red lines for accurate weight read- 
ing. The wide platform is 214 in. 
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molded rubber 


knee 
pads 


The reason it pays you to sell Judsen 

Knee Pads is that they're so useful to so 
many of your customers. Anyone who works 
on his knees wants comfort and protection 





Pl Pind 
Ok St at 





Bios perry 


r 
ae 


in wholesale lots. 


You can furnish that comfort and protec- 
tion by selling Judsen Knee Pads—a “must” 
in your line of fast moving, good profit 
items. 

They're priced to “sell” at $2.50 per 

pair. Dealer's cost is only $1.50 per pair. 
Order a dozen pair today, display ‘em on 
your counter and they'll sell themselves! 







Tile layers and — 
many other knee 
workers use ‘em 


day in and day 
out. 


FOR EVERY JOB! 





ASK YOUR JOBBER(/OR WRITE 
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Hardwaremen: 
It's not too early 
to recommend 


lawn feeding! 


a pnoouct OF SWIFT 





*Vigoro is the trade-mark for Swift & Com- 
pany's complete balanced plant food. 


Let the power 
of the Vigoro name help you sell 
these two gardening aids: 
End-o-Pest End-o-Weed 


All purpose dust that —destroys over 100 
gives 3-way protec- different kinds of 
‘ P weeds without harm- 
tion against chewing ing ordinary lawn 
insects, sucking insects 


grass. Mix with water, 
and fungus diseases. then spray it ‘on. 


VIGORO bas made more profits 
for more Dealers for more years 


than any other plant food! 
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from the floor for greater stability, 
and has a center chrome strip for 
foot alignment. Baked enamel trim 
comes in white with black mat, and 
in jade, blue, yellow and pink with 





marbleized rubber mats to match. 
Retail price is about $7.95. Brear- 
ley Co., Rockford, III. 


Water Pick-Up Machine 


Here is a new water pick-up ma- 
chine, designed to pick-up or wet- 
vacuum large areas of water cov- 
ered floors. It has a 1 h.p. motor, 
15-gal. capacity tank, and a wide, 
heavy duty squeegee mounted on a 
three-wheeled dolly. A vacuum 
picks up the water, leaving a clean, 
dry path 29 in. wide. The unit is 








cast aluminum, and has bumper 
guard wheels, a motor cover that 
deadens sound, and a copper float 
that cuts off vacuum at safe water 
level. American Floor Surfacing 
Machine Co., 518 S. St. Clair St., 





Toledo, Ohio. 


Automatic Percolator 


Here is the new Empire Model 
No. 1942 aluminum coffee pereola- 
tor, featuring completely automatic 
operation. Perking stops when the 
coffee is at the right “flavor point,” 
and it stays hot for hours without 
further percolation. The unit has 





a 4-8 cup capacity. Retail price, in- 
cluding the cord set, is $9.95. Metal 
Ware Corp., Two Rivers, Wis. 


Iron Package Deal 


The General Mills Tru-Heat iron 
and the Betty Crocker Picture cook 
book are offered for the price of the 
iron alone in this new package deal. 
The Tru-Heat iron is lightweight, 
has a range-type heating unit for 
high speed heating, and improved 
control switch that provides accu- 
rate heat for every type of fabric. 
It retails for $14.95, and the cook 
book sells for $3.50. They will be 





offered together for $14.95 in this 
new deal. General Mills, Inc., 400 
Second Ave., S., Minneapolis 1, 
Minn. 
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Steam Iron Fragrance 


A liquid fragrance called Steam- 
O-Mist, when added to the water in 
the Steam-O-Matic iron’s_ tank, 





scents clothes as they are ironed. It 
is availakle in pine, lavender or 
bouquet scents. Can also be used 
as a household deodorizer. A three- 
month’s supply for average house- 
hold use retails for $1.50. During 
the spring promotion, a choice of 
one bottle will be offered free with 
each Steam-O-Matic iron, retailing 
at $19.95. Rival Mfg. Co., 2201 
McGee Trafficway, Kansas City, Mo. 





New Lockset 


We regret that the photograph 
of the new Chesler “Cyl-O-Latch” 
lockset, described on page 192, Feb. 
21st issue of HARDWARE AGE, was 
shown in an inverted position. 





Job-Tested Brushes 


To identify the right brush for 
the job, Laitner Brush Co. has pro- 


“JACO’ 
O [ACO’FLOOR SWEEPS 
fer JOB-TESTED for TYPES 
of FLOORS + KINDS OF DIRT 


JOB-TESTED 






ot 


a 


a 


“---" 


duced a job-tested line of floor 
brushes tagged to indicate type of 
floor and kind of dirt for which the 
brush is designed. Bristles in this 
line range from flagged horsehair 
blended with nylon for smooth floors 
to palmyra fiber for concrete floors. 
Laitner Brush Co., 2000 Brooklyn 
Ave., Detroit, Mich. 


(Resume reading on page 13) 
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ways to profit with | 


ONE WHEEL GARDEN TRACTOR 





8 Cultivating & Plowing Attachments 
8 Mowing Attachments 
19 Utility Attachments 






LIST PRICE 


$15475 


Plus Freight 


Our dealers will tell you their Choremaster success story in 3 words... 


PRODUCT! PROMOTION! PROFIT! Choremaster’s unique combination 


of these three essentials has quickly established this garden tractor as a leader 


in a highly competitive field. Proof is offered in typical dealer success stories. 


The product is right, the promotion is right, the profit is right—and you 


have a BIG PLUS...35 money-making attachments. Write for dealer sales 


kit giving complete information. 


Sell the ATTACHMENTS 
and you sell 


CHOREMasTER 


ONE WHEEL GARDEN TRACTOR 








CHOREMASTER DIVISION the Lodge & Shipley Co., 828 Evans St., Cincinnati 4, 0 


Make the complete line of at- 
tachments work for you! The 
Choremaster with various at- 
tachments displayed attracts 
attention, makes sales! 
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HOLD-E-ZEE 


The Original 
Automatic Grip 


SCREWDRIVERS 


. easy because Hold-E-Zees 
have everything ... hand- 
ground bits, insulating, un- 
breakable handles, chrome- 
Welaloleli* liam o)icle(-t Mm dal-Mielaslelels 
Gripper... yet retail for no 
more than ordinary screwdriv- 
ers. Take these ready profits! 





ff 


/ MODELS FOR 
ALL TYPE 
SCREWS 


ORDER THRU YOUR JOBBER 
POINT-OF-SALE 


ist: DISPLAYS 
f IN 4-COLORS 


UPSON BROS, INC.,, ROCHESTER 14, N.Y 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 








(Continued from page 13) 


socket sets on one half. The other 
half offers space to list other 
Hardware Week specials, such as 
power tools, lawn sweepers, gaso- 
line engines, lawn mowers, and out- 
board motors. The streamer is 
done in red and black, and measures 
17x14 in. Merchandising tips for 
retailers are given on a four-page, 
11x14 in. folder, also available 
Billings & Spencer Co., Hartford 1, 
Conn. 





Tool Campaign Kit 


This new dealer kit is now avail- 
able to dealers tieing in with the 
new campaign to promote the sales 
of tools as gifts for men and boys. 
Based on the theme, “Give him a 
lift with a practical gift,” it con- 
tains a counter display card with a 
blow-up of the consumer advertise- 





s odéerticad in 


POST 





Betterllomes, § Zo 


| ment, shown here, a window poster, 
| a small folder called a “gift guide 


tag-on,” which is attached to the 
tool and suggests other Disston 
gift products, a special gift en- 
velope for the Disston Saw, Tool 
and File Manual, and a supply of 
gift cards. It also has newspaper 
mats, sample radio commercials, 
and publicity for local use. Henry 
Dtsston & Sons, Inc., Tacony, Phila- 
delphia, Pa. 


Pest Control Guide 


Now available is a booklet giving 
facts on common insect and rodent 
pests, as well as the Astor-X exter- 




















Keep after 
this brand 


Pl 
fee ain 


ag 








with its little 
“trade” man 










SS 


famous to 














‘for so many 
good reasons! 





They’re worth waiting for! (Though 
today’s shortages have made them 
scarce, the situation is improving.) 
Keep identifying your store (with the 
popular, practical Bassick display) as 
headquarters for Bassick “Diamond- 
Arrow” and “Diamond-Dart” casters 
and rubber cushion 
glides. First in cus- 
}) tomer preference 
and satisfaction. THE 
BASSICK COMPANY, 
Bridgeport 2, Conn. 
In Canada: Belle- 
ville, Ont. 

STEWART 


Bassick 


eo 





MAING MOREE 
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The NEW HOODED TYPE-:- 





REG. U.S. & CANADA PAT 4E- 






“,.. the most important 


fire screen development 
since we introduced 


the original Flexscreen 


gett meme 1 POF em < ee te e 


twenty years ago.” 


Fimo |) mcmaneos {B= a i 


John B. Turner, President 


Bennett-Ireland Inc. 


Curtain fire screens today are a commodity, not a specialty. 75% of all fire 
screens sold nationally are curtain screens. 


Now, at last, here is a curtain screen that can be sold as an over-the-counter 
commodity . . . a screen that was designed in recognition of your selling 
problems! 


4 out of 5 customers prefer “attached” screens to the frame type. The new 
Hooded Flexscreen lets you take care of them—with a screen that’s merchan- 
disable . . . readily stocked . . . made for volume selling. 


A New Concept... . New. graceful hood-shaped* cornice adapts a traditional fireplace 


feature to new purposes. An appealing design. 


Size Adaptability e e Just 3 sizes fit 91% of all fireplaces. The hooded shape compensates 


for all but the most unusual heights. . 


Simple Sales Story e Just two questions take the order—How wide is your fireplace open- 


ing?” and “Brass or Black finish?”’ Then deliver from your stock. 


Easy Attachment. . . “Installation by Customer” is now a fact. A pattern locates the two 
small support screws. Pre-assembled hood and curtains snap together. 
And when the screen is up, it’s right, permanently. 


The new Hooded screen opens up a new volume of Flexscreen sales for you. 
It’s a “natural,” designed by the most experienced manufacturer of curtain 


fire screens. For details, write us at 352 North Street. 
* Patented 


BENNETT - IRELAND INC. 


Af 


NORWICH, NEW YORK 





HARDWARE AGE, MARCH 20, 1952 191 














Sales records prove it—the out- | 
standing name in bath scales is 
Health-o-Meter! Yes, ever since | 
1919, when Health-o-Meter intro- 
duced the first bath scale, more 
and more shoppers all over the 
country have chosen this famous 
name as their assurance of accu- 
racy and dependability. 

You can’t miss with the bath 
scale line which offers a ready 
market built up by more than 30 
years of consumer acceptance. 
Ask your jobber for details. 


*Watch for Health-o-Meter ads in 
Good Housekeeping, Ladies’ Home 
Journal and 
Better Homes 


and Gardens. 











CONTINENTAL SCALE CORPORATION 
5701 S. Claremont Avenve + Chicago 36, illinois 
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minating product that will control 
them. Arranged in chart form are 
sketches of the various pests, gen- 
eral descriptions, where they are 
found, and the Astor-X control that 
should be used. Control products 
are also described and sizes and 
prices are listed. Astor Extermi- 
nating Co., 16 Kingston St., Boston 
11, Mass. 


Two-Century Calendar 


Here is the Atlas two-century 
calendar, available free upon re- 
quest. The calendar makes it easy 
to determine the day on which any 
date fell for any year from 1800 
to date, or on which it will fall 





1900 Ig Century Calendar 2008 
ATLAS ASBESTOS COMPANY 





ne enter 
FOULOW THESE 9 SAMPLE STEPS 3 aemes 




































































ATLAS ASBESTOS COMPANY cam sccm, (asaest 








for any year through 2002. Atlas 
Asbestos Co., Rm. 505, North 
Wales, Pa. 


Plumbing Line Catalog 


The new Gerber Catalog G-3 
gives information on the entire new 
plumbing line. Included are com- 
plete rough-ins on all fixtures lo- 
cated next to the catalog copy and 
photograph; a replacement parts 
section on all brass fixtures; a sim- 
plified cross-reference index to save 
time in finding a particular or clas- 
sification of fixtures, and complete 
description of over 20 new plumb- 
ing fixtures now available. Tab in- 
dexes divide the catalog into six 
major classifications for easy ref- 
erence. Gerber Enterprises, 232 N. 
Clark St., Chicago, IIl. 


Tennis Booklet 


A new edition of this “Tennis 
Tactics” booklet is now available to 
dealers as a customer give-away. 
The 24-page illustrated booklet 
gives practical tennis instruction, 
as well as featuring popular models 
of Radio-Frequency Bonded tennis 
rackets and Cortland’s Champion- 





ship tennis ball. Racket Div., Cort- 
land Line Co., Inc., Cortland, N. Y. 





Deep Fryer Sales Aids 


Sales aids now available free for 
the Burpee Deep Fryer are these 
vivid red arrows, spotlighting nine 
major sales points on the fryer. 
The arrows, printed on pressure- 
adhesive aluminum strips, attach 
directly to the surface of the 
fryer. They leave no marks on the 





aluminum surface of the fryer, and 
are easily removed and can be used 
again. Burpee Co., Barrington, IIl. 





Reinforcing Oil Streamers 


This new set of window stream- 
ers is now available for use with 
Lectung paint reinforcing oil, 
called “the wonder oil of 1000 
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DO YOU KNOW WHEN FISH ARE HUNGRY? 


You will with a Taylor Fisherman’s Barom- 
eter. Theory is that rising barometric pressure 
forces oxygen into water, makes fish frisky. 
Easy-to-read dial is the result of data from 
hundreds of fishermen. Rugged plastic case, 
3Y,” diameter, in pocket size box, $9 (slightly 
extra for altitudes over 3500 feet). 


DO YOU KNOW WHERE FISH ARE? 


Fish like cool water and you can 
locate cool pools with a Taylor 
Fish-Finder* Thermometer. Spe- 
cial cup retains water from any 
depth. 5” etched stainless steel 
scale for permanent legibility. 
Zones on scale tell how deep to 
fish. $1.75. 


DO YOU KNOW WHERE YOU ARE? 


There’s nothing like a compass. 
And there’s no compass like 
Taylor’s new induction damped 
compass, in either wrist or lapel 
models. Magnetic force of 
needle induces opposing 
current in surrounding cop- 
per shell, acts as frictionless 
magnetic brake to ease lum- 
inous floating dial into posi- 
tion quickly, surely. 








LAPEL MODEL, aluminum die cast 
with rugged safety catch for at- 
taching conveniently to clothing, 
just $3.25. 


WRIST MODEL, 1-5/16” metal case 
on rugged grey plastic strap that 
fits over bulky clothing or tight 
on wrist, just $3. 





*Trade Mark 


ON SALE WHERE YOUR FAVORITE 
SPORTING GOODS ARE SOLD 
Prices slightly higher in Canada) 
Taylor Instrument Companies, Rochester, N. Y. 
and Toronto, Canada 


“Taylor Instruments 
MEAN ACCURACY FIRST 
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When Field & Stream hits the newsstands in 
April, with this Taylor ad in it, your cus- 
tomers will be coming in to buy these Taylor 
specialties. Be ready for the extra profits... 
order an ample stock now. Taylor Instrument 
Companies, Rochester 1, N. Y. 


P. S. And don’t forget 
to order this new Taylor 
Auto-Altimeter, a popular 
item with sportsmen, and 
every other motorist too! 
5,000 foot range. . . . $9. 
10,000 foot range . . . $10. 
15,000 foot range. . . $12. 
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FULTON 


TRAILER COUPLINGS 





your Quality line! 






welded to trailer tongues... 
easily operated, ratchet-type 
hand wheels... positive safety 
latches . . . die-formed steel 
balls . . . heat-treated bolts. 


NO. A-6 COUPLING, extra heavy-duty for use 
with trucks, tractors, road machinery. Loads 
to 8,000 Ib. 


NO. B-6 COUPLING, 6,000-lb. capacity. 


NO. 0-6 COUPLING for 2-inch pipe tongues, 
4,000 Ib. capacity. 


NO. 0-7 TRAILER COUPLING for most types of 
two-wheel utility trailers. Loads up to 4,000 
Ib. 


EXTRA BALL ASSEMBLIES, complete with nut 
and lock washer. For all models of Fulton 
Couplings. 


NO. 25 
BUMPER CLAMP 





Rugged, 
all-steel, adjustable 
for most bumper 
shapes. Rubber cushions 
protect bumper face. 


U-2-B BUMPER CLAMP, for older model, flatter- 
style bumpers. 

NO. 26 BUMPER CLAMP CONNECTING BAR. Used 
with two No. 25 Bumper Clamps where bumper 
guard or license plate mounting prevents center 
attachnient of a single clamp. 


TC-22 TWIN-CLAMP HITCH, for older cars. Wide 
2-point attachment with connecting bar. 


NO. 30 
TRAILER TONGUE STAND 


Supports two-wheel 
utility trailers for * 
easy loading, unload- 
ing and parking. 
Sturdy, pressed steel 
stand is adjustable 
in height, locks in 
vertical and horizon- 
tal position, bolted — 
or welded to trailer .—. 
tongue. 





Order From Your Jobber 


THE FULTON COMPANY 


Milwaukee 14, Wisconsin 
In. Canada: J. C. Adams Co., Ltd., Toronto, Ontario 
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TO HELP YOU SELL 


uses.” The streamers point out 
that the oil seals all surfaces, 
waterproofs, reinforces paint and 
prevents rust. The background is 








yellow and the lettering is blue. 
H. B. Davis Co., Bayard & Severn 
Sts., Baltimore 30, Md. 


Sash Cord Packaging 


Puritan Sash Cord is now pack- 
aged in this octagon-shaped carton 
in position for easy pull-out. A 12- 
in. measuring mark is printed on 
the top of the carton. There is an 
identifying sticker on the carton, 





and pictures on the eight sides sug- 
gest multiple uses. Puritan Cordage 
Mills, Inc., 1205 E. Washington St., 
Louisville, Ky. 


Father's Day Display 

This three-dimensional Father’s 
Day display, measuring 36x41x17 
in., is a full-color reproduction of 
the official Father’s Day poster. The 
green lawn and stone wall sections 
are fabricated from WLS Spun- 
wood, while the red and gray 





PACKAGES 

For the small user, STEELGRIP 
Belt Lacing is now conven- 
iently packaged —1 set of 
12” lengths of STEELGRIP 
complete with hinge pins and 
gauge pin to the box. Lacing 
can be easily broken to sizes for 
narrower belts, if desired. Econ- 
omy packages are convenient 
for dealers too because it is no 
longer necessary to break large 
boxes for small sales. 


ARMSTRONG-BRAY & CO. 


5348 Northwest Highway, Chicago 30, U.S.A. 





Write for Catalog 
Sheets 





Carton of 

single or 

assorted 
sizes 




















AMALITE'S NEWEST 


Economical Tool Kits 


Featuring 
the New 
Plastic 
Envelope 
Tool Kit 
«39 
Assortments 


EXTENDING 


OUR SHOW 
SPECIAL 


“Be Wise 
and 
Patronize” 
AMALITE’S 
PRODUCTS 





Stock A-341 Regular Set—3 Pieces 
31¢ ea. 


Stock A-441 Chisel Set—5 Pieces 42¢ ea. 
Stock A-541 Regular Set—5 Pieces 


44¢ ea. 
AMALITE, INC. 


1884 Pitkin Ave. Brooklyn 12, N. Y. 
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The plain hard facts 


CHEVROLET 








Advance- 


prove you save with 


TRUCKS 

















IP MORE TRUCK FOR LESS MONEY more truck—or settle for less truck—than you need for 
n- Compare the list price of a Chevrolet your loads. Frame, axles, springs, body, brakes and 
ne truck with that of any other truck built power are balanced for the job. 
nd to handle the same payloads. You'll 
ng find the Chevrolet truck lists for less, yet brings you LOWER, SLOWER DEPRECIATION 
for ruggedness, stamina and great truck features you won't Recerds chow thet Chevrolet trode 
a find in many trucks costing much more. traditionally bring more money at 
no resale or trade-in than many other 
ge ROCK-BOTTOM OPERATING COSTS makes. Chevrolet's market value stays up because the 
Dollar-for-dollar comparisons prove value stays in! Here is important and convincing proof 
CO. that Chevrolet trucks cost least to own that Chevrolet is the best truck buy! 
"3 “4 and maintain. Valve-in-Head economy 
= saves on gas, in the 105-h.p. Loadmaster or 92-h.p. 
Thriftmaster engines. Four-way engine lubrication reduces y 
wear and oil! costs. Rugged construction means long life. in demand PA 
in value 7 
- ENGINEERED FOR YOUR LOADS ommmmams in sales 
5 — 
Every Chevrolet truck is factory- 
matched to payload and service 
requirements. You don't have to buy 
t 
hed CHEVROLET ADVANCE-DESIGN TRUCK FEATURES 
sorted 
izes TWO GREAT VALVE-IN-HEAD ENGINES—the shifting e HYPOID REAR AXLE—for duty models e CAB SEAT—with double-deck 
105-h.p. Loadmaster or the 92-h.p. Thrift- dependability and long life e TORQUE- springs for complete riding comfori e VENTI- 
— master—to give you greater power per gallon, ACTION BRAKES—on light-duty models e PANES —for improved cab ventilation e WIDE- 





lower cost per load e POWER-JET CARBU- 
RETOR—for smooth, quick acceleration 
response e DIAPHRAGM SPRING CLUTCH— 
for easy-action engagement e SYNCHRO- 
MESH TRANSMISSION—for fast, smooth 


PROVED DEPENDABLE DOUBLE-ARTICU- 
LATED BRAKES—on di duty dels eo 
TWIN-ACTION REAR BRAKES—on heavy- 
duty models e DUAL-SHOE PARKING 
BRAKE—for greater holding ability on heavy- 





BASE WHEELS—for increased tire mileage 
BALL-TYPE STEERING —for easier handling 
e UNIT-DESIGNED BODIES—for greater load 
protection e ADVANCE-DESIGN STYLING—for 
increased comfort and modern appearance. 


CHEVROLET DIVISION OF GENERAL MOTORS, DETROIT 2, MICHIGAN 





_¥. 
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A PROTECTIVE COATING 
AT A PRICE 
ANYONE CAN 


GoM AFFORD! 


TECT 


KEEPS METALS BRIGHT 
WITHOUT POLISHING 


\ 
~ 


a 
— —Preserves Metal 
Lustre for Years! 


“Bat 

> Used on sterling, silver 
plate, chromeware, auto 

= chrome, brass, copper, 


y) etc. There are 
7 thousands of other 
uses in Home, Gar- 
“ys * age, and Industry. 
Easy to apply with 
attached handy 
et dauber. Dries In 15 
NY minutes. 





FREE! 


Self-selling counter 
display holds one 
dozen bottles TECT 
Protective Coating. 
A fast moving year 
‘round profit maker! Sy 
Order through vour Jobber 
foday. Or write direct for 
further detalls. 


A PRODUCT OF 


TECT, INC. enctewoon, Nn. J. 





















another reason why 


WILSHIRE 


1S AMERICA’S FASTEST 
SELLING LINE OF 


FIRESIDE FURNISHINGS 


> **MATCHLESS 
VALUE... 





IT WILL PAY YOU 
to get on our mailing list 
of monthly specials. Write to: 


WILSHIRE wes. co. ~ 


4550 Cutter St. Los Angeles 39, Calif. 
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TO HELP YOU SELL 


striped umbrella is supported by a 
wood dowel. There are imitation 
flowers and ivy. “Father’s Day” 





| copy card and panel are removable, 
| so that the display can be used for 





other seasons. Cost is $38.25 each, 
or on purchases of three or more, 
$36 each. Father's Day De Luxe 
Displays, 50 E. 42nd St., New York 
17, B. ¥. 





Scissor Display 


Here is a new, open display for 
Henkel-Clauss scissors, that allows 
the customer to test the cutting 
action and feel the “heft” of the 
scissors. The display is of polished 
plywood and comes in three sizes. 





Special free deals for securing the 
displays are available. Henkel- 
Clauss Co., 223 Prospect Pl., Fre- 
mont, Ohio. 





Special Sales Booklet 


A booklet, called “Tips for Spe- 
cialty Sales,” is now available to 
dealers. It offers suggestions for 
specialty sales days, such as new or 
modernized store openings, anni- 
versary sales, etc., covering such 


| 





| FOOT & CHECK VALVES 





YOUR CUSTOMERS 





AND BUY ’EM 





MOORE pusutess 


PICTURE HANGERS 

For hanging mirrors; pictures; 

heavy wall decorations 
—SAFELY 





MOORE rusu-pins 


For drapery and curtain tiebacks; 
lighter wall decorations 








NATIONALLY ADVERTISED 
MOORE PUSH-PIN CO. 


Since 1900 
113-25 BERKLEY ST., PHILADELPHIA 44, PA 












STRATAFLO 


end leakage troubles ... 
save their cost many times 
over in service calls they 
eliminate. Ideal for jet type pumps. 
Write today for Bulletin Number 301. 


order from your jobber 


. STRATAFLO PRODUCTS, INC. 











FORT WAYNE 1, INDIANA 
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New LOW PRICE $99” 


Sensational value geared for immediate 


sales. (Blower optional.) Exclusive! 


New 4-WAY RADIANT HEAT 
LAA 


Warmth radiated through new functional 
louver design of front panel. A sales clincher! 


New BEAUTY APPEAL 


Smart lines — a decorating asset that wins sales. 


New LUXURIOUS FINISH 


Lustrous two-tone harmonizing color scheme. 


Strong sales appeal. 
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AMERICA'S LEADER 
IN HOME HEATING 





Sensational in Value! 





Here is MODEL 877... the biggest $99.95 retail value 
ever offered by Coleman. An oil heater with everything 
new from top to bottom and front to back. Has the high- 
styled design of the top-rated heaters with 53,000 BTL 

output—4-way radiant heat through new functional louver 
design—standard high-grade Coleman durable finish, won't 
burn off. Front door opening for installation anywhere. 


Only seven models, with prices, features and heat range for 
complete market coverage. Prices are down to $59.95 for 
the small, fast-selling Model 871. Backed by Coleman’s 
greatest-ever 1952 national advertising campaign, great- 
est-ever sales promotion program. Get sales information 
from your distributor ... NOW. The Coleman Company, 


Inc., Dept. HA-954-1, Wichita 1, Kansas. 


Comfort costs so littie with a 


















‘Hand-Picked 
Prospects for You... 


MR. HARDWARE DEALER! 


of ), 






Day after day, the people in your territory 
who are about to build their own new homes are located 
by the world’s largest construction news gathering organization. 


Then . . . a book of catalogs, illustrating and 

describing the varied products needed for new homes, 

is mailed to these prospects of yours. This book— 

Home Owners’ Catalogs-—is used and kept 

while these prospects are planning what they will want 

to buy for their new homes. It is important to you 

that the products you stock, show and sell are completely 
described to these buyers before they make their final decisions. 


That is why so many leading 
manufacturers of the products that 
are bought for new homes 
distribute their consumer catalogs 
in Home Owners’ Catalogs. These 
companies know that this is the 
way to do a thorough pre-selling 
job for you. They now these 
people are pro$pects for you 
because home-planners must buy 
the kind of things you sell. 


Find out how you too can get the 


names and addresses of hand-picked, 
pre-sold prospects in your territory. 





Tell me how I can get the names and addresses of prospects 

for new-home products .. . in my territory (Available in | 

local marketing areas within 37 Eastern States only). | 

, ! 

| 

| 

COMPANY st nae | 
ADDRESS____ ZONE STATE 





HOME OWNERS’ CATALOGS 


Dept. HA2, 119 West 40th St., New York 18, N. Y. 


rc 
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TO HELP YOU SELL 


incidentals as refreshments, deco- 
rations, demonstrations, door prize 
tickets, give-aways and others. 
Available to dealers in their trading 
areas. Bronson & Townsend Co., 
New Haven, Conn. 





Spring Sports Catalog 


The Draper-Maynard spring and 
summer catalog for 1952 features 
“The Lucky Dog Kind” of spring 
sport equipment, including baseball, 
Little League softball, MacGregor 
golf balls, MacGregor tennis and 
badminton equipment, and miscella- 





neous items. Draper-Maynard Co., 
4861 Spring Grove Ave., Cincinnati, 
Ohio. 


Shooting Contest Kit 

Tieing in with Daisy’s National 
Shootin’ Contest is a special free 
dealer’s contest display kit. It con- 
tains a three-color, 6x24 in. win- 
dow streamer announcing the con- 
test, and 25 four-page counter 
give-away contest kits with entry 
blanks, contest targets, prize lists, 
rules, ete. Daisy Mfg. Co., Plym- 
outh, Mich. 


Light Bulb Promotion 


A new spring sales promotion for 
Sylvania incandescent light bulbs 
has a light spring housecleaning 
theme, and features a new “Magic 
Window Cleaner” as a consumer 
premium. The cleaner, consisting 
of a sponge for washing windows 
with a hard rubber blade for drying 
and reversible metal handles, is of- 
fered consumers for 25¢ and the 
end of a Sylvania 4-Pack carton. 
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One of a Series of Historical Advertisements Illustrating Progress in the Housewares Field 
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With his wagon full of wondrous wares, the Yankee 
Peddler brought more than tin pots and notions to 
pioneer homesteads. He carried civilization to the 
wilderness... and developed new markets for young 
America’s commerce. Because his services made life 
easier for more and more Americans, the Yankee 
Peddler prospered... and prepared the way for the 
cross-roads General Store, the Hardware Store, the 
Department Store. 


For over fifty years, Autoyre, too, has led the way to 
expanding markets, expanding retail volume... with 
kitchen and bathroom accessories designed and priced 
to provide greater convenience and beauty for everyone. 


Wy 


COMPLETE, MATCHED LINES OF ACCESSORIES 
FOR BATHROOM e KITCHEN e CLOSET 


The Autoyre Company e Oakville, Connecticut 
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VICTOR 
MOUSE AND 
RAT TRAPS 


Metal bait pedal; 
release four ways. 


HOLDFAST 
MOUSE AND 
RAT TRAPS 


Wood bait pedal; 
sensitive release. 









AUTO-SET 
MOUSE AND 
RAT TRAPS 


Rolled metal bait 
pedal; automatic 
setting style. 


Holdfast —Auto-Set 
MOUSE and RAT TRAPS 


These Popular Brands 
are Profitable Brands 





VICTOR 
BLACK CAT 
MOUSE TRAPS 


Plastic, 4-hole 
choker trap; 
‘sliver’ wire 
work; special > 
safety construc- 
tion. 










VICTOR 
LITTLE CHAMP 
MOUSE TRAPS 


Plastic, !-hole 
trap; Auto-Set 
mechanism; 
choker action. 


EASY-SET 
MOUSE TRAPS 


All metal trap; 
Auto-Set mechan- 
ism; hand or foot 
setting; rolled 
bait pedal. 


Because Victor, Holdfast and Auto-Set Mouse 
and Rat Traps feature proved design and 
sturdy construction, they are the traps your 
customers know and buy. Order a full stock of 
these profitable brands from your wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA 








Lititz, Penna. * Pascagoula, Miss. 


TO HELP YOU SELL 


For dealers there are cases contain- 
ing an assortment of pre-priced 
bulbs, wire racks, case openers and 
free ad mats. Point-of-sale mate- 
rial, in full color, includes window 








displays, streamers, and counter 
cards. Lighting Div., Sylvania Elec- 
tric Products, Inc., 1740 Broadway, 
New York, N. Y. 


Radio, TV Display 


The first of G-E’s 1952 window 
display program pieces is this two- 
sided display, featuring radios on 
one side, as shown, and G-E’s 25th 
anniversary in television on the 
other. It is lithographed in six 
colors. Other displays to be offered 
during the year will feature: 
Mother’s and Father’s days, June 





brides and graduations; the G-E 
fall “Back-on-the-Air” promotion; 
and a seasonal tie-in with Christ- 
mas. General Electric, Electronics 
Park, Syracuse, N. Y. 


(Resume reading on page 14) 












SNELLED HOOKS 


THE HOOKS THAT WILL NOT PULL OFF 


Pequea uses the famous Mustads and 
snells them with Dupont Nylon Leader 
material by a patented machine proc- 
ess. This makes every “Pequea Hook” 
uniformly stronger and absolutely de- 
pendable. You can get “Pequeas” in 
every popular point and bend with 
Snells from 6 to 36 inches long. 


The greater strength in Pequea Hooks 
1s in the methed of snelling. 








The Aristocrat of Lures 
2 


gard 


More than 60 styles, weights and sizes. 
They get the big game fish in both 
fresh and saltwater. .60¢ to $1.35 ea. 


Send for catalog and details of LOCAL- 
IZED ASSORTMENT OF HOOKS AND 
QUILBY LURES 


PEQUEA WORKS, Inc. 


STRASBURG PENNA 






















( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


WILL NOT SHRINK 
A CLUURIAT I: 
a 

"oAIERO Oe 











Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 
Durham’s Rock- 
Hard Water Putty 
gives you by far the 
best profit-margin on. 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 








ey 
DURHAM 





























HARDWARE AGE, MARCH 20, 1952 








Back a v 
this year 
selling, m 
proofer f 
profits w 
the sales : 
signed fo 
Your cus 
orange a 
LARVEX’S 
and stop 
chandisin 





FREE DIS 
is an esse 
Sales attr. 
ter displ 
purchase. 











HARDWAI 


























52 











Back a winner. Push LARVEX again 
this year — LARVEX, world’s largest 
selling, most heavily advertised moth- 
proofer for home use. You win, full 
profits when you sell LaRvex. And 
the salcs roll in because LARVEX is de- 
signed for profitable volume selling. 
Your customers know the attractive 
orange and blue package through 
LARVEX’s hard-selling readable ads 
and stopper point-of-purchase mer- 
chandising. 


"LARVEX 


S fore whole 
MOTHPROOF . 





FREE DISPLAYS — Larvex display material 
is an essential member of the winning team. 
Sales attracting full-color window and coun- 
ter displays clinch the sale at the point of 
purchase. Displays free. 











ee i aR RRS ro $ | 


Larvex presells 
51,486,779 each month S 


Hard-hitting LARVEX ads presell your 
customers in these top magazines and 
Sunday supplements: Life, Better 
Homes & Gardens, Woman's Home 
Companion, Ladies’ Home Journal, 
American Home, McCall's, This 
Week, American Weekly, and many 
more popular publications. 


LARVEX_safe, sure, easy 


Used for years by large woolen mills, 
the LARVEX professional mothproof- 
ing method is now available for home 


Emphasize these great 
LARVEX advantages 
fo your customers 


1. Gives positive protection 
from moth damage 
2. Lasts an entire year 


use. More women depend on LARVEX 3. So easy 
for safe, sure, easy mothproofing pro- 4. So inexpensive 
tection—protection that lasts a whole 5. Odorless 
year with one easy spraying. LARVEX 6, Metdiess 


penetrates each tiny fibre, makes the 
cloth itself mothproof. LARVEX pro- 
tects all woolens from carpet beetles, 
too. No odor, no wrapping, no stor- 
ing away. 


7. Non-inflammable 
8. No wrapping 
9. No storing away 


LARVEX 


Worlds Largest Selling Mothprooter 
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Priority and Price Digest 





News and Interpretations of Government Orders 


Wholesale Price Lids 
Still Weeks Off; OPS 


Acts on Some Markups 


The much talked about ceiling 
price regulation for wholesalers 
appears still to have many hurdles 
to overcome before it makes its offi- 
cial appearance. 

Delays have primarily resulted 
from uncertainty as to what prod- 
ucts to include, according to Wash- 
ington sources. Another problem 
is how to make the regulation : 
simple one by eliminating needless 
paper work. 

While discussion on these points 
continues and before agreement be- 
tween wholesalers and OPS is 
reached, it can be several weeks be- 
fore the wholesale trades generally 
are taken out from under the GCPR 
if Congress doesn’t alter entirely 
the defense control picture. 

As an indication that the agency 
can be inspired to take action on 
inequities if a strong enough stand 
is taken, there is the amendment 
to CPR-98 which raises markups 
for wholesalers of merchant wire 
products from 20 to 25 pet. This 
came in response to numerous pro- 
tests from hardware wholesalers 
all over the country, which were 
reported in HARDWARE AGE. 

Meanwhile, NPA, in whose 
hands lies the fate of many civilian 
goods which are the bread and but- 
ter of hardware retailers and 
wholesalers, seems more disposed 
to deal out materials more gener- 
ously. The dire threats of extreme 
shortages seem to be dissipated by 
reports of increased allotments of 
the once-so-scarce metals. 


Improved Steel Outlook 
For Toys, NPA Says 


Manufacturers of toys and 
games stand a better chante of 
getting increased allotments of 
steel during the last half of 1952, 
but the prospect of acquiring more 
copper and aluminum is remote, 
NPA recently advised. 

The agency told the industry 
that copper supplies will continue 
to be scarce in 1952. Since copper 
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is the controlling material in 
some toys and games, the industry 
urged NPA to weigh its appeal to 
increase its extremely low alloca- 
tion of this metal. If allotments of 
controlled materials continue to be 
low, the manufacturers warned, 
they will have to cut their produc- 
tion 50 pct or more below normal. 





Retailers Relieved 
Of Markup Reports 


Current reporting require- 
ments of Section 53 of CPR-7 
have been eliminated by 
Amendment 15 to the regula- 
tion, OPS announced. This 
action relieves retailers from 
preparing the data and re- 
porting current initial per- 
centage markups or _ gross 
margins higher than those for 
the base period. 

In taking this action, the 
agency said that it is employ- 
ing other methods, such as the 
use of reliable trade sources 
of obtaining the data other- 
wise available from the cur- 
rent reports. 











2nd Quarter Consumer 
Goods Allotments Made 


Under allotments for controlled 
materials for production of con- 
sumer goods, most manufacturers 
will be allocated 50 pct of their base 
consumption of steel; 30 pct of 
their base period usage of brass 
mill, copper foundry, and aluminum 
products, and 35 pct of their copper 
wire mill base. 

For other manufacturers, allot- 
ments for the second quarter of 
1952 continue to reflect the ability 
of producers of a number of con- 
sumer products to maintain output 
levels on smaller amounts of copper 
and/or aluminum through conser- 
vation or substitution measures. 
These lower allotment levels, rang- 
ing from 10 to 25 pct of pre- 
Korean use, reflect for each indi- 
vidual product the extent of sub- 
stitution considered feasible. 


Wholesale Price Order 
Making Slow Headway 


Office of Price Stabilization re- 
ports “slow progress” on the writ- 
ing of its forthcoming dollars- 
and-cents ceiling order regulating 
wholesale hardware prices. 

Basic problem confronting the 
planners: What products should 
be covered by the order? 

OPS officials are determined 
to keep the order “as simple as 
possible” in order to eliminate 
needless paper work for wholesalers 
as well as retailers. 

Current slow rate of progress 
in the drafting of the order indi- 
cates that the date of issuance 
may be around April 1. But keep 
in mind that early agreement 
among wholesalers and OPS offi- 
cials could mean an earlier effec- 
tive date, just as a prolonged 
hassle over what products should 
and should not be included in the 
order could postpone issuance for 
many weeks. 


OPS Raises Markup on 
Merchant Wire Goods 


By Amendment 1 to CPR-98, the 
ceiling price regulation for re- 
sellers of iron and steel products, 
OPS on March 4 raised the per- 
mitted markup from 20 to 25 pct 
for wholesalers of merchant wire 
products and roofing and siding 
products as defined in the regula- 
tion. 

Merchant wire products include 
such commodities as wire nails and 
staples; barbed wire; farm, poul- 
try, and ornamental lawn fence. 


OPS to Set Ceilings 


If Sellers Don't 


OPS on March 4 clarified the Di- 
rector’s authority to establish in- 
line ceilings for sellers who have 
not set their own ceilings in ac- 
cordance with applicable ceiling 
price regulations, and for sellers 
where ceilings are not in line. 

OPS explained that it may fix 
ceilings in the following situa- 
tions: Where a person subject to a 
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BRIGHT METAL 


CHROMIUM PLATED BLOSSOM TIM 





COLONY 


Here's the biggest housewares news in years! 
This beautiful counter display in rich wood 








You Get (72:52 


117) COUNTER DISPLAY /* 


With No. 811 Stove Pad Assortment 
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grain finish is yours absolutely free with the You Pay : 
attractive No. 811 two dozen assortment of Profit ie: we NU-TOP NO. 811 ASSORTMENT 
NU-TOP Stove Pads. Now you can stock a Your Pro ME ur |carwol sue | vescawnom | svooesto | io... 
maximum number of sizes and patterns at a oe 
minimum cost. Included are the popular 17” ee ee 
x 19 and 14” x 17” sizes in four fast-selling | 301-17 | 17x19" | Blowomtime | 1.00 | 3.00 
patterns in a price range that appeals to fveOex. | 201-16 | 14°17" | Slomemtime | 00 | 2.40 | 
every budget. Dor. | 1A-17 | 17"x19%| Colony ms | as 
Ye Des 1a-l4 14" 217" Coleny = Pe. 16s 
Th, T 2 5815 KINSMAN ROAD Oe: | 1-17 | 17"n19" Bright Mert |S. _| 19s 
hae ALOID G, CLEVELAND 4, OHIO Me Dor. | 1-14 | 14017" | Bright Metal so 1.30 
TOTAL $24.00 
l : Oe , 
Pol This OUTDOOR Y Mow! Low-Cost Food Protection 
FIREPLACE |Heqainten ; 


SZ 


is the little ‘‘extra’’ 
with a lot of ‘‘sell’’ 






| Masonry fits 
easily around this 
metal Outdoor Fireplace 





DESIRABLE AS TODAY'S KITCHENS. Modern cooking conveniences 
have made many Americans “kitchen conscious.” This interest 
generates desire also for backyard barbecue facilities. So, 
demand is big for Outdoor Fireplaces. 

A PLEASANT WAY TO PROFIT. By selling these all-metal units, you 
cash in on this’ popular trend. The units make Outdoor Fire- 
places simple for anyone to build—fun, too! For profit 
details, write us, giving name of your distributor, 


M08 C06 soey 


Outdoor Fireplace Design Book Helps You Sell The Units 

This 56-page book tells and shows how to build 
and enjoy Outdoor Fireplaces. You profit 40% 
on each 25c book you sell. Send for FREE sample 
copy. 


The Majestic Co., Inc., 304-€ Erie St., Huntington, Ind. 











Nationally Known and Advertised Home Products for Over 40 Years 
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Gives both audible alarm 
and visible signal 


Selling Price Only 


3999 
poo 


© if compressor fails 

© if belts are off 

© if gas line leaks 

© if current is interrupted 


© if there are other 
mechanical failures 







EVERY FREEZER OWNER A 
READY CUSTOMER FOR YOU 


Here is the new Sperti-Faraday Thaw Alarm 
+. 80 sensationally low-priced you can give it 
away as a bonus to sell more home freezers; 
you can sell them like hot-cakes to every home 
freezer owner. The Thaw Alarm operates on 
flashlight batteries and will sound a continuous 
alarm for over 3 days. Signal flag continues to 
show until trouble is corrected and alarm is 
reset. A child can install it. Can be mounted 
remotely away from freezer at any point by 
extending thermostat cord. Get in on THAW 
ALARM profits today—write for information. 


SPERTI-FARADAY INC. 


CINCINNATI 2, OHIO 


203 














“so 


FLEXISEAL 


CAULKING COMPOUND 
Builds profitable repeat business ! 


Yes, today more than ever, 
value-conscious buyers de- 
mand FLEXISEAL quality, 
recognize FLEXISEAL econ- 
omy. They know FLEXI- 
SEAL Caulking Compound 
applies easier and faster, 
stays flexible longer, resists 
cracking, seals tightly. 

' That's why FLEXISEAL is 
first choice of those who use 
Caulking Compound a lot 
—why we've had to in- 
crease plant capacity twice 
in one year—why many 
dealers report double and 
even triple volume of Caulk- 
ing Compound sales with 
FLEXISEAL. 

FLEXISEAL’S superior 
quality at no increase in 
price means more sales and 
greater profits for YOU, too! 


Sell FLEXISEAL in... 
e SPOUTED CARTRIDGES 
e REGULAR CARTRIDGES 
e CANS AND PAILS 
e COLLAPSIBLE TUBES 
Meets and Exceeds Federal Specifications 


ORDER FLEXISEAL FROM 
YOUR FAVORITE JOBBER 


or write 


LANDEN PUTTY WORKS, Inc. 


MALDEN, MASSACHUSETTS 








ceiling regulation fails to comply 
with record-keeping, filing, or re- 
porting requirements connected 


| with establishing his own ceiling 


prices, or fails to establish, or apply 
to OPS for his ceiling price, where 
he is required to do so; where a 
person has established a ceiling 
price which is not in line with ceil- 
ings established by other sellers 


| subject to the same regulation. 


Tailored Mower Order 





Still Months Off 


Any dollars-and-cents price con- 
trol regulation for the lawnmower 
industry is at least two months off. 
Officials at the Office of Price 
Stabilization concerned with the 
drafting of a tailored regulation 
for this industry say they have 
“a long way to go” before the 
order is in final form. 

Industry representatives have 
held several meetings with OPS 
officials concerning the proposed 
scope and form of the proposed 
regulation, but their talks are 
characterized by government offi- 
cials as “strictly preliminary.” 

OPS is preparing to survey the 
industry’s pricing problems _ be- 
fore doing any more work on the 
regulation. This move will occupy 
several weeks, and the drafting of 
the regulation is expected to oc- 
cupy several more weeks. At the 
earliest, the regulation will not 
be ready before “late May, or 
early June,” it is reported. 


Galvanized Ware Firms 
Promised More Metal 


NPA informed the Galvanized 
Ware Industry Advisory Commit- 
tee at its recent meeting that NPA 
will support the industry’s prod- 
ucts with higher allotment of con- 
trolled materials because of their 
essentiality to public health and 
welfare. 

Initial first quarter allotments 
of carbon steel, set at 50 pct of 
base period usage, have been in- 
creased through supplemental al- 
lotments to 80 pct of base, NPA 
reported. Second quarter steel al- 
lotments will be 63 pct of average 
quarterly consumption in the base 
period. Allotments of brass and 
aluminum will be at 44 pct and 
50 pet respectively. 

Agency officials also are con- 
sidering giving larger allocations 
of other required materials to 


match the increased steel allot- 
ments. Principal requirement is 
zinc for galvanizing the steel 
sheet, strip and wire, used in the 
industry’s products. 


Franz Stone Made NPA 
Deputy Administrator 


Franz T. Stone, president, Col- 
umbus-McKinnon Chain Corp., and 
past president of the American 





FRANZ T. STONE 


Supply & Machinery Manufacturers 
Association, has become Deputy 
Administrator of the National 
Production Authority. In his new 
position, Mr. Stone is second in 
command under NPA Administra- 
tor Henry H. Fowler. 


Aluminum Prospects 
Good for 3rd Quarter 


Greater availability of alumi- 
num for civilian goods production 
in the third quarter of 1952 was 
indicated by the NPA at the first 
meeting of the Vacuum Bottles, 
Insulated Jugs, and Metal Lunch 
Kits Industry Advisory Committee. 
This forecast was based on the 
double factor of climbing alumi- 
num production and stretching- 
out of military scheduling. 

Second quarter allotments for 
the half-pint bottles are at the 
rate of 63 pct of base period use 
of carbon steel, 63 pct of base 
period use of aluminum in the 
shoulders of these bottles, and 25 
pet of the aluminum used in the 
body of these bottles and in the 
accompanying cups. 

Materials for quart and larger 
vacuum bottles and for insulated 
jug production is alloted for the 
second quarter at the rate of 50 
pet of carbon steel, 10 pct of 
brass, and 25 pct of aluminum. 

Second quarter allotments of 
carbon steel for producing metal 
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‘ RED STRIPE’ BRUSHES 
— 
look better . . . sell better... are better! 

NWRAP a Red Stripe brush . . . look at it... heft it... flex 
**Made by the the bristles . . . you can actually see and feel the quality con- 
manufacturers of struction, the superior working features, the sales appeal of this 
PITTSBURGH'S brush! For painters, Pittsburgh has combined hogs’ bristle with sci- 
famous Gold Stripe entific Neoceta bristle . . . the bristle designed specifically for painting. 
BRUSHES For your non-professional customers, there’s the Red Stripe a//- 
Neoceta brush that you can sell without priorities. Together, you 
have a team of brushes that look better ... are better .. . and 










sell better! 


FOR THE ADDRESS of the Pittsburgh branch nearest you, write: 
PITTSBURGH PLATE GLASS COMPANY, Brush Div., Dept. D-2, 
3221 Frederick Ave., Baltimore 29, Md. 


PITTSBURGH 


Rad Sti 


BRUSHES + PAINTS + GLASS + CHEMICALS + PLASTICS 
PITTSBURGH PLATE GLASS COMPANY 
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OVER 500 NEWSPAPERS 
CARRY ADS LIKE THIS 


eds : repaint- 


GUARANTEED 
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Cedacote ! 





Proved Since 1934 


Cedacote has been proved in 
actual use by tests of one of 
America’s leading indepen- 
dent testing companies, and 
by the Professor of Ento- 
mology of one of the coun- 
try’s leading Universities. It 
bonds to anything. Is as per- 
manent as cedar, and con- 
tains more than twice as 
much fragrant cedar oils 
(which moths detest) as 
cedar wood itself. Cash in 
on this truly great and 
needed product. 


DISTRIBUTOR INQUIRIES INVITED 


CEDACOTE CORP. 
261 Gayoso 
MEMPHIS, TENN. 
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lunch boxes are at 70 pct of base. 
The base period is either the first 
half of 1950 or the last half of 
1949. 

Committee members attending 
the meeting were: T. A. Blain, 
Aladdin Industries, Inc., Nash- 
ville, Tenn.; Irving K. Fearn, 
American Thermos Bottle Co., 
Norwich, Conn., Joseph Hemp, Jr., 
Hemp & Co., Inc., Macomb, IIl., 
E. J. VanBuskirk, Landers, Frary 
& Clark, New Britain, Conn., C. 
W. Lappin, Ohio Can & Crown Co., 
Massillon, Ohio, and J. D. Brown, 
Poloron Products, Inc., New 
Rochelle, N. Y. 


New Housing Order 


Eases Steel Use 


NPA on March 6 issued a new 
housing construction order, M-100, 
which relaxes certain restrictions 
on the use of steel but tightens those 
on the use of copper. The new 
order is separate from the agency’s 
overall construction regulations. 

Major changes in the new hous- 
ing regulations involve the follow- 
ing provisions: 

An increase of 500 lbs of steel 
per housing unit in the amounts of 
that metal that may be self-au- 
thorized for from one to four family 
housing units, and a decrease of 
25 Ibs of copper in housing units 
using copper water distribution 
systems. 

Where local building codes re- 
quire the use of Types “B” of “K” 
copper tubing for underground 
water connections, an increase 
in the amount of copper is per- 
mitted. 

Aluminum may be used in place 
of copper for electrical wiring on 
the basis of one pourid of aluminum 
for two pounds of copper. 

For alteration, addition or ex- 
tension of existing residential struc- 
tures not more than 50 pct addi- 
tional materials per new dwelling 
unit is permitted. 

For alterations of initial installa- 
tion of electrical wiring or plumbing 
systems, additional amounts of steel 
or copper are permitted. 


Kitchen Tool Makers 
Ask NPA for Nickel 


Manufacturers of kitchen tools on 
March 5 asked NPA to permit the 
use of nickel for plating metals 
which come in contact with foods, 
as in parts for slicing machines 
and meat choppers. 

Substitutions described by mem- 


bers of the Kitchen Tools and Acces- 
sories Industry Advisory Commit- 
tee as in effect in their industry to 
maintain production with limited 
materials include: plastic molding 
in place of zinc die castings; plas- 
tic coating to replace tin finishing; 
plastic in handles and knobs and 
cast iron in bases, instead of alumi- 
num. In addition, some manufac- 
turers have dropped aluminum 
items such as ice-crushers from 
their lines. 


30 Pct Floor Set for 


Aluminum Users 


All products which received less 
than 30 pct of their base period use 
aluminum for the second quarter 
will be raised to the 30 pct figure. 
Henry H. Folwer, NPA Adminis- 
trator has announced. 

Extra copper would be made 
available on an individual basis to 
firms who submit supplemental ap- 
plications because of some hardship 
factor, including unemployment. 

The extra aluminum would go to 
such products as venetian blinds, 
portable lamps, aluminum tumblers, 
furniture and cabinet hardware, 
vacuum jugs, fireplace equipment, 
store fronts, metal awnings, carpet 
sweepers, signs and advertising dis- 
plays, and Christmas decorations. 


NPA Weighing More 
Steel De-Control 


NPA is now considering the de- 
control of non-nickel-bearing clad 
steel. Members of the stainless steel 
utensils industry advisory commit- 
tee made the recommendation re- 
cently, pointing out that the agency 
is requiring CMP “tickets” for a 
material in relatively good supply. 


Lift Lead Restrictions 

NPA on March 3 removed re- 
strictions on the use of lead, by an 
amendment to M-38, which, how- 
ever, retains the reporting provi- 
sions of the regulation. The agency 
also continues to allocate lead un- 
der M-76, the lead distribution 
order. 


Drop Curbs on Batteries 


NPA recently revoked Order 
M-93, which was a measure to con- 
serve lead by limiting production 
of electric storage batteries to 
models having life expectancies of 
at least 18 months, and by pro- 
hibiting output of high ampere- 
hour “deluxe” models. 
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Flambeau’s Lazee Maid leads the Easter Hostess Beverage Set — Six sturdy styrene A natural for Easter promotion, the 
parade in the newest decorators’ colors. tumblers in Easter egg colors, and the HUMPTY DUMPTY salt and pepper shak- 
High style combines with low price to 20th century styling makes these tum- ers double as egg cups. Will top every 
make’ the Lazee Maid a best seller all blers fast sellers. Easter bunny’s shopping list and should 
over the country. top your order list. 


Dealer inquiries invited. Catalog pages sent on request. 
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DEALER REPORTS: 


o..% customer will 
settle for nothing else 
but GLASWIK." 


STOVE REPAIR MAN 


ALL-PURPOSE 
vie WINDOW 
“ar MATERIALS 


























+ rote WRITES: “I have used your a II tea a ES 
pod anal Gaunis aaadatels GLASWIKS altogether 
un- 4 ater for a few years—think 
tion f STILL AHEAD! y A they are really the 
New VIMLITE types and wider uses iP J best." 
i to bring you ° 7 J . 

UME right through the Spring repair Fj eee HOUSEWIFE REP ORTS: : ' 
| season now at hand. A “I have enjoyed 3 years cD SSSPUN GLASS 

@ DISPLAY YOUR R-V-LITE PROMINENTLY [ie 6c 4 perfect ae _ of a \ DL FE R ~ 
rder @ CHECK YOUR R-V-LITE RESERVES ¢ é g A my present GLASWIK | 
ol ne ae cere GS g Kindiers." FOR O1L BURNING WICKLESS STOVES, 
aa | A Exclus € focturers of R-V-LITE Ae e ATLAS ASBESTOS COMPANY a 
: ORPORATIO A Zs Room 502—General Offices 
s of ARVEY, Scehetmnaiaksaea. tonne 0 6 PULAR TYPES North Wales, Penna. SOLD EXCLUSIVELY THROUGH JOBBERS 
pro- Fit every need . whSig-~ mame celia . 
ere- suit every purse 

WRITE TODAY FOR INFORMATION 
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SELL 


SPOT, SASH 
CORD 


tt SELLS because it’s Tough Solid Braided Cotton! 
it SELLS because it's Wear Resistant! 

it SELLS because it’s Pliable for Easy Installation ! 
it SELLS because it’s Nationally Advertised ! 


Your customers g g A 
quickly identify Spot if 

Sash Cord by the col- ' 
ored spots, our regis- $: 
trade-mark. For '@ 


new installations or re- 


PRODUCT FOR 
LASTING ECONOMY 


tered 


placements, recommend 
strong, job-tested Spot Sash 0 
Cord. 


YOUR JOBBER 
HAS IT! 


Also ask him about the complete 
Samson line, including Tite-Rope, 
wire-centre, plastic-coated clothes 

line; Whale, solid braided cotton 
clothes line; venetian blind, awning 





and marine cords; and other small 


lines. 


SAMGON 


CORDAGE WORKS 


BOSTON 10, MASSACHUSETTS 










ashing fon 


BiG FEATURES" "Vien 


Reports on Events Affecting 
The Hardware Business 


| (Continued from page 10) 


Some Concern Rises on 


Tax Limit Proposal 


The proposed constitutional 
amendment which would limit the 
federal tax take to 25 pct of each 
income is building up widespread 
concern among “big budget’ con- 
gressmen. 

Staff economists of two commit- 
tees (Senate-House Economic Com- 
mittee and House Small Business 
Committee) reported last week 
with considerable alarm that adop- 
tion of the proposed amendment 
would spell out higher deficits, in- 
flation, and enactment of a federal 
sales tax. 

The idea that federal spending 
might be trimmed to match rev- 
enues was dismissed as impractical. 

Thus far, a total of 15 states are 
on record as favoring the proposed 
constitutional amendment. Favor- 
able action by 32 states is necessary 
for adoption of the amendment. Al- 
though 24 states have acted on the 
proposal, subsequent action at state 
legislative or executive levels 
trimmed the net lead to 15 states. 

The Capitol economists found 
that adoption of the amendment 








would “place a strait-jacket on the 
federal revenue system, and would 
seriously impair the government’s 
ability to finance essential expendi- 
tures.” 


Railway Express Gets 
Package Rate Rise 


An additional charge of 6 cents 
on packages handled by Railway 
Express Agency was authorized by 
the Interstate Commerce Commis- 
sion in Washington on February 
28. 

The express agency had asked 
ICC for authority to impose the 
surcharge as a means of offsetting 
recent wage increases. The ICC 
voted its approval. 

The surcharge, which will apply 
to all shipments in less-than-car- 
load quantity, regardless of 
weight or distance, will yield 
about $3,870,000 annually, Rail- 
way Express estimates. 

(Resume reading on page 11) 
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NEW REDUCED PRICE 


paves way for biggest promotional pay-off ———== a 








Monvtacts 








All Arvin Ironing Tables are packed in flat- 
shaped, space-saving cartons — one-unit delivery. 


ARVIN INDUSTRIES, Inc., Columbus. Indiano > 









7 9-height 


‘' adjustable all-metal ironing table 





Easiest to use—easiest to adjust—and now the 
lowest-priced, nationally advertised all-metal 
adjustable ironing table on the market! 


Style 1400. Has the easiest, widest range ad- 
justability—by finger or toe—when opened 
or in ironing position. Locks automatically. 
Stays locked when lifted or moved. Roomy 
15” by 54” surface with hundreds of moisture 
vents. Non-skid rubber feet. Horizon Blue 
eye-catching enamel finish. Order now for 
prompt delivery and really record-breaking 
promotions. 









ed by 





Style 1200. (not illustrated) Ar- 


oistnisureo wy Sabgmanton & Co, Sac vin'e Standard Style Ironing 
edi “4 Table is the largest selling, low- 


1107 BROADWAY, NEW YORK CITY 10 + AMERICAN FURNITURE MART, CHICAGO 11 + WESTERN MERCHANDISE MART, SAN FRANCISCO 3 est priced, nationally advertised, 











NATIONALLY ADVERTISED all-metal ironing table offered 
anywhere. A thoroughly suc- 


Send for our catalog cess-tested promotional favorite! 


60% MORE WAX BUSINESS 





for YOU with SENSATIONAL NEW 





RUBBERIZED ZYLON! 


Gives Floors ‘‘Looking-Glass Shine’’... Yet 





Ends Slip-Hazard and Weekly Waxing Drudgery 








“No Longer Afraid to Wax My Floors” 
Say Hundreds of Your Customers 


Now! 60% of your customers—women 
who have been afraid to wax their floors 
before, will skyrocket your wax business. 
No wonder! ZYLON is “rubberized” to 
banish slip-worry . . . make floors shed 
dirt like magic. And self-polishing 
ZYLON has a rich, “built-in” luster that 
lasts so long waxing is necessary only 
twice a year. Order ZYLON now! 


2 OTHER GREAT SALES WINNERS FOR YOU! 


MICON “GLASSPLATE” FURNITURE POLISH 


1. Micon is a magic solution of the major 2+ Your customers have been waiting for 


components of glass. It protects as it 
polishes ... actually glass-plates furni- 
ture with a rich brilliance that resists 
wear and tear. Mail coupon for free 
sample. You'll be amazed. 


BIG, Hard-Hitting Ads Will Sell 
Your Customers and Keep Them Sold! 









for floors 


Umottum - ASPHALT Tide - aueeER . woOD 
KEEP FLOORS CLEAN anD BRIGHT (onGER 
WITHOUT CONSTANT MOPPING OR SCREEIING 


CONTEMTS Fe Pe OumenS 


Powerful ads and lots of them in Good 
Housekeeping, Ladies’ Home Journal and 
local newspapers tell your customers 
about amazing, new ‘‘rubberized’’ 
ZYLON and bring them into your store. 


, A , 
Don’t be caught short! You'll never FREE: Mail coupon below today for free 
. 








know how much WES TOU Com sell samples of these 3 great products 
until you put self-polishing ZYLON along with complete information on 
on your shelves. Mail coupon now. how they will give you extra profits! 

= oe ee ee ee ee ee ee ee ee 


ZYLON RESEARCH LABORATORIES 
i 
Chicago 6, Illinois 
1 Gentlemen: | 
VYLON COPPER AND METAL CLEANER I] Please send me a FREE sample of the money-making JJ 
products checked below along with full information on 
Vyl h i lish f t prices, discounts, etc. I am under no obligation. e 
ylon, the miracle polish for copper- 7 MICON VYLON 
clad kitchenware. It cleans off tarnish 9 A * =. 9 Copper i 
and discoloration like magic leaving J Floor Wax Polish Cleaner J 
copper brighter than new without rub- IN r) 
bing; also excellent for brass, stainless BIME). cc ccerceceesers sere sees ee esses eseeerereeneeee 
steel and other metal surfaces. IES, coun cchenk ecaaesedbenenknnes is ess tees | 
REM SE ea hege ZONE. « oo -AMO. occcres f 


ZYLON RESEARCH LABORATORIES, CHICAGO 6, ILL. seen e eee eee eee eee 
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500 Marshall-Wells Dealers 
Attend 24th Stores Congress 


More than 500 Marshall- 
Wells stores, owners and em- 
ployees attended the 24th 
Marshall-Wells Stores Con- 
gress, held at the firm’s 
branch at 301 Lake Ave., 
Duluth, Minn. 





The three-day session, ar- 
ranged by Fred H. Johnson, 
Marshall-Wells sales man- 
ager, opened on Monday, Feb. 
11, and continued through 
Wednesday, Feb. 14. John H. 
Moore, company president, 











made the welcoming address. 

Marshall - Wells © dealers 
came from Minnesota, Wis- 
consin, Michigan, Iowa, the 
Dakotas, and Montana to 
view the more than 18,000 
hardware and _ associated 
items that were shown in 
the Merchandise Mart, while 
about 120 factory represen- 
tatives were on hand to give 
product demonstrations, relay 
sales promotion ideas, give 








Members of the Marshall-Wells Stores 1952 Planning Board, composed of dealers 
from various parts of the territory served by Marshall-Wells Co., 301 Lake Ave., S., 
Duluth 1, Minn., and Marshall-Wells Co. executives. Standing, from left to right, are: 
George S. McQuade, manager Duluth branch, Marshall-Wells Co.; Arnold Brandt, Hot 
Springs, S. D.; Paul Fedderly, Wisconsin Dells, Wis.; E. G, Westermeier, Marshall- 
Wells Co., stores merchandise manager; Arvid Christianson, Williston, N. D.; Vern 
Fassett, East Grand Forks, Minn.; Henry Pottebaum, Flandreau, S. D.; J. R. McKee, 
assistant sales manager, Marshall-Wells Co. Seated, left to right: Fred Johnson, sales 
manager, Marshall-Wells Co.; Don Milnar, Worthington, Minn.; Herb Hertz, New Leipzig, 
N. D.; Bob Wombacher, Proctor, Minn., and Robert Hauch, Sauk Centre, Minn. 


service instructions, and to 
answer dealers’ questions. 

The highlight of the Con- 
gress was the speech made 
by Robert A. Whitney, presi- 
dent of the National Sales 
Executive Club, New York, 
who spoke on “What’s Ahead 
in ’52,” on Tuesday evening. 

Marshall-Wells speakers at 
the Congress included: Mr. 
Moore; George S. McQuade, 
Duluth branch manager; Mr. 
Johnson; Henry Pottebaum, 
Flandreau, S. D., Marshall- 
Wells store owner; Sandy 
Oie, appliance merchandising 
manager; Howard W. John- 
son, appliance department 
manager; E. G. Westermeier, 
stores merchandising man- 
ager; W. G. Butcher, paint 
department manager; Paul 
Lepak, housewares depart- 
ment manager; R. S. Soren- 
son, electric department 
manager; Don Henderson, 
plumbing department man- 
ager, and A. E. Johnson, tool 
department manager. 

Speakers at the Congress 
representing manufacturers 
included: J. Robert Cony- 
beare, Wooster Rubber Co., 
Wooster, Ohio; Ray Spell- 
man, Arvin Industries, Inc., 
Columbus, Ind.; Lou Marks, 
Coleman Co., Inc., Wichita, 
Kan.; J. W. Purvis, Mullins 
Mfg. Corp., Youngstown Kit- 
chens, Warren, Ohio, and 
Fred Parker, Phillips & But- 
torff Mfg. Co., Nashville, 
Tenn. 








Sales Methods Stressed 
In New Retail Course 


The 19-week spring session 
of the Hardware Retailing 
Course, starting at the City 
College Midtown Business 
Center, 430 W. 50th St., New 
York 19, N. Y., on April 1, 
will offer training in up-to- 
date store methods. Meetings 
will be held Tuesday and 
Thursday evenings from 6:30 
to 10:00 p.m. 

This session will empha- 
size sales promotion methods 
in line with suggestions of 
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the retail hardware advisory 
committee of merchants. 

The training will cover all 
forms of sales promotion, in- 
cluding window display, 
show-card writing, store ar- 
rangement and advertising, 
as: well as specific selling 
methods. The emphasis has 
been put on selling tech- 
niques to help staffs meet 
greater sales resistance. 

Tuition for the course is 
$85. Further information 
can be obtained on the course 
from the City College Mid- 
town Business Center. 


Vonnegut Hardware “Brand Name Retailer of 
The Year”: Four Get Certificates of Merit 


Vonnegut Hardware Co., 
402 W. Maryland St., Indian- 
apolis, Ind., was awarded the 
title of “Brand Name Re- 
tailer of the Year” in the 
hardware field, as winners of 
the fourth annual “Brand 
Name Retailer of the Year” 
contest were announced. 

“Certificates of Distinction” 
awarded in the hardware 
field were: Schlafer’s, 115 W. 
College Ave., Appleton, Wis.; 


Warner Hardware Co., 13 S. 
6th St., Minneapolis, Minn.; 
H. H. Bennett Hardware Co., 
166 Northampton St., Easton, 
Pa., and Brown Bros., Hard- 
ware, 719 5th Ave., McKees- 
port, Pa. 

There were more than 
6,000 entries for this year’s 
Brand Names awards, ap- 
proximately three times 


(Continued on page 2382) 
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ms | Stowe Hardware Co. Expansion tne to Get $500,000 





























» Con- 
made 
presi- ae y¥ ———— a nee, lel Stowe Hardware & Supply 
Sales . Ke Co., wholesaler of Kansas 
York, City, Mo., has purchased the 
Ahead nine-story building at 13th 
ening. and Hickory Sts., which has 
ers at been occupied by the firm 

Mr. since 1918, and is planning 
juade, a further expansion of facili- 
; Mr. ties, according to Perry 
aum, Faeth, president of the firm. 
shall- The cost of this program is 
andy estimated at $500,000. 
— ’ . ; ere The firm has built and will 
onn- pexseaa’ \om — i ts om * = Pe 4 ; soon occupy a new truck dock 
ment i aii a : rs a) = gate =oand warehouse unit adjoin- 
leler, 3 < - ~ eect a “ wi ing the main building. The 
man- sa in ae company also plans to erect 
paint The architect's drawing of the present al proposed buildings of Stowe Hie a & a large two-story and base- 
Paul Supply Co., on 13th St. between Mulberry and Hickory Sts., Kansas City 7, Mo. The nine- 
part- story and basement building occupied since 1918 has been purchased, left, and a new, 
yren- two-story warehouse and garage building is to be constructed, right. Between the two, a 
ment new truck dock is under construction. 
rson, 
man- 

tool Ace Hardware Draws Record Attendance at 

Richard Hesse, president, 

sao 28th Annaal Convention and Exhibit <alled the first session to or- 
rers der, after which a roll call 
ony- The Ace Hardware Corp., Hotel, Chicago, attracted 196 disclosed that all except 

Co., which recently held its 28th Ace dealers and store per- three of the company’s deal- 
pell- annual convention and ex- sonnel to the three-day pres- ers were present. It was re- 
aie hibit in the Conrad Hilton entation of merchandise. (Continued on page 228) 
rks, 
1ita, 
llins ‘ 
Kit- « . PERRY FAETH 

ae 28™ ANNUAL 
sut- ment warehouse and motor 


a [ CONVENT ION & EXHIBIT car parking building adja- 
SETS cent to the.new truck dock 

—" unit, at the corner of 13th 

» and Mulberry Sts. 

¥ The truck dock area has 

been owned by Stowe Hard- 


rit e : 4 4 ware since 1937, and the pur- 

x | chase of the warehouse area 
3 S. .. a : pe ; now gives the firm almost 
j — 7 % complete ownership of the 





".: he 
Co., - iis \ : ¥. north side of 13th St. from 
ton, Hickory to Mulberry, a total 
ird- of 384 ft. 4 
2eS- The new truck dock will 
; have an unusual concrete 

apron. To provide off-street 
han parking for large trailer- 
irs trucks, the parking ramp 
vrei will have pipes under the 
nes Richard Hesse, president, Ace Hardware Corp., addressing dealers at the company's 28th concrete to thaw ice and 
annual convertion. At Mr. Hesse’s right is E. G. Lindquist, vice-president and secretary snow in the winter months. 

of the company. Almost 200 Ace dealers and store personnel attended the meeting. (Continued on page 231) 
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SO HARD scREWS 
are The Quality Line 





fees « 


.. + for Dependability, Uniformity 
and Wide Size Range. 


wooD SHEET METAL 
SCREWS SCREWS 


Range from 0 Available in all 
Diameter through standard head 
30 Diameter and styles, materials 
up to 6” in length. —_ and plated finishes. 





Contact your nearest jobber or write direct 





THE SOUTHINGTON HDWE. MFG. COMPANY 
Since 1867 


Yoleh ia) ngton, Conn. 









BIG 
CHIEF 


44 INCH WIDE 10 FOOT 
WHITE BLADE 





a 





| PREPARE FOR QUICK SALES 
on the NEW CARLSON RULE! 


It’s a real promising seller for all measuring needs... because 
it offers more. The new BIG CHIEF is especially designed for 
extended overhead and reach-in measurements. Its 34’ wide 
blade has extra rigidity...extends farther horizontally and a 
full 10 feet overhead without buckling. The easy-to-read white 
blade automatically converts inches to feet at a glance. It’s a 
more useful rule...and you offer these additional CARLSON 
FEATURES that always spell more S-A-L-E-S: 












Double graduations in feet and inches 
Ten second blade change 
Easy-to-read crackproof white face 
Built-in automatic brake 

Easy-action swing-tip 


ORDER FROM YOUR JOBBER TODAY! 
Produced under patents 2089209, 2510939 


CARLSON & SULLIVAN, Inc. 


CALITFORNIA 











MONROVIA 
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News of the Trade 





| Stanley Works to Use New Hardware Display 


The new Stanley Rollorama 
Hardware Display Coach will 
soon be put into service to 
augment the missionary sales 
effort of the original Roll- 
orama that has been visiting 
wholesalers and_ retailers 
during the past two years 
from the Stanley Works, 
New Britain, Conn. 

Staffed with factory- 
trained personnel, this new 
mobile showroom will carry 
over 1500 hardware samples, 
mounted on 40 display panels. 
Items range from small fric- 
tion cabinet catches to heavy 
garage door spring assem- 
blies. Eight door panels will 
display the entire Stanley 





Coach Displaying More Than 1500 Samples 


line of butts and hinges. Re- 
lated hardware items are 
grouped for convenience. 

The Rollorama No. 242 
named for the Stanley prime 
coated door hinge, will assist 
distributors by giving dealers 
the opportunity to view a 
wide cross section of the 
Stanley line, and the litera- 
ture and selling aids avail- 
able. It is air-conditioned 
and provides a lounge where 
dealers can discuss. their 
hardware problems. with 
Stanley’s representatives. 

The firm’s sales policy re- 
mains unchanged, and orders 
will be filled through its reg- 
ular distributors. 





Interior view of the Stanley Works’ new Rollorama No. 242 
hardware display coach, which 
ware samples to wholesalers and retailers throughout the 
; country. 


will carry over 1500 hard- 











| 
| 





Keating Elected Ekco 
First Vice-President 


Edward Keating has been 
elected to the newly-created 
position of first vice-presi- 
dent of Ekco Products Co., 
1949 N. Cicero Ave., Chicago, 
Ill. 

Mr. Keating has been with 
Ekco Products since before 
World War II, working in 
production, sales and mer- 
chandising departments. He 
was elected to the board of 
directors in 1949 and was 
successively assistant to the 
executive vice-president, as- 
sistant to the president, and 
vice-president of the firm be- 
fore his most recent advance- 


ment. He has also been in 
charge of Ekco’s rapidly ex- 
panding foreign operations. 





EDWARD KEATING 
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News of the Trade 





Cilat-toaiiit Stores Report 
11 Pct Sales Gain for 1951 


An average individual store 
sales gain of 11 pct, last 
year, over 1950, was reported 
at the 22nd annual meeting 
of the Coast to-Coast stores, 
at the Nicollett Hotel, Minne- 
apolis, Minn., Feb. 17-20. 
Sales quotas for this year 
were announced as being 10 
pet over 1951 for individual 
owners. Ninety-six pct of the 
more than 600 owners or 
their representatives were 
present, with a total regis- 
tration exceeding 1200, in- 
cluding store employees and 
factory representatives. 

A good year, with plentiful 
supplies of merchandise and 
continued good promotional 
materials for stores was 
promised by officials and ex- 
ecutives of the Coast-to-Coast 
Stores Central Organization, 
Inc. 

Announcement was made 
that Louis Melamed, formerly 
president of the Melamed- 


Hobbs advertising agency, has 
joined Coast-to-Coast as a 
vice-president and director. 





LOUIS MELAMED 


Other officers of the com- 


pany are: Arthur C. Mel- 
amed, president; H. J. Kan- 
trud, vice president, and 
Maurice L. Melamed, secre- 
tary and treasurer. 
(Continued on page 224) 








Decatur & Hopkins Shows Samples on Slides 


Pige 
pe ae 
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Decatur & Hopkins Co., wholesaler, 93 Berkeley St., | 


Boston 16, Mass., is now using colorful three-dimension slides | 


and the Stereo Realist Viewer to show merchandise which 
cannot be carried as samples. This new sales aid was en- 
thusiastically received by Decatur & Hopkins salesmen and 
dealers. A Stereo Realist camera at company headquarters 


| 
| 
| 


makes it possible to prepare slides quickly, and many com- | 


panies whose lines are distributed by Decatur & Hopkins are 
cooperating in making slides of their products available to 
the firm’s salesmen. The viewer and 30 slides fit into a com- 
pact, easy-to-carry case. 
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For more than 50 years Griffin! 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 


builder’s hardware... 


i . 


asap 
wy Pcvery DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 


ERIE » PENNSYLVANIA 
ae oe 


quality produced by 
Griffin. 












— 


New York 7, N.Y. 
HARVEY D. RUSH & SONS WALTER S. JOHNSON & SONS 
4638 Nichols Porkway 917 St. Charles Avenue 
Kansas City, Missouri Atlanta, Georgia 
WILBUR H. DAVIS H. C. GLOVER 
1639 W. Fargo Avenue 2611 Garrison Bivd. 
Chicago 26, Illinois Baltimore 16, Maryland 
GEORGE A. GREGG ROY L. ROGERS 
17134-6 Wyoming Avenue 1620 Garfield Street 
Detroit 21, Michigan Denyer 6, Colorado 
AUSTIN & EDDY INC. W. C. MEIBAUM & CO. 
115 Broad Street 6954 Oleatha Avenue 
Boston, Massachusetts St. Louis 9, Missouri 


E. H. FARRAR 
6637 Golf Drive 
Dailos 5, Texas 

CHARLES L. LEWIS 
1355 Morket Street 
San Francisco 3, Calif. 
R. F. BEVERS 
4524East 60th Street 
Seattie, Washington 
L. G. FULLER, mR. 
644 Wellington Road 
Jackson 6, Mississipp 
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Represents West Texas 
Wholesale Supply Inc. 


A. A. Stewart has recently 
been appointed a salesman 





A. A. STEWART 


for West Texas Wholesale 
Supply Inc., wholesaler, 804 
Eighth St., Lubbock, Tex., in 
the Amarillo territory. 

Mr. Stewart, who has been 
in selling for nearly 35 years, 
has served as a manufactur- 
ers’ representative in the 
Southwest, and was district 
superintendent for Marland 
Refining Co. He is presently 
located at 1107 Avondale, 
Amarillo, Tex. 


Has 50th Anniversary 

Edwin F. Guth Co.. St. 
Louis, Mo., will celebrate its 
50th anniversary on April 22, 
1952. 


News of the Trade 





Wholesale Operations, Theme 
At Palm Beach Convention 


For the 61st annual con- 
vention of the Southern 
Wholesale Hardware Asso- 
ciation, business sessions of 
the wholesalers during the 
four-day meeting will be 
primarily concerned with 
sporting goods and various 
phases of operating practices. 
The convention, in conjunc- 
tion with the 102nd semi- 
annual meeting of the Ameri- 
can Hardware Manufactur- 
ers Association, will be held 








600 Dealers See New Merchandise at Bigelow 
& Dowse Company Hardware Show on Feb. 19 


More than 600 dealers from 
all parts of New England at- 
tended the National Hard- 
ware Stores Show sponsored 
by Bigelow & Dowse Co., 169 
A St., Boston 5, Mass., at 
the Somerset Hotel on Feb. 
19, to see new merchandise 
in the firm’s lines. 

Howard Clark showed new 
lines of hardware to dealers 
attending, and Peter Bass 
showed new housewares lines. 
Howard Jacobson, manager 
of the appliance division, 
presented television, ranges, 


2 


f- @ 


freezers and_ refrigerators, 
while George Baggs showed 
a complete line of fishing 
tackle. 

Frank Gahagan, advertis- 
ing manager, introduced the 
new spring catalog. He also 
discussed improvements in 
National News, a paper 
mailed to more than 200,000 
consumers monthly, and bear- 
ing an imprint of the dealer’s 
name and address. This ser- 
vice has been available to 
Bigelow & Dowse dealers 
since 1936. 





Robert H. Watts, vice- 
president, welcomed the deal- 
ers to the show, and intro- 
duced Frank Grant, sales 
manager, who conducted the 
“One Minute” sales, the high 
spot of the show. About 50 
items were offered to dealers 
at a special price, good only 
during the sale. 

The show opened at 9 a.m. 
on Feb. 19, with 60 or more 
manufacturers’ booths set up 
in the main ballroom, and 
with appliances, sporting 
goods and fishing tackle dis- 
plays in the smaller ball- 
rooms. Lunch was served to 
all those in attendance. 


Bi 


More than 600 dealers were on hand to see new merchandise shown at the National 


Hardware Store Show, sponsored by Bigelow & Dowse Co., 169 A St., Boston 5, Mass., 
on Feb. 19. There were 60 manufacturers’ booths set up in ballrooms at the Somerset 
Hotel, and new merchandise was shown in hardware, housewares, television, ranges, 
freezers, refrigerators, and fishing tackle. 
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April 6 to April 10, at Palm 
Beach, Fla. 

First of the meetings of 
the wholesalers will be on 
Monday, April 7, for the 
special sporting goods ses- 
sion, which has become a 
regular program feature. 
There will be an address 
dealing with the opportuni- 
ties in sporting goods for 
southern hardware _ whole- 
salers; an explanation and 
demonstration of spinning 
tackle, and general discus- 
sions of several selected topics 
relating to the promotion of 
sporting goods sales. Sport- 
ing goods manufacturers will 
participate with wholesalers 
in these discussions. 

The first joint meeting of 
both associations will be held 
Monday night at 9 p.m. and 
will be addressed by Senator 
George H. Smathers, of 
Florida, speaking on “Which 
Way America?” 

Wholesalers on Tuesday 
and Wednesday, April 8-9, 
will hold morning sessions 
that will be relatively brief, 
one-and-one-half hours each, 
starting at 9:30 and adjourn- 
ing at 11:00 a.m., at which 
time they will adjourn to 
meet with the manufacturers 
in joint sessions. 

On Thursday morning, the 
final session of the Southern 
Association will be a busi- 
ness meeting for the election 
of officers and other regular 
association business as well 
as for various discussions. 

Among the important 
topics scheduled for the 
Southern Association meet- 
ings on the three mornings 
are: wage controls problems; 
modern warehouse arrange- 
ment and equipment; promot- 
ing farm equipment sales; 
educational work with em- 
ployees; methods of pricing 
orders; handling returned 
goods and credits; specialty 
selling; retirement pension 
plans; major appliance sales 
and service; operating under 
a budget system; promotion 
dealer mail orders; whole- 
salers’ advertising methods; 
analysis of customer ac- 
counts. 

The manufacturers at their 
Tuesday’ morning session, 
prior to the joint session at 

(Continued on page 226) 
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nin << DIAMALLOY Lock-Joint PLIERS 
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on, (oan : Sold exclusively through Wholesale Hardware Jobbers 
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1240 S. Seventh Stre St. Louis 4, Mo 
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BUY DIRECT from 





This is more than a 
slogan, it's an oppor- 
tunity! An opportunity 
for hardware dealers to 
purchase quality mer- 
chandise at the lowest 
possible cost by doing 
business direct with the 
manufacturer and dis- 
tributor. 


LOOK TO LEGGITT FOR: 


¢ Flared and Compression 
Fittings 
* Malleable Fittings 
* Sweat Fittings 
* Automotive Fittings 
© All Types of Brass Fittings 
¢ Brass Pipe Fittings 
¢ Drain Locks 
e All Types of Gas Valves 





um, brass ond copper wiitaetet has be 


items are therefore subject to existi 


S. H. LEGGITT CO. IAARSHALi, sCHIOas 











CHAMPION 
SCREEN HARDWARE 


For all-around dependability, steady re- 
peat sales, a fair profit and satisfied cus- 
tomers, you can always rely upon Champion 
Screen Door Hardware to hold trade. 


To the right is shown one 
of the fast selling items in 
the big CHAMPION line 
of Screen Door Hard- 
ware. 


FINISH NO. 
Dull Brass Plated 130 CS 
Japanned 130 JS 


Packed 1 set in a box, 
3 dozen sets in a case 











No. 1305S 


Nearly all hardware jobbers handle some 
products in the big CHAMPION line. 


The 








News of 





At the recent annual con- 
vention of the Iowa Retail 
Hardware Association at Des 
Moines, Iowa, a highlight of 
the meeting was a panel dis- 
cussion of Fair Trade as a 
means of preventing preda- 
tory price cutting and price 
wars. 

Leading off the discussion 
was Gov. William S. Beards- 
ley, of Iowa, who said that 
he believed that the prin- 
ciples of fair trade are con- 
sistent with the American 
system of free enterprise. He 
branded as false charges that 
fair trade throttles competi- 
tion and develops monopoly. 
Another panel speaker made 
the point that price wars and 
selling at a loss deprive the 
government of revenue. 

At the concluding session 
of the Iowa Retail Hardware 


Hardware Association, Arnold 


Hdwe. Co., Fort Dodge; 











WIRWIVUAMAVIUAL MALE 


GENEVA, OHIO m=, 


—— 
— If its @ CHAMPION ifs a winner 











City, association secretary, and 


dent, L. D. Reinbrecht, L. D. Reinbrecht & Sons, West Branch. 


the Trade— 





Iowa Association Panel Favors Fair Trade 
New Officers Elected at Annual Convention 


Association, the following of- 
ficers were elected: president, 
Arnold L. Johnson, Bickford- 
Johnson Hdwe. Co., Fort 
Dodge; vice-president, Lloyd 
D. Reinbrecht, L. D. Rein- 
brecht & Sons, West Branch. 
George DeRuyter, Sioux Cen- 
ter, was re-elected to a 
three-year term on the board 
of directors, and Martin 
O’Hara, O’Hara Hardware & 
Appliance, Ottumwa, Iowa, 
was elected a director for one 
year. Other directors are 
Raymond A. Bloedel, Mal- 
vern, and H. H. Lindeman, 
Aplington. Members of the 
advisory board are James E. 


Tull, Eldora; G. W. As- 
pinwall, Hawkeye, and the 
retiring president, R. B. 
Swanson, Odebolt. Philip R. 


Jacobson, Mason City, is sec- 
retary. 





At, the left is the newly-elected president of the lowa Retail 


L. Johnson, Bickford-Johnson 


center, Philip R. Jacobson, Mason 


the newly elected vice-presi- 








Hardware Square Club 


Donates to Hospital 


At a recent meeting of the 
Hardware Square Club of 
New York, Inc., trustees and 
members voted their annual 
donation towards the main- 
tenance of an endowed bed 
to the Hospital for Special 
Surgery, in New York City. 


The Oyster Bay Square 
Club, which officiated at the 
meeting, initiated the follow- 
ing new members into the 
organization: 


Samuel E. Richter, U. S. 
Expansion Bolt Co.; Herman 


W. Hoffman. Herlo Co.; Jo- 
seph Hitchcock, Patterson- 
Sargent Co.; David Wolfson, 
Empire Hardware & Electric 
Co.; Joseph B. Stern, Amer- 
ican Mill Supply Co.; Sidney 
W. Smith, S. W. Smith Co.; 
Frederick C. Brown, Clark 
Bros. Bolt Co.; Samuel 
Brown, Brown & Silver; 
Kenneth Carpenter, Indus- 
trial Fasteners Co., and Sig- 
mund A. Fox, Fox & Schamel. 

The Club’s annual stag, 
Shore Dinner and entertain- 
ment will take place this year 
on Thurs., May 8, in the 
Grand Ball Room, Hotel 
Astor, New York. 
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Cherry Elected Head of 
Hooven & Allison Co. 


D. W. Cherry was elected 
president of the Hooven & 
Allison Co., Xenia, Ohio, at 
a recent meeting of the com- 
pany’s stockholders and di- 
rectors. He succeeds the late 
F. H. Hagenbuch, who had 
been president since 1949. 

M. E. McCallister was 
elected vice-president, having 
served as legal adviser for 
the firm since 1936. E. D. 
Martin, general manager and 
treasurer, was elected to fill 
the vacancy on the board 
caused by the death of Mr. 
Hagenbuch. 

Other directors re-elected 
were: J. E. Barlow; W. A. 
Swaney, Dr. E. S. Garrett, 
and E. M. Woodward. 


Elections, Appointments 
Made by Pritzlaff 


Officers elected and ap- 
pointed at a recent meeting 
of the board of directors of 
John Pritzlaff Hardware Co., 
333 N. Plankinton Ave., Mil- 
waukee, Wis., wholesaler, in- 
clude the following: 

President, Edward F. 
Pritzlaff; vice - president, 
Fred F. Luedke; vice-presi- 


News of the Trade 





dent and treasurer, John C. 
Pritzlaff; vice-president and 
plant manager, Edward A. 
Luedke; vice-president and 
smerchandise manager, Her- 
bert B. Lendved; vice-presi- 
uent and manager of credit 
sales, Olin Berryman; vice- 
president, Louis G. Koch; 
vice-president, Fred A. 
Luedke; secretary, John C. 
Pritzlaff, Jr.; general sales 
manager, E. T. Stamm; as- 
sistant sales manager, Jake 
Olsen; manager of industrial 
sales, Frank Summers; as- 
sistant secretary, assistant 
treasurer and comptroller, 
Harold Stevlingson, and as- 
sistant vice - president in 
charge of sales promotion, 
Walter Bocher. 








Quaker Rubber Opens | 
St. Louis Warehouse 


A stock-carrying branch 
warehouse and sales office for 
Quaker Rubber Corp., divi- 
sion of H. K. Porter Co., 
Philadelphia, Pa., has been 
established at 4006 Papin 
St., St. Louis, Mo., to provide 
better service and deliveries 
to that area. The new branch 
will operate under the super- 
vision of J. H. Joyner, dis- 
trict sales manager. 














At the Golden Anniversary convention of the Nebraska Retail 


Officers Elected at Nebraska Convention | 











Hardware Association, Feb. 19-21 at Omaha, officers elected 
are shown above. Front row, left to right are: new president, 
Wayne Towner, Standard Hardware, Scottsbluff, and Mrs. 
Towner; and retiring president, R. L. White, Lincoln. Rear 
row, left to right, are: Irwin Enke, B & E Hardware, Emerson, | 
director; Friel Kerns, Jr., Kerns Hardware, Humboldt, direc- | 
tor; Victor L. Boland, Petersen & Michelson Hardware Co., 
Omaha, first vice-president; Walter S. Good, Pelz Hardware, 
Holdrege, and Robert Benson, Benson Hardware, Bancroft, 
second vice-president, C. A. McCoy, Lincoln, was reelected 
secretary-treasurer. 
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Outstanding! 
A Low-Priced Cabinet 


4 ONLY °41.7§8 LIsT 


Stock this standard size cabinet (14° x 18" 
wall opening) with double strength mirror, 
featuring a design, seamed edges and other 
quality features at an unheard of low price— 
only $11.78 list. 


Richly finished in high-lustre, baked-on white 
enamel, it will retain its original beauty indefi- 
aa nitely. Note these additional features: Two 
bulb-edge glass shelves. Eight shelf supports. 
Chrome-plated tooth brush holder and bar 
door-stop. Continuous piano hinge. Bullet 
catch. Razor blade slot. . 














Some Territories 
Open to Representatives 


ED 


18 Models 


: @ Write for descriptive 
literature on our complete 
line of bathroom cabinets. 


ideal 
Cabinet Corporation 


Division of Deslauriers 
Column Mould Co., Inc. 


7722 JOY ROAD DETROIT 4, MICH. 
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Franz Elected Head of 
Colorado Fuel & Iron 


Alwin F. Franz has been 
elected president of the Colo- 
rado Fuel & Iron Corp., 575 


4 





ALWIN F. FRANZ 


Madison Ave., New York 22, 
N. Y., and Carl W. Meyers, 
who has been president since 
1946, was elected vice-chair- 
man of the board of directors. 


Mr. Franz has been execu- 
tive vice-president of Colo- 
rado Fuel & Iron since 1949, 
and a director since 1948. 
Prior to that, he served as 
vice-president in charge of 
operations, and has also man- 
aged the corporation’s two 
largest plants. 





John Oster Names Two 
To Sales in South 


John Oster Mfg. Co., Ra- 
cine, Wis., has announced 
the appointment of Hundley 
R. Gover, as salesman for 
Virginia and North and 
South Carolina, and that of 
Joseph T. Heyer for Arkan- 
sas, Louisiana, Mississippi, 
western Tennessee, and west- 
ern Kentucky. 

Mr. Gover will have head- 
quarters in Charlotte, N. C., 
and Mr. Heyer, formerly with 
Necso, Inc., will work out of 
Memphis, Tenn. 


News of the Trade 





Coughlan Rewards Corrigan-Gane Sales Record 





G. N. Coughlan, president, G. N. Coughlan Co., West 
Orange, N. J., presents a LeCoutre perpetual motion clock 
to Robert Corrigan, left, and William Gane, center, of Cor- 
rigan-Gane & Co., manufacturers’ agents, Philadelphia, in 
recognition of their outstanding sales performance in 1951. 
The presentation was made during the company’s annual 


sales meeting. 




















Decatur & Hopkins Holds Spring Open House 
Keyed to “Dealer Value Days”, Feb. 19-22 


“Dealer Value Days” was 
the theme of the four-day 
spring open house held at the 
salesroom and warehouse of 
Decatur & Hopkins Co., 
wholesaler, 93 Berkeley St., 
Boston 16, Mass., on Feb. 
19-22. 

The total attendance for 
the four days was 1137, 
dealer registration exceeding 
that of previous shows. 


om ae 


p= 
LD ae 
i as 
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The event was opened with 
a meeting and dinner for 
Decatur & Hopkins person- 
nel, as well as those partici- 
pating in the open house. 

William F. Hopkins, vice- 
president, made the welcom- 
ing address, and Gordon W. 
Farr, in charge of purchas- 
ing, explained this year’s 
exhibits and outlined plans 
and program for the com- 


pany’s “Dealer Value Days.” 


One of the features of the 
show was the new bonus-gift 
plan, which made it possible 
for dealers buying orders to 
receive gifts for themselves. 
A bonus-gift booklet explains 
the plan, devised in apprecia- 
tion of the cooperation of 
Decatur & Hopkins’ custom- 
ers throughout the year. 

Prominently displayed was 
Decatur & Hopkins Co.’s 
slogan, “100 Pct Dealer Dis- 
tribution.” 





Shown here are some of the displays at the spring open house of Decatur & Hopkins Co., 
93 Berkeley St., Boston 16, Mass., held Feb. 19-22. The open house was themed to 
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“Dealer Value Days.” 


Sport Fishing Institute 
Publishes New Guide 

Arthur R. Benson, presi- 
dent of the Sport Fishing 
Institute, Bond Bldg., Wash- 
ington 5, D. C., has an- 
nounced the publication of 
the 64-page Official Sport 
Fishing Guide, available on 
newsstands throughout the 
country. 

The Guide contains a di- 
gest of the fishing laws of 
each state, the 10 Canadian 
provinces, Yukon and north- 
west territories and Alaska, 
as well as a series of illus- 
trations of popular fresh and 
salt water fish species with 
the records, habitat, proper 
lures and methods of catch- 
ing. 

The Official Sport Fishing 
Guide, selling for 50¢, will 
be an annual publication of 
the Sport Fishing Institute, 
and the income derived from 
its sale will be used for the 
printing and distribution of 
additional free material rela- 
tive to fish conservation and 
management. 


Aluminum Paint Names 
R. Wain Bowman was ap- 
pointed general manager of 
the Aluminum Paint & Var- 
nish Division of Aluminum 
Industries, Inc., 2438 Beek- 
man St., Cincinnati 25, Ohio. 
Mr. Bowman has been with 
the firm for 10 years as as- 
sistant director of purchases. 
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the home-owners 
gun... designed to 
meet contractor 
specifications 








Home owners 
everywhere are buying 
and using this low-priced, compact Caulking Gun! 
It’s a bear for wear, and so easy to operate. 

No cleaning required when used with CALBAR 
“Hole-in-Top” Cartridges . . the compound 

never touches the inside of the gun. 


Write today for full information 


CALBAR PAINT & VARNISH CO. 


Manufacturers of Technical Products 
2612-26 N. Martha Street °* Philadelphia 25, Pa. 








il’S THE WORLD’S 
LARGEST SELLING PLUG 


Order from Your Jobber 
or Write for Catalog 


a 
HELIN TACKLE CO. 
3669 Meldrum 
Detroit 7, Mich. 














Make over 33'3% profit 


on Edmont Work Gloves 





‘~~ 
/ Exam _~— 
and you get steady, I I doz, 465 se 
repeat sales j me P Gloves 
"++ $13.29 


5 to 10 times { oar... 
longer Re, 


—=—d 


You can offer your customers a complete line of “coated” 
work gloves at competitive prices and make a full profit 
with the Edmont line. And workers prefer Edmont 
Gloves because they wear 5 to 10 times longer. Their 
superior wearing qualities as compared with ordinary 
work gloves have been proved by millions of pairs in 
service and on-the-job tests which are on record at 
Edmont. Order a sample pair and you will see why 
Edmont is the full-profit line for your store. 






Every dozen packed 
in a strong-selling 
display. 


Natural rubber ‘‘Grab-its”’ give firm, safe 
grip on smooth, slippery or wet materials. 
Rough rubber finish is chemically welded to 
strong fabric, Styles: knitwrist, safety cuff, 
gauntlet. (Not recommended for use in oil or 
grease.) ‘ 


Reinforced neoprene ‘‘Neox’’ Gloves re- 
sist grease, acids, caustics, solvents. Wear 
longer than ordinary neoprene coated gloves, 
are safer, more comfortable than unlined rub- 
ber. Snag and tear resistant, Choice of styles. 


Plastic coated gloves. For long wear on 
heavy-duty abrasives-handling jobs, They re- 
sist oil and grease, are guaranteed liquid- 
proof, and retain their flexibility, All-over or 
palm-and-thumb coated; several styles. 


Edmont Manufacturing Co., 
1214 Walnut St., Coshocton, Ohio 
Please send Pocket Catalog, price list 


and sample pair of gloves checked below. 
25c enclosed to cover mailing. 











Grab-it Natural Edmont Plastic 

Rubber Coated NEOX Coated Coated 
Store Name — 
Street. — 
City. Zone____State_ 





Cf EE 
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Knopic Heads Michigan Retail Association 





At its 58th annual convention and exhibit at the Grand 
Rapids, Mich., Auditorium, the Michigan Retail Hardware 
Association elected Michael D. Knopic, Midland, as president 
succeeding J. Paul Hayden, Cassopolis. Everett E. Cookson, 
Manistique, is the new vice-president. Harold W. Schumacher, 
Lansing, was re-elected manager and was named treasurer to 
succeed William Moore, Detroit, who retired from the latter 
position. Members of the executive board are: Robert Audrain, 
Gaylord; Harold O. Paul, Pigeon; John H. Bolt, Muskegon; 
W. C. Judson, Big Rapids; James Fromm, Detroit; Boyd 
Tiffany, Monroe, and Edgar N. Kalthoff, E. Detroit. In the 
photo, left to right, seated are; W. C. Judson, Michael D. 
Knopic, E. E. Cookson and J. Paul Hayden. Standing, left to 
right are Harold O. Paul, Robert M. Audrain, John H. Bolt, 
Boyd Tiffany and James Fromm. 


News of the Trade 








Goodall Co. Becomes 
Foley Mfg. Subsidiary 


Outstanding stock of the 
Goodall Co., Warrensburg, 
Mo., maker of rotary lawn 
mowers, has been acquired 
by the Foley Mfg. Co., Min- 
neapolis, Minn. 

The Goodall Co. will oper- 
ate as a wholly owned sub- 
sidiary. No major changes 
are planned, and the product 
name, distribution and sales 
policies will be retained. 
Manufacturing operations 
will be continued at Warrens- 
burg, with advertising and 
sales centered in Minneapolis. 
Leonard Goodall, founder of 
the company, remains as di- 
rector. 

Foley Mfg. Co. was organ- 
ized in 1926 by Walter M. 
Ringer, now chairman of the 
board. The firm manufactures 
kitchen utensils, automatic 
saw maintenance equipment, 
and lawn mower sharpeners. 





Hotpoint Holds Home 
Service Program 


A home service program to 
train dealers and distributors’ 
home economists on product 
service, merchandising aids, 
and use-values of appliances 
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was held during February at 
Hotpoint, Inc., 5600 W. Tay- 
lor St., Chicago 44, IIl., by 
Helen Kirtland, home eco- 
nomics manager. 

A group of 30 attended the 
intensified eight-hour daily 
programs that gave basic 
training and explained new 





data on electrical living and 
kitchen planning as devel- 
oped by the institute’s kit- 
chen and laundry laborato- 
ries. Special emphasis was 
placed on techniques of appli- 
ance demonstration in the 
customer’s home. 

Construction and operation 
of Hotpoint’s nine major ap- 
pliances were explained, and 
special forums, color films, 
sound-slide scripts, and con- 
ducted tours through Hot- 
point’s factories rounded out 
the week’s schedule. 





Albany Hardware Elects 
Officers and Directors 


Albany Hardware & lrou 
Co., Broadway at Arch St., 
Albany 1, N. Y., wholesaler, 
re-elected officers and direc- 
tors at a recent meeting of 
stockholders. 

Re-elected as officers were: 
president, William C. Dear- 
styne; treasurer, Harold L. 
Warner; secretary, Dudley 
H. Robinson, and vice-presi- 
dents, Raymond E. Foskett, 
Henry J. Funk and Arthur 
E. Stephens. 

Directors of the corpora- 
tion re-elected include 
Messrs. Dearstyne, Warner, 
Robinson, Edwin L. Fowler, 
and W. D. Dearstyne. 

Mr. Fowler was re-elected 
attorney, and W. D. Dear- 
styne was re-appointed man- 
ager and assistant to the 
president, 


Boone Named Sales Head 
Of Olin Arms Division 
John T. Boone was named 
sales manager of the Arms 
and Ammunition Division of 
Olin Industries, Inc., New 





JOHN T. BOONE 


Haven, Conn. The new oper- 
ating division is composed of 
Olin’s Winchester Repeating 
Arms Co. Div., New Haven, 
and Western Cartridge Co. 
Div. of East Alton, IIl. 

Mr. Boone has been assis- 
tant Western-Winchester 
sales manager. In 1948, he 
was sales manager of the 
Animal Trap Co. of America. 





Thatcher Glass Appoints 


Charles A. Scully has suc- 
ceeded Joseph L. Stevenson 
as sales manager of the New 
York City office of McKee 
Div., Thatcher Glass Mfg. 
Co., Inc., Elmira, N. Y. 








Dealers Visit J. A. Williams Sporting Goods Show 





Dealers from Pennsylvania, New York, Ohio, West Virginia and Maryland visited 


the annual sporting goods show held by J. A. Williams ol 
Ave., Pittsburgh 6, Pa. On hand to greet the dealers were Williams ; 
factory representatives shown here: Laurel Gaugh, A. Darusmont Co.; Lloyd Riss, 
Ashaway Lines; Wallace Lautenslager, J. A. Williams Co.; Floyd Sleeper, Hamilton Metal; 


Co., wholesaler, 401 Amberson 


Co. officials and 


Vaughn Hilty, Pequa Works; Max Horowitz, Montague and Ocean City; Kim Thurston, 
Wilson Sporting Goods Co.; H. E. Schmedlin, Jas. Heddon’s Sons; Norm Powell, Peters 
Cartridge Co.; Bob Schultz, P & K Inc.; Bob Dickey, Remington Arms Co.; Red Fisher, 
Airex Corp., and A. A. Golomb, J. A. Williams Co. 
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MERCHANDISING 
EQUIPMENT 


solves. the problem of “how to do an 
effective merchandising job’’. Today—due 
to Spacemaster’s amazing flexibility—you 
can assemble a merchandising unit tailor- 
made to suit your requirements. Adapt- 
able too...in no time at all your mer- 
chandising units can be changed to meet 
new display demands. Yes... watch your 
sales grow ... when dramatically and ef- 
fectively merchandised with Spacemaster. 
















Let us send you our illus- 
trated 80 page 50-5 
Spacemaster catalog— 
learn how you too can 
profit through effective use 
of space. Write Dept. HA-3. 


REFLECTOR-HARDWARE CORPORATION 
2245 South Western Avenue, Chicago 8, Illinois 
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3 GILMER “BULL’S-EYES” 
FOR BIGGER PROFITS 












we; 


The new Gilmerlite Plastic Hose 
GILMER HOSE _ in red or green, plus a complete line 
of colorful rubber garden hose to 
—_— meet every customer's need—with 
guarantees up to 15 years—for both 
normal and heavy-duty services. 
Tubing, covers, reinforcement, 
and couplings are extra durable. 


\\\) 








pitt 
VAN AQ 


GILMER V-BELTS 


Available on Wall Panel or Tower 

Stand displays, in 35- or 50-belt 
assortments. With these assortments 
you also get the patented Gilmer 
Handimeter for quick, exact belt 
measurement; an eye-catching window { 
card, a handy inventory card, and } 
the Gilmer V-Belt Catalog— 

“America’s Belt Bible.” 





Gilmer Friction Tape is straight 
tearing, non-raveling; has both high 
insulating and high adhesive qualities. 
Gilmer Rubber Tape is made of 
highest grade rubber; fuses readily 
without heat. Both are durable, 

long lasting; furnished in 
standard widths and lengths. 


| 


GILMER TAPE 










ORDER FROM YOUR GILMER HARDWARE WHOLESALER, OR— 
wweesneecece eocescee=CliP AND MAIL.......--2-22------oe 


L. H. GILMER COMPANY 
308 Tacony, Philadelphia 35, Pa. 
(Division of United States Rubber Company) 


Please send me complete information and price listings on 
(J V-Belt Assortments [] Hose [_] Friction and Rubber Tape 
(_] Other Gilmer Hardware Items. 


NAME 
ADDRESS. 
CITY. ZONE STATE 

















221 














Fairbanks Makes Change 
In Two Divisions 


Autonomous operation for 
the scale and electrical divi- 
sions of Fairbanks, Morse & 
Co., 600 S. Michigan Ave., 
Chicago 5, IIl., has been an- 
nounced. George C. Worthley 
has been named general man- 
ager of the scale division, and 
J. S. Peterson succeeds him 
as sales manager of that di- 
vision. 

Mr. Worthley joined E. & 
T. Fairbanks & Co. in 1914, 
and the following year joined 
the sales organization of the 
firm. In 1927 he became at- 
tached to the selling organi- 
zation of Fairbanks, Morse & 
Co., and in 1935 was trans- 
ferred as sales manager to 





GEORGE C. WORTHLEY 


the Chicago office of the scale 
division. 


Mr. Peterson, who joined 
the scale division in 1925, was 





J. S. PETERSON 


made manager of the com- 
pany’s Cincinnati branch 
from 1944 to 1949. He was 
then recalled to Chicago and 
assigned to the office of the 
vice-president in charge of 
sales. 


Pratt & Lambert, Inc. 
Holds Sales Meetings 


Pratt & Lambert, Inc., 75 
Tonawanda St., Buffalo, N.Y., 
recently held sales meetings, 
highlighted by the introduc- 
tion of Cellu-Tone Satin, a 
new washable paint. 

The Canadian, central, and 
industrial divisions met at 
the Hotel Statler in Buffalo, 
for two days, and similar 
two-day sessions for the 
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Southern California Changes Assn. Name 


ee 
SDS Bip WE 





At the recent annual convention of Southern California hard- 
ware dealers, the name of the Southern California Retail 
Hardware Association was changed to Pacific Southwest 
Hardware Association. In the photo, the incoming president, 
John H. Knox, left, Knox Hardware Co., Santa Ana, is con- 
gratulated by retiring president, Arthur B. Green, Horace W. 
Green & Sons, Huntington Park. Newly elected first vice- 
president is Robert T. Watkins, Watkins Hardware Co., Santa 
Paula. Other officers will be elected by mail ballot. A. C. 
Kammeier, 416 W. 8th St., Los Angeles 14, is executive 
secretary. 








firm’s western division were 
held at The Drake, Chicago, 
and for members of the east- 
ern division at the Belmont- 
Plaza, New York. 








Builders’ Hardware Club of Northern California Meets 





The third meeting of the Builders’ Hardware Club of Northern California, held recently 
at Moose Hall in San Francisco, was addressed by Adon Brownell, sales manager, Lock- 
wood Mfg .Co., Fitchburg, Mass. Mr. Brownell, a dean of the builders’ hardware business, 
is the author of “Taking the Mystery Out of Builders Hardware,’ published by HARD- 
WARE AGE. An engraved ship's bell, presented by David Winslow, local representative 
of H. S. Getty Co., was accepted for the club by Charles S. Smith, club president and 
district manager of the Stanley Wofks. The headquarters of the Builders’ Hardware Club 
are located in the Monadnock Bldg., San Francisco. 
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Marketing details of the 
new Cellu-Tone Satin were 
outlined, as well as the com- 
pany’s advertising plans. At 
all three meetings, awards 
were made to members of 
Pratt & Lambert-Inc. for 10 
and 20 years of service with 
the company. 





Whirlpool Corp. Names 
Three New Executives 


Robert M. Mitchell and 
Robert C. Upton were elected 
vice-presidents and LeRoy 
W. Howard was appointed 
marketing director of Whirl- 
pool Corp., St. Joseph, Mich. 

Mr. Mitchell, general sales 
manager for the last two 
years, joined the firm in 1936 
as assistant to the Whirlpool 
sales manager. 

Mr. Upton joined the firm 
in 1945, and in his new post 
will manage the company’s 
industrial and public rela- 
tions. 

Mr. Howard, with a back- 
ground of 20 years’ experi- 
ence in merchandising and 
promoting home laundry 
equipment, came with Whirl- 
pool in 1942. 
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SPRINKLING 
EQUIPMENT 


LINE 
COMPLETE TISED 












WELL AD 


THRU JOBBERS ONLY © 





Here’s why it pays to feature just 
4 or 5 different Ailenco sprinklers, | 
with nozzles and accessories — 


@ You choose just the items that sell best for you! 
@ You are more certain of prompt, ample delivery! 
@ Your mats feature just one brand, pull better! 
@ Your display is more compact, more forceful! 
@ With less variety, your personal selling is faster! 


@ You tie-in with the biggest Allenco advertising! 


WIDE SELECTIONS INCLUDE — 





PARKSIDE — today’s 
greatest sprinkler value! 
Adjustable for large, 
small or irregular plots, 
Spray or stream, sta- 
tionary or rotating. 
chrome fittings, 2-tone. 


JUSTRITE — new model 
of the most widely 
used nozzle! Factory- 
tested at 50-lb. pres- 
sure. Rugged, reliable, 
right-priced, nationally 
advertised. 


RING—AIl heavy sheet 
brass, crimped all 
cround at two points 
. +. guaranteed to hold 
under any municipal 
pressure. Fine spray, 
covers more crea. 








* ORDER FROM YOUR JOBBER NOW 


If he hasn’t enough selection of Allenco sprinkling 
equipment, write for names of jobbers in your area. 


ESTABLISHED 1887 


WD. ALLEN ° 


Manufacturing Co. 





CHICAGO 6 + NEW YORK 7 
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PERMANENT- MOLD 
CASTINGS 





. . » THE STRONGEST NAME IN | _ 


ROTARY POWER MOWERS p 


Lazy Boy’s permanent-mold cast- 
ings are FIVE TIMES STRONGER ov) 
than ordinary castings, and per- A 
fectly balanced for easy mowing. 
Gasoline or electric models, all 





Average casting, 
Ye" thick 


trimmer type to save work, with 
famous make engines, ball-bear- 
ing wheels, and all-around 
safety design. STOCKED AND 
SOLD BY BETTER HARDWARE 
JOBBERS. . 







FERRE TREND 


», Lazy Boy casting, 
V4" thick 


For name of jobber nearest 
you, write today to Dept. A 


& RANCH,/ine. 


3907 BROADWAY 
KANSAS CITY, MO. 

















Northern Wholesale Co. 
Predicts Bigger Year 


A bigger business year in 
1952 was forecast for the 
Northern Wholesale Hard- 
ware Co., 805 N. W. Glisan 
St., Portland 9, Ore., by re- 
elected president Thomas L. 
Willis, as the company wound 
up its 30th annual meeting 
on Feb. 28. 

Mr. Willis also predicted 
that 1952 would be an even 
better year than record- 
breaking 1951. About 330 
dealers were present at the 
held at Northern 


sessions 
Wholesale Hardware Co.'s 
headquarters. 


Re-elected to the board of 
directors were Chester Farr, 
Coos Bay, treasurer; George 
Dobson, Renton, Wash., sec- 
retary, and James Maple, 
John Day, Ore. Henry 
Dingle, Coeur D’Alene, Idaho, 
was renamed chairman of 
the board, and Henry Peter- 
son, Seattle, was re-elected 
vice-president. 





Perfection Salesman 


Joseph W. Wilburn has 
been named by Perfection 
Stove Co., 7609 Platt Ave., 
Cleveland 4, Ohio, as sales- 
man to represent the firm in 
the western part of Virginia. 
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Harrington & Richardson 
Advances Two in Sales 


Stuart G. Bowren has been 
named director of sales, with 
supervision of the marketing 
activities of Harrington & 
Richardson Arms Co., 1511 
“K” St., N. W., Washington, 
D. C., and Henry W. Whitte- 
more has taken over the posi- 
tion of sales manager of the 
company’s domestic field op- 
erations. 

Mr. Bowren, who has served 
as sales, advertising and ex- 
port manager for the past 
five years, joined Harrington 
& Richardson as sales and 
advertising manager in 1940. 








Coast-to-Coast Shows 
11 pet Sales Gain 


(Continued from page 213) 

Maurice L. Melamed wel- 
comed manufacturers’ repre- 
sentatives at a _ breakfast, 
Sunday morning, and out- 
lined services offered store 
owners by the Central Or- 
ganization. That afternoon a 
First Timers meeting heard 
an outline of operations and 
plans. A furniture show was 
held all that day at one of 
the company warehouses. 

The annual meeting, Mon- 
day morning, heard H. J. 
Kantrud speak on “7 Keys 
to Your Success”—merchan- 
dise, advertising, display, 
store planning, management 
control, sales training and 
accounting. Quick turnover 
and frequent ordering were 


suggested to store owners as 
important factors in success- 
ful business operation. There 
will, he said, be plenty of 
merchandise to sell in 1952 
with the major job being to 
sell more merchandise to 
more customers. 

Arthur C. Melamed told 
the afternoon meeting that 
recent research shows that 
the people of this country 
have the ability to produce 
services and materials ex- 
ceeding those of 1951 by at 
least 10 pet. He predicted 
that merchandise price levels 
would hold their own, this 
year, barring some_ unex- 
pected developments. Our na- 
tional income will be at an 
all time high with $237 bil- 
lions of disposable income 
after taxes. 

York Langton, trade exten- 
sion manager, summarized 


convention at the final ses- 
sion on Wednesday. He said 
that setting store quotas at 
10 pet over last year is a 
challenge to do a better job. 
Mr. Langton advised owners 
to build up the average sale, 
provide more self service fa- 
cilities and refrain from put- 
ting a ceiling on salesmen’s 
earnings. He urged use of a 
compensation plan under 
which an individual sales- 
man’s quota is 10 times his 
salary with a commission of 
5 pet on all sales over his 
quota, 

The annual dinner dance 
and floor show was held 
Tuesday evening. 

As in previous years, all 
store owners and their em- 
ployees were divided into 
groups for attending depart- 
mental meetings, merchan- 
dise and service displays. 





Coast-to-coast owners and families at the annual dinner dance. 


Officers and executives 


and their wives are at the head table. 
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During the war years, he was 
with Western Cartridge, re- 
turning to Harrington & 
Richardson in 1947 to re- 





STUART G. BOWREN 


establish the sales depart- 
ment. Prior to his associa- 
tion with the firm, he was 
an independent manufacturer 
of L. C. Smith shotguns, and 
served as sales and advertis- 
ing manager of the Hunter 
Arms Co. 

Mr. Whittemore has been 
with the company for four 
years, starting in 1948 as 





HENRY W. WHITTEMORE 


a trainee salesman. Shortly 
afterwards he was given the 
New England territory, and 
in 1949 was made a special 
factory representative. He 
then became regional man- 
ager of the _ northeastern 
U. 3. 


Volirath Names Thomas 


Vollrath Co., Sheboygan, 
Wis., has announced that 
Gordon A. Thomas has suc- 
ceeded James G. Blair in the 
sales department. Mr. 
Thomas, formerly with Wear- 
Ever, will be in charge of 
the Vollrath Chicago office, 
located in the Merchandise 
Mart. 
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RUG 
Tae 


PUMPS 


AND WATER SYSTEMS 





CONVERT -I- JET. 
Shallow well, self- 
priming, city pres- 
sures, convertible to 
“deep well. 


A Universal is easy to sell 
because it’s really rugged 
... Stands up under tough 
demands of 24-hour serv- 
ice... gives user more wa- 
ter at lower cost. 


























Universal 
builds 300 
- models of In- 
jector and Cen- 
trifugal Pumps 
to meet needs 
of farm, home 
and industry. 


MULTI-STAGE 
larger volumes of 
water at high dis- 
charge pressures 
. . . delivers large 
volumes from 
depths to 300 feet. 










Quick deliveries from 

warehouses at At- 

lanta, Ga. ; Houston, 

gua Kansas City, 
°. 


Send for Literature 
UNIVERSAL MFG. CO. 


1440 SAN PABLO AVE. 
BERKELEY 2, CALIF. Dept. 115 HA-3 


There's a Universal for you!!! 
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J] CUT YOUR SPECIAL Botts | 
FOR ON-THE-JOB REPAIRS | 





eT 










FREE — 


Self Merchandising va ig 
Display given with a. > 
26-Rod Assortment — —_@f, pe 


RED OUT 


THREADED STEEL RODS 
NO NEED TO STOCK SPECIAL BOLTS 


..-Your Customers can heat, bend, and 
cut REDI-BOLT to any size or shape. 


REDI-BOLT is a new repair and 
construction material—tough, cold-drawn 
steel rod, threaded the full 36-inch length. 
It has a special rust-resistant finish. Avail- 
able in six sizes—1/4”, 5/16”, 3/8”, 1/2", 
5/8”, and 3/4”. 

REDI-BOLT has a great appeal to 
everyone who walks into your store, 
because it has thousands of uses every- 
where. It can be cut into long straight 
bolts, in any length up to 36 inches. It can 
also be easily bent, after heating with a ADVERTISED 
blow torch or kitchen-stove flame, into IN LEADING 
U-bolts, L-bolts, Eye-bolts, or any oné of a PUBLICATIONS 
dozen other useful shapes. 

ASK YOUR JOBBER or... 
SSS SSSR RZRBSSSSEZSSSSSSSSSSESSESRZRESZSER SSSR Bee 
REDI-BOLT, Dept. HA 
P. O. Box 6102, Chicago 80, Ill. 


Please send me more information on REDI- 
BOLT. 


NAME. ethaematniia — 














FIRM - — 


ADDER ___. gentinian 
CITY. STATE__— 
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WHEN A CUSTOMER asks for a brush with no more 
idea of what he needs than a guess at the size, it sort 
of leaves it up to you to pick the right brush for him. 
And when you know he’s the kind that’s going to give 
that brush some rough treatment but expects a first- 
class job... you have to earn his confidence! 


14,000 and more dealers who 
value the confidence of their cus- 
tomers are handling the Super- 
kleen Brush line.They’ve learned 
that one of the surest ways to 
build repeat business is to offer 
the customer a brush tliat sells 
itself by its performance. 


























It all adds up to this: 


Brush for brush, nylon or bristle, 
big or little, there’s no other 
brush line that so justifies your 
customers’ faith in you, as the 
Superkleen Line. 








14,000 DEALERS 


recommend Superkleen 
Brushes unreservedly 
to their customers. 
Are you one of them? 


qos 
ey) 
Cross 
Devoe & 
Raynolds 
Company, 
Inc., 
Princeton, 
Indiana 
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Appliance Mfg. Names 
Alexandre Sales Head 


Jules Alexandre has been 
appointed sales manager of 
Appliance Mfg. Co., Alliance, 
Ohio, as part of a long-range 
program to develop and mar- 
ket additional products under 
its Duchess brand. 

Mr. Alexandre’s 25 years 
of appliance selling includes 
both wholesaling and manu- 
facturing sales positions. He 
was recently vice-president 
and general manager of S. S. 
Fretz, Inc., a major appli- 
ance distributor, and prior 
to that had operated his own 
business as a major appli- 
ance distributor. He also 
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served with Pierce-Phelps, 
Inc., for 12 years, and with 
Radio Corp. of America for 
five years. 





JULES ALEXANDRE 








Southern Convention 
At Palm Beach, Fla. 


(Continued from page 214) 


11 a.m. of both associations, 
will be addressed by Franz 
T. Stone, who is deputy ad- 
ministrator of NPA and also 
vice-president of the manu- 
facturers’ association. He 
will talk on “Current Aspects 
of Mobilization Production.” 

At the joint session, Al- 
fred Edwards, prominent in 
the British Iron and Steel In- 
dustry and also in British 
politics will take as his sub- 
ject, “We Have The Power.” 

For the Wednesday morn- 
ing joint session, the speaker 
will be Dr. Neil Carothers, 
Dean Emeritus of the De- 
partment of Business Admin- 
istration at Lehigh Uni- 
versity, who will discuss 
“The Economic Outlook.” 

Headquarters of both asso- 
ciations will be at the Palm 
Beach Biltmore, and all ac- 
tivities of the convention will 
be concentrated there. Co- 
operating hotels will be the 
Whitehall, Mayflower, Penn- 
sylvania, Carlton and Palm 
Beach Plaza. 

From all indications this 
year’s Southern Hardware 
Convention will be the largest 
on record. Reports coming 
out of Palm Beach indicate 
that several of the hotels 
have been sold out for the 
past month and the two asso- 
ciations, therefore, had to 
arrange for additional hotel 
facilities which have been 
provided so that it now ap- 
pears that there will be ac- 
commodations for all those 
planning to attend. 


Registration at the con- 
vention will begin at 10 a.m. 
on Saturday, April 5, and 
continue until 4 p.m. This 
will be for members of both 
associations and manufac- 
turers agents included in the 
advance registration only. 
Registration will be resumed 
at 10 a.m. on Sunday, April 
6, and this Sunday registra- 
tion will be open to all asso- 
ciation members and manu- 
facturers agents. 

The Old Guard will hold its 
dinner on Monday at 6 p.m. 
and its annual meeting on 
Tuesday at 10 am. The X- 
Club luncheon is scheduled 
for Tuesday at 1 p.m. 

An important change has 
been made in the time of the 
golf tournament at this 
year’s convention. In the past 
this tournament has been 
held on Wednesday after- 
noon, but this year it is 
scheduled for Tuesday after- 
noon. 

As usual an outstanding 
entertainment program will 
be provided on Tuesday 
evening by a committee 
under the chairmanship of 
R. M. Miller of Railey-Milan, 
Inc. All other arrangements 
for the convention as usual 
are being handled by the 
executive officers of the two 
associations, T. W. McAllis- 
ter of the Southern Whole- 
sale Hardware Association, 
814 Metcalf Bldg., Orlando, 
Fla., and Arthur L. Faubel 
of the American Hardware 
Manufacturers Association, 
342 Madison Ave., New York 
City 17. 
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Westinghouse Advances 
Sargent and Oliver 


The appointments of R. J. 
Sargent as manager of major 
appliances and R. M. Oliver 
as manager of appliance 
specialties have been an- 
nounced by the Electric Ap- 
pliance Div., Westinghouse 
Electric Corp., Mansfield, 
Ohio. 

Mr. Sargent joined West- 
inghouse Electric Supply Co. 
in 1936, and in 1939 was 





R. J. SARGENT 


transferred to the northwest- 
ern district of the factory 
organization. Following ser- 
vice in the armed forces, he 
rejoined the appliance divi- 
sion in 1944 as merchandis- 
ing manager of the laundry 
equipment department. Since 
1949 he has been manager of 
that department. 

Mr. Oliver first joined 
Westinghouse in 1936, as su- 
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pervisor of electric house- 
wares, fans and vacuum 
cleaner advertising and pro- 
motion. Laundry equipment, 





R. M. OLIVER 


electric kitchens and full line 
coordination were later ad- 
ded. In 1940, he joined 
Proctor Electric Co. as ad- 
vertising and sales promotion 
manager. He was elected 
vice-president and _ general 
sales manager in 1944, and 
in 1946 became a director. 
In 1949 he became general 
merchandising manager of 
the electric housewares divi- 
sion of Landers, Frary & 
Clark, and rejoined Westing- 
house in 1951. 





Russell Advances Gibson 


John F. Gibson has been 
elected assistant treasurer, 
clerk and a director of J. 
Russell & Co., Ine. 361 
Dwight St., Holyoke, Mass. 








New Officers, California Association 





The 
annual convention elected the 
to right: K. B. Jacobsen (reelected) ; San Francisco, secretary- 
manager; K. H. Cooper, Vallejo, second vice-president; F. M. 


Hoopes, Delano, 


first vice-president, and C. 


California Retail Hardware Association at its recent 


following officers, above, left 


E. Ruggles. 


Guerneville, president. 
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The Power Mower 
Made for the 
Millions... 







Priced to sell. Ideal for weed-cutting and lawn 
. rugged construction, easily maneuvered. 


LOOK AT THESE EASY-SELLING 
‘“SUBURBANITE” FEATURES 


Self-Propelled reel and wheel drive, throt- 
tle adjustable to any convenient walking 
speed. 

Spring Loaded Clutch... constantly en- 
gaged, fingertip throwout to two positions: 
1. Automatic re-clutch. 

2. Permanent de-clutch. 

1 H.P., 4 cycle 

“Floating” Handle...vibration-free because 
it ‘‘floats,’’ is not tied to engine or frame. 


Engine 


/ 


RUGG-ed 
MOWERS 


Hand mowers with all the wanted 
features . . . at economy prices. 
Precision-built, modern design 
end rugged construction. 


3 PRICE LINES: 
AIR WHEEL ° 


E-Z WHEEL * FLEET-WHEEL 


Write for Specifications * Power and Hand 


= The E. T. RUGG Company 


51 MILLER ST. © NEWARK e¢ OHIO 
Manufacturers Since 1883 
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H. B. lves Names Senn 

To Southeastern Area 
Stanley Senn has been ap- 

pointed factory sales repre- 


sentative for H. B. Ives Co., 
New Haven, Conn., in Flori- 





STANLEY SENN 


da, Georgia, North and South 
Carolina, West Virginia, Vir- 
ginia and eastern Tennessee. 
Mr. Senn replaces J. B. 
Saltwick in this .area. Mr. 
Saltwick will now represent 
Ives in western Tennessee, 
Alabama, Louisiana, Arkan- 
sas, Oklahoma, and Texas. 


Record Attendance 
At Ace Meeting 


(Continued from page 211) 
ported that the company 
closed 1951 with more than 
$10,000,000 in sales. 

Following Mr. Hesse’s for- 
mal opening of the conven- 
tion, the meeting was turned 
over to Ace buyers, advertis- 
ing and merchandising men, 
who discussed future plans. 
And after a summation by 
Mr. Hesse, FE. G. Lindquist, 
vice-president and secretary, 
told of the increased effi- 
ciency and economy of opera- 
tion made possible by instal- 
lation of special operating 
facilities in the company’s 
new building. 

At the adjournment of the 
session and following lunch- 
eon, dealers and store person- 
nel lined up for the Grand 
March into the exhibition 
hall where more than 200 
manufacturers had their 
products on display. 

Again on Tuesday and 
Wednesday mornings, busi- 
ness meeting were held. On 
Tuesday, subjects discussed 
included promotion of new 
Ace-labeled merchandise such 
as some paint items, color 
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ecards, etc. Store problems 
such as display fixtures and 
various phases of store op- 
eration occupied the Wed- 
nesday session. Dealers 
spent each afternoon on both 
days in the exhibit hall. 
Final event of the 28th 
convention was a_ cocktail 
and dinner party in the 
Grand Ballroom of the hotel 
attended by over 800 persons. 
Following the dinner, there 
was a program of dancing. 





Joins Selling Staff of 
Continental Screw Co. 


Dean B. Skillin was re- 
cently appointed to the sales 
staff of Continental Screw 





DEAN B. SKILLIN 


Co., New Bedford, Mass., and 
assigned to the states of In- 
diana and Wisconsin. 


= News of the Trade 
New Officers for Tennessee Association 








Officers elected at the recent annual convention of the Ten- 

nessee Retail Hardware Association are, left to right: Morris 

Jones, Nashville, secretary-treasurer; Martin Keatts, Stewart 

Brothers Co., Memphis, president; C. M. Porter, Porter-Walk- 

er Hardware Co., Columbia, vice-president; and Ben Hicks, 
Cash Hardware Co,. Seviersville, vice-president 


Six Men Added to Sales 
Personnel of Vita-Var 


In keeping with its expan- 
Vita-Var 





sion program, 

Corp., Newark, N. J., has 
added six men to its sales 
staff. 


Kenneth B. Johnston has 
been named for the western 
section of New York State 
and northern Pennsylvania, 
and Vero Ajello will cover 
Union and Hudson counties 
in New Jersey and Staten 
Island. E. O. Sinisi was ap- 
pointed to metropolitan New 
York and Westchester 
county. 


George F. Terriault will 
handle eastern New York 
state, and William E. Kelch- 
ner was named to Nassau 
and Suffolk counties in N. Y. 
William E. Matthews, Jr., 
was appointed for Rhode Is- 
land and part of Massachu- 
setts. 


Sales Promotion Head 


Robert M. Fichter has been 
appointed sales promotion 
manager of consumer prod- 
ucts, a new post, for Con- 
sumer Products Division, 
Westinghouse Electric Corp., 
Pittsburgh, Pa. 











Missouri Retail Association Elects New Gfficers 





Officers elected at the recent annual convention of the Missouri Retail Hardware Asso- 
ciation in, St. Louis, are, front row, left to right: Harry P. Scherer, St. Louis, secretary; 
Robert Wohlwend, St. Louis, vice-president; Shelton Thomason, Cardwell, president; 
William Ehlen, Lemay, past-president; Ben Dierkes, St. Louis, treasurer; Adolph Simon, 
St. Louis, director. Rear row, left to right, Albert Niehaus, St. Louis, director; Edward 
Dunlap, Bowling Green, director; Carl Hanneke, St. Louis, advisory board; Harlan 
Whitaker, Portageville, advisory board; Ralph Butts, Lebanon, director; Francis Knoll- 
meyer, Linn, director. Not in photo is director A. J. Fuchs, Pinelawn. 
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CRYSTALMIST 


REMOTE CONTROL 
























LAWN SPRINKLER 


The Finest Sprinkler-Werl le Raiy 
Are YOU... 
Cashing in 
on 
REMOTE 


iain lf WHY SUCH DEMAND 
) FOR CRYSTAL-MIST? 


Because a slight pull of hose from any spot 

regulates spray from 5 ft. to 45 ft. or com- 
pletely shut off water. No walking back to 
tap ... no getting wet .. . no kinking hose 
or lawn damage. 


NATIONALLY ADVERTISED — GUARANTEED 


Millions of readers will see Crystal Mist Ads 
during April, May, June and July. Don't 
disappoint your customers! Investigate this 
Big Seller—Be sure to carry a stock. 


ORDER FROM JOBBER OR WRITE US 











ee — 








eHICAGO * aoa ™ _— . 


MFGRS. OF RINK & SIDEWALK SKATES, LAWN SPRINKLERS 
SCREW MACHINE PRODUCTS 


4456 West Lake Street, Chicago 24, Illinois 
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Jt PAYS 
to install HELLER 
STORE FIXTURES 


The lowest priced, highest quality, sectional and 


interchangeable store fixtures available. Write 


today for huge catalog NE 52MA | 


A Aan OE on | <i de @@) 1 WN 
Montpelier, Ohio 





A Quality Line — Competitively Priced! 





STENMAN 


BUILDERS’ HARDWARE 































You sell top quality 
when you stock the 
Gensco Stenman 
line of shelf and 
builders’ hardware. 
They’re made 
from the finest ma- 
terials by one of the 
oldest and most ex- 
perienced manufac- 
turers in the world. 

Stock this com- 
petitively priced 
hardware line — 
have the items cus- 
tomers want at the 
right price —and 
watch your volume 
soar. 

Complete line of 
ball and plain bear- 
| ing, loose pin, ball 
or button tip butts 
in all popular sizes 
and finishes. 





Butt Hinges 


Small Hasp 






Shelf Bracket 


Flat Corner tron 





GENSCO CROWN BRAND 
WOOD SCREWS 





Complete range of 
sizes in flat, round 
and oval head— 
brass, bright steel 
or blued finish. 







GENSCO TOOL DIVISION 
GENERAL STEEL WAREHOUSE CO., INC. 
1802 North Kostner Avenue e Chicago 379, Illinois 














































ARTMOORE SELF WRINGING 
SPONGE RUBBER MOPS 


For Scrubbing — Dusting — Waxing — Wall 
Washing — Assure you of Sales and Profits 
because of consumer preference. 

Read these typical user comments: 


“Others on market costing less; gladly pay 
difference for a REAL Mop.”’—Il/linois 
“T’ve tried all new sponge mops; find yours 
the best.” —New Jersey 

“Prefer yours to others on the market.”— 
New York 

“None compare with yours in strength and 
durability.” —Massachusetts 

“Your Mop excels any others of that type.” 
—California 

“No other ‘so-called’ sponge mop compares 
~ with yours.” —Oklahoma 

“No other mop will 
do.”—New Mexico 
“Your sponge mop is 
best made.” — South 
Dakota 


























Original letters 
quoted above and 
hundreds of 
others, are in our 
NATIONALLY files available for 
ADVERTISED inspection at any time. 


See your jobber or write for details 


ARTMOORE COMPANY 


1319 North Third St. Dept. H-32 Milwaukee 12, Wis. 




































TANICS’ TOOLS and 
RDWARE SPECIALTIES 


ORDER NOW ... FOR THE 
GARDEN SEASON 


\ 


‘ 


\ 


HAND 
CULTIVATOR 


Reinforced tines. Two 
lengths: %/2'' and 35" 







No. 270 
6" GARDEN 
TROWEL 


No. 212 


Blade and Shank stamped from 16 gauge bright steel. 
blade is enameled bronze. 


Part of 


6" GARDEN 
TROWEL 
No. 215 


Blade of 16 gauge bright steel. Steel shank fastened to blade with 
extra strong rivets. Shank and part of blade is enameled bronze. 


CALL YOUR JOBBER FOR PRICES 
on Johnson Line of Garden Tools. 








GUARANTEED @ SINCE 1830 


WILLIAM JOHNSON INC. 


BRENNER AND KENT STREETS — NEWARK 3, N. J. 
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News of the Trade 











NEWS OF 


MANUFACTURERS’ AGENTS 








Manages F. E. Becker 


Robert W. Hensel has re- 
cently assumed the manage- 
ment of Frederick E. Becker 
Co., manufacturers’ agency 
at 1132 N. W. Glisan St., 
Portland 9, Ore. The firm 
covers the Pacific Coast and 
Alaska for F. H. Lawson Co. 
and Yardly Plastics Co. 
Mr. Hensel was formerly 
Washington, D. C., industrial 
representative for the Port- 
land Chamber of Commerce. 





William C. Watson, 2855 
Connecticut Ave., Pittsburgh, 
Pa., has been named repre- 
sentative in western Penn- 
sylvania and West Virginia 
for Fasco Industries, Inc., 
Rochester 2, N. Y. 





The Kay-Tite Co., Western 
Division, Seattle 9, Wash., 
manufacturing masonry 
coating for the control of 
water seepage on masonry, 
has recently added the fol- 
lowing representatives to its 
sales organization: 

L. E. Carpenter, 1734 
Buckingham Rd., Los An- 
geles, will cover southern 
California, and G. N. MeCol- 
ley, San Francisco, has been 
named for northern Califor- 
nia. W.T. Stone and D. A. 
Kellett, Seattle, Wash., will 
continue to cover Washing- 
ton, Oregon, Montana and 
Idaho. 


Cahn & Weininger, 1150 
Broadway, New York, N. Y., 
has been named to represent 
Majestic Silver Co., New 
Haven, Conn., in metropoli- 
tan New York and northern 
New Jersey. The firm will 
handle Majestic’s stainless 
flatware lines. 








Philip S. Olt Co., Pekin, 
Ill., manufacturer of hard 
rubber game calls, has ap- 
pointed the following manu- 
facturers’ representatives: 

Covering Kansas, Missouri 
and Illinois is Lamberton & 
Ross, 407 Security Bldg., St. 
Louis 2, Mo., while Verdin 
A. Berger, 1314 Bayard Ave., 
St. Paul 5, Minn., will cover 
North and South Dakota, 
Nebraska, Minnesota, Wis- 
consin, Iowa, and upper 


Michigan. Brett Osborne has 
been named to handle In- 
diana, Ohio and lower Mich- 
igan. 





Kenneth B. Komp, manu- 
facturers’ agent at 1213 
Quince St., San Mateo, Calif., 
represents the Wall Mfg. Co., 
Grove City, Pa., maker of the 
Safety Line of blow torches, 
soldering irons and firepots. 
Mr. Komp will cover the 
West Coast for the firm. 





Mann Edge Tool Co., 
Lewistown, Pa., recently ap- 
pointed two manufacturers’ 
representatives to handle the 
firm’s line of axes, hammers 
and hatchets. 

C. R. Eaves Co., 327 Chat- 
tanooga Bank Bldg., Chat- 
tanooga, Tenn., will cover 
Kentucky for the firm, and 
William W. Campbell, 1200 
Roslyn Rd., Grosse Pointe 
Woods 30, Mich., has been 
named for Ohio. 





Graham Staff Changes 


John Bister, who has been 
connected with the sales de- 
partment of John H. Graham 
& Co., Inc., 105 Duane St., 
New York 8, N. Y., will now 
have charge of the Pacific 
Northwest territory, succeed- 
ing R. A. Wallenstein, who 
has resigned. Edward Walsh 
will replace Mr. Bister in the 
New York area. 





E. C. Brown Co., 10 Chapin 
St., Canandaigua, N. Y., has 
appointed several manufac- 
turers’ agents to handle the 
firm’s line of orchard and 
garden sprayers. 

Owen D. Clayberg, 1545 S. 
Columbine St., Denver 10, 
Colo., was named for Colo- 
rado, New Mexico, Utah, 
Wyoming, and El Paso Coun- 
ty, Tex., and Wes Knee, 5943 
Avalon Blvd., Los Angeles 3, 
Calif., will cover lower Cali- 
fornia and lower Nevada. 





Elmora Sales Co., 15 Hayes 
Ave., Elizabeth 2, N. J., has 
been appointed to represent 
Michigan Peat, Inc., 267 
Fifth Ave., New York, N. Y., 
in the state of New Jersey. 
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Stowe Hardware 
$500,000 Expansion 
(Continued from page 211) 


Overhead doors will provide 
for the loading or unloading 
of nine trucks at one time. 
It will have more than 18,000 
sq. ft. 

The proposed new building 
will provide for parking 60 
ears in the basement area, 
and the first floor will give 
14,000 sq. ft. of heavy ware- 
housing area. A second floor 
will be used as general ware- 
house space or for offices. 

The present Stowe build- 
ing has a total of 150,000 
sq. ft. With the completion 
of the new structure, the firm 
will have a total of more 
than 210,000 sq. ft. 

Mr. Faeth said that the 
company is planning the ex- 
pansions and improvements 
despite the havoc of the July 
flood, which did extensive 
damage to the first floor in- 
terior of the main building, 
and to the goods stored there. 
The water did not reach the 
second floor offices of the 
company. 

The Stowe company was 
founded in 1894 by Col. J. G. 
Stowe. In 1904 it was pur- 
chased by Edward O. Faeth, 
father of the present presi- 
dent, and he headed the or- 
ganization until his death in 
1938. 
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Present officers include: 
Perry Faeth, president; Mrs. 
Edward Faeth, inactive in 
the firm as vice-president; 
H. E. Tate, treasurer; W. E. 
Smith, vice-president in 
charge of purchasing; W. J. 
Edsall, general sales man- 
ager; Lloyd Faeth, secre- 
tary; N. W. Bailey, credit 
manager; E. R. Hart, super- 
intendent of properties and 
warehousing, and Wiley W. 
Morris, city sales manager. 

From three salesmen and 
a small office and warehouse 
force, the company has grown 
to its present staff of 130, 
including 30 salesmen. The 
firm distributes hardware, 
farm supplies, major appli- 
ances and industrial supplies 
throughout an area including 
greater Kansas City, Mis- 
souri, Kansas, Oklahoma, Ar- 
kansas, Texas, Colorado, Ne- 
braska and Iowa. 





Kenco, Inc., Establishes 
New Service Centers 


Field service centers have 
been established by Kenco, 
Inc., 1125 N. Ridge Rd., 
Lorain, Ohio, manufacturer 
of sump and bilge pumps 
and the No-Float automatic 
switch. Throughout the east- 
ern half of the U. S., 15 key 
service centers have been 
established with plans call- 
ing for more. 








West Virginia Retail Hardware Group Elects 





The West Virginia Retail Hardware Association at its annual 


convention, Feb. 


Hardware Co., Keyser, W. Va., president; G 


18-20, elected Clyde W. Gardner, Gardner 


Longacre, 












‘” Sell the 
| power mower 
| that never 

becomes obsolete! 







HURRICANE 


Satisfied customers are the backbone of any successful 
business. And that’s why the Hurricane line appeals to 
money-minded dealers. For Hurricane quality never remains 

a secret in any neighborhood. Homeowners rave about 

the way this sturdy mower slashes through tall weeds 

and wiry grass. They like its ease of handling, its . 


rugged construction, its vast amount of reserve 
power for tough cutting jobs. They like the as- 
sured availability of parts and service, and that 

every new improved feature fits any 
Hurricane ever made. Yes, the 
word’s out on Hurricane . . . so 

be ready to meet the increas- 
ing demand! Find out how 
profitable it is to carry 
the line of proven qual- 
ity ... Hurricane! 















Two 
Easy-to-Sell 
Models 


THE HURRICANE_, big, rugged rotary mower that takes heavy 
cutting jobs in its stride. No clutch or gear to adjust . . . just move it 
along and knock a 20-inch swath through the toughest tangles of 
weeds or grass. j 







HURRICANE JUNIOR —here’s concen- 
trated cutting power for the small city 
lawn. A compact, lighter replica of the 
big Hurricane. 




















Ralph B. Swiger Hardware Co., Clarksburg, first vice-presi- 
dent; Howard Woodrum, Oak Hill Hardware Co., Oak Hill, 
W. Va., second vice-president; R. W. McGlothin, Mason 
County Farm Supply Co., New Haven, new executive com- 
mittee member. Hold-over officers are James C. Fielding, sec- 
retary, and Roscoe F. Cox, Central Hardware Co., Fairmont, 
executive committee member. In the photo are, left to right, 
Messrs. McGlothin, Gardner, Longacre, Fielding and Cox. 
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WHY CUSTOMERS PREFER HURRICANE 


@ 4-cycle, air-cooled 2 h.p. © Malleable aluminum 
gasoline en gine — “over- carriage 
powered” for assured per- Ball-bearing wheels ( punc- 





formance ture-proof tires) 
@ Automatic governor for . 
@ Tempered steel fan-tip ro- 
constant speed blad 
@ Full-floating friction ys ' 
drive @ Adjustable cutting height 


© Rust-proof, silver-plated © Turning crutch for greater 


drive shaft 





maneuverability 
CARER NOW — Be Ready USE THIS COUPO 
and for - ae as patie 
this Fast-Selling, Big- id Get Details and Prices Now © : 
Profit Power Mower! a i 
National Metal Products Co., Inc. 








Dept. H- 

2752 Cherry Street 

Kansas City 8, Mo. 

1 wont to meet customer demand for 
Hurricanes. Rush me complete outline of 
this year’s selling plans. 


| 

NOTICE TO JOBBERS: | 
| 

| 

| 

Name canmneores : . | 
! 

| 

| 

| 


A few choice territories 
are still open. You may 
qualify—write for infor- 


| 

| 

| 

| | 
mation, ] 
| 
NATIONAL METAL 
| 

| 


Address 
PRODUCTS COMPANY ! cit, 
2722 Cherry Street 
Kansas City 8, Mo. Hanns —a— ee ee er Or 











Heads West Coast Sales 

For Minnesota Mining 
John F. Traendly has been 

promoted to the position of 


regional sales manager for 
West Coast branches of the 





JOHN F, TRAENDLY 


coated abrasives and related 
products division of Minne- 
sota Mining & Mfg. Co., St. 
Paul 6, Minn. 

J. M. Pitblado has been ap- 
pointed industrial sales man- 
ager of the Los Angeles 
branch and methods engineer 
for all West Coast branches, 
and M. J. Beal was named 
refinish sales manager of the 
Los Angeles branch. 

Mr. Traendly has been with 


the firm since 1927, holding 
a number of sales and sales 
management positions in the 
coated abrasives division. 
Since 1944 he has been sales 
manager for related products 
in Los Angeles. 





Sells to Government for 
Tubular Micrometer 


Frank J. Sazama, 1817 
Monroe St., N. W., Washing- 
ton, D. C., has been named 
government salesman for 
Tubular Micrometer Co., St. 
James, Minn. Mr. Sazama 
recently retired from govern- 
ment service. 


Steel Kitchen Cabinet 
Mfrs. Group Meets 


The first quarterly meet- 
ing of the recently estab- 
lished Steel Kitchen Cabinet 
Manufacturers Association, 
Engineers Bldg., Cleveland 
14, Ohio, was held on Mar. 5, 
at the Cleveland Hotel, Cleve- 
land, at which time Charles 
S. Motter, Morton Mfg. Co., 
was elected vice-president, 
and C. K. Clarke, American 
Kitchens Div., Avco Mfg. 
Corp., was elected a director. 

Both men took over posts 
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Arkansas Association Elects New Officers 





New officers of the Arkansas Retail Hardware Association, 
elected at its annual convention, Feb. 20-22, are, front row, 
left, F. C. Peters, Russellville, retiring president and right, 
L. B. Umstead, Paragold, first vice-president. Rear row, left, 
is Glen Hickey, Mt. Ida, second vice-president, and right, 
J. Wayne Tisdale, Little Rock, elected executive secretary. 
Frank Whitaker, Alpena, newly elected president, was unable 
to attend the convention because of sickness. 








held by F. F. Duggan, wood Mfg. Co and Bridge- 
Crosely Div., Aveo Mfg. Co., port Rolling Mills. 
who has resigned from the 
Association. 

The Association board of 








Gibson Company Starts 1952 Service School 


¢ Hi. Fm P 
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The first class of 1952 at Gibson Refrigerator Co.'s service 
school in Belding, Mich., opened with a talk by Robert W. 
Rivett, left, shown using one of the teaching aids at the 
school. Gibson service men throughout the country attend 
classes each year in the firm's modern laboratory and work- 
shop to see new developments in electric ranges, refrigera- 
tors and home freezers. Shown here, left to right, first row: 
George Lillie, Fred Roush, and George Crow. Back row: 
Arthur Fisher, Oscar Wendt, Troy Hatmaker, and Wayne 


ayhew. 
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directors and committees met 
in the morning, and the af- 
ternoon and evening were 
given over to a general ses- 
sion. 

Director Charles A. Mor- 
row, Mullins Mfg. Corp., 
made a presentation on “The 


Washington Picture,” and 
Davitt S. Bell, Edgewater 
Steel Co., reported on the 


Steel Kitchen Cabinet OPS 
Industry Advisory Commit- 
tee, which met recently. John 
Kishler, Business Specialist, 
Chief of Office of Small Busi- 
ness, NPA, spoke on the de- 
fense work outlook. 





Gilbert Mfg. Co. Names 
Keeler General Manager 


Frederick D. Keeler has 
been appointed general man- 
ager of Gilbert Mfg. Co., 
Inc., Long Island City. N. Y. 
Company expansion is being 
planned under Mr. Keeler’s 
leadership. 

Mr. Keeler joined Gilbert 
Mfg. Co., after having served 
as director of government 
services and assistant to the 
president of Voleco Brass & 
Copper Co. He was also sales 
manager with Plume & At- 








FREDERICK D. KEELER 


Brand Name Awards 
(Continued from page 210) 


as many as last year. 
Awards are offered for 
outstanding promotion of 
brand name merchandise. 
Judges for this year’s en- 
tries were last year’s “Brand 
Name Retailers of the Year.” 
‘Among them was John B. 





a 





0H 


Valentine of Valentine’s 
Hardware, Boulder, Colo. ; 
Awards will be made at | 


the Brand Names Day con- 
ference in the Grand Ball- 
room of the Waldorf-A‘storia, 
New York City, on April 16. 
“Brand Name Retailer of 
the Year” awards are spon- 
sored by the Brand Names 
Foundation, Inc., 119 W. 57th 
St., New York 19, N. Y. 


mae i 
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News of the Trade 








a report in pictures of people and 
events in the hardware trade 


HA Photo Angles 




















Field servicemen at Landers, Frary & Clark, 
New Britain, Conn., learn how to service 
the new Universal Jet 99 from Frank Nester, 


oy assistant sales manager of home cleaning 
equipment. Left to right: R. H. Olson, M. 
Sercuse, J. L. Kidd, H. E. Putnam, Mr. 


Nester, E. F. Hayes, S. A. Chidsey, M. H. 
Lowe, Jr., and U. S. Violette. 














Harry A. Bullis, chairman of the board of General 

Mills, Inc., 1620 Central Ave., Minneapolis, Minn., 

receives a gold-plated Tru-Heat iron from Carmen 

Morrell, Mechanical Division employee, as the three 

millionth iron came off the assembly line. Production 

was started on the iron in 1946, and it was the 
first of the firm's home appliances. 


ee 


Testing their classroom knowledge 
on various types of Deming pumps, 
are these dealer - students at the 
1952 Factory Pump School for Deal- 
ers at the Deming Co., Salem, Ohio. 











Aluminum Goods Mfg. Co., Manitowoc, Wis., recently 
entertained students from Macon, Ga., in the firm's 
factories as part of the student exchange program 
between high schools in Manitowoc and Macon. Ed 
Morz is shown here demonstrating the Mirro-Matic 
automatic percolater to three of the Macon students. 





Attending the second district 
meeting of the Vita-Var Corp., 
1180 Raymond Blvd., Newark, 
N. J., held at the Hotel Char- 
lotte, Charlotte, N. C. E. A. 
Pearson, southern district 
sales manager, presided at the 
meeting, and is shown seated, 
second from right. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


the month in every one of the 12 
Federal Reserve districts, Atlanta 
showing the smallest decline, with 
4 pet, and the Minneapolis district 
the largest, an 18 pct drop. 


Consumer Durables 


Production Is Lower 


Output of major durable consumer 
goods was at 95 pct of the 1935-39 
average in January, compared with 
98 in December and 146 in January, 
1951, the Federal Reserve Board re- 
ported. Output of household goods 
was at 100, down from 104 in De- 
cember and 156 a year ago. 

Industrial production as a whole 
was put at 219 in January and 
February, against 218 in December 
and 221 in January, 1951. Output of 
durables was at 280 in January but 
the board estimated that it rdwe to 
281 in February, which was also 
the December figure. In January, 
1950, durables were at 268. 


January Chain, Mail 
Order Index Lower 


January chain and mail order 
sales dropped about 3 pct from the 
same 1951 month to an estimated 
$2,400,000,000, reported the Com- 
merce Dept. There was a 2 pct drop 
from December after adjustment 
for seasonal factors. 

The department’s seasonally ad- 
justed sales index (1935-39-100) 
for all chain and mail order stores 
was down to 379 in January from 
387 in December and 392 in Jan- 
uary, 1951. 

For durable goods store the 
January index was 877, against 379 
in December and 476 a year ago. 
For building materials stores it 
stood at 322 in January, 324 in De- 
cember and 400 a year earlier. The 
index for automotive parts and ac- 
cessories stores in January was at 
281, in December 280 and in Jan- 
uary, 1951, 346. 
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Consumers’ Price Index 
Ends Steady Climb 


There was no change in the Bu- 
reau of Labor Statistics’ consumers’ 
price index between mid-December 
and mid-January, after a steady 
climb since last August. The index 
stood at 189.1 pct of the 1935-39 
average in mid-January. This was 
4.2 pet above a year earlier and 
11.1 pet over the pre-Korean aver- 
age. The index was unchanged due 
to slight upward and downward 
price changes which cancelled out 
each other. 


Slight Drop in Output 
Of Household Vacuums 


January factory sales of stand- 
ard-size household vacuum cleaners 
totaled 223,357 units, according to 
the Vacuum Cleaner Manufactur- 
ers’ Association. This was a 3 pct 
drop from the 230,263 units re- 
ported for December. The January 
total compared with 282,305 units 
in the corresponding 1951 month, 
a 20.9 pct drop. 


Retail Hardware Sales 
Off 19% From Jan., 1951 


January business of large hard- 
ware stores, in major centers of 
population, was off 19 pct from 
sales in January 1951. This was 6 
pet lower than the national average 
for all retail lines of trade. 

The large hardware stores, in 
large centers, who report monthly 
to the Dept. of Commerce, showed a 
drop of 33 pct from December to 
January. 

Sales drops from a year ago were 
registered by most trades, and most 
of the modest increases were in the 
food line businesses. 

Hardware sales comparisons fol- 
low: 


% Change 
in Sales 
Jan. Jan. 
1952 1952 
from from 
Jan. Dec. 
1951 1951 
Jefferson Co., Ala. ..... —I9 —39 
Los Angeles, Co., Cal. . 84 —12 
Hartford & Tolland Cos., 

MS Sodteae oe aw —29 49 
D. of C.; City of Alex- 

andria and Arlington 

Co., Va.; and part of 

Montgomery Co., Md.. 24 —30 
Cook County, Ill. ...... —19 —35 
Wayne Co., Mich. ..... —I6 —40 
St. Louis and St. Louis 

Co., Mo., & East St. 

Serer —1!0 —30 
New York City and part 

of Westchester Co., 

8 eee —I7 —I8 
SS re —18 —48 
Monroe Hy ‘Gnas Cos., 

Sie ereecenee ic wit 
Providence Co., R. I..... —29 —33 
King Co., Wash, ....... _—25 48 
Milwaukee & Waukesha 

Co., Wis. ‘ —29 —3b 





Real ‘Rhubarb’ 


Everyone, Including H. S. T., Gets Into Fight 
On Fair Trade; Show-down in Congress Near 


Just at the time when fair trade 
seemed to be headed for corrective 
legislative action in Congress a 
couple of new hassles developed 
which now threaten to delay satis- 
factory Congressional action for 
months—or even indefinitely. 

Even President Truman got into 
the act when a letter which he had 
written to Director of the Budget 
Lawton revealed that he was op- 
posed to fair trade on the grounds 
that it is opposed by the Justice 
Department and the Federal Trade 
Commission. 


The President’s letter did not 
state what action he would take if 
one of the pending fair trade bills 
should be enacted by Congress. 

Shortly before the President’s 
opposition was made known Secre- 
tary of Commerce Charles Sawyer 
had made a statement of his views 
and those of the Department of 
Commerce on resale price mainte- 
nance, in which he endorsed fair 
trade wholeheartedly. 

Summing up his position on the 
matter, Secretary Sawyer said 
“There is reason to conclude that 
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Hardware Dealers 


3 HOTTEST TOOL DEALS; 








For fast turnover, with 
a good profit, on a small investment, 
you can’t beat these three Indestro 
Red Hot Deals! 
Dealers report this is the easier, better 
way to sell tools. You get only the pick 
of the hottest sellers to offer your 
customers... no out-of-date numbers 
. no “shelf-warmers”’ . . . every tool 
in REAL DEMAND. Buy any one or two 
or all three—and get the Colorful All- 
Metal Display Boards without extra 
charge. Start with Deal No. 3 Today 
and ask for free Bulletin describing 
the other money-making Hot Deals in 
full detail. 


GET ALL 3 DEALS FOR ONLY $92.45 


Make a profit of $46.37 
on every turnover 


INDESTRO MFG. CORP. 


N. Kildare At Schubert Chicago 39, Ill. U.S.A. 


thi iS 1S. popular Deal No.3 \ 








Cony 


Retails for $54.60 
On Every Turnover 


You Make */§, 24 


Biggest Consumer Demand Is For Ys" Sockets and 
Fittings —The Kind You Get on the No. 3 TOOL DEAL! 
All are chrome-alloy steel, brightly plated and pol- 
ished. Sockets are “‘Hot Broached” by Indestro’s 
exclusive process to insure better fit, longer wear 
and thinner wall construction. Each tool is iden- 
tified by name, size, number and price on the 
colorful all-metal Display Board that you get 
without extra cost! 
26 HEX SOCKETS—7,” te 14" «10 SQUARE SOCKETS 2” 
te %"+ 2-10” AND 2-6” EXTENSIONS + 2 LONG SPEEDERS + 
2 REVERSIBLE RATCHETS + 2 SWING HANDLES 
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STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
(EST. 


“CARPENTERSVILLE, ILLINOIS, U.S.A. 
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Patterns are available for practically 
all plows, listers, middlebreakers in No. 1 soft 
center or No. 2 crucible steel of the highest 
quality obtainable. Send today for catalog and 





icing. 


soldering jobs. 


three sizes. 








ELECTRIC SOLDERING TOOLS 
MERCURY 
No. 4. 80 watts yr ' 


STOUTLY BUILT. Rarely come back for serv- 


DURABLE. Will give years of (~~ 
use to the home mechanic or 
shop man who has occasional 


DISPLAY BOARD. Free with 
an order for one each of the 


ASK YOUR JOBBER 
VULCAN ELECTRIC COMPANY 
DANVERS 3, MASS. 


Electric Soldering Tools — Screw Tip, Plug Tip, Pygmy 
and Mercury. Electric Solder Pots, Glue Pots, Branding 
Irons and Heating Units. 
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THE JOBBER’S 
SALESMAN 





In conjunction with 
the fact that they are tops in quality, 
built by economy methods in the most modern fac- 
tory of its type, the thing that makes Universal by 
long odds the best sprayer line to handle is the un- 
deviating policy of selling entirely through jobbers 
and their salesmen — the same square deal to 
everybody. Your jobber's warehouse stocks are 
in your locality . . . that means better service. 
His freight rates are lower... he can save you 
money. The Jobber's Salesman is a fellow you 
know and can trust. He stars in the act that 
brings you the most profitable sprayer deal 
in the world. Let him tell you about 
UNIVERSAL. 

















UNIVERSAL METAL PRODUCTS CO. 
SARANAC, MICHIGAN 





Now—with this new Kellogg 
mass display, you show 
brushes, not furniture . . 


out of every inch of your 
brush department. 


Rent-free with Kellogg’s 
Assortment No. 2944—six- 
teen tested, sure-fire sellers. 


Ask your wholesaler to see 
that you get yours now—or 
write us for details. 








get more sales, more profit, 


Modernize your brush department 
with this NEW mass display 


Put it ina os traffic spot and watch 
your brush sales and profits rise! 


@ Crushes 


Kellogg Brush Mfg. Co., Westfield, Mass. 
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the case against fair trade is more 
theoretical than real; that fair trade 
is beneficial to small business; that 
facts regarding its causing higher 
prices in total are unconvincing; 
that monopoly does not result from 
fair trade laws; and that fair trade 
laws have a stabilizing influence on 
the economy. For these reasons 
we recommend against repeal of 
the Miller - Tydings amendment, 
and further, gecommend that the 
amendment be strengthened by the 
adoption of HR 4592, HR 5767 or 
similar legislation.” 

Recent developments on the Con- 
gressional front was the approval of 
the McGuire bill (H.R. 5767) by 
the Interstate and Foreign Com- 
merce Committee and the approval 
of a rewritten Keogh bill (renum- 
bered H.R. 6925) by a subcommit- 
tee of the Judiciary committee. 

The full Judiciary committee was 
scheduled to meet, on March 10, to 
consider the Keogh bill, and if it 
approves, the bill will be passed 
along to the Rules committee which 
already holds the McGuire bill. 


Rules Committee Next 


The influential Rules committee 
has the power to determine the fate 


| of either of the two fair trade bills 


and could send one or both to the 


| floor of the House, or could ask 


that both bills be amalgamated. It 
also has the power to bottle up the 
legislation. 

After some fair trade legislation 
is passed to the House for vote it 
is likely that identical legislation 
will be introduced into the Senate. 

What the President would do 


| with any Fair Trade act that might 
| be enacted is problematical, but 


| after his 
| Director fair traders 


letter to the Budget 
can look 


| for little hope from the White 


| sale 


House. However, it being an elec- 
tion year, anything can happen. 

A major development of recent 
weeks was the filing of a civil anti- 
trust suit filed by the Dept. of Jus- 
tice against Sunbeam Corp., on 
Feb. 28, attacking Sunbeam’s fair 
trade contract system. 

One of the major manufacturing 
companies trying to operate a price 
maintenance policy under existing 
legislation, Sunbeam and its whole- 
distributors, numbering ap- 
proximately 1,200, are charged with 
having entered into illegal con- 


| tracts on prices. 


Attorney General J. Howard Mc- 


| Grath charged a conspiracy to fix 


and control the retail price of Sun- 
beam’s electrical household appli- 
ances in violation of the Sherman 
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+ higher In an open letter to the trade, 
vincing ; B. A. Graham, president of Sun- 
ilt from beam Corp., pointed out that the easy it is to use... 
ir trade case is merely a “civil” suit asking 
lence on the courts to determine whether 
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ndment, Fair Trade laws. 
hat the Meanwhile, fair trade leaders 
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" of the finest materials. 

> Clear hickory Never-Slip-Grip 

> handle specially designed for 

® eomfortable effortless nailing. 

: For more hammer sales order * 
= some Cheney Nail Holding Ham- & 
% mers from your jobber—now. ¢ 


nenreyv CHENE 


aimee pairs. w. Vee uv. 
Sales Representatives: 
JOHN H.GRAHAM&.CO.,Inc.,New York, N.Y. 
SANFORD BROTHERS, Chattanooga, _ 


: Mad 


HAMMER 
CORP. 
a. 


Insert head of nail in 2. Drive nail where de- 
T slot. sired with claw end of 


A Me 


the swing of the hammer 
frees it from the nail 


l 
| 
| 
| 


Finish driving nail with 
hammer face as usual 














Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 


Because of the many inquiries HARDWARE AGE has received 
from dealers for sources of consumer circulars, we are intro- 
ducing here a new editorial feature. This feature will briefly 
describe new direct mail consumer broadsides, circulars, cata- 
logs, etc., prepared by wholesalers, as they are submitted to 


HARDWARE AGB for consideration. 


Spring Broadside 


A four-page newspaper size 
broadside in color, entitled “Spring 
Thrift-Time Savings,” is being dis- 
tributed by Wm. Van Hoogenhuyze 
Hardware Co. The circular con- 
tains about 110 items covering a 
wide variety of seasonal items, in- 
cluding sporting goods and wheel 
goods. A dummy copy of this circu- 
lar is illustrated herewith. In ad- 
dition, the company makes avail- 
able to dealers a “Shopping Guide,” 
a small folder containing cooking 
hints, together with descriptions 
and illustrations of a dozen or so 
different types of merchandise. It 
is especially suitable for enclosing 
in an envelope or for wrapping with 
packages. Wm. Van Hoogenhuyze 
Hardware Co., Inc., 140 W. Fest St., 
San Antonio 6, Texas. 
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Rotogravure 


The new 32-page catalog 
of spring and summer 
merchandise, of Bigelow & 
Dowse, 169 A Street, Bos- 
ton, Mass., wholesale hard- 
ware firm, is printed in 
rotogravure. It is offered 
for use of all New England 
dealers to mail to cus- 
tomers, and covers the 
complete range of seasonal 
merchandise with 7 pages 
on garden tools and equip- 
ment; 12 pages on lawn 
equipment and accessories ; 
5 pages on household needs; 
3 pages of hand tools and 
2 pages of picnic equip- 
ment. More than 200 items 
are illustrated and de- 
scribed. 

A Christmas catalog will! 
be distributed by the Bos- 
ton wholesale firm in the 
fall. 


- OL ,, Mty 
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Catalog 
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w.w.GRAINGER 


ee | | on 
43 WAREHOUSES — COAST-TO-COAST 
GENERAL OFFICE: 740 W. ADAMS, CHICAGO 6 


Make an Extra Profit on 
Grainger’s Lower Prices 


UTILITY 
COMFORT 
FANS 


Best summer comfort buy for 
your "fussy" customers. Pro- 
vides abundant, direct cool- 
ing breeze or can be turned for upward 
blow for draftless room air circulation. 
Can also be hung on wall. Available 
with 10, 14, and 18" blades, quiet Dayton 
115 V. 60 Cy. motor. Gleaming chromed 
guard and fan head pivots on chromed 
bar-stock base. Tilts full 180°. Illustrated 
is No. 3F166, 10'' De Luxe model that lists 
at $24.50. Your discounts are extra large 
on all Dayton Fans. Order sample from 
nearby Grainger Warehouse. 











WHOLESALE CATALOG 


Request on Letterhead 


Gat . 











GENERAL 
CATALOG 





and Center-Hole ~ Hydraulic Pullers 
TEMPLETON, KENLY & CO. 





1056 So. Central Ave., Chicago 44, Ill. 
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(Continued from page 237) 
with new business and sales in- 
creasing at the same rate. 
wmanuLacturers iuvesutories, ailer 
seasonal adjustMent, reMainea at 
tne vecemper level, nailing at ieast 
vemporaruy the accumuwation wnicn 
occurred since July, 1YaU. ‘ne book 
value of stocks ot duravie goods 1n- 
dustries—up less than 1 pct—made 
the smallest dollar gain since the 
summer of 1950 but were 395 pct 
nigher than last January. 
inventories of durable goods in- 
dustries in January totalled $22,- 
800,000,000 and in December it 
amounted to $22,700,000,000. 


Whirlpool Reentering 
Home Laundry Market 


Whirlpool Corp. has announced 
that by mid-summer it will again 
re-enter the consumer markets 
from which it was obliged to with- 
draw a year ago because of material 
shortages. 

A survey of local media in each 
of the markets to be reopened will 
be completed early next month. This 
will be the advertising and promo- 
tional base upon which the corpora- 
tion will reintroduce its consumer 
automatic washing machines, dry- 
ers and ironers. 


Increase Noted in 
Retail Store Failures 


Retail store failures amounted to 
91 in the week ended Feb. 28, com- 
pared with 81 in the previous week, 
Dun & Bradstreet, Inc., reported. 

This was contrary to the general 
trend when all business failures 
dropped to 163 from 177 a week 
earlier. Retail failures were also 
above a year ago. For the first two 
months of this year failures of all 
types aggregated 1,353, as com- 
pared with 1,509 in the same period 
a year ago. 


Residential Building 
Activity Fairly Good 


Expenditures for new construc- 
tion declined seasonally in Febru- 
ary by about 7 pct to $2 billion, ac- 
cording to a report issued jointly 
by the Building Materials Division 
of the Dept. of Commerce and the 
Bureau of Labor Statistics of the 
Dept. of Labor. 

All major types of construction 
shared in the drop, except private 
industrial building, which is heavily 
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Put the Shelby No. 666 Air Check, 
in its bright-colored box to work 
for you. Displayed on your counters, 
it will turn storm and combination 


door owners into buyers. 


Shelby No. 666 closes doors surely 
and smoothly—without a bang. It's 
easy to install, simple to adjust— 
meets any requirement. 


‘No. 555 for screen doors only. 


Order from your Jobber 


THE SHELBY SPRING HINGE CO. 


SHELBY - OHIO 
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PROFIT- 
MAKING 
SIZES! 


“Alumaloy” turnbuckle body 
won't rust or corrode, galvan- 
ized rod will do the job. Two 
screws provided with each 
brace. 42” regular available 
mounted on attractive mer- 
chandising card. Packed one 
doz. per box; 1, 2, and 3 
gross in shipping carton. Order 
now for spring business. 





21” REGULAR - - THD. DIA. 5/32” 
42" REGULAR - - THD. DIA. 5/32” 
42” HEAVY DUTY - THD. DIA. 7/32” 


eon priGHT wine LINE 


TURNBUCKLES, INC, 


BOX 333, MICHIGAN CITY, INDIANA 
GRAND BEACH, MICHIGAN 
ONE GOOD TURN(BUCKLE) DESERVES ANOTHER 


FACTORY 
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influenced by the basic steel, alumi- 
num, and aircraft plant programs. 

Private construction expendi- 
tures fell less than usual at this 
time of the year, reflecting pri- 
marily strength in residential build- 
ing as well as the rise in industrial 
work. The 10 pct increase in hous- 
ing starts in January buoyed resi- 
dential building in February when 
work went forward on many of the 
units started earlier. 

Expenditures for all new con- 


struction for the first two months 
of this year were about the 
same as for the same period of 
1951, but the composition of the 
program had changed markedly. 
The major downswings of a fifth 
on private residential and a third on 
commercial work were offset by the 
huge industrial expansion of 70 pct 
from relatively high postwar levels 
and a multiplication of several 
times in expenditures for military 
and naval construction. 





Promotions 


Manufacturers’ New Merchandising Plans 


Consumer Premium 


A pre-tested “magic window 
cleaner” is being offered as a con- 
sumer premium in the new Spring 
sales promotion for incandescent 
light bulbs by Sylvania Electric 
Products Inc., Lighting Division, 
1740 Broadway, New York City. 
The campaign will use national ads 
in Good Housekeeping, trade maga- 
zines and on Sylvania’s “Beat the 
Clock” TV Show, presented each 
week over 35 CBS-TV stations. The 
New England area will be com- 
pletely saturated. The premium is 
offered to consumers for 25 cents 
and the end of a Sylvania 4-pack 
carton. A kit of dealer aids is 
available. 


Glue Promotion 


A series of Elmer’s Glue-All ads, 
featuring Borden’s popular bovine 
trade characters, is scheduled to 
start in several large consumer 
magazines on April 19. The cam- 
paign points up the large number 
of household uses for the product, 
formerly called Cascorez. Frac- 
tional black and white ads will run 
in the Saturday Evening Post, Bet- 
ter Homes & Gardens, Household, 
Good Housekeeping, Mechanix II- 
lustrated and Popular Mechanics. 
Window streamers and _ posters, 
done in comic strip format, are 
available from Borden’s, 350 Madi- 
son Ave., New York 17, N. Y. 


Federal Testing TV 


Television as a sales medium for 
enameled ware will be tested by 
Federal Enameling & Stamping Co., 
McKees Rocks, Pa., using north- 


eastern Ohio as a test area, through 
Television Station WEWS, Chan- 
nel 5, Cleveland. The new Federal 
23-cent All Purpose Saucepan, as 
well as its general line of white 
titanium enamel Vogue ware each 
Monday, Wednesday and Friday, 
for six weeks, will be featured on 
a half-hour kitchen and homemak- 
ing program, “The Mixing Bowl,” 
conducted by Shirley Van Cleve. 


Air Rifle Contest 


A nation-wide shcoting contest 
for boys and girls 14 years or 
younger, is being sponsored by the 
Daisy Mfg. Co., Plymouth, Mich. 
The objective is to enroll more 
Daisy shooters as junior members 
of the National Rifle Association. 
Principal prizes for the contest, 
which runs from March 15 to May 
29, are four all-expense paid vaca- 
tion trips to Red Ryder’s Colorado 
ranch. Dealer’s contest display kit 
is available. 


Potted Plant Promotion 


Spring potted plants as dealer 
giveaways, are part of Hotpoint’s 
spring promotion as a means for 
getting new customers into stores 
and discovering new prospects. 

The sales drive has the theme, 
“put spring in your kitchen,” which 
is carried on a large color window 
banner and three flower-shaped 
spots. Green ribbons run from the 
spots to a featured appliance. An 
easel card announces free potted 
plants for visiting the store. In- 
vitation post cards invite customers 
to come to the store for free plants. 
Prospect cards ask the potential 
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customer to specify the appliance 
wanted next. 

Distributor salesmen are work- 
ing with dealers to make arrange- 
ments with local florists to supply 
the plants for as little as 10 cents 
each. Dealer promotion package 
costs $5.25 and can be ordered di- 
rect from Hotpoint, Inc., 5600 W. 
Taylor St., Chicago 44. 


Household Products 


Boyle-Midway’s line of 117 
household products will be pro- 
moted this year by network radio, 
television, retail store-distributed 
magazines, magazines of general 
circulation, trade publications, 
newspapers and newspaper supple- 
ments, publicity and promotion. 


Campaign on Irons 


American Beauty electric irons 
will have a new advertising cam- 
paign in national and trade maga- 
zines, starting in May. The theme 
will be American Beauty’s popu- 
larity and successs for 58 years, 
the longest continuous existence on 
the market of all electric irons, ac- 
cording to the American Electrical 
Heater Co., Detroit. The first na- 
tional ad, appearing in Ladies’ 
Home Journal, Better Homes & 
Gardens, Modern Bride and Suc- 
cessful Farming, will make a 
strong bid for the bridal market. 


"Pay Day’ Promotions 


Cosco Stools, chairs and utility 
tables will be promoted heavily in 
May, the Hamilton Mfg. Corp. re- 
ports. The “Pay Days” promo- 
tion, scheduled to run _ through 
the whole month of May, will be 
supported by a four-color, full page 
advertisement in the May 5 issue 
of Life, and will stress Cosco prod- 
ucts for Mother’s Day, May 11, and 
the bridal season. This will be in 
addition to half-page ads, in two 
colors in the May issues of Ladies’ 
Home Journal, and House & Gar- 
den, and April issues of Better 
Homes & Gardens and House Beau- 
tiful. Distributors and dealers are 
being advised of the promotion 
through full-page ads, in color, in 
March issues of HARDWARE AGE. A 
variety of promotional material 
will be available to dealers, free of 
charge, for use in their tie-in cam- 
paign. This includes mats, photos 
of individual products and copy 
suggestions. Special emphasis will 
be on the model 4-D de luxe step 
stool, model 9-F Posture Back 
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Another 
’ Year! 


WITT CANS keep time by the year... not by the month, 
week, or day! In every detail, in every inch of metal are 
the best in materials, workmanship and design that give 
WITT CANS that “wear forever” quality. This built-in 
protection against weather, wear, even deliberate abuse 
is the reason why WITT CANS are “Guaranteed to Out- 
last 3 to 5 Ordinary Cans.” 


COMPARE the WITT CAN with any other Can on 
these points... 


STRAIGHT SIDES—assure extra resistance to rough handling. 
DEEP ROLLING CORRUGATIONS—run full length of Can, 
adding further rigidity. 

HEAVY GAUGE STEEL—provides battleship ruggedness. 
STRUCTURAL STEEL BANDS—protect tép and bottom of 
Can and act as shock absorbers. 

HOT DIP GALVANIZING—<a hand process after fabrication, 
insuring heaviest possible rustproofing. 

PINCH-PROOF HANDLES—for easy handling. 

STURDY LID—snug fitting, yet easy to remove. 


THE WITT CORNICE COMPANY 
Cincinnati 14, Ohio 


“Originators of the Corrugated Can” 
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TOOLS| 1573-1575 NIAGARA ST 


2 BLUE BIR) 
wee AMERICA’S FASTEST 
SELLING SNIPS 


‘% 


Longer Lasting Cutting 
Edge — Accurately Ad- 
justed—Fully Guaranteed 
—Compare Them Yourself 


rN 
| Bergman TOOL MFG. CO. : Ee 
ee your jobber 
BUFFALO 13, N. Y. or write. 


Established 1899—Manufacturing Fine Quality Tools For Over 50 Years 


The Finest- 
At A Far Lower Price 





Circular Pattern 




















Absolutely no change 
in quality—but price 


OC) 
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Slashed to... 
$500 


THERE ARE NO FINER TAPES on the market 
than Roe Steel Tapes. And now —with 
the price of the 50-foot model slashed 
to $5.00, and other sizes priced pro- 
portionately — Roe Tapes are far and 
away the biggest dollar value you can 
give customers today. 

Roe Tapes are tops in design, mate- 
rials and workmanship. They are 
permanently easy to read. They are 







quick-winding ... have a flush-folding 
handle, press button center, roller 
mouthpiece. 

Order Roe Steel Tapes from your 
jobber and start cashing in. There are 
cases of metal-banded leatherette; 
metal-banded or handsewn leather . . . 
25, 50, 75 and 100-foot lengths .. . feet 
in inches and eighths or in tenths and 
hundredths. 





JUSTUS ROE & SONS, Inc. 






Makers of Fine Steel Tapes since 1876 
PATCHOGUE, 


242 


NEW YORK 











kitchen chair, model 7-B folding 
utility table, and the new model 
8-T drop leaf utility carts. 


Laundry Equipment 
Shipments Are Lower 


Factory sales in January of 
standard-size household washers 
amounted to 213,998 units, com- 
pared with 218,664 in December, a 
2.1 pet drop, reported the American 
Home Laundry Manufacturers As- 
sociation. The total for January, 
represented a drop of 33.4 pct from 
the same month last year when the 
total was 321,092 units. 

Dryer sales in January dropped 
3.5 pet to 45,121 units from 46,799 
in the preceding month. However, 
the total was a rise of 41.3 pct from 
a year earlier when the total was 
31,935 units. 

January sales of ironers amount- 
ed to 15,636 units, as against 16,900 
in December, a 7.5 pct drop. The 
total compared with 24,600 units in 
January, 1951. 


Plastic Strip Finish 
For Metals and Wood 


United Lacquer Mfg. Corp., Lin- 
den, N. J., announced development 
of a versatile plastic strip finish, 
which, it is claimed, provides excel- 
lent protection against corrosion, 
weather and abrasion. When de- 
sired, it is said, it can be easily 
peeled off like a banana skin. The 
product, which has the trade name 
VC-12, is a vinyl finish which can 
be used on all metal surfaces and 
wood and peels off all non-porous 
surfaces in sheet-like form, accord- 
ing to the company. 

VC-12 may be applied by spray- 
ing or by brush and sets to touch 
in 15 minutes. It dries to packing 
hardness overnight and it is avail- 
able in clear and tinted colors. 


Dept. Store Sales Lag 


Department store sales for the 
nation were down 12 pct in the 
week ended Feb. 23 from the same 
week a year ago, according to the 
Federal Reserve Board. 

Sales were off 6 pct from a year 
ago in the four weeks ended Feb. 
23 and off 11 pct for the year to that 
date. 

The weekly index, without sea- 
sonal adjustment, was at 240 for the 
week ended Feb. 23, compared with 
274 in the corresponding 1951 
week and 257 for the previous week. 
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New Aids for Rural 
Electrical Dealers 


An eight-page newspaper, the 
Farm Market Reporter is a new 
“for dealers only” publication now 
being jointly issued by the National 
Adequate Wiring Bureau and the 
NEMA Farm Electrification 
Bureau, with the aim of helping 
rural electrical dealers understand 
and overcome the inadequate, wir- 
ing bottleneck to present and future 
sales of farm and home electrical 
equipment. 

The paper will present case his- 
tories by and about electrical deal- 
ers who explain that an adequate 
wiring system is necessary for the 
efficient operation of the equipment 
they have to sell. 

Copies are being distributed 
without charge to power suppliers, 
electrical manufacturers and na- 
tional and local electrical organiza- 
tions to be placed in the hands of 
rural electrical dealers. 

A consumer piece, headed “Dear 
Folks” has also been prepared to 
help dealers “talk” about adequate 
wiring to customers in a non-tech- 
nical informative way. 


Plumbing Shipments 
Continue to Decline 


Plumbing fixture shipments by 
manufacturers in the fourth quar- 
ter of 1951 continued the downward 
trend in evidence in the second and 
third quarters, the Census Bureau, 
Dept. of Commerce reported. 

Shipments in the final quarter of 
1951 were valued at $59,800,000, a 
12 pet drop from third quarter ship- 
ments of $67,700,000. The total was 
a 35 pet decline from shipments in 
the fourth quarter of 1950 when the 
total was $92,000,000. 

Accounting for 46 pct of the 
quarter’s shipment, were cast iron 
plumbing shipments valued at $27,- 
700,000. Vitreous china fixtures 
valued at $20,000,000, made up 33 
pet. 


Home Freezer Market 
Has Great Potential 


A vast market for home freezers 
is seen by Ben G. Sanderson, gen- 
eral sales manager of the Deep- 
freeze Appliance division of Motor 
Products Corp., who pointed out 
that there are 40,000,000 wired 
homes in the United States and 
only one in ten has a home freezer. 

He believed that the home free- 
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| There’s STEADY PROFIT... 
| CONTINUOUS DEMAND... 


GROWING VOLUME... for 


Dealers who Feature 
Mall) uipe:-Master 


— Portable 
tea POWER TOOLS 


You enjoy definite sales and service advan- 





tages when you standardize on the nationally 
recognized MALL line of superior quality 
Portable Power Tools. It's a complete line — 
including the popular GUIDEMASTER Home 
and Hobby Tools, Mall Floor and Furniture 
Polishers, Sanders and Buffers — Mall Saws 
with cutting capacities ranging from 13/16” 
to 4-5/16” depth — and a wide selection 
of attachments and accessories. With MALL, 
you'll never lose a sale for lack of any tool 
or accessory a customer may ask for. Every 
sale ‘‘sparks’’ a constantly expanding tool 
and accessory market for your store. 

CLIP THE COUPON and attach to your let- 
terhead for latest Bulletins featuring Mall 
**Guidemaster’’ and other Electric Portable 
Power Tools and Attachments. 

40 Factory-Owned Service Warehouses, 


Coast To Coast, To Serve Our Customers 
and Thousands of Dealers. 


Mall ELECTRIC CHAIN SAWS 


Cutting, capacities to handle any type job. Light- 

weight models for easy, one-hand 
operation. 12 to 36-inch cut- 
ting lengths. 











Mall DRILLS 


30 models to choose from —'/,” to 
1%” capacities, in wood or steel. 
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STANLEY 
ROLLER CATCH 





Your customers will 
immediately spot the 
convenience of 
this Stanley No. 
23 Roller Catch 
(for house doors 
that don’t require 
locks). It auto- 
matically holds doors 

securely closed . . . eliminates rattl- 
ing ... operates quietly and 
smoothly with a push-pull action. 
Easy to install, too, just drill a 7” 
hole 234” deep in door. Comes com- 
plete with screws — one dozen in a 
box. Be sure to have this fast- 
moving item in stock . . . displayed 
prominently for best results. We’ll 
be pleased to send you a Roller 
Catch Counter Display if requested 
on business letterhead. The Stanley 
Works, New Britain, Connecticut. 


REMEMBER . . . THREE HINGES TO A DOOR 


STANLEY 


Reg. U. S. Pat. Off. 


HARDWARE + TOOLS * ELECTRIC TOOLS 
STEEL STRAPPING ° STEEL 
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zer industry should be able to 
maintain its spectacular growth in- 
definitely because it is “fone of the 
last hopes of the average family 
seeking relief from the staggering 
increase in living costs.” 

Mr. Sanderson pointed out that 


| the average family spends at least 
| $1,200 a year on food alone and 


added that home storage could 
save about $200 annually on the 
family food budget. 


Value Up, Volume Down 


In 1951 Retail Sales 


Retail sales in 1951 totaled $151 
billion, as compared with $144 bil- 
lion in 1950, a 5 pct increase, re- 
ported the Commerce Dept. How- 
ever, after taking into account the 
price increases over the year, there 
was a drop of about 4 pct in the 
physical volume of retail sales, 
from the previous year’s level, said 
the department. 

Most of the upturn in the early 


| part of the year was accounted for 





| furnishings 


by durable goods but they were also 
responsible for the large part of the 
drop which followed and for the 
year as a whole sales of durables 
were down about $1 billion from 
1950, to $52 billion. Large declines 
in sales of automobiles and home 
were largely respon- 
sible. 

The secondary post-Korean buy- 
ing spurt sent first quarter sales 


| last year to an all-time high annual 


rate of $158 billion. However, vol- 
ume dropped to a rate of $148 bil- 
lion in the 





second quarter and | 


stayed around that level for the rest | 


of the year. 
Sprayer and Duster 
Supply Adequate Now 


A continuing strong demand for 
sprayers and dusters in 1952 in the 
face of restricted materials supplies 


was predicted by H. F. Brandt at | 


the winter quarterly meeting of the 
National Sprayer & Duster Asso- 
ciation, held recently in Chicago. 
Brandt is chairman of the associa- 


| tion’s markets committee which pre- 
| sented its annual outlook report at 


this meeting. 

“Barring all out war, materials 
and availability of equipment 
should improve appreciably as time 
goes on, but the big problem will be 
to get the materials, complete fabri- 


| cation and distribution, and get it 
| to the farmer in time for his actual | 





A BOX to hold your 
CONFIDENCE 














MODEL 700 








TOOL BOXES 


PARK offers you a complete line of top- 


quality tool boxes ... designed and 
priced to sell fast . . . and built to give 
years of service. All the features your 
customers want are built into the finest 
boxes made . . . by PARK. 


WRITE: For information on complete line 
OR CALL YOUR JOBBER 


MANUFACTURING CO 
GRANT PARK, ILLINOIS 


PAR 




















For Satisfied Customers 


Sell SWIFT CUTTER SCYTHES 
with the “ALL DAY CUTTING EDGE” 





ser- 


get the utmost in 
vice and cutting satisfaction when you sell 
them a SWIFT CUTTER scythe because: 

© Specially constructed blade, once prapesty 


Your customers will 


whetted holds edge longer than ordinary 
blades. 

@ Made from one piece high carbon steel, 
rolled hammered, hardened and tempered. 

© Ground sharp by natural abrasive stones to 
hold cutting edge longer than ordinary 
blades. 

© Royal Blue Standard Finish—other colors on 


special order. NEW MONITOR HEEL 





Available in plain set, 


half set, full set and Reo or : 
single or double beaded Ve An exclusive 
in following assortments: B yo the 
Grass: 26°'-30"' extra cost. 
to 34''-38 tasrenses 

+4 **.18"' streng 
Gusts US » 18°'-22"" 55% where 
w : 20°'-24"' most needed 
eed: a — at no extra 
io 24°'-28 weight. 


The Swift Cutter Scythe is the sturdy com- 
panion line to the “Little Giant” line of 
deluxe scythes. 
ORDER THROUGH YOUR HARDWARE WHOLESALER 
Made in Maine — 

Sold the World Over 


NORTH WAYNE TOOL CO. 
OAKLAND. MAINE 


83 Ove 





LITTLE GiAm? 
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crop needs. This emphasizes the 
importance of early placement of 
orders to be sure to have the equip- 
ment available when needed,” the 
committee report concluded. 

Since the practice of using spray- 
ers and dusters for the control of 
weeds and brush, insects and plant 
diseases on the average diversified 
farm is still relatively new, R. B. 
Chapin, president of the association 
stated that the industry could ex- 
pect that farm demand will continue 
to be primarily for new equipment 
rather than for repair parts until 
a much larger proportion of these 
farms have their own equipment. 

Mr. Chapin reminded the mem- 
bers of the strategic importance of 
the equipment they produce to in- 
sure an adequate food supply for 
the expanding national population. 
With little new land available to 
be brought into production accord- 
ing to the U. S. Dept. of Agricul- 
ture, output must be increased 
largely from existing acreages. 


Appliances Will Need 
Hard Selling Efforts 


Westinghouse appliance dealers 
were told that the current year will 
mark one in which aggressive sell- 
ing will be needed to keep sales 
volume on a substantial level—a 
level on which the dealer can make 
a good profit year, in a message 
from T. J. Newcomb, sales man- 
ager. The message was on the occa- 
sion of tre preview by retailers of 
the 1952 line of Westinghouse elec- 
tric ranges and refrigerators at a 
series of 128 meetings throughout 
the country. 

“The appliance industry for 1952 
will lack the pent-up demand, the 
war scare buyin’ and the scarcity 
buying that has marked selling in 
the past postwar years,” Mr. New- 
comb said. “To accomplish sales 
goals this year will require good, 
hard work.” 

While a _ projected production 
schedule in total units for the West- 
inghouse Electric Appliance Divi- 
sion indicates that the 1952 avail- 
ability will be somewhat less, it 
should be sufficient to meet market 
needs, Mr. Newcomb said. 

“While there may be limited 
selections in some products, gen- 
erally there will be a good supply of 
appliances throughout the year.” 
he added. 

Among appliances that may be in 
tight supply, Mr. Newcomb included 
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Wrapping up a good sale 


Wier you wrap up Griffin Hack Saw Blades, you 
can be sure your customer will be satisfied. 

He’ll like their long-lasting sharpness and the 
smooth straight cuts they give. 

The finest steels, accurate machining and careful 
heat treating are skillfully combined to solve your 
customers’ cutting problems. 

When you sell him Griffin Hack Saw Blades, you 
know he’ll be back for more. 

For more information ask your jobber — or write 


to us. 


G.W. GRIFFIN CO. 


FRANKLIN, N.H. 





General Sales Agent 


JOHN H. GRAHAM & CO., INC. 
105 Duane St., New York 8, New York 
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hooks .. . 7 


pletely refillable. 


to make your fastener department 
more complete . . 


ASSORTMENT No. HS-238 
SCREW HOOKS 


238 clectro galvanized screw 
sizes from No. 14 
to No. 2... . all sizes com- 





Yes, 




















in coaster brakes. 
“made to order” 


More 


nationally 








ECLIPSE MACHINE DIVISION of 
ELMIRA, NEW YORK 


Export Sales: Bendix International Division 
72 Fifth Avenue, New York 11, N.Y. 
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we now have 62 Assortments 


..- AND THEY'RE ALL REFILLABLE! 


It's No Trouble to get the Best 


Dont put up with a second choice when it’s so easy to get the best 
The handy 
for every bicycle order where quality is the choice. 


Year-around advertising in Holiday, 
books and Special Youth publications are helping 
you sell bicycles. 
famous slogan 


the handy 


AVIATION CompoRATION 


2 MORE 
SHARON REFILLABLE 


ASSORTMENTS 





. more profitable 








ASSORTMENT No. SE-656 


SCREW EYES 


656 electro galvanized screw eyes .. . 
10 sizes from No. 216 to No. 0. . 
every size completely refillable. 


ASK YOUR JOBBER OR WRITE TO US 


BOSTON 


MASS. 


— Renner a eae a 


| Bose 


} _ BRAKES PREFERRED | j 


A 
| 
Get your supply of Bendix stickers 


from your jobber or write us direct. 


“Bendix Brakes Preferred” stickers are 


and more discriminating bicycle buyers are specifying the 
advertised Bendix* Coaster Brake. 


to satisfy customer preference. 


That’s why it pays 
Look, Comic 


as well as coaster brakes, with the 


“Ride A Bike [ts Fun.” 


Remember it’s no trouble to get the best if you use 
“Bendix Brakes Preferred” 


stickers. 


#REG. U.S. PAT. OFF. 


we Condi” 


Coaster Brakes 





| erators, 
| cubic foot model, and extension of 


| period, 
from 7 pct to 5 pet and inlaid linol- 


electric clothes dryers, dishwashers 
and electric housewares. uch items 
as toasters, waffle bakers, irons, etc. 
may be affected by limitations on 
nickel, chrome and copper which 
play an important part in such 
items. 

Both ranges and refrigerators in 
the 1952 line have been restyled. 
The refrigerators feature a new 
inner door storage arrangement for 
maximum storage use of this door 
space. The line features four Frost 
Free automatic defrosting refrig- 
including a low cost 7.5 


deluxe electric range features to 
medium and low cost models. 

Suggested prices on the new 
models range from $449.95 for the 
1014-cubic foot Frost Free to 
$319.95 for the 714-cubic foot Frost 
Free and $379.95 for the 11-cubic 
foot refrigerator-freezer model to 
$274.95 for the eight-cubic foot 
model. Electric range prices run 
from $439.95 for the double over 
Commander to $193.60 for the 
Rancho. 


Vinyl Floor Coverings 
Showing Fast Growth 


A large, untapped market for 
vinyi piastic floor coverings, produc- 
tion and sales of which have risen 
sharply in recent years, was seen at 
a trade panel conducted by the 
Metropolitan Carpet Club, New 
York City. It was brought out dur- 
ing the session in a paper by Mor- 
ton Baum of Plastics Merchan- 
dising, that vinyl flooring produc- 
tion increased from 8 pct of total 
hard surface production in 1948 to 
19 pet in 1950. During the same 
rubber tile output declined 


eum dropped from 85 pct to 75 pct. 

From a price standpoint, vinyl 
was said to be competitive with all 
types of floor covering, including 
carpeting, and from the standpoint 
of serviceability outwears most 
other types many times. 

Lee Kolker, Delaware Floor Prod- 
ucts Co., Inc., said that his company 
had successfully laid vinyl tile in 
innumerable radiant-heated homes 
and denied reports that that type 
of floor covering was not suitable 
for this kind of an _ installation. 
Resistance of vinyl tile and yard 
goods to heat normally encountered 
is as satisfactorv as that of other 


| types of hard surface goods and the 


color fastness is superior to others, 
he stated. 
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Door-to-Door Peddlers 
Sell $1 Billion Yearly 


House-to-house volume at retail 
now exceeds $1 billion annually, 
Edward L. Sard, executive direc- 


tor of the National Association of | 
House-to-House Installment Com- | 


panies, said that at the first an- 


nual convention and trade show of | 


the organization, held in New | 


York City. He said that at least 
3,000 house-to-house installment re- 
tailers are now operating in the 
United States. These organiza- 
tions, he said, employ from two to 
2,000 salesmen and maintain ware- 
houses. 

House-to-house retailers now 


handle everything carried by a de- | 
partment store, except food, said | 


Mr. Sard. The exhibits accompany- 
ing the convention displayed prod- 
ucts which house-to-house retailers 
can sell. Included were small elec- 
tric appliances; home furnishings 
predominated. 

Mr. Sard declared that the as- 
sociation, organized a year ago, 
has scored its greatest triumph in 
its continuing fight against local 
“nuisance” ordinances. The U. S. 
Supreme Court ruled early last 
year that a town or municipality 
could bar activities of house-to- 
house salesmen unless permission 
was obtained from householders in 
advance. 


Marked Decline in 
Building Permits 


January building permit values 
showed a drop of 41.8 pct from the 
same month a year ago. The 
month’s total was $259,974,518, as 
compared with the record January 
high of $446,881,401 in the same 
1951 month, according to a Dun & 
Bradstreet survey of 215 cities. 

The smallest drop of any section 
was in the Mountain States with a 
12.1 pet decline. The Middle Atlan- 
tic States were off 50.4 pct and the 
East Central States were down 45.4 
pet. 


Expects Tire Sales 
To Improve Greatly 


Replacement tire business, after 
two erratic years, should return to 
its usual sales pattern in 1952 and 
retail sales should show substan- 
tial improvement, according to the 
Statistical Committee of the Rub- 
ber Manufacturers Association. 

While the first quarter is ex- 
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Hitch your business to 


STAR BRITE 


RDWARE 

THE SHINING CABINET HA 
LINE THAT GIVES YOU EVERYTHING 

*% STARRED for quality. design and precision fit. 
SOLD THROUGH 


WHOLESALERS 
ONLY 















#215 
ORNAMENTAL HINGE 
For flush doors 
Overall sizes: 
2%" x 24" 
“STAR-BRITE" 
Chrome, nickel 
end brass 
Complete 
with screws 



































































#285 #275 
CHAIN DOOR FASTENER SCREEN HANGER 
Wrought steel; non-welded chain _ Wrought Steel 
Size of plate: 4" x 1%" Size; Eye plate, 
“STAR-BRITE” 2" x ih 
Nickel Hook, plate, 
and brass At x 
Complete Cadmium plate 
with Complete 
screws with screws 


















#216 
ry | SEMI-CONCEALED HINGE 


























Wrought Steel 
Overall size: Raised knuckle 
1%" x 2," %" offset 
“STAR-BRITE" “STAR-BRITE" 
Chrome, nickel Chrome, nickel 
and brass and brass 
Complete Complete 
with screws with screws 




















#225 #200 






















SURFACE BOLT CUPBOARD TURN 
Length size: Wrought Steel 
‘ 3" to 16" Overall size: 
jar size: % . oe 
“*STAR-BRITE" “STAR-BRITE" 
Nickel Chrome, nickel 

and brass aad brass 
Compiate Complete 





screws Swees 









#217 STORM SASH HANGER 






#297 


| doz. pr. to box; 36 doz. to carton 
Hook Plate: I!4" x he Eye Plate: 1/4" x 2/4," CONCAVE KNOB 
“STAR-BRITE" Cadmium Plate “STAR-BRITE” 






Complete with screws 





Chrome 
3 sizes: I'4"-1%e"-2144" 

4 1 i, to 
with Screws 


hj 36 Doz. te Carton 










ODUCTS Co. 


n 17, N. ¥- 


STAR METAL PR 


370 Butler Street, Brookly 
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G®B WIRE FABRICS 


GIVE YOU 


1 sare 








for MORE SALES! 


“NETTING 


D {vt AG 






PERMA- 















@ New and Better 2” Poul- 
try Netting 

@ Easier to erect — Just 
Hang It — No Stretching 

®@ Longer lasting 18-34 ga. 
ot price of ordinary 20 
ga. Galv-AFTER 

© Greatest improvement in 

poultry wire in 50 years 


PERMA-GARD 
WELDED PE SH 


e@ Stiffer and Stronger — 
Wire has greater tensile 
strength 

e@ Galvanized After Weld- 
ing — Lasts years longer 
— No burned intersec- 
tions 

©@ Flush trimmed at angle 
for smooth edges 

Also Galvanized Before 

Welded Fabric where longer 

life is not a factor 


HEX 


e@ Complete variety of 
both Light and Heavy 
Grades to suit every net- 
ting purpose 


HARDWARE 
CLOTH 


e@ Full range of mesh — in- 
cluding popular grades 
of Heavy Cloth to fit all 
applications 

Most modern equipment 
for hot dip galvanizing 
produces brighter faster 
selling fabric with long- 
est life 


WIRE INSECT 
SCREENING 


In Three Price Classes 















® Acme — Electro-Galvan- 
ized Cheapest first cost. 

@ Bronze — Bright and An- 
tique High first cost but 
longest life 

@ Pearl — Richly beautiful 
and durable. A plastic 
coated screening at a 
medium price 


Most 
COMPLETE 
LINE OF 

WIRE FABRICS 
Made by One 
Manufacturer. 






THE 
GILBERT & BENNETT 
co. 


MFG. 
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pected to be lower than a year ago, 
because of scare buying last year, 
the second and third quarters 
should be approximately 66 2/3 
pet above 1951, the association 
committee said. 

“Nearly all of the tires snapped 
up by car owners because of the 
Korean war 
basements and garages and went 
onto cars in 1951,” the committee 
added. “This has cleared the decks 
for a normal tire year in 1952. 
But a normal year may 
strange to a tire man 


unusual business.” 


“Normal” is now estimated at 
around 45,000,000 units. 


Industrial Prices 
Eased; Stocks Lower 


look | 
who has | 
| just gone through 24 months of | 


More declines were reported in | 
industrial prices in February than | 


in any month since last June, ac- 
cording to the monthly survey pre- 
pared by the business committee of 
the National Association of Pur- 
chasing Agents. This 
sharper competition and more 
active sales solicitation, it was 
stated. The committee described 
over-all prices as static, although it 
was noted that more soft spots have 
developed in February. 

Warehouse stocks were said to be 
heavy and demand is declining. In- 
dustrial buyers were described as 
extremely cautious, because of lack 
of confidence in the current price 
structure. 

Reduction in inventories 
tinuing at the same sharp rate as 
in the past three months and they 
were said to be better adjusted to 
current requiremfents. The commit- 
tee reported that 93 pct of the pur- 
chasing agents were within the 
“hand-to-mouth” to 90-day bracket, 
compared to an average of .~ pct 
for the previous three months. 

The committee noted a continu- 
ance of the lower trend of industrial 
order bookings and_ production 
which took place in January and 
February. There is still a consid- 
erable gap between the order posi- 
tion and production schedules, it 
was stated. 

The study said that the majority 
reporting reduced business attrib- 


was con- | 


reflected | 


| 
| 


scare came out of | 








uted it to material restrictions on | 


civilian production without compen- 
sating benefit of government orders. 
Some of the purchasing agents were 
doubtful that civilian business 
would show any substantial pickup 





McGill Brand 
mouse and rat 
TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 

















HOOKS 


for the 


ELECTRICIAN 


Brooks wire hooks, insulated screw 
eyes, and other specialized forms are 
much appreciated by the trade for 
their practicability. 

In many other fields, Brooks prod- 
ucts, made of formed wire, also make 
life simpler for the user. Formed 
wire as a substitute for machined or 
stamped parts is always satisfactory, 
usually superior. 

Technical assistance on the appli- 
cation of wire forms to your product 
furnished gladly. 


| M. S. Brooks & Sons, Inc., Chester, Conn. 





Since 1848 


BROGKS HOOKS 
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in many lines even if controls were | 


entirely lifted. 

Only 19 pct of those reporting 
said that their firms had high de- 
fense production. Others ranged 
from no defense output to less than 
10 pet. A considerable number said 
there had been some slowing down 
of military output schedules due to 
cancellations, changes in specifica- 
tions, lengthening of deliveries and 
pilot-line operations. 


| 


Among industrial commodities on | 


which prices were lower during 
February were the following: Bear- 
ings, bolts, clothing, coal, coke, cor- 
rugated containers, fats, furniture, 
many food items, leather, lumber, 
mercury, vegetable oils, 
per, rubber and textiles. 

Prices were higher for automo- 
biles, 
equipment, explosives, plywood, ma- 
chine tools, oxygen, tung oil, soda 
ash and tin. 


scrap pa- | 


acetylene, babbitt, electrical | 


Articles which were said to be 


hard to get were sulphuric acid, 
aluminum, bearings, castings, co- 
balt, copper, diamond wheels, elec- 
trical equipment, forgings, nickel, 
tin and many steel items. The com- 


mittee listed in easier supply cello- | 


phane, some chemicals, 
brass and steel, lead, paper, tita- 
nium, packaging supplies, lumber, 
small-size pipe. chrome, stainless 
steel. alloy steels and zinc. 


More Gas Ranges 
Shipped in January 


January shipments of domestic 
gas ranges totaled approximately 
153,600 units, reported the Gas 


Appliance Manufacturers Associa- | 


tion. In Deeember shipments total- 
ed approximately 145,800 units. 


Average shipments for January in 


the pre-war base period of 1936- 
1940 totaled 75,500 units. 


Greater Number of 
Incorporated Places 


The incorporated 


number of 


places in the United States, as re- | 


vealed by the 1950 Census, in- 
creased by only 507 between 1940 
and 1950. However, their com- 
bined population increased by 14,- 
219,616, from 81,843,011 in 1940 to 
96,062,627 in 1950. 

This represents 75 pct increase 
of the total population gain of the 
United States during the decade, 
amounting to over 19 million people. 


There are 8,721 places in the | 
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Here’s what to look for 
to give your customers 


TOP VALUE ina ‘Ka 
POST HOLE DIGGER \\, 


~ 


yy 







the new y» 


IWAN “HERCULES” 
sets your VALUE rahi 


Top 24” of handle 
Entire handle of sandec 
wood, lacquered for sn 


sistance. In 4 





Tale Mme! 
~® Lower part of handlé 
ig-lalehismeeh am oleliali 
alicia ole alate meth a nate 
Tammeoiiclel a misleni 





? Bott oh amalelatel i: 
casting frame 5 dalek 
histo Mage lasmalelaleit: 
stee | ‘allale ome olel hi 
butted against shoulder 
femme} ol telde) 


OlTelel-tamm clickel- 


alelit-tele](-MaRiaelial= Sigel Mmalclautelik 


carried by mounting rivets 


Replaceable 6” x 9” 60 
blades 


maximum 


75 high carbon steel 
so Mm Litlile ME -te helt cel: 
effort 


aL ismmilelale Me aol?) 


earth removal with minimun 


COMPARE .. . you'll feature IWAN 
CALL YOUR JOBBER 


There’s an IWAN digger | 
for every type of — 


@ iwan invincibie 





@ wan arias 


Rigid one-piece high carbon 
steel construction. 4 point 
center hinges. Wt. 100 Ibs. doz. 


Rigged 4-point center hinge. ’ 

High carbon steel blades. Wt. r 

105 Ibs. doz. 

IWAN EUREKA . GIBBS FOR STONY SOIL . 

High carbon steel blades. Gets under stones and lifts 

2 point center bearing. 4 ft. them out. 4 ft. or 6 ft. handles. 

split handle. Wt. 105 Ibs. doz. Wt. 150 Ibs. doz. \ 
Distance between blades of various Iwan Post Hole Diggers are: Atlas <—y 
5%", Hercules 5%”, invincible 5%", Eureka 7”. 





HARDWARE 


HAND TOOLS 


IND. 


IWAN BROS., INC. 1503 S. PRAIRIE AVE., SOUTH BEND, 
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‘SENSATIONAL NEW TYPE 
PAINT BRUSH and 








NOW Advertised 
Every Month in 

Leading National 

Magazines 


FAST — You can switch your brush to 


another color in a jiffy. 


THOROUGH — Brushes and rollers stay soft 
and flexible—like new. Store dry, ready for 


instant use. 


ECONOMICAL — Can be used over and over. 
ORDER PROCESS 33 FROM YOUR 


WHOLESALER TODAY 


15,447,207 


READERS EVERY MONTH £m 


ROLLER CLEANER 


wg Po 











> FREE! 
© GIVE-AWAY SAMPLES 
> WITH EVERY CASE 
* 








‘CHA IR IMMEDIATE 
DELIVERY! 
All types, wood and 
steel in stock. 
Also Folding Tables 


State requirements! 


Write us — 

Pe have in- 

quiries = 

churche 
ee clube, atte 


ADIRONDACK CHAIR CO. 142"reedwer 


8. Y¥. 1, 
yrrrrrrrrerers 





THE NEW Columbiana 
CAM-LOCK HYDRANT 
"Sold the World Over"’ 

Look Hy- 
Sam 2 oe 8 fast-sclling on bg i. 
built with tew moving pt- +. this Golem. 
ay pT agen has ne — te rust eut 


new features include: 
HM ene PIECE BRONZE VoLve se pooy 
% NON-CORROSIVE VALVE 


BLY 
ANTI-FREEZE ACTION 
% CAM-LOCK HANDLE PREVENT? 
CANPbGNG AND WATER WASTAGE 
ma Soe Sr 
Fig. M1200 Hecke, tablished 1886. 


Columbiana PUMP CO., Columbiana. Obie, U.S.A 














METAL FLOATS 


* to 12" diameter 
ball floats of cop- 
per or stainless 
steel for open 
tank to (504 
pressure in stock 
—specials of 
various metals 
made to order. 


ARTHUR HARRIS & CO. 
212 N. ABERDEEN ST. 
CHICAGO 7, ILLINOIS 
















—— "Selling Is Our Business” —— 
@ Complete coverage of the East; 
permanent show rooms. 


@ Representing leading house- 
wares and hardware manufac- 
turers, 


Inquiries solicited regarding 
additional lines. 


SALES 
SAM WEISMAN oncanization 


200 Fifth Ave., New York 10, N. Y. 








Direct Factory Representative —__ 





WATER HEATER 
REPAIR COILS 


For old, new and 

obsolete heaters. 
100 DIFFERENT MAKES 

Single, Double, Triple, 
Instantaneous, Multi-Coil 
Send for Catalog Tye U 
DORMONT MFG. CO. 

1314 High Street Pittsburgh, Pa. 











JOIN NOW 





GIVE MORE 














250 


United States with populations of 
1,000 or more. Of these, 7,291 are 
incorporated places and 1,430 are 
unincorporated places. In addition, 
the 1950 Census listed 9,827 incor- 
porated places with populations un- 
der 1,000. 

The 1950 census listed 9,827 un- 
incorporated places with popula- 
tions under 1,000. Ten years 
earlier there were 6,528 incor- 
porated places which had 1,000 or 
more inhabitants. 


Proposed U. S. Budget 
Taxes the Imagination 


Few people realize the exact 
meaning and consequences of the 
$85 billion budget recently sub- 
mitted to the Congress, Henry H. 
Heimann, executive vice-president 
of the National Association of 
Credit Men, stated in his Monthly 
Business Review released today. 

“If every man, woman, and child 
in the United States were to go 
to the bank each working day, five 
days a week, and deposit $2.00 to 
the credit of the government of the 
United States their total deposits 
would fall short of revenue enough 
to balance this $85 billion budget,” 
Mr. Heimann said by way of an 
example of the magnitude of such 
a stupendous program. “That’s the 
extent of the tax load the American 
people are facing in the years ahead 
if the President’s budget requests 
meet with favorable consideration 
of the Congress.” 


TV Output Higher 


Television receiver weekly pro- 
duction in January showed an 8 pct 
increase over December but a 36 
pet drop from the weekly average 
of the corresponding 1951 month, 
reports the Radio-Television Manu- 
facturers Association. 

Radio production was 7 pct under 
the December weekly average and 
47 pet under the average of Janu- 
ary of last year. 


Fuller Tool Output Up 


The 1951 production of Fuller 
screw drivers and other hand tools 
increased 40 pct over 1950, reports 
Bernard H. Fuller, president of the 
Fuller Tool Co., Bronx, N. Y. Mr. 
Fuller reports his firm shipped 10,- 
514,850 tools, as compared with 
7,767,479 in 1950. 


(Resume reading on page 15) 
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Who made America’s 


FIRST Bicycle? 


In 1877 Albert A. Pope, made 
the first Columbia . . . Amer- 
ica’s FIRST bicycle . . . still 
FIRST in 1952! 


~~ 


me 
TS 






/ 
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THE WESTFIELD MANUFACTURING COMPANY 
WESTFIELD, MASSACHUSETTS 




















For Customer 


SATISFACTION 


Every Vital Caulking Gun, regard- 
less of size or price, is uncondition- 
ally guaranteed. Because of more 
than 40 years’ experience, precise 
control of materials and manufac- 
turing processes, we can make this 
guarantee. Insist on Vital guns and 
accessories from your jobber. 


ib ol. aohdaibi 


for Spouted Cartridges 


@ Lightest, Easiest to use. 

@ Universal Cartridge Holder. 
@ Patented Cartridge Bail. 

@ Positive Ratchet Drive. 


W seit THE LINE THAT MOVES! 


PRODUCTS MANUFACTURING CO. 
CLEVELAND 4,, OHIO 



















Plastic Garden Hose 


Braided Rubber Garden Hose 


Plastic Toilet Seats 
Flexible Gas Tubing 
Car Heater Hose 
Filer Hos RUBBER & PLASTIC GARDEN HOSE 
S Comme kay pocrenieed end poasgnd he 
ic vara! 
impeRIALyTe pr a cena Salt y ove rantoad and packaged with the 
Plastic Films full-flo couplings. Choice of Colors. 
as ic 
ae a Texturized 
for 


Curtains and Drapes 


Window Shades 


Table Cloths 
PLASTIC TOILET SEATS 
Upholstery Clear-thru marbelized Plastic. In 8 popular 
colors. Life-time, rust-proof fittings. Rubber 


Bumpers on Seat and Cover. Cleans easily 
with soap and water. 


Alnantic 
TUBING & RUBBER COMP” 
er Lined Products - : 


Shower Curtains 


Aprons Bibs and 


Hundreds of other uses 


through wholesalers 





Sell GARDNER'S Clean-Out Augers 


aN For Greater Satisfaction 


Made in five iengths, eight to 
twenty-five feet . . . complete 
with adjustable, tubular han- 
dies. Series 1940, spring wire 

. Series 1950, music wire. 
The ideal tool for cleaning 
clogged drains and closets. 
For greater customer satisfac- 
tion—hand ‘em GARDNER'S 
when they ask for a Clean- 
Out Auger! 


Gardner Wire Co. ‘cnicaco sou. 














Price and Priority Digest 


For fast, accurate reports on latest developments in 
OPS price ceilings, and how they affect hardware 
dealers, don’t miss reading the PRICE AND PRIORITY 
DIGEsT which appears in every issue of HARDWARE 
Ace. This popular feature helps thousands of dealers 
keep up with the changing picture in Washington. It 
contains information written exclusively for hardware 
dealers and which is obtainable no place else. Check 
the contents of this issue on page 5 for the page num- 
ber of this valuable service to the hardware trade. 
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Architects and ~(CHICAGO)~ 
Builders Specify — SPRING HINGES 





@ Modern Factories 
@ Office Buildings 


@ County, State and 
Federal Buildings 


@ Ships of Our Navy 


Every year more and more Architects 
and Builders are specifying Chicego 
"Triplex" Spring Butt Hinges because 
they are carefully designed with 
many superior features. They ere 
smart looking and streamlined te 
harmonize with modern architectural 
requirements. 


“Spring Hinges of Quality” 


Hinge Co. 


NEW YORK 





Type BU2001 
' 'Tripl lex"* 





Chica 


CHICA 











go SI Spring 








MARSHALLTOWN ZS : 


FAST-SELLERS for Homes AT 


Hobby Shops, Farms, Carpentry, ONLY ° 




















Repair Hits : ; $59.95 oxmanis 
DRILLS P ELectRIC LECTRO- ‘ . ae . Suit 
sane E-UTI «ws | Big Profits on America’s Most Versatile Lathe | | | yy 
TOOL Kis Here's the only lathe in America with the exclusive Hamilton Exten- | 
BENCH ~y STANDS sion from spindle that accommodates other attachments for grinding, ‘ 





— and buffing without disturbing lathe set-up. It's ideal for 
° 


GRINDERS ACCESSORIES home bbyists, garages and factories. Actually two machine tools 
in one. And what a lathe it is. Completely precision built with a 
Products of HOME-UTILITY Div., bed length of ~. and cuttin cones oS with 6'' swing. Price 
includes hand undercutter and lever feed, 2 female centers, 2 male 
The BLACK & DECKER Mfg. Co. centers, driving dog, V-belt, 2 power feed belts, tool bit, face plate 
Towson 4, Maryland and dog. Retails at $59.95. Liberal discounts—immediate delivery. 


Representative and Jobber Territories Open 


HAMILTON PRODUCTS, INC. 12416 Euclid Ave., Cleveland 6, Ohio 

















Order from your HOME-UTILITY Distributor | 
| 
| 
| 


Who wrote 


**A Bicycle 
Built for Two’ ? 


“Daisy Bell”, the original name of 
that now-famous song, was written \ J 
by Harry Dacre in 1893 . . . 16 years XL 
after Columbia introduced America’s 
First Bicycle”. Yes, Columbias were | 
FIRST in 1877 . . . they’re FIRST COBURN PRODUCTS ) 
for you in °52. | : 
| NCER STEEL DIVISION OF THE COLORADO FUEL & IRON CORP. 
THE WESTFIELD MANUFACTURING COMPANY | fue tosinering. $6 sterling Stet, Clinton, Mass. * Executive Offic: 575 Madson Av. 
WESTFIELD, MASSACHUSETTS | New York 22, N. Y. © Sales Offices: Atlanta * Boston * Buffalo * Chicago * Denver 
Detroit * Philadelphia * Pacific Coast—The California Wire Cloth Corporation, Oakland 6, Cal. 


SLIDING DOOR HARDWARE TR 








When you sell Coburn Sliding Door Hardware you have the 
advantage of a complete line of hardware for straight-sliding, ‘ 
| 





sliding-folding, around-the-corner and roundhouse doors. ee 





Inclosed track @ brackets @ hangers @ handles ©@ guide rolls 
guides © stops @ binders © chafe strips @ bolts © hinges 
For full information send for Catalog #200 





























e 2138 
Hardware dealers all over the country have discovered that it pays to keep your : Her 
eyes on HARDWARE AGE for ideas and advice that mean more money in your pocket. : cha 
Help on price control problems, new merchandising ideas, market news, more new -_ 
merchandise descriptions than published by any other hardware magazine, and news °C 
of other hardware people are just a few of the regular features of HaRpwaRE ACE -M 
that have caused more dealers to invest in subscriptions to HarpwarE AGE than i °F 
to any other hardware magazine. 4 oR 
100 E. 42 St. New York 17, N. Y. 
The Hardware Dealers’ Magazine : ary, 0 
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We inelel-liilels acialacm net Ae 


Y Your “ 6 
Great Grand-father's presents “KEILSON 


Mustache... MAIL BOXES 





was in full bloom by 1877, the year in 
which Columbia introduced ‘America’s 
First Bicycle’. Yes, Columbia Bicycles 








: were FIRST in 1877 . .. and now they’‘re 
AILS FIRST for you in ‘52! 

AT 

NLY THE WESTFIELD MANUFACTURING COMPANY 


WESTFIELD, MASSACHUSETTS 





9.95 
Lathe | | Investigate .... 
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eal for 
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iY ROLLER SKATES 
Oro | | | The Wheel Within A Wheel 
petineaiiaiinipie SECONDARY 








TREAD 














TRIPLE 
. TREAD 
ave the 
sliding, ae oa 
doors. —-- aS sammmninesanctcbein a @eeseeeeceaeeoeoooeoeo eee eeoeeoeceeeeeeoeeeeeeee eee 











: - A New Profit Maker MARQUETTE 


for Your Paint Department 
PROTEXEM “27,0 || HOME menancrs we 


307 E. Hennepin Ave. Minneapolis 14, Minn. 


= 


; IRON CORP, 
Aadison Ave., 
yo * Denver 
kland 6, Cal. 


A tried and proven product, nationally advertised. 
Softens hard as rock brushes, keeps brushes ready 
for use. Brushes do not hang in liquid, works on 
vapor principle. Sold on money back guarantee. 
Label designed to do all selling for you. Generous 
profit margin. 


A Send for full information today. 
: Sample unit sent post paid. $] 45 


WISCONSIN LABORATORIES, INC. 


2138 N. Third St. Milwaukee 12, Wis. 


tHE HILSHEAR 


Here is a new tool that machinists, iron workers, me- 
chanics and builders buy on sight. A drop forged stecl 
body . .. blades of the finest Sheffield steel . . . that 
make the toughest job easy. 

e Cuts 14” flats, 34” rounds, 10 Ga. sheets (any width). 
¢ Miters angles, cuts, bevels. 

* Fits into vise, on anvil or on beam. 

¢ Reasonably priced. 


: WRITE FOR CATALOG SHEET 


SIMONS STEEL PRODUCTS 


60 Jacobus Ave. South Kearny, N. J. 


20 MINUTES WITH A HACKSAW IS 20 SECONDS WITH HILSHEAR 












Freezers « Ranges « Refrigerators * troners * Dryers * Washers * Water Heaters 
eeeaeeeceeeeooeoeoosoeeeeeeeeeeeeeeeeeeeeeeeeeee 




















ST A TS 


Geared for 
SIX TIMES 


more power 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, ato. 50 words........ $6.00 
Each additionol word.......... 10 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 


5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not acce 3 
(s >a Pe ae Address f. corresponcence and replies to eS Rae Be 5 oe St SS days 
oe Se | eevee HARDWARE AGE prior to publication dete. 
en Gee eae i iain” «= __ ae Meapesteaiinn Gast pn eg gp A 
on lew eaten 100 Eost 42nd St., New York 17,N.Y. Somee , 


NOTE: Samples of merchandise, (literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 











Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








SALESMEN 


If you definitely know the Buyers of the 
Hardware Jobbers buying Housewares 
in your territory, we have a nice deal 
for you on Nationally Advertised Shur- 
Lok Bed Spring Supports (“Romance In- 
surance’). Write us in detail about your- 
self and, if interested, an interview will 
be arranged. 


JACK MILO, Vice-President 
FURNITURE PARTS MFG. CO. 
39 W. E. H. Crump Bivd., Memphis, T 








SALESMEN WANTED 


FULL TIME OR SIDE LINE, TO SELL LEAD- 
ING LINES OF HARDWARE AND HAND 
TOOLS. MUST HAVE EXPERIENCE AND 
FOLLOWING. LIBERAL COMMISSIONS. PRO- 
TECTED TERRITORIES. WRITE TODAY! 


ATLAS WEST CORP. 
62 WARREN STREET NEW YORK 7, N. Y. 














MANUFACTURERS’ DISTRIBUTOR OF 
PLUMBING SUPPLIES AND SPECIALTIES 
interested in representatives calling on retail and 
wholesale hardware and lumber yards. Com- 
petitively priced merchandise makes your selling 
job easier — attractive commission arrangement 
makes it profitable, No objection to non-conflict- 
ing lines. All territories open. SAMSON COM- 
PANY, 2679 East Grand Boulevard, Detroit 11, 
Michigan. 








SALES MANAGER 


Excellent opportunity for hard-working ambitious man 
looking for good future to handle nationally-accepted 
line of paint brushes and complete bresh line. New 
England, to start. ed doing Substantial volume of 
trade. Must be will- 
ing to travel, to open up new territory. Give complete 
personal background and experience. Correspondence 
held in strictest confidence. 


6. M. STERN, 820 Park Square Bldg., Boston, Mass. 











NATIONALLY KNOWN 
LOCK LINE AVAILABLE 


in several choice territories to men with these 
qualifications: 
. Builders Hardware selling experience to 
WHOLESALE HARDWARE & CONTRACT 
BUILDERS HARDWARE DEALERS. 

2. Executive-type salesman with proved record, 
capable of selling large volume buyers. 
This is rare opportunity to represent well- 
established manufacturer of finest quality cyl- 
indrical door locks in the low price range. 
Line is immediately recognized and accepted. 
Generous commission assures high earnings to 
top-notch producer. Give full particulars on 
sales experience and complete business back- 

ground in first letter. Confidential. 
Address Box A-503, care of ope gee 
100 East 42nd Street, New York 17, 














SALESMEN WANTED 


with following to represent Importer and ex- 
clusive manufacturers’ distributor of GERMAN 
CUTLERY (SOLINGEN). Stock in New York. 
Commission basis. Send full particulars. 
Address Box A-528, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 

















SALESMEN AND JOBBERS CALLING ON | 
Hardware Stores and Surplus Stores to handle 
foam rubber remnants on_a drop shipment com- 
mission basis. Box 61, Falls Church, Virginia. 
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SALESMEN WANTED CALLING ON 
LARGE hardware dealers, janitor supply and 
industrial dealers and lumber yards by manu- 
facturer of a short line of builders’ hardware 
and a line of steel hand trucks for Eastern 
U. S. A. Fast moving items, very competitive, 
liberal commissions. State territory now cover 
ing and lines handling. Address Box A-527, 
care of Harpware Acr, 190 East 42nd Street, 
New York 17, N. Y 


MANUFACTURERS REPRESENTATIVES 
WANTED BY OLD and established manufac- 
turer of sheep, grass and hedge shears. Formerly 
selling on a direct basis, now opening territories 
over U. S. and Canada. Established represen- 
tatives with strong jobber and chain connections 
only. Give complete details in first letter. Ad 
dress Box A-512, care of Harnware Ace, 100 
East 42nd Street, New York 17, 7. 





SALESMAN WHO CALLS ON HARD. 
WARE STORES and building supply houses for 
state of Pennsylvania by manufacturer of hinges 
and miscellaneous Builders Hardware. Commis- 
sion basis. Address Box A-510, care of Harp- 
ware Ace, 100 East 42nd Street, New York 17. 
N. Y. 





PLUMBING SPECIALTIES SALESMAN 
WITH FOLLOWING for established New York 
firm. Sell to hardware stores and plumbing con- 
tractors. Choice (protected) territories open, 
commission. Replies confidential. Address Box 
A-511, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 


FASTENER SALESMEN. TO CALL ON 
JOBBERS AND MANUFACTURERS. | Terri- 
tories open are western Ohio, Missouri, Kansas, 
Louisiana, Oklahoma, Arkansas, Nebraska, Colo- 
rado, New Mexico, Wyoming, North Dakota, 
South Dakota, Minnesota, Wisconsin and Iowa. 
Protected territory. Commission. Nationally 
known manufacturer. State full details first 
letter. Address Box A-520, care of HarpWaRE 


SALESMAN WANTED. 
SUPPLIES, WITH CAR. 
York area. Long established hardware and_in- 
dustrial supply firm. Salary and commission 
Address Box A-522, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y 


Long Island, New 


HARDWARE SALESMEN: IF YOU ARE 
NOW calling on the retail hardware trade and 
wish to improve your earnings, contact us. We 
are an old established, solid, progressive dis- 
tributor, now expanding and specializing in the 
sale of national brand name tools and brushes. 
We pay top commission in our field and_ will 
offer drawing account to qualified men. Address 
Box <A-523, care of Harpware Ace, 100 East 
42nd Street, New York 17, N. 


SALESMEN WANTED TO CARRY A 
SELECTED line of billfolds as a sideline, selling 
to the retail trade. 10% commission. Please give 
full details and references in first letter. Silon 
Products Co., 406 Elm Street, Cincinnati, Ohio 





MANUFACTURERS’ AGENTS, COVERING 
HARDWARE TRADE and portable tool outlets 
needed for popular, well promoted line of high 
quality circular saw blades. Western Saw Manu- 
facturers, Inc., 1840 W. Washington Blvd., Los 
Angeles 7, Calif. 





SALESMEN WANTED—now calling’ on 
paint stores, hardware stores, paint jobbers, etc., 
to add to your lines and sell on commission (with 
full commission on repeat orders) the only new 
development in paint sales and merchandising in 
50 years. Awarded 1951 National Packaging Award, 
also 1951 Trail Blazer Award by National Home 
Furnishing League. Written up editorially in 27 
trade journals and publicity with pictures and copy 
in such magazines as Life, House and Garden, 
Pathfinder, Modern Packaging, Living, etc., in 
addition to being syndicated by leading press’ 
associations, 3000 newspapers, 2700 radio stations 
and 4 television networks. All of the above was 
given free just to tell the public of our product 
Nothing else like it on the market nor can there 
ec. 

Protected territories just opening and now 
available in all states west of and including 
Michigan, Ohio, Kentucky, Tennessee and Ala- 
bama. 

Be the 
color system where there is 
no obsolescence—and 


first to offer your dealers the only 
no obsolescence— 
no huge 


yes, Tl repeat, 
inventory. Be the first to offer your dealers 
colors developed by a nationally own color 


elinic and not by your sales manager! 

Less than $650.00 will stock a dealer with 108 
most wanted colors in —, quality interior flow- 
ing flat, interior hi and lo sheen enamels, in- 
terior undercoater, calcicoater and floor and deck 
enamel, and with each color always, always and 
always the same. He gets display equipment too 
Impossible? Not on your life! If interested 
and you want full details, write to us in con- 
fidence of yourself and your territory, mention 
present lines and sales and earnings and all the 
pertinent details. Earning possibilities with this 
line are unlimited, and you don’t have to work 
like a horse to make it. Come and grow with 
us! Address: Yocum, c/o C. Wende! Muench 





Ace, 100 East 42nd Street, New York 17, N. Y 


& Co., 75 E. Wacker Drive, Chicago, Illinois. 
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Classified Opportunities Section 








Help Wanted 


Accounts Wanted 





MANUFACTURERS DIRECT REPRE 
SENTATIVE WITH EXCEPTIONALLY fine 
lines needs men who can sell to jobbers. Must 
have initiative and ambition and willing to work 
on straight commission, Several territories in the 
11 Northeastern States open. Also required is a 
man in New York City for the Export trade. 
When writing, you may state all particulars in 
complete confidence. Address Box A-178, care of 
ae AcE, 100 East 42nd Street, New York 
17, N. 


WAN TED—ONE ADDITIONAL MAJOR 
LINE by sales representative covering Ohio and 
western Pennsylvania, calling on the Mill Sup- 
ply, Wholesale Hardware, Electrical and Plumb 
ing Supply houses. Established fifteen years, 
references. Address Box A-519, care of Harp 
WaRE AGE, 100 East 42nd Street, New York 17, 
ay We 





Positions Wanted 





RELIABLE MAN 


Opening in Chicago for man with some 
General Hardware and Supply buying ex- 
perience. Good opportunity for advance- 
ment. 


Address Box A-531, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N 














HARDWARE SALESMEN AND/OR MANU 


FACTURERS’ AGENTS. _ Experienced ao 
own car. Good following Industrial, Woodwork- 
ing and Furniture Manufacturing. Wonderful 


opportunity with well known New York manufac- 
turer and wholesale jobber. Protected territories. 
Write in full detail. Address Box A-401, care of 
Harpware AcE, 100 East 42nd Street, New York 
a7,. &. ; 





Accounts Wanted 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 














FLORIDA. ESTABLISHED MANUFAC- 
TURERS’ REPRESENTATIVE WITH large 
following can handle two additional lines going 
to hardware, building material and/or paint job- 
bers and large retailers. Intensive and frequent 
coverage assured. Only good lines direct from 
manufacturers with exclusive sales rights will 
be considered. Address Box A-509, care of 
oe AGE, 100 East 42nd Street, New York 
17, N. Y. 





ALASKA, WASHINGTON, OREGON, 
WESTERN IDAHO AND MONTANA. Wanted: 
one additional manufacturer’s line hardware, 
sporting goods or paint supplies sold through 
jobbers. We guarantee to increase sales in this 
territory on any line we accept that is now sold 
through agency covering larger territory. Estab- 
lished 25 years. North Coast Sales Co., 911 
N.W. Hoyt Street, Portland 9, Oregon. 





MANUFACTURERS REPRESENTATIVE, 
COVERING WISCONSIN AND UPPER 
MICHIGAN desires to add major appliance lines 
such as sinks, ranges, refrigeration and_ tools, 
ete. Address Box A-524, care of HarpwarE AGE, 
100 East 42nd Street, New York 17, N. Y. 





eer UrASTURERS REPRESENTATIVE, 
WITH OVER 20 YEARS’ EXPERIENCE, 
desires two or three mill supply, builders hard- 
ware or tool lines. Offers thorough coverage of 
wholesale hardware, mili supply and lumber 
=~ in metropolitan New York area and New 
Jersey. Address Box A-526. care of HaArpwarr 
Ace, 100 East 42nd Street, New York 17, N. Y. 
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POSITION WANTED. EXPERIENCED, 
WHOLESALE HARDWARE salesman, or clerk. 
25 years’ experience, 2 years on road. 40 years 
old, married, 2 children. 1950 car. Don’t drink 
or smoke. Desires Eastern Pennsylvania or 
nearby work. Address Box A-532, care of Harp 
— Ace, 100 East 42nd Street. New York 17, 
Se 


MATURE, ee, IGHLY EXPERIENCED | 
HAKDWARE EXECUTIVE, with over 18 | 
years’ experience in Purchasing, Sales and | 
Management, desires executive position with | 
hardware whcelesale house Willing to relocate 
Best references. Address Box A-525, care of | 
Harpware Acre, 100 East 42nd Street, New York 
17, N. 

EXPERIENCED WHOLESALE HARD.- 
WARE SALESMAN, OR CLERK, 25 years 
experience, 2 years on road. 40 years ol@, mar 
ried, 2 children, 1950 car. lon’t drink or smoke 


Desires eastern 
Harry B. Snyder, 


Pennsylvania or nearby work 
Shickshinney, Pennsylvania 
} 





Business Opportunities 








Le 
CLOSEOUT SALE ea 


Pexto/Plomb Stilison age S 360-6"' .80; 288-8"' 
-92; 150-10" 1.20; 136-14"" 1.6 

16 oz. Forged Claw +s 18 doz. Helier 
ZE511 11.25; 13 doz. ditto Excelsior 10.75 

45 Carpenters Planes #3 Metal Products 8" |.55 

120 Carpenters Planes #900 Millers Falls 9'' 3.35 

a Pliers Wilkinson (English) 6" diagonal 


50 doz. Pliers Woikinson 6!/2 long nose 9.75 

60 doz. Corbin Lock Sets (inside) Acadia de- 
sign, metal knob, dull nickel 17.50 

Auger Bits No. 4 to |é6 

Steel Files, Nicholson-K&F-Heller 


H. GLANTZ 


82 Beaver Street New fork 5, N. Y. 











HARDWARE STORE WANTED. NEW 
YORK STATE or Connecticut. Approximately 
$25,000 to $50,000 sales volume. 25 feet minimum 
front. Describe business and location in detail. 
Replies accepted in strict confidence by respon- 
sible individual, Address Box A-518, care of 
Harpware Ace, 100 East 42nd Street, New York 
17, N. 








FOR IMMEDIATE SALE 


Hardware Whole- 
established 22 





Due to death of owner. 
sale-Tools in Chicago, 
years. Priced attractively. 


Address Box A-517, care of HARDWARE AGE 
100 East 42nd Street. New York i7, N. Y. | 








| mit, Kansas City 2 


| stock. For sale at invoice to 


Business Opportunities 








ATTENTION JOBBERS 


For Quick Disposal, subject to prior sale 
563 Dozen, Steel, Jobbers Drill Gauges, sizes 
1/16" to 2" in 64ths. Packed one dozen per 
box. Made in U.S.A., Price $4.20 dozen, mini- 
mum quantity, |2 dozen. 
= Sets, DADO HEADS, 6" x %"' Bore, 13/16" 

ut. 

141 Sets, DADO HEADS, 6" x '/2"" Bore, 13/16" 
Cut. Made in U.S.A. Price, $3.75 per set. (Min. 
12 sets.) 


TERMS: 2%—I!0 days, F.O.B. New York, N. Y 


A. L. KIESLER COMPANY 


3 Park Place New York 7, N. Y. 














FLOOR SANDERS; AMERICAN LIGH1 
EIGHT (140 Ibs.) and Model A—7” edging 
machine. Accessories included. Also 75 sheets 
and 3v0 dises assorted grits abrasives. Above 
package deal only one 00. Abrasives alone ic 
tail over $100.00 Get into profitable rental 
business with these rebuilt guaranteed machines 
Order from this ad. Return for refund if dis 


satisted. Barnes Supply Company. 3323 Sum 
> 
» Mo. 


FOR SALE: OUTSTANDING STORE IN 
DENVER, COLORADO. Complete hardware, 
housewares and sports departments. Established 
25 years, centrally located, attractive lease. Wil! 
gross in_ excess of $225,000. Exceptionally clean 

settle estate. Re 


quire $65,000 to handle Address Box A-516, 
care of Li ARDWARE Ace, 100 East 42nd Street, 
New York 17, N. ¥ 


HARDWARE STOCK FOR SALE. IN 
SMALL town located on 2 State routes and 
junction of two railroads. In center of good 
farming community, 35 miles west of Columbus 
Small clean inventory. Address Box A-530, care 
of Harpware AcrF, 100 East 42nd Street, New 
York 17, N. ¥ 


FOR SALE: NEW HARDWARE, PAINT 
electrical, house and giftware store, located one 
block from «main business section in Pennsyl 
vania Industrial town, 20,000 population Two 
story building with corner lot and new fixtures, 
$18,850.00. New stock approximately $15,000.00 
Reason for selling; other interests. Address Box 
A-529, care of HarpwarE Ace, 100 East 42nd 
Street, New York 17, Y 





Bewildered ?? 


° ‘ ° then read ° 
WASHINGTON NEWS AND VIEWS 
on page 10 of this issue. Here are 


accurate, authentic, easy -to-under- 
stand reports on the latest develop- 
ments in Washington affecting hard- 
ware dealers. This helpful feature in 
each issue is another reason why 
HARDWARE AGE is the No. 1 choice 
of hardware dealers throughout the 


nation. 




















UNMATCHED —" 
skillfully created 
by American craftsmen 


NATIONALLY FAMOUS 


HOUSEWARES — GIFTWARES 
CLEVELAND 3, OHIO 


at Wien WAS AMERICA’S 
-O)/ FIRST BieVeLE MADE? 


7 












75 years ago, Albert A. Pope 
made America’s FIRST bicycle, 


Columbia . . . still FIRST in 1952. 


THE WESTFIELD MANUFACTURING COMPANY 
WESTFIELD, MASSACHUSETTS 





EXTRA SALES 


to Garden Lovers 


This popular, fast-selling device provides 
an easy, economical way to apply soluble 
fertilizers and chemicals wherever the 
varden hose reaches. odie of burning. 
Jraws in and dilutes as you sprinkle. SE LL 
A HOZON to each purchaser of fertilizers 





or other garden supplies. Indi- 
vidually packaged, $2.25 list. 


12 weighs 5 pounds, 


Carton o 
costs $16.20 F. O. B. 


HOZON CO., BOX 703, CLEVELAND 22, OHIO 
This is Hozon’s Seventeenth Year 






QUALITY TROWELS 


DEAROSA ie 
TROWELS & HAWKS aprsies 
ye ae FLOOR LAYERS 
: “ ROOFERS 
are a 
Priced Right! 
QUALITY 
GUARANTEED! 






DEAROSA MANUFACTURING CO_INC. 
Home Office — Mi. Vernon, New York 
34 No. Clinton $1. 74 Murray Street 
Chicage 6, Hl. New York 7, N. ¥ 
Wee) ws tor name of Nearest 
Sales Representative 


256 








| Armstrong-Bray & Co. 
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The ONLY Magnesium 
Level on the 














LEVELS. 


Magnet ite 


LIGHTER 
than ALUMINUM 


© Profitable, Fast © Replaceable Vial 
Selling, Nationally Units 

Advertised 

© Available in 10 © Beautifully Design- 
Sizes from 12 to 72 ed, Accurate, Depend- 
Inches able 


OMAHA, NEBR. 





H. SCHARF MFG. CO., 


MARQUETTE 


HOME APPLIANCES 


MARQUETTE APPLIANCES, INC. 
307 E. Hennepin Ave. 


Minneapolis 14, Minn. 





Freezers « Ranges « Refrigerators * lroners * Dryers * Washers * Water Heaters 
COCCSCSCSSESESSSESES eeeseesesetseeeeeeeeeeeee 


It’s a twin 
anniversary 


The Westfield Manufacturing 
Company, makers of Columbia 

. . America’s F/RST bicycle, 
and the American bicycle indus- 
try join in celebrating 75 years 
of achievement in American 
made bicycles. 





AMERICA’S FIRST BICYCLE IN 1877... 


STILL FIRST IN 1952 





paste] 


2 HANDLE LENGTHS 
840L—36” 840—81.” 


Your customers can wash 
cars, trucks, boats, storms 
and screens, floors and a 
complete house—or any- 
thing where you want a 
steady stream of water to 
rinse as you wash as you 
clean. 


FLOUR CITY BRUSH CO. 


1501 4th Ave., S., Minneapolis, Mine. 


PACIFIC COAST BRUSH CO. 






AUTOWASH 
PROFITS 
$17.76 


on 12—36” 
HANDLE BRUSHES 














1507 Santa Fe Ave. 
Los Angeles, Calif. 














MIDWAY Auger Bits 
for every purpose! 


FACTORY and SALES OFFICE 
MELVIN, OHIO 


DOUBLE 


























Homogenized Neats- 

foot Oil Processed wy AHy 

From Beef Animals Of Animal Hair Dressing 

Neatslene Harness Oil 
Prime Lard Oil 

“Thread Cutting Oil'' 


Ti f 7 ~ F ail 

ig — ~—oe C UWA The Westfield Manufacturing Company 
Kinds of Weather NEATSLENE CO WATER REPELLENT avd the American bicycle industry join 
WEATHERPROOFS: ned aay poy eam in celebrating 75 years of progress in the 
Boots, Shoes Saddles, mn oi manufacture of bicycles. 
Gun Cases, Golf Bags, : 
Riding & Racing Har- 














ness, Lugguge and 
other fine leather. Made 
in Two Grades: Pure 
and Prime Compound. 


sold at A samt Drug, Auto, Sport & Saddle Shops, Dist. by Whise. Hdw. 


‘& Saddlery Hi If deal "t | it 
Mg mF ot sag Ry Mo Raf hy A AMERICA’S FIRST BICYCLE IN 1877... STILL FIRST IN 1952 














WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 
More Sales! 

Greater Volume! Bigger Profits! 


See Your Jobber or Write For Your Nearest Distributor PHOENIX TABLE MAT CO. 1315 W. Congress St., Chicago 7 








FINGER GRIP Adjustable CLIPS 


HOME APPLIANCES 


MARQUETTE APPLIANCES, INC. | f Insist on the all-purpose CLIP for 
: |} ‘parking’ things anywhere. 


307 E. Hennepin Ave. a Minneapolis 14, Mipn. |] Display $210 means more profits. 


6 doz.—Small 3 for 10¢ 
4 doz.—Medium 8¢, 
2 for 15¢ 
2 doz.—Large 10¢ each 
Slightly Higher on 
West Coast 
Favorite with Home 
Workshop Fans. 


Ask your jobber. 


Re RP RR i ER tin. 


” . . t H . . . . . _ . . . . am 
Freezers Ranges ¢ Refrigerators * lroners * Dryers * Washers * Water Heaters ARTHUR I. PLATT & CO., Fairfield, Conn. 
Rec cccccsccccccesccscccccccsceccecceseseees 


onicina. DOMES OF SILENCE = ::- 


SELL ON SIGHT when these attention- -compelling con- S!ZES . 
tainers, box or card are displayed on counters. Genuine DOMES Ho < 
One set on © Card. OF SILENCE glide softly, silently, smoothly 
WS Gants too ben. over all flooring; saves floors and furniture For 
SIZES _ : 
14" Wa? Whe? _ years the favorite with houseowners and furniture 
1 4" 


manufacturers. 














Ask your jobber or write 
DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 
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